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No. 7-R BEAVER RATCHET—1 to 2 inch 


has many fine 
mechanical advantage: 
of interest 
to your trade 


The No. 7-R taper-post ratchet threader uses 

four sets of dies, one for each size, to thread 1, 1}, 14 

and 2-inch. Both dies and bushings are standard and inter- 

changeable with other similar makes. Beaver taper post threaders have definite 
mechanical advantages. (a) The ratchet and handle pulls directly on the diehead— 
Beaver “straight-line pull” is a more efficient application of power—and, being easier 
on the tool, results in less repair expense. (b) Die retaining mechanism is fully- 
enclosed—no dirt can get back of it. Dies will not fall out. (c) The dies are hobbed 
—and all segments are interchangeable. Any No. 1 segment will replace any other 
No. 1 segment. This means a lot to users! It is not necessary to return dies to 
factory to “match” segments. Also furnished with universal pipe centering chuci 


—the Beaver No. 9R. 
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@ Complete convention coverage by 
your editors will result in a detailed 
report of activities at the Atlantic City 
Triple Mill Supply meeting. If you 
attend, you'll want a record of the 
happenings. It you don’t attend, 
you'll want to know what went on. 

® Did you ever think of calling on a 
dentist for orders? The June issue will 
give you the story of an Indianapolis 
salesman who has a dentist customer. 
@ Every salesman knows that when he 
can talk with authority about a product 
or a process, he improves his chances 
of getting orders. You'll find a picture 
story on the cold finished steel process 


is both interesting and helpful. 
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VASCOLOY-RAME CORPORATION ues, 


An affiliate of The Fanstee! Metallurgical Corporation and The Vanadium Alloys Sieel Company 
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CM overhead materials handling units are designed to increase 
plant output and lower production costs by mechanizing and 
speeding the movement of materials. If you are improving or 
expanding your plant, it will pay you to check up on CM indus- 
trial hoists. Three of the most popular units in the CM line are... 


The CYCLONE Model M High speed heavy 
duty hand hoist. 96% efficient. 1 ton capacity 
weighs only 35 pounds. Sealed in lifetime lubri- 
cation. Capacities from % ton up. 


The COMET Portable, speedy, sturdy elec- 
tric hoist. One-hand control. For plug in on 110, 
220 or 440 volts. Capacities from % to 1 ton. 


The METEOR Fast, heavy duty electric hoist. 
Airplane type cooling. Push button control. 
Single or two speed. Capacities from % ton up. 


Write today for literature and the name of 
your local distributor who handles the com- 
plete line of CM overhead materials handling 
equipment. 


CHISHOLM-MOORE 


HOIST CORPORATION 


Affiliated with Columbus-MéKinnon Chain Corporation 


GENERAL OFFICES AND FACTORIES: TONAWANDA, N. Y. 
SALES OFFICES: New York « Chicago * Cleveland + San Francisco * Los Angeles 
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‘DISTRIBUTO 


your customers that there is a CM hoist 





= 2 
~ CUHOISTS: 
a 
NATIONAL 
ADVERTISING 
PROFIT GAINS 


Industry management and purchasing 
executives have known for years that the 
name “‘Chisholm-Moore” signifies over- 
head materials handling equipment of 
outstanding serviceability. They rec- 
ognize the “CM” as a mark of leader- 
ship in design, construction and. on- 
the-job advantages. 


Though “CM”: electric and chain hoists, 
cranes, trolleys and accessory equip- 
ment are accepted, national advertising — 
‘appears every month in the leading © 
trade magazines...constantly reminding 


to fit their particular requirements! 


It is a great advantage in selling when 
you mention “CM” to a prospective 
customer and can start right in talking | 
about something you're both familiar” | 
with. It all adds up to profit gains for — 
both of you. 3 











... for Leak-Proof, Pressure - Tight 


Industrial Assemblies! 


All three Permatex Form-A-Gasket Sealing 
Compounds make every type of assembly leak-proof 
and pressure-tight . . . be it threaded, flat or flanged. 
They all prevent corrosion and are leak-proof to 
gasoline, fuel oils, lubricating oils, hot or cold 
water, butane, propane and numerous other liquids 
and gases. Use the one that best fits the job. 


Permatex Form-A-Gasket No. 1 (a paste) dries fast 
and sets hard, but never becomes brittle. Makes 
tough, permanent unions even with warped or pitted 
surfaces. 





Permatex Form-A-Gasket No. 2 (a paste) sets slower 
than No. 1. Dries to a tough, pliable film with plenty 
of “cushion” to absorb continual vibrations . .. yet 
disassembles easily. 


Permatex Aviation Form-A-Gasket No. 3 (a brushable 
liquid) quickly dries to a tacky paste. Since it acts 
as a lubricant before it seals, threaded connections 
can be tightened up all the way without binding. 
Unions are easily disassembled. Will not run at 400° 
above nor become brittle at 70° below. 


May Be Used With or Without Old or New Gaskets 


Order Through Your Industrial Distributor 


We Invite Your Further Inquiry 


PERMATEX COMPANY, INC. BROOKLYN 29, N. Y. 
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~ An Ideal Driving Combination that is 
SELLING POWER TRANSMISSION 


‘and TRANSMITTING SELLING POWER |\ 
: a | 





















LINK-BELT | 


DISTRIBUTOR 


HANKS to Link-Belt distributors for a 1947 sales performance exceeding all previous years. 

With service from distributors who are “tops” in their field for equipment that will meet 
every power transmission, conveying and elevating need, we look forward optimistically to 
new sales records for 1948 and in the years to come. 


This service from stocks located conveniently to serve all industrial centers enabled thous- 
ands of alert producers and processors to profit by utilizing the best in power transmission, 
conveying and elevating machinery. 


Link-Belt representatives will be in attendance at the Triple Mill Supply Convention, greet- 
ing you from booths 120 and 122, Atlantic City Auditorium, April 26-27. 
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Atkins “Curled-Chip” 
Milling Saw 

Made for faster, heavier duty 
sawing, cleaner cuts and 
longer saw life. For both fer- 
rous and non-ferrous metals. 
Self-ejecting chip eliminates 
galling and stalling. 6 to 16 
inch diameter. 


Atkins “Curled-Chip” 
Slitting Saws 

Famous ‘‘Curled-Chip"’ effi- 
ciency removes more metal 
with less power, for lower 
cost per cut, longer life per 
saw, for use singly, or in 
gangs, with ferrous or non- 
ferrous metal. 21 to 8 inch 
diameter. 


Oe CLG 
“More Sales— More Profits 


Yes, each month and every month, Atkins advertising paves 
the way to more sales, bigger sales and more profits for you. 
This powerful campaign that reaches the cream of the plants 
and buyers in your area through the magazines you see 
here, has one objective — to help industrial distributors to 
sell more. 

When you cash in on Atkins advertising you also cash in 
on proved buyer preference that builds year-in, year-out 
business. To profit to the fullest extent from Atkins advertis- 
ing in 1948, have the Atkins saws that your customers need 
on hand when they need them. Check your stock and get 
your order in today. 





‘Atkins “Curled-Chip” 
Hack Saw Blades 
“Lift-and-Curl’’ cutting 
action gives easier, faster, 
cutting that means ‘greater 
output, fewer blade 
changes, lower cost cut- 
ting. Made of famous 
“Silver Steel’’. 


Atkins “Duratip” Saw 

Hundreds of hodrs between 
sharpenings—that's what 
users report of their Duratip 


Rip or Cut-Off Saws. For soft 
and hard wood, teak, fire- Metal Cutting Band Saws 


proof lumber, plywood, For non-ferrous metals, wood, plas- 
veneer panels, Masonite, 1S stale dantan ennitice Woes 

, uried-Cnip de: ri 
siemens heat, enables heavier feeds and higher 
cutting speeds. Four sizes of teeth, 
1/4 te 1-inch widths. 


Atkins 
“Curled-Chip” 
Segmental Saws 
Removable segments 
enable quick, low cost 
replacement of worn- 
out teeth without dis- 
carding the saw disc. 
Meet every require- 
ment of toughest cut- 
ting Jobs. 


Atkins > 








Ctheer Stel SAWS 





E. C. ATKINS AND COMPANY © tome office and 
Factory: 402 S. Illinois Street, Indianapolis 9, indiana 
Branch Factory: Portland, Oregon e Branch Offices: 
Atlanta + Chicago » New Orleans * New York « San Francisco 


> Sy 
WA 


“ATKINS ALWAYS AnEAD” 


MAKERS OF BETTER SAWS FOR EVERY CUTTING JOB 
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In many cases when Baldwin engineers 
took off branch pipe outlets in locations 
which were practically inaccessible, 
they employed WeldOlets* to speed up 
operations and save money. Installa- 
tion time was reduced by 50% to 75%! 


In addition to ease of installation, 
WeldOlets* offer additional advantages 
of assurance against leaks, greater 
safety, greater efficiency, convenience 
of inspection, and handsome. appear- 
ance. They can be welded to pipes 
wherever outlets are required, elimi- 
nating costly pipe threading, reducing 
maintenance costs. 


WeldOlet Fittings offer an unusual 
opportunity to the Mill Supply House 
to not only build sales and profits 
but also to provide customers with 
better service. Your customers will be 
grateful for the savings you can effect 
for them with WeldOlets*. Write 
TODAY for the WeldOlet folder. 


BONNEY FORGE & TOOL WORKS 
Forged Fittings Division, 645 N. Meadow Stree? 


ALLENTOWN, PENNA. 
MANUFACTURERS OF FAMOUS BONNEY TOOLS 








YOU GET 7 IMPORTANT ADVANTAGES 


WITH WELDOLETS*. . . 

. Full pipe strength 

. Ease of installation (no forming, fitting, aligning, 
beveling) 

. Ease of inspection (icicles, weld metal and flash 
easily seen—easily removed) 

. Improved flow conditions 

. Uniform appearance 

. Streamlined—light in weight 

. Lower finished-job cost 








Eliminates costly pipe threading, 
provides full strength at joint and 
full flow. 


WELD(Q)LETS 


*TRADE MARK REG. U.S, PAT. OFF, PAT. IN U.S. & FOREIGN COUNTRIES 


FOR WELDED BRANCH PIPE OUTLETS 


When you wunt Bonney Welding Outlets, ask for WeldOlets + 
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YOUR MANUFACTURING PLANTS 
YOUR RAILROAD SHOPS 
YOUR SHIPYARDS 
YOUR CONSTRUCTION JOBS 
' YOUR MINES 


TRIPLE MILL 
ten. A Ad, bated, | 


HEADQUARTERS you'll sétl ry 3 
Booth 515-517 : 
at the 


AUDITORIUM 
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INDEPENDENT PNEUMATIC TOOL COMPANY 


AURORA, ILLINOIS 
Export Division: 330 West 42nd Street, New York 18, N.Y 
Birmingham Boston Buftalo Chicago Cincinnati Cleveland Denver 
Detroit Houston Los Angeles Milwaukee New York Philadelphia 
Pittsburgh St. Louis St Paul Salt Lake City Seattle 
San Francisco Toronto, Canada Sao Paulo, Brazil London, England 


PORTABLE POWER 


wore 


CULY THOR OrsSstTRHRIEUTOEORS SELL FOOLS FOR EVERY CUSTOMER'S EVERY 1088 
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THIS ADVERTI mACHES THOUSANDS OF FA 


P CLEVELAND 772“ FASTENERS 


© From the beginning of our operations 30 years ago our Originators of the modern 

aim has been directed toward making the best fasteners cold-forging method that 
possible in a restricted list of types. All our manufacturing produces stronger more uniform 
facilities and skill today are concentrated on Top Quality fasteners by... 

Cap Screws, Set Screws and Milled Studs—with some capac- 

ity devoted to parts of special design required by our 

customers. This specialization is your assurance that 

Cleveland Fasteners meet the highest standards specified 

‘in this field. Write for folder explaining double extrusion 

process used in Cap Screw production. 


ft 
Rae TAW |e) Ae Ceveland Cap Soren 6 
2917 EAST 79TH STREET ° CLEVELAND 4, OHIO. 
hi: SPECIALISTS FOR ie) YEARS IN CAP AND SET SCREWS AND MILLED STUDS 


h : Ch d Philadelph 
FA ST E he E R S Feary 8 ck aa CC 
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In these days of rising production 
costs, it is more important than 
ever that you render a complete 
abrasives service to your customers. 


Brightboy represents an important 

factor to you in rounding out this 

service, since a rubber-cushioned 

abrasive is best for many types of 

jobs. Many manufacturers are dis- 

covering that Brightboy’s one op- 

eration burring, finishing, smooth- The SOFT RUBBER binder 

ing and polishing is the solution to CUSHIONS the abrasive 
P ° : Weldon Roberts 

cutting production costs; that ; Rubber Co. 

Brightboy achieves a wide variety otecmabe: 

of surface effects and close-toler- 

ance, precision finishing with out- 

standing time-savings. 





You owe it to yourself and your 
customers to know everything that 
this original, rubber-plus-abrasive 
product will do. You'll find a ready, 
profitable customer-reception for 
Brightboy right now! Write us at 
once for inviting details on the 
Brightboy Selective Distributor 
Sales Plan. 


we 


sae oat 
ite 
Sess & ee | 
<= 


ayeus 


* 
amen Fee 


BRIGHTBOY INDUSTRIAL DIVISION 
WELDON ROBERTS RUBBER CO. 


WELDON ROBERTS Newark 7, N. J. 


\NISHING, 
of Po 


w 


Brishtboy& 
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A Gomplete Electric Tool Line sonia baal 
— over 100 Powerful Tools! 


oes & 
ee | CP 
SCRUGUN 


ELECTRIC HAMMERS SCREW DRIVERS ELECTRIC SAWS 


RY 











ELECTRIC DRILLS PORTABLE GRINDERS | VALVE SEAT GRINDERS 














cP 
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Hard Selling Advertising 
—— 17,827,036 Ads This Year! 


SELL Tp 
GRINDER 3: WAYS 
> 
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SCRUGUN 
SCREW DRIVERS 


the VAN DORN 
COMBINATION 


for More Sales and Profits! 


The Van Dorn Portable Electric lications, attention-getting direct 
Tool Line packs a one-two sales mail, booklets and catalogs—that 
punch that’s made to order for never fail to tell tool buyers to‘‘See 
Distributor selling! Your Van Dorn Distributor’’ for 
1. It’s a really complete line, used complete information. 
in thousands of operationsthrough- And these features are topped off 
out all industry—with hundreds of byanhonest Distributor policy that 
accessory items that increase the governs our whole selling plan— 
tools’ usefulness and build steady building a secure and profitable 





repeat business for you. business for you and for us, year 

2. It’s supported by big, colorful after year after year! The Van 
advertising in The Saturday Eve- Dorn Electric Tool Co., 717 Joppa 
ning Post and key industrial pub- Road, Towson 4, Maryland. 


FOR POWER SPECIFY 


(DIV. OF BLACK & DECKER MFG. CO.) 


PORTABLE ELECTRIC TOO LS 
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BELMONT 


advertising 
does 3 jobs 
for the 


distributor 


Advertisement 


OIL SEEPAGE IS A FIRE HAZARD... A PROFIT EATER! 


PHILADELPHIA, PA.—Oil has great 
penetration. Early history tells us, it 
seeped from the dark recesses of the earth 
and formed “burning pools” on the 
surface. 


Today, as oi! serves man in its many 
modern uses Belmont Packings minimize 
the penetrating power of this elusive 
liquid. Designed and constructed to 
wuard against seepage, Belmont Packinys 
give maximum performance in all types 
of oil service. 


Belmont No. 189 for use on rods and 
plungers handling hot oi! and distillates. 
M of long fibre asbestos yarn, firmly 
braided and lubricated with a special 

d i to pene- 





tration and saturation. This packing is 
noted for its efficient operation even at 
one, epee where the packing is lit- 
erally “boiled in oil.”’ 





Belmont “6100” for use on rods and valve 
stems handling gasoline and other petro- 
leum distillates. Made of high-grade 
asbestos yarn, braided jacket over jacket 
and treated with a special lubricant 
which preserves*its softness and sealing 
qualities. 


Easy to get! Belmont distributors are |o- 
cated in every large industrial center, 
ready to give prompt delivery from local 
stocks. 


Easy te identify! Belmont Packings 
wherever practicable, are packed in at- 
tractive boxes bearing our orange-colored 
trade-mark on a blue background. 

The Belmont Catalog is available. Write 
on your company letterhead for copy. 
Packing facts are reduced to simplest 
forms and al! styles are illustrated. 
Try Belmont! Consult local distributor 
or write us direct. 





f, Creates demand for Bel- 
mont Packings by promoting 
the extra values in the Bel- 
mont line through specific ref- 
erences to Belmont features. 


2. Directs the reader to the 
Belmont distributor. Note how 
the ad reproduced here men- 
tions the distributor. 


3. Develops definite sales 
leads. Requests for folders are 
turned over to Belmont dis- 
tributors for follow-up. 


< packings: 

ne eS 
ond Gorse! packings 
pack . 


THE BELMONT PACKING AND RUBBER CO. 


. BUTLER AND SEPVIVA STREETS 


PRILADEPHIA 37, PA. 
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BACK THEM WITH 


THE FACTS THEY NEED 
FOR SUCCESSFUL SELLING 


Many a call has been wasted and many a sale lost, just because the 
salesman lacked such facts as these: where to call... when to call 
and what lines to concentrate on for steady, well-rounded, profit- 
able business. 

How can you keep your salesmen supplied with this vital in- 
formation? Ask today about Kardex Visible Sales Control and 
how it gives you both a graphic, over-all picture of status or per- 
formance plus rapid access to complete details. No waiting for 
end-of-month summaries. You can have—any day, at a moment’s 
notice—any or all of the following facts: 

Sales-to-quota percentage by salesmen, by departments and by 
customers ... Date of last customer contact and date of last sale... 
Date when next call should be made . . . Up-to-date customer 
information ... Cost of sales by customers or by departments... 
Or whatever other type of data you need in your particular set-up 
for successful control of sales effort. 


FREE BOOK OF SIMPLIFIED SALES CONTROL METHODS. If you'd 
like to learn more about Kardex-simplified methods . . . how they 
can cut your costs ... how they can help you boost your profits, 
read our 96-page study, “Graph-A-Matic Control for Sales Man- 
agement”. It’s yours free on request. Phone the Remington Rand 
office nearest you or write Systems Division, 315 Fourth Avenue, 
New York 10. 
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Month after month, in leading business and industrial 
publications, the Dodge Transmissioneer is spotlighted 
as the man who has important facts about the latest 
developments in power drive equipment. 


Ads like these—15 million of them—feature new 
and better products for mechanical power transmission 
which are available through Dodge distributors. A 
campaign in Business Week, with center spreads in 
color, dramatizes the achievements of Transmissioneers 
in vital American industries. Thus our powerful ad- 
vertising support to the distributers of Dodge pro- 
ducts is continued and expanded. 

DODGE MANUFACTURING CORPORATION +» MISHAWAKA, INDIANA 


of Mishawaka, Ind. 


FIRST IN POWER TRANSMISSION MACHINERY! 


<4 of Mishawaka, Ind. ie 





CE oe we touras? wae ware Migne nomena srenes Ome 
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ont take a chance 


when you buy 


Pid 


: ( Consult the Powell Engineering staff 


Naturally you know your business better than any 
outsider. But your business is not making valves. 


On the other hand, Powell has spent more than a 
century making valves—and valves only. So we be- 
lieve we know more about valves than anyone else— 
at least anyone outside the valve making industry. 


The result of this knowledge is the most complete line 
of industrial valves made today. 


For services for which Bronze or Iron valves are best 
adapted, Powell makes every required type and design. 


Where something more is needed, especially for higher 
pressures, Powell Cast Steel Valves of all types are 
available in pressure classes from 150 to 2500 pounds. 


And to handle corrosive media, Powell makes a complete 
line of Corrosion-Resistant Valves in the greatest variety 
of metals and alloys ever used in making valves. 


Fig. 1708—200-pound Bronze 
Globe Valve with screwed ends, 
union bonnet, renewable spe- 
cially heat treated stainless steel 
seat and regrindable, renew- 
able wear-resisting ‘‘Powell- 
ium” nickel-bronze disc. 


Fig. 190—150-pound Iron Body Bronze 
Mounted ‘‘Irenew’ Globe Valve. Has 
screwed ends, union bonnet and regrind- 
able, renewable, wear-resisting ‘‘Powell- 
ium” nickel-bronze seat and disc. . 
Fig. 1787—125-pound Iron Body Bronze Fig. 241—Large 125-pound Iron Body 
Mounted Gate Valve with flanged ends, Bronze Mounted Globe Valve. Made in 
bolted flanged yoke, inside screw non- H H + : sizes 2” to 16", inclusive. Has outside 
rising stem and tapered solid wedge. Also The Wm. Powell Co., Cincinnati 22, Ohio screw rising stem, bolted flanged yoke 
and regrindable, renewable bronze seat 


a Sey SON ENP omy eee DISTRIBUTORS AND STOCKS IN ALL PRINCIPAL CITIES ee ee 
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In All of 
SKILSAW'S 


Advertising 
to Your Customers 


We Always Emphasize 





This Important Point... 


mf 












































2 


Have you considered Corning Mill Supply 
Glassware in the light of its profit possi- 
bilities? If not, you are missing a sure bet. 
There is a steady market for it in all indus- 
trial areas. It is inexpensive to stock, easy 
to sell. And the mark-up is ample to keep 
you interested. 

This complete Corning line now includes 
. Corning and PYREX brand gauge glasses, 
lubricator glasses, MACBETH brand flat 
gauge glasses, PYREX brand sight glasses 
and oil cups. Practically every industry re- 
quires these products. So do householders who 
operate boilers. The market is a steady one. 

Corning has cultivated this market for 
years. Its products have acceptance because 
they are dependable and competitively 
priced. They are continually advertised. 
Corning’s line is a good line to handle. 


STOCK UP NOW! 

All Corning Mill Supply Glassware is dis- 
tributed through strategically located stock 
carrying distributors. Their names and loca- 
tions are available on request. They will be 
glad to advise you on your stocking problem. 
A request to Corning will bring prompt 
response. 


Fm 
f/ i ~ 
u PYREX ) 
Ne, ky 


«+. stocked by leading suppliers everywhere 


Z> \) FOR CORNING MILL SUPPLY GLASSWARE! 


CORNING STANDARD GAUGE 
GLASSES are made for moderate 
pressure service on boilers, vats, 
tanks, coffee urns, etc., where pres- 
sures do not exceed 200 psi. 





PYREX HEAVY WALL GAUGE 
GLASSES are designed for all the 
services listed above but for pres- 
sures up to 600 psi. 





PYREX RED LINE GAUGE 
GLASSES magnify the water level 
and stand out in dark inaccessible 
places—handle pressures up to 500 
psi. 





PYREX HIGH PRESSURE 
GAUGE GLASSES are recom- 
mended for pressures up to and in- 
cluding 500 psi. They rema’: crystal 
clear under adverse conditi \ns. 





MACBETH BRAND FLAT 
GAUGE GLASSES resist pitting, 
etching, fogging and staining to re- 
tain clarity for long periods under 
pressures up to 2000 psi. 





PYREX BRANDSIGHT GLASSES 
are available for low pressures and 
high temperatures as well as for 
high pressure service. They are de- 
signed for ovens, absorption columns, 
reaction kettles, furnaces, pressure 
vessels, stills and tanks of any kind 
where safe, internal visibility is 
required. 








PYREX BRAND OIL CUP AND 
LUBRICATOR GLASSES are made 
in sizes ranging from 4” to 6” in 
diameter to close tolerances. They 
provide high visibility and long life 
on machine operations. 





CORNING GLASS WORKS e CORNING, N.Y. 


SALES OFFICES: NEW YORK * CHICAGO « SAN FRANCISCO 


MILL SUPPLY GLASSWARE 


TECHNICAL PRODUCTS DIVISION: GAUGE GLASSES - GLASS PIPE - LIGHTINGWARE + SIGNALWARE 
LABORATORY GLASSWARE + OPTICAL GLASS » GLASS COMPONENTS : 
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Goodyear 


‘, 
. 


Aavertising | 


means 
Dusiness 


His year, Goodyear Industrial Rubber 

Products advertisements are ap- 
pearing more often, in more places, than 
ever before. That means plenty of extra 
business for the local Goodyear distrib- 
utor, since each of these widely-read 
messages directs prospects right to his 
door. And effective, sales-building adver- 
tising is just one of the many advantages 
that go with a Goodyear franchise. Look 
at the blueprint and you'll see why the 
Goodyear line is one of the first three 
moneymakers every year, according to 
leading supply houses. Why not find out 
if there’s a Goodyear distributorship 
available in your territory? Write: 
Goodyear, Akron 16, Ohio. 


1 


y 


BLUEPRINT FOR 
PROFIT-BUILDING 
Goodyear Industrial Rubber Products 


Reputation of “The Greatest 
Name in Rubber” 


Proved quality that brings 
repeat sales 


Aggressive national advertising 


that boosts distributors, too 


Liberal franchise that creates 


profit opportunities 


GOOD,» 


THE GREATEST NAME IN RUBBER 
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i) 


Technical sales assistance of the 
G.T.M. — Goodyear Technical 
Man 


Hard-hitting, business-getting 
direct mail campaign 

Leadership in new product 
developments, pioneered by 
Goodyear Research Laboratory 
Substantial 
each sale 


profit margin on 





“THE HOISTS THAT 
ARE IN DEMAND” 


NW 


YALE LOAD KING WIRE ROPE 
ELECTRIC HOIST — Capacities 


2, and 1 ton 


YALE HOIST 


SALES and SERVICE 
Available Through 
Your Distributor 


FIND OUT TODA 
HOW THE YALE HO! 
LINE CAN MAK 
MONEY FOR YOU! 


Send for Catalog WD-1 


oe @ Se eo 


4530 Tacony St., Philadelphia 
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YALE SPUR-GEARED 34% 
HAND CHAIN HOIST 4 


b “ey 
r a. 4 
a f 4 t 

a > ee 
ré ¢ : Capacities from V4 a 
4 meas Sh “in YALE MIDGET KING ELEC ? fe 40 q 
: : : a d to 40 to . 
: TRIC HOIST Capacities i i . 
\ ie, rom '/2 10 2 tons a “a 
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YALE CABLE KING WIRE 
ROPE ELECTRIC HOIST—Ca 
1 _ 


: «toy seein 
Res. pat “eee 
or es 


Pry 
» ey ee 
ae 


a ee, Ae re They are easier fo sell 
— ... bring you more profit 


oS a, 


a ~YALE-)1Loab KING 


A low-cost, fast-lifting wire rope electric hoist with unusual adaptability that customers will appre- 
ciate. Has self-acting load brake with separate motor brake that will hold full capacity load. Lug or 
hook suspension, plain trolley with suspension parallel or at right angle to I-beam. 


CY ALE-) CABLE KING 


The only air-cooled electric hoist. Carries away excess brake heat. Operates at top efficiency on a 
heavier duty cycle than’any other hoist in its class. Positive, lubricated load brake. Steel safety frame. 
One-point lubrication. Hook, trolley, geared trolley, motor-driven trolley and close headroom. Par- 
allel or right angle suspension. 


@YALE-) mipcet KING 


Compact, powerful, efficient—meets all the requirements for a general-purpose power hoist. Costs 
only a few cents a day to operate. Features: high-grade alloy steel roller chain; one-hand bar-grip 
control; self-actuating load brake; precision ball bearings. Plug-in, hook and trolley types. 


C-YALE--) spur-GEARED 


These hand chain hoists aré the safest, speediest and most powerfully efficient of all hand hoists. 
Loads are held in suspension by an automatic brake. They are industry's most widely used hand 
hoists. With and without trolley. Also in screw-geared; differential; spur-geared twin hook, extended 
hand wheel, clevis and rail hugger types. 


MANUFACTURING COMPANY 


Division, Philadelphia 24, Pa. 


























INDUSTRIAL DISTRIBUTION © MAY, 1948 





ANT 


to the Brown & Sharpe Line 


THESE INGENIOUS new devices permit 
faster, simpler measuring of unusual-shaped 
parts—or in inaccessible places—with com- 
plete confidence in the accuracy of results. 
Their quality of craftsmanship and mate- 
rials is typical of Brown & Sharpe in every 
respect. 


yA This dual-utility attachment snaps on 
either anvil or spindle end of a micrometer 
caliper to facilitate measurement of curved sec- 
tions. Hardened steel ball bears firmly against 
measuring surface. For all Brown & Sharpe 
micrometer calipers with conventional anvils 
and spindles except 14” and heavy types. 
Handy. Useful. Inexpensive. 


Z Center points of this attachment quick- 
ly convert a 6” or 150 mm vernier caliper into 
a direct reading divider that establishes center 
distances with precision. For locating holes to 
be drilled, establishing locating points in lay- 
out jobs, accurately measuring distance be- 
tween two points or between a point and some 
locating part. Complete set includes two each; 
clamps, center points, small hole points. 


DIAL TEST 
me. INDI 
Ww, 
ith Fine Adjustment ' 


The permanent magnet base of this 
device holds indicator firmly to any iron or 
steel surface ... in upright, horizontal, or even 
upside-down position. Fine adjusting nut is 
used to bring indicator point to exact setting 
desired. Indicator’s light weight reduces tend- 
ency to move. Magnet action produced by 
swing of lever. For sale only in the United 
States of America and its Territories. 








Check all advantages of these new, fine tools. 
Write Brown & Sharpe Mfg. Co., Providence 
1, RK. L, U.S. A. 


) 


We urge buying through the Dishibuter 


BROWN & SHARPE TOOLS “* 
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ment of Its 
g Distributors 


THREADW 
authorized 
is selective 


Stock Carryin 


» rather than “open: 
ytors heartily 
Threadwell 


endorse 
Sales Policy ‘ 


pie COMPANY 


ND 
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PACE-SETTER 
IN VALVES 








You Get Cooperation — Not Competition — 
From OIC! When you do business with OIC, 
you're treated as a respected partner — a part- 
ner who carries his share of the load and is 
entitled to his share of the profit. You get the 
advantages of OIC’s “square deal’’ selective 
valve franchise, which enables you to build a 
steady repeat business in valves. And OIC gives 
you every possible aid to make the franchise 


work — to make it profitable for you! 
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GET COMPLETE DETAILS NOW! 


If you’d like to make your valve line a profit 
line, you’ll want to learn the complete story of 
the OIC selective franchise. An OIC representa- 
tive will be glad to explain in detail how it will 


STEEL @ IRON @ BRONZE © work for you. Simply drop a note to: The Ohio 


Injector Company, Wadsworth, Ohio. 
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| These Bolts are covered with grime These Bolts are loaded with burrs 


Re eT POOR MOET OUTS GIRO SR aes, SA LS TER OPTS SNARE 














Circle ® Bolts and Nuts . . . both standard 
and special . . . are produced by skilled bolt- 
makers with years of experience. This is re- 
flected in the finished appearance as well as 
the overall quality of these famous products. 


BUFFALO BOLT COMPANY 


North Tonawanda, N. Y. 
SALES OFFICES IN PRINCIPAL CITIES 


These Bolts are clean and smooth 





Export Sales Office: Buffalo International Corp., 
50 Church Street, New York City 


...they are CIRCLE BOLTS 
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THE STANDARD LIN DRILLS @ REAMERS @ TAPS @ DIES 
MILLING CUTTERS @ SPECIAL TOOLS 





THE STANDARD [O0OL (0. 


Warehouses: New York + Detroit + Chicago 














Vey 


Preferred, specified and used 
in mass production by— 


*. The Automotive Industry 

® The Aviation Industry . 

® The Electrical Industry 

© The Farm Implement Industry 
° The Home Appliance Industry 
“@ The Railway industry 


Sold by Leading Mill-Supply Distributors 
(Oey hi acm Gor tia 


THE STANDARD Toot ((0. 


Werehouses: New York + Detroit + Chicago 











1. JOE: I’d like to try a nylon-bristled 
brush, but are you sure it’ll hold the 
paint? 

ED: If it’s a brush that’s made right— 
with genuine nylon—it’ll hold paint! 
Here’s one—with the nylon bristles 
blended and sanded to pick up and hold 
paint as well as or better than any other 
you can buy! Costs no more, either. 


Soe 


— ae : 
4. JOE: Can you use nylon bristles in 
any kind of paint? 

ED: Sure. But they don’t recommend 
using nylon with shellac. Still you can 
use nylon with whitewash and calci- 
mine, which raise cain with hog bristles. 
Shellac doesn’t really hurt nylon. Boil 
the brush in water for 30 minutes, then 
dry it overnight. It’ll be like new. 


DU PONT 
NYLON BRISTLES 


BETTER THINGS FOR BETTER LIVING 
. THROUGH CHEMISTRY 


' 


bs 


2. JOE: Well, I want a brush that will 
lay down a smooth surface. How about 
nylon for that? 


ED: If you use a genuine nylon-bristled 
brush right, you get assmooth a surface 
as you can get with any well-made 
brush. And you can always make sure 
it’s a nylon if you see the words ‘“‘nylon 
bristles”’ on the handle. 


5. JOE: I’ve heard nylon softens up in 
hot weather. Is that right? 


ED: Sure. That’s partly right. Nylon 
does lose stiffness at 100°F. or more. 
But did you ever think about this? 
When it’s hot enough to soften a nylon- 
bristled brush, the surface is too hot to 
paint anyway. The paint would crack 
and blister. 


3. JOE: A lot of brushes get heeled up. 
Does a nylon? 


ED: Not if it’s properly cleaned. And 
that’s a cinch. Just comb the brush out 
in turpentine, rinse it clean and hang it 
up to dry. For fast cleaning, you can 
even boil a nylon in trisodium phos- 
phate solution. What other bristles will 
stand that? 


ee b 


6. JOE: Well, I’ve had good service with 
hog-bristled brushes for years. Why 
should I switch to nylon now? 


ED: You can get’em as good as or better 
than any others for about the same 
price—even less in larger sizes. They 
outwear others 3 to 5 times—save 40 to 
80% of brush costs. That’s been proved 
on the job, over and over again! 


IF YOU WANT TO SELL MORE PAINT BRUSHES that give top-quality results on the 
job, tell your customers the facts about nylon-bristled brushes. There’s noth- 
ing like nylon! Be sure to look for the words NYLON BRISTLES stamped 
on the brush handle. Clip coupon below for free copies of our ,helpful new 
booklet, ‘‘How you can save money on the job with paintbrushes bristled 
with DU PONT NYLON.” E. I. du Pont de Nemours & Co. (Inc.), 
Plastics Department, Room 315, Arlington, N. J. 


Please send me ( 


Name 


Du Pont, Plastics Dept., Room 815, Arlington, N. J. 
) copies of ‘“‘How you can save money on the job 
with paintbrushes bristled with Du Pont Nylon.” 





Address 








—--------4 
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It raised 


Du Pont 
High 


For high strength at low cost 
... look into “Cordura” 


“One of the greatest developments in hose 
manufacture in many years!” That's what one 
of the world’s largest makers of hose says 
aboutDu Pont Cordura” High Tenacity Rayon. 

Industrial hose can be made much lighter 
with “Cordura,” yet with far greater resistance 
to flexing, strain and internal friction. Safety 
factors can be well-nigh doubled. 


for RAYON. .. for NYLON 
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And «“Cordura”-reinforced garden hose is veyor belts... tires. Perhaps this development 

so durable that 4 leading merchandising Of- of Du Pont research can improve an article 

ganization gives purchasers 4 ten-year guar- Wri more informa- 

antee. tion about “Cordura.” Address Rayon Divi- 
Manufacturing costs are reduced . -- quality sion, E. 1. du Pont de Nemours & Co. (Inc.), 

improved _.. with Du Pont “Cordura” High Wilmington 98, Delaware. 

Tenacity Rayon. While you might expect to 

pay 4 premium for “Cordura” advantages: it 

works the other way because you get SO much 

strength from so little! 


pec. U.S. PAT. OFF. 


It will pay you to find out more about the 
advantages that Du Pont “Cordura” High Te- 
nacity Rayon contributes to many kinds of hose BETTER THINGS FOR BETTER LIVING 
and to other products, such as V-belts . - com THROUGH CHEMISTRY 


... for FIBERS to come ..- look to DU PONT 
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for these pr 


ASBESTOS PAPER—A standby 
for many pipe and electrical 
insulation uses; for lining 
ovens, making gaskets, wrap- 
ping furnace pipes. Flexible, 
tough, efficient. 


ASBESTOS MILLBOARD — For 
fire screens, partitions, range 
lining, radiator recesses and 
other uses where heat resistant, 
fireproof material is required. 


ROPE AND WICK PACKING— 
An ideal gasketing material. 
Used extensively for caulking 
boilers and ovens, wrapping 
exhaust lines, packing steam 
pumps, valve stems, etc. 


BRANCHES AND 


ASBESTOS & MAGNESIA PIPE 
COVERINGS AND BLOCKS — 
This range of products pro- 
vides efficient insulation for 
all kinds of jobs on tempera- 
tures up to 2000° F. 


MW-50 INSULATION CEMENT— 
Maximum insulation value; 
toughness, hardness and ex- 
cellent sticking properties. 
Easily and quickly applied. 


ASBESTOS INSULATION CEMENTS 
—For all types of heat insu- 
lation jobs . . . from pointing 
up fittings to final surfacing 
insulation. Special types for 
specific requirements. 


Fk 


PHONE NUMBERS 


BRIG Ye 


New York—VAnderbilt 6-1530 
Boston — CHarleston 1725 
Pittsburgh — FEderal 2741 
=. Cincinnati — CHerry 5080 


Philadelphia—BAldwin 9-6430 
Cleveland — HEnderson 6500 
St. Lovis — NEwstead 1930 
Chicago — DEarborn 4775 


" STOCK 
and SELL 


the Carey line 


ASBESTOS FURNACE CEMENT— 
Developed especially for 
hounting furnaces, stoves, 
boilers and flue pipes—for 


© setting or patching refrac- 


tories, cementing joints and 
cracks exposed to heat. For 
temperatures up to 2000° F. 


ASBESTO-SORB — Sweeping 
compound. Keeps floors safe 
— a common-sense safety 
measure in every plant, Fire- 
proof, efficient, inexpensive. 


ASPHALT PAINTS AND COAT- 
iNGs — A wide variety of 
highest quality asphalt paints 
and coatings for roofing con- 
struction, repair and main- 
tenance . . . all types of roofs. 


THE PHILIP CAREY MANUFACTURING CO. 
CINCINNATI 15, OHIO 





‘@. Detroit — MAdison 4680 | Seattle - SEneca 2351 


=. | Atlanta — (Amor 5451 a “ 
neg neceb? 
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years serving nd industry 


In Conada: The Philip Corey Co., Ltd., 1557 MecKay Street, Montreal 25, P. @. 
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VHIGHBALL" ge — Smart, sleek, $s 
a quality story FAS1—are 4@ modern com 
ose of clothes. And more 20 


¢ snag 
construction and longer service 
fa U 


proMoTioO 


solid 


sumer, 8° 
tion) provided by Ame 

*The railroads and the public. 
COMPANY, pROVIDENCE 1, RHODE ISLAND 
Detroit 2: $02 Stephenson Building 


AMERICAN SCREW 
Chicago 11: 589 E. Illinois Street 
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A NEW SLOGAN IS BORN -- 
“MAKERS OF FINE TOOLS ! 


en Ror 





"WEST FITCHBURG, MASS. 
Where the first century of fine tool production began 


"Makers of Fine Tools since 1848” has symbolized Whitman and 
Barnes progress during the past century. Now, as this organiza- 
tion begins a second century, its slogan changes. Every member 

of Whitman and Barnes takes pride in looking back on a one 
hundred year record of achievement. In looking forward there 

is every reason to expect greater organization accomplishment 
and greater success for Whitman and Barnes distributors. Oneal” 
hundred years of continuous manufacturing experience - dc ' 
reflect the integrity of Whitman and Barnes as we 

eatty of its products. _ 


@ This is the Whitman 
and Barnes Centennial 
Catalog No. 100. It repre- 
sents one hundred years 
of endeavor in producing 
fine tools. Because of the 
completeness of the line 
shown and its useful 
information, it holds a 
sales advantage for dis- 
tributors everywhere. 


——— — se =e oe ae ew ee o 
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DETROIT, MICHIGAN 
of operations. 


Where fine tool production 
continués in its second century 


LOS ANGELES 


DAS SA 
— Se ON 


— wet 
a" 





vice — <A 


CHICAGO 


fs Ot drills, reamers, and other metal cutting tools, 
DETROIT 


heir loyal support. This organization pledges its full 


WHITMAN s BARNES 


as 
me 
3 
>» 
4 
z 


‘Tributc 


. pH ‘cooperation for the years ahead as in the past. 





R/M No. 1840A 














Out of R/M laboratories has come a series of plastic packings that have 
proved particularly satisfactory in meeting special operating conditions. 


R/M No. 1840A, shown above, is typical of these packings and is recom- 
mended for rods, valve stems, centrifugal pump shafts, and similar appli- 
cations where temperature does not exceed 600° F. A related type is R/M 
No. 1840B, which contains a non-frictional metal. 


Where packing is exposed to gasoline, fuel oil and other petroleum prod- 
ucts, a third R/M Plastic Packing, No. 1840C, is widely used. 


These specialized plastic packings are typical of the R/M Packings avail- 
able to you through your authorized R/M distributor. For every special 
packing problem, and for your day-to-day packing needs, call your 
R/M distributor. 








RAYBESTOS-MANHATTAN, INC. 


ASBESTOS TEXTILE & PACKING DIVISION 





Manheim, Pa. + Bridgeport, Conn. * North Charleston, S. C. * Passaic, N. J. 





IT’S “PACKED WITH SATISFACTION” WHEN You use R/M 
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“SHINYHEADS” 
America’s Best Looking Cap Screw 
Made of high carbon steel — AISI 
C-1038—to standards for Full Fin- 
ished rae head cap screws— 
bright finish. Heads machined top 

bottom. Hexagon faces clean 
cut, smooth and true, mirror finish. 


Tensile strength 95,000-110,000 © 


p.s.i. Carried in stock. 


“LO-CARBS” 


Made of AISI C-1018 steel—bright 
finish. For use where heat treatment 
is not required ‘and where ordinary 
hexagon heads are satisfactory. 
Hexagon heads die made to size — 
not machined. Points machine 
turned. Tensile strength 75,000- 
95,000 p.s.i. Carried in stock. 


FILLISTER CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots—less 
burrs. Flat and chamfered machined 
point, Carried in stock. 


“SHINYLAND” STUDS 


All studs made steam-tight on tap 
end unless otherwise specified, 
with flat and chamfered machined 
oint. Nut end, oval point. Land 
etween threads shiny, bright, 
mirror finish. Carried in stock. 


+ 
CONNECTING ROD BOLTS 


Made of alloy steel — heat treated— 
threads rolled or cut — finished to 
extremely close thread and body 
tolerances — body ground where 
specified. Expertly made by the 
. Pioneers in producing connecting 
rod bolts by the cold upset process. 


THE FERRY CAP & SET SCREW CO. 


2153 SCRANTON ROAD e e CLEVELAND 13, OHIO 


“HI-CARBS” 
Heat Treated Black Satin Finish 


Made of high carbon steel — AISI 
C-1038. Furnished with black satin 
finish due to double heat treatment. 
Hexagon heads die made, not ma- 
chined. Points machine turned; flat 
and chamfered. Tensile strength 
130,000-160,000 p.s.i. Carried 
in stock. 


SET SCREWS 


Square head and headless — cup 
point. Case hardened. Expertly 
made by the pioneers in ope 
Cup Point Set Screws by the col 


upset process. Cup points machine — 


turned. Carried in stock. 


FLAT HEAD CAP SCREWS 


Heads completely machined top 
and bottom. Milled slots — less 
burrs. Flat and chamfered machined 
point. Carried in stock. 


* 
ADJUSTING SCREWS 


Valve tappet adjusting screws — 
Hexagon head style — to blue print 
cnaiiiean-taeeeen head hard; 
polished if specified — threads soft 
to close tolerance— points machine 
turned; flat and chamfered. 


* 
SPRING BOLTS 


Case hardened to proper depth and 
ground to close tolerances. Thread 
end annealed. Supplied in various 
head shapes, with oil holes and 
grooves of different kinds, and flats 
accurately milled. 


FERRY PATENTED ACORN NUTS 


For ornamental pu mpesce. 9 ples in- 
pel ce covered. Finish: plain, 

cp lated, cadmium plated. Size: 
Bie. 3/4",15/16"across the flats. 


Tapped 1/4” to 3/4” inclusive. 
Cross section of Ferry patented 
acorn nut, showing how steel hexa- 
gon nut fits snugly into shel). 


Pioneers and Recognized Specialists, Cold Upset Screw Products since 1907 


STANDARDS 





carried by 
) LEADING 
DISTRIBUTORS 


fe 
SPECIALS 


furnished to 
BLUE PRINT 
SPECIFICATION 





WRITE FOR 
INFORMATION 


SEND FOR SAMPLES 
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ONSISTENT national advertising in the magazines read 

by your most important customers. .. frequent packing 

announcements to radio’s biggest weekly audience via “Bill 

Henry and the News” heard over CBS five nights weekly... 

direct-mail pieces, sales helps, and an attractive sign to iden- 

tify you as the distributor your customers have read about 
and heard endorsed over the air. 

This is what we mean when we say “The right kind of back- 
ing to help you sell packing.” A consistent Johns-Manville 
policy, it is your assurance of steady profits even in the face 
of tougher competition ahead. Get complete information by 
writing to Johns-Manville, Box 290, New York 16, N. Y. 








Johns-Manville 
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HOW IS YOUR STOCK OF THESE 4 BEST-SELLERS? 


You'll find each of the following Johns-Manville 
Packings featured frequently in trade magazine 
advertisements. They’re four of J-M’s best-sellers 
Check your supply mow, and if you’re low... 
stock up today for bigger profits tomorrow! 





J-M Service Sheet. A tough, pliable, resilient gasket 
material with a wide range of applications. Widely 
recognized as Industry’s No. 1 sheet packing. 


J-M Kearsarge. The long-wearing rod and plunger 
packing with the unique folded construction that 


: forms a reservoir for the preserving lubricant. 
J-M Navalon. Newest product of the J-M Packing 


Research Laboratory is Navalon—the packing which, 
by actual test, outwears other similar type packings 
designed for use against cold liquids. Navalon lasts 
longer because it contains more lubricant—and re- 
tains it longer in service. This also minimizes shaft 
wear, particularly important under the severe oper- 
ating conditions encountered today. 
Here is a packing which pays off in terms of less 
frequent repacking...lower packing costs... and 
more efficient use of equipment on pumps, elevators, 
accumulators, presses and reciprocating rods and 
plungers operating against fresh or salt water, brine, me : 
cold oil and many other liquids. J-M Mogul Packing. For general utility service... 
braided and twisted styles lubricated throughout for 


longer life. 


JOHNS -MANVILLE 


PRODUCTS 
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3 BIG REASONS WHY 
SMART SALESMEN SELL 
LUBRIPLATE LUBRICANTS 


1. EXCLUSIVE CHARACTERISTICS 


LUBRIPLATE reduces friction to a minimum. It 
arrests progressive wear of bearings and other 
machine parts. It prevents rust and corrosion. 
FOR BALL AND ROLLER There are LUBRIPLATE Products that lubricate effi- 


SE ARINGS® ciently at high and low temperatures, under humid 

conditions, even under water. Many chemical and 
Your investment in onti-friction bearings £000 industries that encounter acid trouble in 
is certainly great enough to warrost §=nroduction machinery, find LUBRIPLATE the only 


your investigating the possible savings 


to be made through the use of tusRi- answer to their problem. LUBRIPLATE lasts longer. 
PLATE lubricants. They actually preserve 


bearing surfaces, orrest progressive A Little goes a long way so is less expensive to 
wear and protect against rust and cor- use. 

rosion. There are LUBRIPLATE lubricants 

for all speeds, all operating temperatures 


and conditions. Write for particulars. > QUICK TURNOVER 


——, 








our In every plant, large and small, in which machin- 
FoR Y 


MACHINERY ery is operated, lubrication is essential. It is 





one of the most continuously purchased operat- 
eneral oil type ° ° ° 
Wo. 2 — Ndeal tee peor, wick ing items in the salesman's catalog. Because LUBRI- 


feeds, sight feeds and bottle oilers. 


g— becouse of high (in PLATE Lubricants satisfy every lubrication re- 


wena o ns in most types of } , 

ses a tg oo quirement, the salesman selling LUBRIPLATE can 
hi ost populor 

ketass aly capture the bulk of these frequent orders. He can 

plication by pressure vn 7 

ge greas' 


— For a wide ronge of sree just about make a sale on every call. That means 


¢ * ially 
lications, especia 
oe above 200 degrees F. 


130-AA — Known nationwide 8 quick turnover for the Industrial Supply House that 
No. re 


lubricant for open gears, 


heavy duty beorins, wie rR So stocks LUBRIPLATE and big sale volume for the sales- 
G — This is the LUBRE ’ 
BALL BM ricont thet hos yond men who sell it. 


i im for use in the d 
a occiet ond roller ge a 
8 at speeds to 5000 RP: - 
oe to 300 degrees F- 


ence 3. REPEAT BUSINESS 
LUBRIPLATE Lubricants are different ... they're 
better. They save users money in lower power cost, 
fewer repairs and replacements of machine parts 
and less frequent shut downs to make such repairs. 
The fact that the use of LUBRIPLATE results in 
less interruption in production, means that once 
a user of LUBRIPLATE, always a user. That means 
ttnaesceceanal™ repeat business . . . orders growing for the 
T Your crassiriep TeLErMONe salesman while he is out making new contacts. 
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The TWIST that sells... 


more transmission bearing units 


Just a twist of the wrist to lock 
the ball bearing anywhere on 
the shaft. That makes Fafnir 
Wide Inner Ring Ball Bearing 
Transmission Units the easiest 
to install and remove. And 
makes this line the easiest to 
sell, the fastest moving line, the 
biggest profit line.’ 


Proof of the selling... 


this new 100,000 sg. ft. factory to keep up with the demand 
for FAFNIR Wide Inner Ring Ball Bearing Transmission Units 


LET'S TALK ABOUT MORE SALES 
For YOU at the Atlantic City 
Convention, April 26th and 
27th. Fafnir will be at Con- 
ference Booth #810 in the 
Auditorium. The Fafnir Bear- 
ing Company, New Britain, 
Connecticut. 


MOST COMPLETE LINE IN AMERICA 
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from Stock 


Immediate delivery from your local Worthington 
distributor . . . or five days from factory. . 





FIND THE SHEAVES YOU WANT 
from this complete line 
of available sheaves 


A Section—1 to 4 Grooves 
Pitch Diameters 3.0; 3.2; 3.4; 3.6; 
4.2; 4.4; 4.6; 4.8; 5.0; 5.2; 5.4; 5.6; 
6.2; 6.4; 7.0; 8.2; 9.0; 10.6; 12 
22.0 

B Section—1 to 4 Grooves 
Pitch Diameters 4.0; 4.2; 4.4; 4.6; 4.8; 5.0; 
aie 

B Section—1 to 10 Grooves 
Pitch Diameters 5.4; 5.6; 5.8; 6.0; 6.2; 6.4; 
6.6; 6.8; 7.0; 7.4; 8.6; 9.4; 11.0; 12.4; 13.6; 
15.4; 16.0; 18.4; 20.0 

B Section—2 to 10 Grooves 
Pitch Diameters 25.0; 30.0; 38.0 

C Section—1 to 6 Grooves 
Pitch Diameters 7.0; 7.5 

C Section—1 to 8 Grooves 
Pitch Diameters 8.0; 8.5; 18.0 

C Section—1 to 12 Grooves 
Pitch Diameters 9.0; 9.2; 9.4; 9.6; 9.8; 10.0; 
10.2; 10.6; 11.0; 12.0; 13.0; 14.0; 16.0; 
20.0; 24.0 

C Section—3 to 12 Grooves 
Pitch Diameters 30.0; 36.0; 44.0; 50.0 

D Section—3 to 12 Grooves 
Pitch Diameters 12.0; 13.0; 13.5; 14.0; 
14.5; 15.0; 15.5; 16.0; 18.0; 20.0; 22.0; 
27.0; 33.0; 40.0 

D Section—5 to 12 Grooves 
Pitch Diameters 48.0; 58.0 


For quick delivery of the sizes you need, call your local Worthington 
Multi-V-Drive distributor (listed in Thomas Register). 


WORTHINGTON 


<- 


Yi RRO 
A\ ANA SS — 
DPSS 


Worthington Pump and Machinery Corporation, 
& Merchandising Division, Harrison, N. J. 36 district 
offices throughout the United States. 


5 Se 
ALL 


SS 
SSI, 





Part of the complete stock of 
Worthington QD sheaves in 
all sizes. Enormous stock of 
Worthington-Goodyear V-Belts 
is also available — teammates 
for balanced drive performance 
. » » more worth with Worthington. 


WORTHINGTON 


OD Sheaves 


The original tapered cone-grip sheaves that are 
easy to get on, easy fo get off, yet always tight on 
the shaft. 

791 Stock Sheaves— 18 Stock Hubs 

give you a total of 75,000 V-drive 

combinations ranging from 2 hp 

to 600 hp in A, B, C and D Sections. 





If you have not already received your copy of the 
Worthington QD Sheave Bulletin, mail this coupon. 
Please send me free copy of WORTHINGTON 
QD Bulletin V-1400-B7E. 
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DONT USE THIS COUPON! 


Your Customers Will Do That!... It's One’ 





Of The Ways Worthington Helps You 
Build Multi-Sales for Multi-V-Drives ” 


Right now, in leading industrial magazines, your customers are reading the ad 
reproduced on the opposite page. It’s worth your attention, too, begause in addi- 
tion to acquainting your customers with Worthington Multi-V-Deives, it accents the 
distributor’s full stocks, quick deliveries and listing in THOMAS’ REGISTER. 


And the coupon will bring-in inquiries that are promptly forwarded to the near- 


est distributor. 


WORTHINGTON 
SUPPORTS ITS 


DISTRIBUTORS 
WITH: 


1. NATIONAL ADVERTISING— 
emphasizing the importance of 
the distributor. 


2. COMPLETENESS OF THE LINE" 


Worthington QD Sheaves*from 
fhp (including variable pitch) 
to 200 hp—75,000 hub-and-rim 
combinations. 


<j SERVICE — through © A 
facilities, heayy inventories, and 
greater number of stock sizes. 


4. THE ORIGINAL QD SHEAVE— 
incorporating the three basic 
sheave requirements your cus- 
tomers want: Easy to Get On, Easy 
to Get Off, Yet Always Tight on 
the Shaft. 


5. SIMPLIFIED ENGINEERING 
MANUAL— makes it easy to sell 
the product. 


6. LOCAL SALES ASSISTANCE— 


training program for sales staff, 
planned mailing program, and 
sales helps. 


THE “ORIGINAL WORTHINGTON QD SHEAVE— 
' Easy to Get On, Easy to Get Off, Yet Always Tight on the Shaft. 





Now—a brand new edition of the 
famous Worthington Master Engineer- 
ing Manual. Easy-to-follow selection 
tables show the right drive for any 
job... in less than 3 minutes! Conserva- 
tive, heavy-duty ratings shown in red. 
Use your Worthington MVD Master 
Manual when figuring drives for 
your customers. 


WORTHINGTON 


—— 
—« 


—— (e o —S—=—=— 
SAINI MMOS SSS 





Me Good Right Hand of Industry 


WORTHINGTON PUMP AND MACHINERY CORPORATION 
Merchandising Division - Harrison, W. J. 
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THE NEW RB&W CASE 
resists damage in shipment 


Case has % in. ends, sturdy (242 in. by % in.) cleats. Steel 
strapping gives ample strength, less weight. MONEY SAVED 


—shipments arrive safely, freight cost is less. 


THE NEW RB&W COMMON END 
simplifies layout of stock 





Common end size permits laying out and stacking warehouse 
stock in equal-spaced rows, conserving space. MONEY SAVED 


—through more efficient use of warehouse space. 


THE NEW RB&aW RACK 
saves handling cost 


The rack permits putting away complete cases instead of 
handling individual packages into bins. Removing side of case 
exposes packages for order-filling. MONEY SAVED—at least 
%, cost of stocking in bins. Easy to construct. Blueprint on 
request. 


THE NEW RB&W PACKAGE 
saves loss through damage 


Brightwood construction—sturdy as metal-edged, but neater. 
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“IN FASTENERS 
Money to you 





No tucks, no flaps. MONEY SAVED—by eliminating breakage 
loss and cost of repacking goods or repairing packages. 


THE NEW RB&W PACKAGING 


prevents spillage 


The cover fits on the package from underneath, and label is 





attached for ‘‘upside-down” shelving. No chance of bottom 
dropping out while handling, spilling contents. MONEY 
SAVED—no more fasteners lost under bins, no more “short” 
packages. 


THE NEW RB&W LABEL 
is “eye-dentifiable” 


Product picture aids “eye-dentification.” Dimensions printed 





in large figures, black on white (proved most legible combina- 
tion). New labels appear on side of small packages for greater 
display. Information is clear and complete. MONEY SAVED 
—through quick selection, fewer mistakes. 





103 Years Making Strong 
the Disthibulors That Make bmerica Strong 





RUSSELL, BURDSALL & WARD oe < oe 
BOLT AND NUT COMPANY a ye et We 
Factories at: Port Chester, N. Y., Coraopolis, Pa., Rock Falls, Ill., Los Angeles, o 


Calif. Additional sales offices in: Philadelphia, Detroit, Chicago, Chattanooga, 
Oakland, Portland, Seattle. Distributors from coast to coast. 
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A TYPE AND SIZE FOR EVERY METAL AND PLASTIC ASSEMBLY 
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ih SE ER, 


P-K WAS FIRST to develop the Self-tap- 
ping Sheet Metal Screw—the P-K Type 
“A”, This famous screw set a new stand- 
ard of fastening economy. 


P-K WAS FIRST to install a complete 
quality control laboratory—a $250,000 
investment to insure unprecedented 
standards of quality through rigid test- 
and-inspection routines. 


¥ 


P-K WAS FIRST with other Self-tapping 
Screws, Types “Z”, “F”,“U” and others, 
to offer the advantages established with 
Type “A” for every type of metal or 
plastic assembly. 


P-K WAS FIRST to adapt centerless thread 
grinding to the quantity production of 
set screws, and offer Ground Thread 
Socket Set Screws. 


P-K WAS FIRST to manufacture Cold. 
Forged Thumb Screws and Wing Nut 
Screws...free from flaws, roughness 
and other imperfections. 


P-K WAS FIRST to make Size-Marked 
Gear Grip Socket Head Cap Screws... 
to save time, speed assembly, prevent 
errors. 


Every Parker-Kalon Distributor cashes in on this well-earned repu- 
tation for leadership whenever he makes a call. It’s another big 
reason why the P-K franchise pays off consistently — why, sales-wise, 
“P-K FIRSTS” is one of the best stories ever told! 


CERTAIN TERRITORIES ARE OPEN for appointment of new distributors 
of P-K Socket Screws only. Parker-Kalon Corp., 200 Varick St., 
New York 14, N. Y. 


- “= / 
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~ 


‘Ny Poe 


SOLD ONLY THROUGH ACCREDITED DISTRIBUTORS 
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ALBUQUERQUE, N. MEX.— 

Hendrie & Bolthoft Mfg. & Supply Co. 
ATLANTA GA.—Fulton Supply Co. 
BALTIMORE, MD.—Carey Mach. & Sup. Co. 
BIRMINGHAM, ALA.—Safety Engrg. & Supply Co. 
BOSTON, MAS&—Cutter, Wood & Sanderson Co. 
BUFFALO, N. Y.—American Alisafe Co. 
BUTTE, MONT.—Montana Hardware Co. 
CASPER, WYO.—Casper Supply Co. 
CHARLESTON, S. C.—Cameron & Barkley Co. 
CHARLESTON, W. VA.—Safety First Supply Co. 
CHATTANOOGA, TENN.—C. D. Genter Co. 
CHICAGO, ILL.—Protective Equipment, Inc. 
CINCINNATI, OHIO—The E. A. Kinsey Co. 
CLEVELAND, OH1O—Safety First Supply Co. 
COLUMBUS, OHIO—The E. A. Kinsey Co. 
DAYTON, OHIO0—The E. A. Kinsey Co. 
DEADWOOD, S. DAK.— 

Hendrie & Bolthoff Mfg. & Supply Co. 


DENVER, COLO.—Hendrie & Bolthoff Mfg. & Supply Co. 


DETROIT, MICH.—Willson Products, Inc. 

EL PASO, TEX.—E. D. Bullard Co. 

GRAND RAPIDS, MICH.—F. Raniville Co. 
GREENSBORO, N. C.—Smith-Courtney Co. 
GREENVILLE, S. C.—Carolina Sup. Co. 
HICKORY, N. C.—Smith-Courtney Co. 
HOUSTON, TEXAS—Allied Safety Equipment Co. 
INDIANAPOLIS, IND.—The E. A. Kinsey Co. 
JACKSONVILLE; FLA.—Cameron & Barkley Co. 
KANSAS CITY, KANS.—L. R. Stone Supply Co. 
LOS ANGELES, CALIF.—E. D. Bullard Co. 








LOUISVILLE, KY.—Neill-LaVielle Co., Inc. 
MEMPHIS, TENN.—J. E. Dilworth Co. 

MILWAUKEE, WIS.—Protective Equip., Inc. 

MOBILE, ALA.—Safety Engrg. & Supply Co. 
MUSKEGON, MICH.—Factory Supply Co. 

NEW ORLEANS, LA.— Woodward, Wight & Co., Ltd. 
NEW YORK, N. Y.—W. S. Wilson Corp. 

OKLAHOMA CITY, OKLA.—Hart Industrial Supply Co. 
OMAHA, NEBR.—Interstate Mach. & Sup. Co. 
PHILADELPHIA, PA.—Industrial Prod. Co. 
PITTSBURGH, PA.—Safety First Supply Co. 
PORTLAND, ORE.—J. E. Haseltine & Co. 
PROVIDENCE, R. 1.—James E. Tierney 

RICHMOND, VA.—Smith-Courtney Co. 

ST. LOUIS, MO.—Safety Incorporated 

ST. PAUL, MINN.—Farwell, Ozmun, Kirk & Co. 
SALT LAKE CITY, UTAH—Industrial Supply Co., tne. 
SAN FRANCISCO, CALIF.—E. D. Bullard Co. 

SANTA FE, N. MEX.— 

Hendrie & Bolthoff Mfg. & Supply Co. 
SAVANNAH, GA.—Cameron & Barkley Co. 
SCRANTON, PA.—L. B. Potter Co. 

SEATTLE, WASH.—J. E. Haseltine & Co. 
SPOKANE, WASH.—J. E. Haseltine & Co. 
SPRINGFIELD, MASS. —Charles C. Lewis Co. 
SYRACUSE, N. Y.—Syracuse Supply Co. 
TACOMA, WASH.—J. E. Haseltine & Co. 
TAMPA FLA.—Cameron & Barkley Co. 
TROY, N. Y.—The Troy Belting & Sup. Co. 
TULSA, OKLA.—Hart ind. Supply Co. 
VICKSBURG, MISS.—J. E. Dilworth Co. 


CANADA 


TORONTO—Safety Supply Co. 
MONTREAL —Safety Supply Co. 
VANCOUVER—Safety Supply Co. 


For complete information and sales 
data on Willson Products, contact 
your nearby Willson Distributor. 


GOGGLES e RESPIRATORS e GAS MASKS e HELMETS 


PRODUCTS 


INCORPORATED 
READING, PA., U.S.A Estoblished 187 
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with the NEW 
CUMMINS 


% INCH ELECTRIC DRILL 


The new Cummins Electric Drill has everything 
that gets more sales . . . and more profits for you. 


Compare Cummins 200 with any other 4 inch drill 
at any price * Its quality and performance are 
equal to tools selling as much as $15.00 higher - 
Its Heavy Duty Motor, Jacobs Geared Chuck, and 
Aluminum Die Cast Frame give it durability and 
stamina ° Its Full Size, Perfect Balance, Preferred 
Transverse Rear Handle (plus an Auxiliary Han- 
dle) and Modern Stub Nose are features that are 
daily increasing its popularity. 

Cummins PERPETUAL GUARANTEE is back of 
every one of your sales. You are bound to increase 
your sales and profits with these advantages: un- 
surpassed quality, excellent performance and a 
PERPETUAL GUARANTEE. Stock Cummins 200 
and watch your DRILL SALES go up—Up — UP! 
Cummins Portable Tools, Chicago, Illinois. 


SINCE 1887 


AUXILIARY 


HANDLE 7 








CUMMINS '4 INCH ELECTRIC DRILLS 


Cummins \% Inch Drills are favorites for lighter drill- 
ing, and again Cummins Perpetual Guarantee assures 
complete customer satisfaction. 


Cummins 130 
with Jacobs 
Geared Chuck 


price DQ)? 


Cummins 110 Cummins 120 


with Jacobs mm with Keyless — 
Hex Key Chuck Chuck “ 
IST jy N LIST 

PRICE $185 XX PRICE $1795 





Write TODAY —Get complete details of 
Cummins line and Unprecedented Discounts. 


CUMMINS PORTABLE TOOLS 

Division of Cummins Business Machines Corp. 
4764 Ravenswood Avenue 

Chicago 40, Illinois, U. S. A. 

Please send me additional details on the — 


0 Cummins '/2 inch Drill (0 Cummins 4 inch Dril! 


Name. 














MORE THAN 60 YEARS OF PRECISION MANUFACTURING 


Zone___State. 
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ARMSTRONG. . . during the past 55 years 


“ARMSTRONG” has been specified more frequently than any 
other name by buyers of quality tools. Tool holders must be 
“ARMSTRONG” to sell in volume (95% of the machine shops 
and tool rooms ue ARMSTRONG TOOL HOLDERS) and, each 
of the 10 other ARMSTRONG lines is a leader in its field — in 
tool design, strength, and finish. The Better Supply Houses 
thruout the country recognize these significant facts and are 
increasing their tool sales by stocking, cataloging and selling the 
complete ARMSTRONG Line of Quality Tools. 


ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People’’ 
5205 W. ARMSTRONG AVENUE ¢- CHICAGO 30, ILL. 
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Pick up a length of Atlas Roller Chain and imme- 
diately you'll know that here is a precision-built 
chain to win new customers and sales with its 
quality and dependability. 

Atlas Roller Chains are scientifically engineered 
to transfer power or motion without slip or loss 
of efficiency and with positive control. Atlas 
Chain drives are quiet because they consist of 


precision-made bearings rolling at every point 
of contact. These bearings—pins, bushings and 
rollers—are of specially selected steel, hardened 
and finished by Atlas’s exclusive ‘‘mirro-finish 
_ process.” 


Castor and Kensington Avenues 


PRECISION-BUILT ROLLER CHAIN 





The result is a velvety smoothness of operation 
that is a good indication of the high efficiency, 
manufacturing skill and experienced craftsman- 
ship that makes every length of Atlas Chain 
more than meet all American Standard Chain 
specifications. 

You'll find it well worth getting the facts on 
this new chain. It is a product that will prove to 
be a fast moving, profitable line for you now... 
and build goodwill for the future. Get full details 
on prices, deliveries and specifications—see us 
at the Mill Supply Convention in Atlantic City... 
Conference Booth 915, or write direct for folder. 
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Manual and Automatic 


AIRPAINTING EQUIPMENT 


PAASCHE WATER WASH BOOTHS 


Endorsed by the hundreds now in use in 
leading Industrial Plants 


Provides Maximum Fire Protection—Modern Healthful 
Working Conditions. 


Save time and cleaning costs with this modern self-cleaning 
water wash booth. When air is exhausted to the outside, it is 
clean and free of all solids or paint particles. Meets all re- 
quirements of the National Board of Fire Underwriters and 
other regulatory bodies. Made in sizes to fit your requirements. 
Prices quoted upon request : 





PAASCHE 
PORTABLE 
AIRPAINTING 
UNITS 


With Electric or 
Gasoline Motor 


These sturdy Aircompressor Units are designed for all around 
painting, decorating and finishing. Many are used by contract 
painters, highway departments, plant maintenance workers, etc. 
They are quality built and offer unusual portability, you can 
depend upon a Paasche Portable Unit for efficient performance. 


WN 


One of Many Types 
F42-SLC Straight Line Conveyor Automatic Aircoating Unit 
with water wash booth. Used for Airfinishing Wall Boards, 
Trays, and many other Flat Objects. Aircoating Capacity up 
to 28,900 sq. ft. per hour. 


PAASCHE AUTOMATIC 
AIRPAINTING UNITS 


There is a Paasche Automatic Industrial 
Airfinishing Unit designed to solve your 
finishing problem. It will pay you to con- 
sult with Paasche Airfinishing Engineers, 


VENTILATING UNITS 


Paasche Belt Driven Ventilat- 
ing Units are available with 
standard ball bearing motors 
or with explosion proof ball 
bearing motors. They are de- 
signed and constructed to pro- 
vide the maximum ventilation 
per horse power used. Six 
blade aluminum Aero type 
fan mounted on steel shaft is 

ted on double ball bear- 
ings, thus you are assured of 
efficient and smooth operation. 
Prices quoted upon request. 
Meets state, fire and under- 
writers requirements. 


F1037 PRESSURE TANK 
AIRPAINTING UNIT 
For High Production Work. 


This compact unit is used ex- 
tensively for airpainting the 
interior and exter’or of fac- 
tories, office buildings, hos- 
pitals, bridges, storage tanks 
and general plant maintenance 
work. 





When You Sell Paasche Equipment 
YOU SELL S-A-T-I-S-F-A-C-T-I-O-N 


1915 DIVERSEY PARKWAY Qusche birbuush a CHICAGO 14, ILLINOIS 


kkw& 43 YEARS AIRPAINTING EQUIPMENT PIONEERING kx 


INDUSTRIAL DISTRIBUTION © MAY, 1948 57 











5652 Lathrop Avenue, Harvey, Illinois 


Cl#T BY HAND? 
NOT MY MEN..wuen 
tue One-Ton WHITING 


Ececrric Hoist Costs 


FASTER, MONEY-SAVING 
EFFORTLESS LIFTING 


Plant managers know it doesn’t pay to have 
skilled workers leave their machines to struggle 
with heavy loads. They know that the Whiting 
Electric Hoist will handle loads up to one ton 
13 times as fast as a hand hoist... releasing men 
and machines for productive work. They are also 
fully aware that workers prefer Whiting Hoists 
because these units make it so easy to handle 
back-breaking loads. 





Whiting Hoists can be installed by one man, 
yet are rugged to stand up under heavy duty. 
The one-ton unit weighs only 94 pounds, yet it i. 
is sturdy constructed ... steel from hook to wiv) s lf It Saves One 


hook. Its compact, worm-gear drive provides ° 
smooth, silent power, and has fewer parts to i Man 12 Minutes 


wear—fewer parts to adjust. ° o Day. .-IT PAYS 
To install a Whiting Hoist, simply hang it up, I 

plug it into the nearest electrical outlet, and it’s . A PROFIT! 

ready to go. Investigate the following features of 

this new time-saving, money-saving hoist: 


@ STEEL FROM HOOK TO HOOK @ WEIGHS ONLY 94 POUNDS 





@ FEWER MOVING PARTS @ OPERATES WHEN INVERTED 
@ ONE-HAND CONTROL @ DUAL-VOLTAGE MOTORS 


THREE SIZES 
Ye, 2, and 1 Ton 


HITING CORPORATION 





Send me a copy of your Bulletin H-100A describi 
the new Whinas Electric Hoist. ‘od 

Please send me the name of the Whiting distributor in m 

territory who can give me immediate delivery on a Whiting Hoist. 





WHITING 









































HOME 
Products 


BELTING 


Transmission, Conveyor, 


Elevator 


HOSE 


Steam, Suction, Garden 
Water, Spray, Air, 
Chemical Fire, Gasoline, 
Brewers, Sandblast, Fire 


PACKING 


Sheet and Rod, Air and 
Acids, Water Hot and Cold, 
Steam 








.... Supply Distributor 
Requirements because 


they Satisfy User Need 


“Home Rubber” enters its sixty-seventh year at a time when service 
to industry is measured by how well products and equipment meet 
the call for low cost production. Mechanical rubber goods are 
no exception for they play an important part in attaining economy 
in service and manufacturing industries. Belting, hose and pack- 
ing must meet rigid demands for long life and low maintenance .. . 
and they must be available promptly through recognized sources 
of supply in order to best serve the interests of industrial users. 
With its long background of service to industry through well 
established industrial distributors, “Home Rubber” provides a 
source of supply which fulfills every need of distributors, because 
its products meet today’s urgent requirements of users. By making 
“Home Rubber” your source of supply you can sell profitably with 
utmost assurance that you are satisfying the urgent demands for 
operating savings in the plants of your customers. 


“N.B.O.” . . the ORIGINAL BLACK SHEET PACKING .. 
again “IN STOCK” for immediate shipment 
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Let’s put extra ring in your sales 


No doubt about it—Carboloy properties are so 
superior, they ease the selling job by an appreciable 
amount. 

But Carboloy is not content with sales volume 
that’s merely good—they want your selling to have 
an extra ring in it. 

That’s why Carboloy Sales & Service Engineers 


WITH CURRENT INFORMATION 


At your sales meetings, or in informal discussions—the 
Carboloy representative is eager to pass along important 
data on new products, new carbide sales techniques, the 
complete line and who buys it, technical problems, new 
sales fields and all other valuable new carbide information. 


WITH MERCHANDISING AID 


A wealth of information in merchandising carbides is also 
at your disposal through the Carboloy man. He wants to 
assist in planning your direct mail advertising, surveying 
your market, helping on special programs and in many 
other ways. His only job is to help you make more sales. 


are waiting and willing to work hand in hand with 
your salesmen. Your man can give the market 
extra-special coverage when he is equipped with 
the help your Carboloy Sales & Service man gives. 

Here are some ways the Carboloy Sales & Serv- 
ice Engineer is anxious to help as a valuable 
team-mate: 


WITH TECHNICAL ADVICE 


Special problems are usually not so special to him. From 
experience, he knows the ins-and-outs for tooling an en- 
tire plant, doing a complete plant survey or engineering 
a tough application. His all-around knowledge will help 
you do many jobs better and quicker. 


IN NEW-BUSINESS CONTACTS 


When you have a new prospect whose carbide applications 
involve special problems, the Sales & Service Engineer 
can often help. His specialized knowledge of Carboloy 
products—and their great performance story—may help 
close those deals faster! Investigate this opportunity. 








cata ae ee 


OUR MEN WORK WITH YOURS IN TEAMWORK FOR SALES 


CARBOLOY 


(REG. U. S. PAT. OFF.) 


CEMENTED 
CARBIDES 


CARBOLOY COMPANY, INC., 11131 E. 8 Mile Ave., Detroit 32, Michigan 


STANDARD TURNING e BORING ¢« FAC'MNG TOOLS e STANDARD BLANKS e CENTERS © WHEEL DRESSERS © MASONRY DRILLS 


Stocked in 84 Cities 
Coast to Coast 
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remembers the tools 
you might forget! 


These special tools are turned out by New Britain 
with the same care and skill lavished on the more 
familiar items in this famous line. Their presence in 
the well-rounded tool collection spells the difference 
between a job done—and a job done with real e-a-s-e! 
Let your customers know about this versatile equip- 
ment... TODAY! The New Britain Machine Co., 





New Britain, Conn. 


RATCHET—The mechanic’s good right 
arm...made by New Britain in bulk-reduc- 
ing Oval Design.Smaller head reaches right 
to the heart of the work! This Ratchet en- 
gages two pawls instead of the usual one 
for double power! Reverses with simple 
twist of plastic knob. 3/4", 1/2", 3/8" and 
1/4" drives. 


IGNITION PLIERS—A Mighty Midget 
in grip and usefulness. Exclusive New 
Britain design insures a solid hold on the 
smallest nuts, while five-inch length is just 
right for getting close to awkward ignition 
jobs. Has three adjustments with a half- 
inch range. 


FLARING TOOL—Carefully 
designed by New Britain for 
fast, accurate work. An amaz- 
ingly compact Flaring Tool, 
made to take 7 sizes of tubing! 
... 1/8", 3/16", 1/4", 5/16", 
3/8", 7/16", 1/2". 


EXTENSIONS = Made in the New Britain 
tradition of Greater Strength — Better Fit, 
these auxiliary Drive Parts add long-armed 
dexterity to many a Tool combination. For 
reach and turning in hard-to-get-at places. 
Available in 3/4", 1/2" and 3/8° drives. 


FLEX SOCKETS —These handy 3/8° 


Drive Sockets are made by New Britain. 


with those around-the-corner, out-of-the- 
way jobs in mind. Tough universal joint. 
Seven standard size openings. 


SQUARE SHANK SCREW DRIVER 
—Call on this big fellow for all the turn- 
ing pressure that’s needed. The big, tool 
steel blade will never turn in its amber 
handle. And the square shape permits 
the use of a wrench or pliers for extra 
leverage! 


GREATER STRENGTH «© BETTER FIT- 


AWOMOCIS: 
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** STRONG] 


another reason why the Dumore line ranks 


Every day, Dumore distrib- 
utors make sales in which 
Dumore advertising has 
played an important part. 

And you, the distributor, 
are a part of Dumore ad- 
vertising: Every Dumore ad- 
vertisement plays up your 
valuable services, tells the 
prospect how helpful you 
can be, The reader is re- 
ferred to you for informa- 
tion on how other plants 
have cut costs with Dumore 
tools, for suggestions on 
how he can do the same 
in his shop. 

In this way, each Dumore 
advertisement makes a spe- 
cific contribution to your 
job of selling—opens the 
door to actual Dumore sales! 













Your Dumore distributor 

can help you cut costs ‘ 

on many operations ~with Dumore Tools! 
b 
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Dominating 2-page inserts (in 3 col- 
ors) — in the publications* your pros- 
pects read regularly — help you sell 
the Dumore line. 

*Selected by a scientific readership study 











*Here are 7 more good reasons why Dumore 
e a e 
is a major profit line for you , 
@ The Dumore market. is wide and diversified One Dumore sale is worth more to you than seve 
—— Many plants are prospects for production bat- eral sales items. 
teries of Dumore tools; almost any plant can use @ The Dumore sale is the key to extra supply 
several for toolroom and maintenance. business —- Once a customer buys a Dumore, 
@ The Dumore line is broad, versatile and ex- he keeps on buying Dumore tools and accessories, 
panding — And every Dumore tool is designed @ The Dumore sales policy protects you — The 
to cut costs and save time. only place your customer can buy Dumore is from 
@ The Dumore name is the hallmark of qualify - you, the authorized distributor. 
— Accepted by shop-men for decades as a @ Dumore sales engineers are always at your 
guarantee of precision and dependability. service — Ready to train your personnel, eager 





to help you crack those tough sales. 





@ The Dumore margin of profit is generous — 


































DVERTISING 


high in volume and profit potentials 


!.®@ dvertising lays the foundation that helps you 
build a profitable volume of Dumore* sales 


Yes, it’s easy to sell Dumore. Advertising starts the 
job for you; it opens the door; it shows your prospect 
the complete Dumore line; it reports on savings 
Dumore makes in other plants; it tells the reader how 
he, too, can cut costs with Dumore with your assistance. 


At that point, you take over. When you follow 
up with a real selling job, Dumore gives you the big 
volume you expect from a major profit line — a rank- 
ing leader in any line evaluation! 


The Dumore market is wide, and Dumore adver- 
tising reaches a variety of types and sizes of plants. 


To get the full advantage of the advertising, your 
selling has to do the same “blanket” job. 

That means you should talk Dumore to every 
plant and shop — large and small. Use the-Dumore 
Sales Guide to seek out all your prospects. Then use 
Here’s How to show how Dumore tools can save them 
time and money — in toolroom, maintenance, and 
production time. 

See that every possible prospect hears about Du- 
more. See that every door opened by Dumore adver- 
tising admits a salesman to sell the Dumore line. 
That’s the way to build real volume and profits! 


Dumore advertising is planned to pull 
good inquiries — and help you close the sales 


Sales leads are the “nuggets” turned up by successful 
advertising! And the leads produced by Dumore ad- 
vertising are handled as carefully as nuggets should be. 

Every inquiry is treated as a sale half-made. It is 
answered promptly, forwarded to you for the im- 





Your prospect reads a Dumore ad 
+ + « mails us an inquiry. 








to prospect at once . . . 
forwards lead to you 















You follow up lead . . . 
for another profitable 
Dumore sale! 


mediate attention it deserves. You are supplied with 
Dumore sales-tools which help you convert these in- 
quiries into sales. But Dumore’s interest does not 
stop there. Field representatives follow the progress 
made on each lead. Their assistance is available if 
you require it to close the sale. 

In fact, once a reader has revealed an interest in 
Dumore tools, all of Dumore’s selling and promo- 
tional activity is focused to make him your customer. 
Plan your selling to tie in with this program. Put 
it to work for you, and watch your profits grow! 


DISTRIBUTORS: A few Dumore Industrial Franchises 

are available. If you are interested in handling 

Dumore Industrial Tools in your area, please write 

us for information. The Dumore Co., Dept. E-31, 
Racine, Wisconsin. 


*Trademark Reg. U. S. Pat. Off. 













~ You, too, c die @ isonet oat 
by pia es and selling QUICK AID FIRE 
~ GUARDS. Turn-over is quick because QUICK 
AID is extensively advertised. Customers are 
satisfied because QUICK AID is fully ap- 
proved by Underwriters’ Laboratories. And 


In Books 
Like These 


literature, novellies, an Gicest — ‘ 


The big, powerful “Have You Money To 
Burn?’ campaign is now on. Don’t miss this 
profit opportunity. Call your distributor or 
write direct. 





[HE (GENERAL DETROIT (ORP. 


DETROIT 7, MICHIGAN 


NEW YORK e PHILADELPHIA e ATLANTA e CHICAGO e DALLAS 


Subsidiaries: 


THE GENERAL PACIFIC CORP. 


LOS ANGELES e SAN FRAN ae se gph Rm gg 
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QUALITY IS THE 
RULING INFLUENCE IN THIS PLANT 


To the thousands of skilled workmen in Ladish’s 
modern plant, Controlled Quality is both a tradition 
and a daily challenge. “How can we improve quality” 
is always a prime concern in the plant as well as 
the laboratory. 


You have scientific proof of metal soundness in seamless 
welding fittings when you specify Ladish. 


Certified laboratory reports... available on request by 
referring to the Ladish heat code symbol of Controlled 
Quality marked on every fitting ... provide complete test 
data on chemical composition and physical properties of 
the steel heat from which any Ladish fitting was forged. 
Here is actual proof of reliability which assures extra 
years of trouble-free piping service when you install 
Ladish Seamless Welding Fittings. 





A COMPLETE LINE PRODUCED UNDER ONE ROOF 
-+- ONE RESPONSIBILITY c 


é - = 
l'S\H 


CUDAHY, WISCONSIN 


MILWAUKEE SUBURB 
DISTRICT OFFICES: 


New York © Buffalo © Pittsburgh @ Cleveland @ Chicago © St. Lovis @ Atlanta @ Houston © Los Angeles 





Complete Line of V-Belts! 
Meet every application, fractional 
to 6,000 hp. Famous Texrope Super- 
7 V-belts in Heat-Resisting; Oil- 
Resisting; Oil-Proof; Static-Resist- 
ing; heavy duty Twin-Cable type. 


Magic-Grip Sheave Line! 
Special bushing makes Magic-Grip 
fastest mounting sheave on mar- 
ket! Loosen capscrews—slide on 
shaft; tighten . . . that's all. Fits 
drives from two to 250 hp. 


5 
* as i * 
fe ar 4, Sh 


Greatest Name in V-Belt Drives! 


’ Constant Speed Sheaves! 
Texsteel, Texdrive sheaves for frac- 
tional to 25 hp; cast iron sheaves 
of pitch diameters to 1,000 hp; 
special extra-large deep groove 
sheaves to 6,000 hp. 


Vari-Pitch Sheave Line! 


In adjustable -while- stationary 
and adjustable -in- motion types. 
Also wide range from one to 
300 hp; extra wide range sheaves 
for fractional to 30 hp. 


0) 


Adjustable Speed Sheaves! 


Line ranges from fractional to 
four hp. in one or two grooves 
for belt sizes A, B. These fast 
selling sheaves provide up to 50 
percent speed range. 


Vari-Pitch Speed Changers! 
The fastest speed adjustment 
while drive is in operation! Time- 
saving; protected. Permits flexi- 
ble control of speeds on uses 
from one to 75 hp. 


You'll Make Money With Texrope Line! 


EADERSHIP for over 20 years . . . that’s the Tex- 
rope line. A Texrope franchise is a sure-fire 
money maker for aggressive dealers. It’s backed up 
by the finest V-belt drive engineering ability in the 
world . . . by advertising reaching millions every 
month ... by a complete lineup of promotional aids. 
Write today for details. ALLIS-CHALMERS, MILWAU- 
KEE 1, WIs. 


Texrope Super-7 Texsteel, Texdrive, Magic-Grip, and Vari-Pitch 
are Allis-Chalmers trademarks. 


* Pad ea 
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Dealer Sales Organization GENERAL MACHINERY DIVISION 





Texrope Super-7 
V-belts result 
from the cooper- 
ative reseorch of 
Allis-Chalmers 
ond B. F. Good- 
rich; sold only 
by A-C dealers 
and offices. 








We're telling your customers that 


LE-HI HOSE COUPLINGS are 


"JUST AROUND THE CORNER” — ANYWHERE 








0 
\GH “a 
COUPLINGS 


TRADEMARK REGISTERED 








Visit the LE-HI Booth at The 
Triple Mill Supply Convention 


in April— No. 536 


Becaueyou, out 


LE-HI DISTRIBUTORS 
ARE EVERYWHERE 





Throughout the Western Hemisphere 
—a network of thou- 
sands of dependable 
supply houses, who 
prove every day that 


“LE-H! MAKES A GOOD CONNECTION” 


Be sure YOU'RE selling LE-HI— HOSE 
COUPLINGS ... CLAMPS...VALVES... 
and Other Accessories 


Sold Only Through Leading Distributors 


HOSE ACCESSORIES COMPANY 


2714 NORTH 17TH STREET + PHILADELPHIA 32, PA. 


Branch Warehouse Stocks at 1500 So. Western Ave., Chicago 8, iII.—Telephone CANal 4697, 
1601 Maury Street, Houston 1, Texas—Telephone Preston 0149, Nights: Melrose 3-2033 
and 326 East Third Street, Los Angeles 13, California—Telephone Michigan 1201 
FOR THE BENEFIT OF DISTRIBUTORS 
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THE MONEY MAKING TWINS 
KEY GRAPHITE PASTE 


The ideal sealer for all lines carrying oil, gasoline, 
kerosene and high-pressure steam. 


K E Y = T , T E The perfect seal for connections 


in such services as water, gas, low-pressure steam, 


compressed air, etc. 
’ 


‘Lae 
APHITE PA 


Ost St. Louis, Ill. ompany 
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rove it 
ourself... 





FOR LONGER FILE LIFE 
FOR GREATER PRODUCTIVITY 


FOR LABOR SAVING 


a file for ery purpoie 





DELTA FILE WORKS, INC. 
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The Thermoid franchise is a valued one because of the popularity of 
Thermoid products and Thermoid policies. Distributors like the way 
Thermoid’s broad field contacts stimulate business. They like the 
personal attention they receive on customers’ problems and they 
know that there is not a more complete line of standard Industrial 
Rubber Products and Friction Materials to be had anywhere. 


= 





“(he “Thewmota Line Tucludes: Transmission Belting + F.H.P. and 


Multiple V-Belts - Conveyor Belting - Elevator Belting - Wrapped and Molded 
Hose - Custom Molded Products + Industrial Brake Linings and Friction Materials. 
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Tomorrow 


WV showed our confidence in tomorrow by building an- 
other modern manufacturing plant in Utah, from which our 
market in the Western states can be more quickly served. 


But Thermoid’s growth is not merely a matter of plant 





structure! It is reflected in research engineering and 
development staffs that are constantly striving to incorpo- 





rate new, and more serviceable materials as they become 





available, into the products we make and sell... an alert 
factory management with the most efficient machinery ... 
a harmonious and progressive personnel all the way down 


the line ... all are integrated into a planned program 


which spells quality product and customer approval. 


Every industry uses conveyor belts, V-belts, hose, 
packing, or friction materials. Day by day more industrial 
customers are specifying Thermoid products. We pledge 
them the very best that we can produce. 


That is why the Thermoid business is steadily growing 
... that is why it’s good business to do business with 








Thermoid — today and tomorrow. 





5 Thermoid Company °: Trenton, N.J., U.S.A. 
hermol Automotive + Industrial + Oil Fleld + Textile Products 
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THE Ingersoll-Rand. LINE MEANS 


Here are six outstanding Ingersoll-Rand products with a big 
market in practically every industry. Why not take full advan- 
tage of this very salable line? 


Send for full details on the money-making possibilities, sales 
and advertising cooperation and engineering help in becoming 
an authorized Ingersoll-Rand distributor for any or all of these 
products. 


abRy 


Outstanding Product of the Year-ELECTRIC “/MPAC. i TOOL 


I-R distributors are profiting by this amazing new 
product. Their regular customers are buying the 
Impact Tool for every conceivable job—nut run- 
ning — reaming — tapping—screw driving — hole 
saw work—etc. It is easy to sell because it per- 
forms so well. Sold with standard sockets, chuck 
and other attachments with special accessory 
equipment available. Every type of plant is a 
prospect. 


Size 4U 


’ 
There’s a MOTORR PUMP for Every Job 
: Size 2RV3 
This line of pumps is widely used and well- 
known in all industries for circulating water, 
petroleum products, coolant, etc. There’s a wide 
range of types, sizes, mountings, and drive com- 
binations from which to select. the right pump 
for the job. Many special features have been 
developed to meet the needs of particular indus- 
tries. Its compact unit assembly and rugged 
construction contributes to high efficiency and 
low operating and maintenance costs. 


wren of cate! 


Handy, Money-Saving UTILITY JACKHAMER 


Here is a new, lightweight (only 14 lbs.) air- 

operated rock drill that packs a heavyweight 

wallop, a favorite with construction crews, main- 

tenance men, millwrights, electricians, plumbers 

and similar workers. It's a fast operating rock 

drill that is easy to handle, uses standard Jack- 

bits and star drills and is adaptable to hundreds 

of jobs—tearing out brick work; breaking con- 

crete; drilling holes for anchor bolts and con- . 
duit; chipping and scaling metalwork; and many Size J-10 
others. The J-10 makes hand drilling obsolete and 

saves your customers’ money. 


BUILD YOUR BUSINESS ON THE Ingersoll-Rand. LINE 
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BUSINESS = 


COMPRESSORS and VACUUM PUMPS for All-Round Utility 


Where there’s a need for air pressures up 
to 1000 lbs. there’s an opportunity for you 
to sell a dependable, compactly designed, 
highly efficient I-R Type 30 Compressor. 
The compressor line includes electric or 
gasoline driven units—base plate or tank- 
mounted—portable trailer units with rubber 
tires—caster and steel wheel mounted 
units. Their many uses include operating 
pneumatic chucks; starting diesel genera- 
ting sets; operating control instruments; 
operating pneumatic tools; spray painting 


" and a host of others. 
Size 234x4 


For General Industrial Use— 


MororfioweP 


Here's a complete range of blowers in 72 sizes that 
will provide your customers with up to 4500 cu. ft. of 
air per minute. The MOTORBLOWER is correctly de- 
signed to maintain air at even pressures, even though 
air volume is frequently varied. Reliable operation and 
low cost, easy maintenance is provided in the design 
and construction of this blower—a reliability which 
insures customer satisfaction with the products you 
handle. 








Size 32G3 


Best Yet— suPIRJET DOMESTIC WATER SYSTEMS 


These are new compact, self-contained units for pump- 
ing water from shallow and deep wells up to 120 ft. 
From only three pumps in the line you can supply 
your customers with facilities for pumping up to 1270 
gallons of water per hour. They are simply designed for 
easy and fast installation and extremely low mainten- 
ance. Be sure to get the complete story on this new, 
fast selling item. 





Size JPS25A 


bate ersoll-Rand 


11 BROADWAY, NEW YORK 4, N. Y. 
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PEAK PERFORMANCE 


... that’s why 


QUAKER BELTS -HOSE—PACKINGS 


point to increased sales and profits 


Here’s good news for distributors who want a profitable, fast-moving - 
line of quality rubber products that provide complete coverage for all 
industries . . . from one source! 

To maintain high acceptance and prestige in the field, Quaker products 
are pre-tested and proved up to 18 times, from raw material to finished 
product. That means long-lasting, economical operation for customers... 
steady, repeat sales for you. 

Remember, there’s a constant demand by industries everywhere for 
Quaker V-belts, flat belts . . . hose for air, steam, liquids . . . packings 
for all purposes. Take a tip and establish your company as headquarters 
for industrial rubber products with the Quaker quality line. 

For a quick, efficient solution to your customer's problems on belts, 
hose, packings, the Quaker sales engineer stands ready, willing and 
able to provide on-the-spot assistance. Make a memo to contact the 
Quaker representative at the 1948 Mill Supply Convention, Booths 429 
and 431, and learn how the Quaker line can build business, profits, 
prestige for you. 


QUAKER RUBBER CORPORATION 


PHILADELPHIA 24, PA. » New York 7 + Cleveland 15 + Chicago 16 + Houston 1 
Western Territory 
QUAKER PACIFIC RUBBER CO. + San Francisco 5 + Los Angeles 21 + Seattle 4 














treated “all-weather 


PURE MANILA ROPE 


\AMERICAN MANUFACTURING COMPANY, BROOKLYN 22, N.Y. + ROPE - TWINE - OAKUM - PACKING 
Branch Factory: ST. LOUIS CORDAGE MILLS, ST. LOUIS 4, MO. 
BOSTON * CHICAGO * HOUSTON * NEW ORLEANS * PHILADELPHIA 


Sales Offices: 


ml (74 


| 
| 
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Talk of the Trade 





PUZZLER: The representatives of Heller Brothers Co., 
handed out a novel card at the Cleveland tool show... 
The card suggested the reader count the F’s in a sentence 
and count them only once . . . If you’d like to try it, here’s 
the sentence (check your score at the bottom of the page): 


FINISHED FILES ARE THE RE- 
SULTS OF YEARS OF SCIEN- 
TIFIC STUDY COMBINED WITH 
THE EXPERIENCE OF YEARS 





DOWN THE AISLE: Eugene Parker (Taylor-Parker, 
Norfolk) is on the receiving end of congratulations . . . 
He and Fanny Byrd were wed in February. 

















AT THE SHOW: Distributors and their salesmen flocked 
to the tool show from every corner of the country .. . 
Carl Marshall, for example, traveled all the way from 
Los Angeles . . . Canadian distributors also were on 
hand . . . One of the amusing stories heard at the show 
was that told by Jim Tate (Dumore) about his traveling 
troubles . . . Jim hit the sack early, only to be awakened 
by a conductor who wanted him to move to another berth 


because some other fellow held a duplicate ticket for 
Jim’s space . . . When Jim refused to budge, the con- 
ductor went out and got an Assistant Passenger Agent... 
Jim remarked that he'd always wanted to see how the top 
brass solved a problem but then darn near blew his top 
when he found that the proposed solution was to move 
him from a lower berth to an upper—Jim stayed put. 


HONORED: Camilla Van Dyke, daughter of Mr. and 
Mrs. R. D. Van Dyke, Jr., (Industrial Supplies, Inc., 
Memphis) has been named “Miss Lausanne” by the 
student body and faculty of Lausanne School . . . She 
will be featured in the yearbook, the 1948 Locket. 





- amen on 


WARNING: After his experience March 15, H. W. 
Pearcy (Percival Steel & Supply, Los Angeles) has issued 
a warning to other distributors to take precautions against 
burglaries . . . Burglars broke into the Percival warehouse, 
used the company’s crane to pick up 19 tons of pipe laid 
out on the floor for morning delivery . . . Then they 
added insult to injury by carting it away in the company’s 
biggest and best truck (the key had been left in the igni- 
tion switch) . . . The truck was found abandoned two 
days later. 





PUZZLER ANSWER: According to the Heller card, if 
you found three F’s, you’re of average intelligence; if you 
found four, you’re above average; if you got five, you can 
turn up your nose at most anybody, and if you caught all 
six, you're a genius, and a lot too good to be wasting your 
time on foolishness like this! 

R.W.B. 
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BRANCHES SALESMEN 


JENKINS 





TYPES, SIZES, PRESSURES, METALS FOR EVERY NEED 











ri] that steps up Sales for 
1a =—s«JENKINS 


8 Be we 








DISTRIBUTORS 


In One Year 


56 JENKINS SALES REPRESENTATIVES MADE 


56,437 CALLS AND TRAVELED 

507,000 MILES. THEY TALKED TO 
132,793 MEN AND DIRECTED DISTRIBUTION OF 
452,000 PIECES OF SALES LITERATURE 


















ge present and potential business for Jenkins Distributors 
” is the full time duty of the 56 Jenkins Representatives operating 
out of the Jenkins branch offices located in every important industrial 
area. From coast to coast, these men concentrating their entire efforts 
on one product only, JENKINS VALVES, continually cultivate new 
prospects, keep in touch with old. 









The results—in stepped-up sales—of this full scale operation are 
all channeled through Jenkins Distributors. 












Add industry-wide advertising, popular, effective service and sales 
literature, backed by Jenkins resourceful Engineering Service and 
you'll get the complete picture of a sales promotion program that really 


Jenkins Bros., 80 White Street, pays off. 

New York 13; Bridgeport, v ‘ P : 

Conn.; Atlanta; Boston; Phila- It’s a cinch to see why Jenkins continues to be the preferred valve 
delphia ; Chicago ; San Francisco ; ° P 

Jenkins Bros., Ltd., Montreal. franchise—why year in and year out it pays—and pays well—to sell 


Jenkins Valves. 


VALVES ~~ 


SOLD THROUGH LEADING INDUSTRIAL DISTRIBUTORS EVERYWHERE 





LOOK FOR THE 





DIAMOND MARK 








REPUBLIC’S 4-POINT POLICY 
Ga 
Line 


A line of rubber items sufficiently 
complete to permit effectively sup- 
plying the requirements of the trade 
solicited. 


A quality of product uniformly good 
and capable of delivering service 
results that should reasonably be 


expected. 
fice 


A price basis inducing and making 
possible aggressive competition with 
reasonable profit return. 


Srcedom 


Freedom from competition from his 
source of supply, either direct or 
indirect, among the trade covered 
by his day to day solicitations. 


efeliing 


Selling helps of reasonable amounts 
so that his sales force may be given 
the advantage of specialized train- 
means a knowledge of the product 
sold. 





A TARGET for Distributors to shoot at. . 


It will pay you well to have your customers 
and prospects fully understand how you oper- 
ate as a distributor of industrial supplies. It's 
a good target to shoot at, and this is the 
opportune time. 

The chances are that industrial buyers do not 
know how many items you carry in stock... 
they don’t understand how you save them 
money in 12 ways... and all should be told 


how you can give engineering help through 
Republic Rubber Sales force. Hundreds of dis- 
tributor salesmen are increasing their sales 
by selling distributor services; in short, they 
are selling more than good goods. 

To help you sell “yourself” to industrial buy- 
ers, Republic Rubber offers you a folder “Your 
Distributor Serves You Best.” It will give you 
good sales ideas. 


25th Anniversary 


1948 marks the 25th Anniversary of the Republic Rubber 5-Point Sales Policy. It was the first 
written sales pledge ever made by a mechanical rubber goods manufacturer to distribu- 
tors of industrial supplies. Unaltered, this pledge remains the basis by which Re- 
public Rubber Division works shoulder to shoulder with distributors. 
Republic devotes this Anniversary year to the renewal of this pledge to 
you. In this pledge we will not ‘compromise with one word, comma, 


or period. The 5-Point Sales Policy is yours and for your industry, 
Mr. Distributor, and Republic Rubber Division will keep 


it that way! 


a 


MECHANICAL RUBBER GOODS BY 


REPUBLIC RUBBER 


DIVISION 























EDITORIAL 


Get the Facts 


(THERE IS the story of the very successful busi- 

nessman who replied to the question “To 
what do you attribute your success?” by answer- 
ing that he guessed right more than 50 percent of 
the time. 

Certainly, in every business venture, manage- 
ment is constantly confronted with the necessity 
of making decisions. If the guesses are more than 
50 percent correct, the chances are the venture 
will succeed. The good guessers get the big 
“prizes” because they contribute more than could 
be gained through mere coin tossing. 


Not All Guessing 


Following the lead of the businessman referred 
to above, we have called it “guessing” in describ- 
ing the formulation of decisions. The chances are, 
however, if the whole story were known, this indi- 
vidual had a lot more to go on than blind hunches. 
To be sure, some businessmen exhibit an uncanny 
ability to guess correctly. Each of these wizards 
apparently goes through life with a big rabbit’s 
foot in his pocket. But the tendency among 
successful concerns over the past few decades has 
been to narrow the area of straight guesswork by 
getting and analyzing all the facts on a situation 
before making a decision. 

The whole field of marketing research, to cite 
one example, emerged with a vengeance in the 
period between the wars and its application is 
being extended with greater intensity in the shift- 
ing postwar years. One of the primary purposes 
of marketing research is to get the facts that will 
make it possible to eliminate the necessity for 
guesswork. We are still going to have guesswork. 
But facts will cut down the amount of it and 
reduce the magnitude of error. The concern that 
can get the correct answers with sureness based 
on facts in half its policy decisions reduces by that 
much its guesswork area and thus its chances of 
making mistakes. 

This point certainly holds for industrial dis- 
tributors and their salesmen. With the facts at 
hand on sales (to take one area of operation), each 
distributor and each salesman can eliminate much 


of the chance in selling. Every real sale presents 
a problem which the facts can help you solve. 
Time is too valuable to waste it in the haphazard 
chasing up and down of blind alleys. 


Toward Better Methods 


Over the years, hundreds of distributing organ- 
izations across the country have emerged from 
the one or two man outfit to substantial concerns 
employing scores of workers. Methods that might 
have been adequate for the two or three man show 
are woefully inadequate for the larger operations. 
The facts that the boss kept in his head 20 years 
ago now need to be systematically collected and 
organized for effective use. Adult methods of han- 
dling sales facts need to be employed. 

And the old time salesman who seemed to get 
by with his “gift of gab” is going through an 
overhauling, too. The modern successful sales- 
man knows his facts—facts about products and 
applications, facts about his customers and 
detailed facts about his sales to these customers 
by key lines. The job is too big and too diverse 
to rely on memory alone. 

Yes, we need a lot of facts on all phases of 
the operation of a business for success today. In 
the special 32-page section beginning on the next 
page, the editors of InpusrriaL Distrisution bring 
you methods by which you can develop the facts 
on. sales through Sales Analysis. The proved 
methods of Sales Analysis used by both large and 
small distributors are set forth and the use of the 
facts by both distributor management and dis- 
tributor salesmen to increase sales are covered in 
detail. Here is the story of “How They Do It.” 
The decision to get the facts on sales and use them 
rests with each distributor. Of this we are sure, 
the application of sales analysis by the distributor 
and his salesmen is one long step toward the goal 
of more sales at lower cost. 
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industrial Distribution 


Sales Analysis 
and Control 


® Know your sales by lines .. . 
. . . and concentrate your sales efforts 


© Know your customers. . . 
...and direct effort where business is to be had 


® Organize your sales facts... . 
. . . and provide systematic sales coverage 


® Use sales analysis .. . 
. . . and sell more goods at lower cost 
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CONTROLLABLE FACTORS §are 
kept in line by analyzing sales—Arthur 
Squier, Squier, Schilling & Skiff. 


SIGNIFICANT FACTS enable man- 
agement to direct sales efforts—Harold 
Torell, Syracuse Supply Co. 


x 


SALES ANALYSIS offers management 
proper control—Hesket H. Kuhn, Hard- 
ware & Supply Co. 


« Better Selling Through Sales Analysis > 


ry. 

I he major problem facing distribu- 
tors today was recently stated in suc- 
cinct fashion by a New York State 
Distributor: 

“How to maintain a high standard 
of service within the limitations of 
substantial static gross profit margins 
and ever increasing costs of normal 
business functions.” 

What can the distributor do to 
meet this problem? What answers lie 
within his control? 

He can meet the challenge of 
mounting costs by stepping up his 


cfhciency in the performance of each 
of his functions. The distributor’s 
business is largely a service and selling 
operation. And in each of these ac- 
tivities manpower is required. The job 
then is to improve the man-hour per- 
formance of everyone on the dis- 
tributor’s payroll. 

It is easy enough to state the prob- 
lem but the answers are tough. The 
job is essentially one for management. 
Men and resources must be so di- 
rected that their efforts and contribu- 
tions are maximized. 
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various phases of our presentation as it is developed in the succeeding pages. 
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The whole gamut of distributor 
operations should, of course, be open 
for analysis but, since selling costs 
make up 60 to 70 percent of all dis- 
tributor expenses, the problem of in- 
creasing productivity in selling will be 
the subject of special attention in this 
May issue. 


The Basic Job 


How can greater productivity in sell- 
ing be achieved? That is the basic 
question here. It is the problem of 
organizing the activities of selling per- 
sonnel to avoid waste time and the 
disproportionate spreading of efforts 
in relation to sales. This requires the 
effective direction of the efforts of 
salesmen based on the facts of cus- 
tomer purchases and potential. 

The first job in meeting the prob- 
lem of efficient direction is the mar- 
shaling of facts on sales. Sales Analysis 
will give distributors a picture of the 
present distribution of their sales by 
customers. 

The second job is to know your sales 
potentials by customers and by lines. 
The sales analysis will show how much 
and what he is buying. But what of 
his potential? Sales analysis will reveal 
what is being done but only by study- 
ing your customers in terms of poten- 
tials can you find out what could be 
done. This detailed information on 
the customer cannot be built up in a 
day. Over a period of years, however, 
and with a systematic method for re- 
cording the facts, a dossier on the 
account can be developed which will 





PULSEBEATS of business are reflected by analysis of sales 
by lines, by salesmen and by customers—E. W. Bromwich 
and G. C. Willman, Tools & Supplies, Inc. 


SALESMEN and management pin-point direction of efforts 
—Harvey Sigler, salesman; Allan Johnson, sales mgr., and 
Robert A. Donovan, gen. mgr., Machinists’ Tool & Supply. 


contain many rounds of selling ammu- 
nition. And these facts will pro- 
gressively help sales management and 
salesmen, in cooperation, to fix poten- 
tials with increasing accuracy and to 
work in the areas where business can 





STEPS IN SALES ANALYSIS 


SALES ANALYSIS is a man-sized job for any distributing concern. But as in the 
instructions for eating a whale—first cut it up into small pieces—distributors can 


ributor Rig’ : i i i 
poe be had. This is the secret of increased a it to the task of manageable proportions by approaching the problem step 
conte productivity—the secret of more sales om . . _ 
ll is. per salesman at lower cost. No rigid, detailed formula can be presented that will be suitable for all distrib- 
at utors. The suggested procedure followed in this study, however, can be the basis 
in- for a sales analysis system applicable to any firm h | ul 
° . ; y tirm however large or sma. 
vill b S les Analysis Means... . ; 
_ en . . 1. Analysis of Sales by Lines 
ih 


...that the sales management of 
distributor organizations will have 
comparative facts upon which to base 
potentials, evaluate performance and 
direct selling efforts—facts upon which 


A. Why is breakdown of sales statistics by lines important 
B. What are the major product lines 
C. Sources of sales statistics by lines 
Il. Know Your Customers 
A. Why is breakdown of sales by customers important 


n sell- 
a sales programming may be formulated B. What sort of breakdown should one make 
‘m of to insure market coverage, by custom- C. Basic facts on customers 
g per- ers and by lines, at —— cost. — II. Manual Systems of Sales Analysis 
1 the ...that distributor salesmen will hs; tenened cen ctetiatin 
Forts have the facts on their accounts with B. Forms for compiling date 
5 the sales by lines. Ameas of opportunity C. Routine of compiling dete 
ts of will be revealed. We are all judged B. Mechunies of compiling 
cus and rewarded, ultimately, by perform- 5 Sitemts tue 
ance and the facts supplied through 1, Mechenteat $ a aa 
prob- sales analysis will step up each sales- Z re ons soo Sales Analysis 
man man’s performance. . “ co i 1a sails 
alveis ...that manufacturing — suppliers, e i ase a a 
f the through their regional representatives, - Other uses o ee 
> te will find their own sales productivity V. Use of Sales Analysis by Management 
7 increased. Representatives can direct A. Concentration of sales efforts where potentials are heavy 
ale their efforts to customers and _to sales- B. Evaluating performance by lines 
nes. men where the assistance they supply C. Supplementary uses 
aaah will do the most good. 1. Basis for budget estimates 
at of lhe entire industry will benefit by 2. Account distribution to salesmen 
aves) the wider application of sales analysis. 3. Rating and compensation of salesmen 
wg It will require the best in sales super- VI. Use of Sales Analysis by Salesmen 
nten- vision to maintain the unmatched A. Facts as selling tools 
it he volume the industry has achieved since B. Maximizing of efforts 
on the war. Distributor sales in 1947 C. Benefits 
in a a. = prem on one eae Vil. What Sales Analysis Means to Manufacturing Suppliers 
ever, * : ; ‘ A. Concentration per product line 
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distributors, distributor salesmen and 
manufacturers to sharpen their sales 
tools. 


B. Improved efficiency of representatives 
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DETERMINATION OF KEY LINES 


THERE IS NO RIGID formula for classifying products sold by 
industrial distributors as inventory stocks differ among dis- 
tributors in accordance with their markets, their selling 
policies, sources of supply, etc. Classification is necessary, 
however, to facilitate handling facts about sales. It reduces 
thousands of items to a manageable number of lines—facts 
which can be studied easily and acted upon readily. 

A common method of classifying product lines is by manu- 
facturers. Where the manufacturer supplies a more or less 
complete line in which the distributor does a sizeable 
volume, such a classification simplifies compilation. 

Another common method is to group closely related prod- 
ucts into a single category. For example, a classification 
“Cutting Tools” might include drills, taps, dies, reamers, files, 
hacksaws, circular and band saws, etc. Some caution should 
be observed, however, not to include too many items in any 
one category which might make the total sales figures in the 
classification more or less meaningless. In a territory where 
one of these items might be sold in exceptionally large volume, 
that item might better be classified into a separate category. 

It may even be desirable to separate one general product 
classification into two or more separate groups. For example, 
fittings may be parcelled into three separate groups and 


classifed thusly: Fittings—Cast Iron and Malleable; Fittings— 
Steel; Fittings—Welding. 

In addition to volume as a major consideration in classify- 
ing product fines, it is well to weigh the importance of such 
factors as gross margin, differences in selling efforts required, 
sales promotion material available and potentials, all of which 
may be the subject of scrutiny in sales analysis. 

A typical classification showing grouping of kindred products 
for sales analysis purposes is that employed by Tools & Sup- 
plies, Inc., St. Louis. 

The classifications used by Tools & Supplies are: (1) 
Abrasives; (2) Band Saw and Hack Saw Blades; (3) Belting, 
all types; (4) Chain; (5) Chucks, Drills, Lathe Speed, etc.; 
(6) Cutters, End Mills, etc.; (7) Electric Tools; (8) Files; 
(9) Grinding Wheels; (10) Hoists, Trolleys, Trucks, etc.; (11) 
Hose; (12) Machines, filing and sawing; (13) Pipe Threading 
Tools, Pipe Wrenches; (14) Rope, Wire & Manila; (15) Screws; 
(16) Taps, Dies & Screw Plates; (17) Tool Holders, Tool Bits, 
Carbide Tools; (18) Vises; (19) Williams Wrenches; (20) All 
Other products sold by the company. 

The illustration on the opposite page shows the grouping 
of product lines on the basis of manufacturing suppliers as 
used by Machinists’ Tool & Supply Co., Los Angeles, Calif. 


























«Analysis of Sales by Product Lines>- 


‘SELLING is the heart of the distribu- 
tors’ business, and the degree of suc- 
cess he achieves in selling 1s becoming 
more and more dependent upon how 
well he understands the results of 
his sales efforts. It is not enough to 
know that your volume is larger, or 
smaller, than the preceding month’s, 
or larger or smaller than a year ago. 
Such comparisons are significant in 
budgetary control where other factors 
are considered in relation with vol- 
ume. For intelligent guidance in sell- 
ing, however, the distributor needs 
more facts about sales. 

The distributor must know how 
much of what products he sold. He 
must know what products and what 
customers contributed most to his 
aggregate volume. With such infor- 
mation about past sales performance, 
the distributor will be in a better 
position to determine in what direc- 
tion he must guide his future efforts 
to gain the maximum rewards. 

An analysis of his past sales by 
lines is the first half of a detailed 
picture. The other half tells him 
what his customers have been buying 
and how much. The reasons back of 
the analysis of sales by customers are 
covered in the succeeding sections. 

For the distributor who has not 
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previously broken down his aggregate 
sales by lines, there is a first question 
which must be answered, ““What are 
my major product lines?” ‘The average 
distributor will have thousands of 
invoices each month covering hun- 
dreds of products and customers. The 
primary job of sales analysis is to 
systematize this chaotic mass of data 
so that the significant and important 
facts stand out. Product lines must 
be established so that the information 
on the invoices can be classified. 


Study Past Purchases 


The distributor can obtain a pic- 
ture of his past sales by lines from 
a tabulation of his purchase invoices 
for a year, or any other representative 
period. Some suppliers furnish dis- 
tributors with monthly statements of 
the distributo.’s purchases. Such an 
analysis should include all products 
bought and sold during the period 
under study. The purpose is to find 
out the key lines producing the major 
portion of the volume. 

This analysis of purchases should, 
of course, be adjusted for beginning 
and ending inventories if wide varia- 
tions are present. The idea is to get 
an approximation of the movement of 
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goods through the distributor, and 
substantial inventory changes in any 
line would distort the picture. 

Purchases in each line may be te- 
duced to a percentage of total pur- 
chases in all lines to facilitate rating 
of lines. Such studies have revealed 
that between 20 and 40 percent of 
product lines account for between 80 
and 90 percent of volume. From 
such an analysis the distributor can 
determine what lines mean to him 
and which ones deserve the greatest 
selling effort. 

Lines which produce between 80 
and 90 percent of the total volume 
are the distributor’s key lines. These 
are the lines on which he will want 
to concentrate the maximum centrol 
and exert his most intensive selling 
efforts. The key lines form the basis 
of his sales analysis system. Most 
distributors who analyze sales, keep 
controls on from 20 to 50 or more 
major lines which an analysis of past 
sales reveals as top producers. 

Lines which yield the remaining 
portion of total volume, between 10 
and 20 percent in most cases, can be 
grouped together under a “Miscel- 
laneous” heading. Later review and 
analysis of sales by lines may indicate 
a change of classification for some of 
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these lines to a separate listing. 

Rating of key lines indicates the 
important industrial requirements of 
the distributor’s territory. Such a 
picture, however, is qualified by the 
sort of selling job the distributor 
thinks his organization has done. He 
may not be getting the business from 
some customers who are known to be 
definite users of some of his lines. 
His staff may need particular training 
to improve sales in sub-par lines. 
Nevertheless, lines that are significant 
to his business will be brought out 
into sharp relief. 

Subsequent changes in the indus- 
trial activity in the territory or adding 
or dropping of lines may necessitate 
changes in the key line classifications 
from time to time. 


The Next Step 


The raw material of sales analysis 
is obtained from the distributor’s in- 
voices and sales records. To organize 
facts, the distributor will need a 
systematic method of analyzing each 
invoice and extracting the required 
data. Data is tabulated in such a 
manner that any of the needed facts— 
in this case, sales by lines—may be 
obtained quickly and economically. 
The need for speed in summarizing 
significant data is self-evident. If 
analysis is to be of value, the facts 
must be summarized at the end of 
relatively short periods, preferably 
the end of each month. 

From an analysis of sales by lines, 
the distributor can tell just what sort 
of selling job is being done currently. 
If any weak spots develop, they will 
be brought into sharp focus imme- 
diately and accurately. After further 
analysis of the customers’ and sales- 
men’s records, corrective action may 
be deduced from the conditions ex- 
posed. 

Such action may take the form of 
more frequent = further training 
in product presentation or application, 
more extensive use of manufacturers’ 
men, better sales promotion, coverage 
of more diversified industries, more 
intensified selling of related items, 
adaptation to changed conditions in 
customers’ plants, etc. 

Continuing sales records by lines 
increase the accuracy of sales fore- 
casting, whether used for quotas or 
budgeting. Seasonal variations by 
product lines will be revealed. More 
important, the record can be used 
to establish market indices for major 
ong lines. Such specific indices 

elp crystallize major variations in the 
level of sales performance. They are 
invaluable as a means of checking 
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Average Average 
Monthly Sales First 
Salesman Sales Lost Year Months Th 
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KEY LINES of Machinists’ 
Tool & Supply Co. are listed 
down the left side of customer | 
analysis sheets pictured above. | 
Sheets are 84 by 11 in. and are | 
kept in looseleaf binders. Aver- 
age monthly sales for previous 
year and first six months of cur- 
rent year are shown at the top. 


sales performance of one product 
against another to uncover lost sales 
volume through concentration on 
easiest selling items. 

Inclusion of cost of sales in analysis 
data clarifies the picture further, and 
makes possible greater discrimination 
in the selection of key lines. 
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a 






The average gross margin earned 
on each line will be a potent factor 
in determining its standing in rela- 
tion to other lines. 

Other pertinent data which can be 
incorporated in monthly summaries 
for analysis are selling expenses, dis- 
counts and net return. 
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Every 3 week: 
Every 4 months 
By mail only 

Does this customer buy for maintenance only or for maintenance and 


production? 


Q 








$7,000 px 
B ($500 to $2,000) 
C ($100 to $500) 
D tunder $100) 


pproximate Number of Employees 


CUSTOMER DATA obtained by Squier, Schilling & Skiff salesmen is kept on 
the back of customer analysis sheets, 84 by 11 in. The information aids 
management and salesman in determining future potentials and sales trends. 


Know Your Customers 


K nowinc your customers for the 
purpose of successful sales analysis in- 
volves (1) getting the facts on his 
purchases from you and (2) develop- 
ing facts on his potential by lines. A 
study of the ledger will reveal to 
the distributor those customers who 
are important, those who are average 
and those who are below average in 
relation to the amount of business he 
has secured from them. This will do 
for a starter but for the effective direc- 
tion of sales efforts the distributor 
needs the more detailed data revealed 
by sales analysis plus the systematic 
accumulation of data on what he 
should be buying from you. 

In order to secure the maximum re- 
turns from well-directed sales work, 
the distributor must have some stand- 
ard of measurement to gage his re- 
sults. That standard is potential. 
Sales potentials are factual aids to 
management in determining what 
could be sold as compared to what 
actually was sold. Actually, a potential 
is a sales goal. The objective is to 
guide sales management and salesmen 
to get maximum market coverage and 
penetration. 

Although distributors are hardly in 
a position to establish highly-refined 
statistical potentials, they can develop 
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systematic programs that will yield 
virtually the same results. Collection 
of all significant information about 
customers, actual and prospective, will 
involve work, but it is not beyond the 
distributor’s resources. By careful 
planning and tackling the job in de- 
tail, the distributor will know his ter- 
ritory thoroughly in a relatively short 
time. He will know in detail the re- 
quirements of all customers, actual 
and prospective. 

The basic facts the distributor 
should know about each actual and 
potential customer are: (1) What 
product or products does he make? 
(2) How many employees does he 
engage? (3) How many machines of 
what type and what size does he have? 


(+) What products handled by the 
distributor does he use? (5) What 
and how much of his supplies and 
equipment does he buy from compcti. 
tors? (6) Does the customer buy tor 
maintenance or production, or tor 
both? 

The distributor’s salesmen must ob- 
tain most, or all of these basic tacts 
about customers. Management can 
supplement them with data from other 
sources also. The data is of immediate 
value to the salesmen in their selling 
efforts. It broadens the scope of prod- 
uct suggestions to buyers and serves 
to demonstrate the salesmen’s inter- 
est in the customer’s operations. 


Customer Records 


In order to collect all the relevant 
facts about each customer, it is ad- 
visable to have cards prepared upon 
which the essential information may 
be systematically recorded. The facts 
about the six points listed above and 
discussed on the opposite page, can 
be jotted down on this card. The 
space and form adopted for incorporat- 
ing these facts on the card will vary 
with the individual distributor’s idea 
of what he needs to know to deter- 
mine potentials and to check on cus- 
tomer’s activities. 

The cards also should provide for 
a listing of the distributor’s major 
product lines, the selection of which 
has been discussed on the previous 
pages. The space on the back of the 
card may be used for this purpose. 
Opposite each line, a box may be pro- 
vided in which the salesman can in- 
dicate by L (large), M (medium), S$ 
(small), O (none), how big a user 
of this line the individual customer 
is. A second box may be provided to 
show how much of this business the 
firm is getting. 

Another column may be provided 
to record the source and nature of 
competition with any approximations 
of how much business the competition 
is getting. 

The form in which such a card can 
be arranged follows: 


Customer Information 





Potential 


Key Lines 


Competition 





Abrasive Wheels 








Abrasives, Coated 





Belting 





Brushes, wire 





Chucks 
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Such a file of customer informa- 
tion is all right for a separate record 
or as a preliminary sizing up before 
entering into actual sales control 
through sales analysis. But, once the 
distributor has set up some method 
of compiling and tabulating sales by 
lines to each customer each month, 
another type of card will be more suit- 
able. 

Instead of using a relative measure 
such as large, medium, small for sales, 
the distributor will obtain from his 
sales analysis data, the actual sales by 
lines to each customer each month. 
For the first year of operations, the 
potential can be expressed by a rela- 
tive measure in order to gage current 
performance from month to month. 
Eventually dollar potentials by lines 
may be used along with actual past 
sales. 


Provides Basis 


\fter the first year of operation with 
sales analysis, the distributor will have 
the necessary factual information to 
determine potentials for each customer 
by lines in dollar volume. The ac- 
cumulated record of monthly sales of 
each line to each customer, when com- 
bined with the customer data obtained 
in the initial survey of customers’ 
plants, will serve as the basis for more 
accurate estimates of potential busi- 
ness to be obtained in cach line from 
each customer. 

Therefore, the distributor can use 
the arrangement on his card pictured 
at the bottom of this page once the 
sales analysis set-up has been inaugu- 
rated. 

Once the cards have been laid out, 
the salesmen in each sales area can 
begin filling in the information. Much 








FACTORS AFFECTING POTENTIAL 


THE UNDERLYING REASONS for obtaining information about customers for pur- 
poses of establishing potentials are: 

1. Products made by the customer are a direct lead to requirements. So are the 
jobs that are performed in making those products. Many plants have turned to 
the manufacture of new products requiring different supplies and equipment. Pro- 
duction and methods in customers’ plants should be observed continually in order 
to anticipate future sales possibilities. 

2. The number of employees hired by customers serves as a gage of size and a 
measure of buying needs. It is reasonable to suppose that a plant employing 40 
men uses more supplies than one in the same line employing 10 men. The more 
people employed by customers the more industrial equipment and supply products 
are required. Employment indicates industrial activity and the more activity the 
more sales. Cross checking among customers in the same industry will reveal weak 
spots. 

3. The type, size and number of machines in the customer's plant are more 
specific indications of his requirements. Machinery in action makes sales oppor- 
tunities—replacement parts, perishable tools and supplies, lubricants, etc. It may 
not be possible to obtain detailed information on machinery in each plant but, 
in the course of several months or a year, the salesman will be able to observe and 
note equipment during calls. Such information is of great value in anticipating 
requirements based on average life of perishable tools. 

4. Products handled by the distributor which are bought by the customer not 
only give a basic idea of the customer's requirements but also suggest the pos- 
sibilities for the sale of related items. Estimates of customer requirements by 
lines will be refined considerably as the actual record of sales by lines to each 
customer becomes available through sales analysis. 

5. Each distributor should know what his competition is for each key line and 
how he stands in relation with competitors in regard to each customer. If pos- 
sible, the source and reason for each buyer's preference should be learned. Buyers 
may be expected to split their purchases among local distributors. In some cases 
reallocations of purchases may prove mutually advantageous to competing dis- 
tributors. More important, detailed facts about customers will enable distributors 
to capture much business that goes to direct sellers. 

6. Knowledge of whether the customer buys for maintenance or production, or 
for both, is extremely valuable in estimating full potentials and the value of each 
customer accurately. Without this information, there is a danger of underestimat- 
ing the customer's full potential and thereby leave the door open for competition 
to walk in and capture valuable business. 








of the information about old cus- 
tomers will be available already. The 
remainder can be obtained in the proc- 
ess of subsequent calls. The informa- 
tion from new and potential customers 
will not be forthcoming as readily. A 
small list of new plants and service 


establishments can be assigned to each 
salesman each month. It will take time 
to develop the information on the 
cards and continuous effort as well. 
Management should keep a dupli- 
cate card for each customer in the 
office. Any information obtained by 
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the salesman is transferred to the office 
record for management’s use in deter- 
mining potential, sizing up past per- 
formance, ascertaining those custom- 
ers among whom it will concentrate 
its major selling efforts and to find 
out where the weak spots are with 
each customer. At the distributor’s 
option, they may also me made avail- 
able to manufacturers’ representatives. 
As far as the salesman is concerned, 
these data sheets on each customer 
are not sterile records by any means. 
They are invaluable sales tools for the 
salesman in his daily rounds, reflect- 
ing customer’s requirements, items he 
is not buying but should be buying, 
sales possibilities. Selling facts are 
marshaled on them systematically for 
his use in selling more. They should 
be part of his selling equipment. 
With the potentials thus obtained 
as a guide, management and salesmen 
can evaluate sales on a realistic basis. 
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To be of maximum value to a dis- 
tributor, or to a salesman, the sales 
control system should be prompt, posi- 
tive, accurate and easily understood. 
The sales analysis should not be a 
post-mortem of what has transpired, 
but an accurate and timely compila- 
tion of sales statistics which mean 
something, and which can be trans- 
lated into beneficial action when such 
action is needed. 

Facts about sales which are required 
for sales analysis are in the distribu- 
tor’s own sales records. By failing to 
use them for guidance in directing 
his sales efforts, he is depriving him- 
self of one of the most valuable sales 
tools it is possible for him to use. 
Unfortunately, these facts are not in 
a form suitable for use in sales anal- 
ysis. Therefore, some systematic pro- 
cedure must be devised by which the 
necessary statistical information can 
be screened out and tabulated at 
regular intervals. 

There are two methods by which 
this task can be performed. ‘The first 
method is manual, and the other is 
mechanical. The manual method is 
most commonly employed by dis- 
tributors when the volume of trans- 
action is not too heavy and where 
supplementary statistical data are not 
desired. It is the one discussed on 
these and subsequent pages. A de- 
scription of how the mechanical meth- 
ods are used is contained in a sub- 
sequent section of this article. 

The value of periodic analyses of 
sales by lines and by customers has 
been recognized by many progressive 
distributors of industrial supplies and 
equipment. These distributors are al- 
ways alert for practical management 
tools that will provide each of their 
salesmen with direction and _assist- 
ance to attain optimum effectiveness. 


Job Worth While 


The success of these distributors 
with manual systems for the compila- 
tion of sales analysis data proves that 
such expenditure of time and man- 
power to sharpen sales effort is worth- 
while. Thakoon not found the task 
of organizing and compiling analysis 
statistics too formidable. By keeping 
their procedure simple and exercising 
ingenuity, they have been able to 
inaugurate short cuts and cut down 
the operating cost of sales analysis 
considerably and yet enjoy its ad- 
vantages. 

Before attempting to set up any 


« Organizing Sales Facts—Manual Methods 


sort of procedure for screening and 
summarizing data for sales analysis, 
the distributor should determine just 
what sort of information he will need. 
He can start with a breakdown of sales 
by lines to each customer. This break- 
down is the key to sales analysis since 
it contains all the material necessary 
for a breakdown of sales by lines and 
for a breakdown of sales by salesmen. 

Although statistics for all three 
breakdowns may be collected and sum- 
marized concurrently for greater de- 
tail, those distributors who do this 
work by manual means, prefer to con- 
centrate on the breakdown of sales 
to customers by lines. This requires 
less expenditure of manpower and 
time. Moreover, a breakdown of sales 
by lines can be built up easily from 
the customer analysis data. Therefore, 
as a starting point, the distributor can 
build his plan for obtaining the sig- 
nificant information about sales to 
each customer. 


Significant Data 


What is the significant information 
about sales to each customer? Nat- 
urally, the dollar volume he has spent 
for items in each of the distributor’s 
key lines. This is an indication of 
the customer’s potential, the area for 
greatest sales effort as far as the par- 
ticular customer is concerned, what 
sort of selling job the salesman is 
doing, whether or not additional train- 
ing is required and just what sort of 
training on what products will be the 
most beneficial, and a good many other 
factors. 

Dollar volume, however, is not the 
only information which can be used 
in successful sales analysis of sales to 
customers. Some distributors tabulate 
cost prices as well to reveal the mar- 
gins earned on sales of each line to 
each customer. Others incorporate 
the number of calls made on each cus- 
tomer during the month, as a means 
of evaluating the expenditure of sales 
effort in relation to the amount of 
business obtained or obtainable. 

The list of other factors which can 
be incorporated into sales analysis 
leaves the distributor a comprehensive 
choice in elaborating his analyses. It 
includes quotas, number of orders, 
number of items per order, profits, 
discounts, selling expenses, catalogs 
sent, samples delivered, promotion 
used, etc. 

The choice and range of the statis- 
tical information compiled will de- 
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pend on the distributors facilities and 
organization for gathering it and, most 
important, on his attitude towards the 
importance of various comparisons 
and checks. It must be pointed out 
that all of these comparisons and 
checks are being used in part by 
various firms with beneficial results. 
Added refinements enhance the value 
of the distributor’s analysis by bring- 
ing the more profitable business into 
sharper focus and by more accurately 
funneling the salesmen’s time and 
capacities into proper channels. 


Collecting Data 


The specific information regarding 
sales of product lines to customers is 
obtained from a copy of each invoice 
sent out by the distributor. Since 
each invoice may carry from one to 
more than 100 separate items which 
fall into various lines or classifications, 
some means of identifying each item 
with the corresponding product linc 
must be devised. 

The job of tabulating sales statistics 
for sales analysis purposes is a clerical 
detail and it is not likely that the per- 
son thus assigned will have a full 
knowledge of which key line each 
item on the invoice belongs in. For 
the sake of unifermity in distributing 
items by key lines, accuracy in sum- 
marizing, and facility in tabulating, 
some sure method of identification 
of each item is best. 

The common method of identify- 
ing items is to have each salesman 
who originates an order, and this 
would include outside, inside, tele- 
phone salesmen, indicate the key line 
each item belongs in, with some sort 
of letter or number. This will have 
to be done when the original order 
is written and the identification will 
have to be carried on all subsequent 
copies of the same order. 

Where lines are identified by the 
name of the supplier or a brand, no 
further identification of items is neces- 
sary. Each item entered on an order 
must be identified by the particular 
name of supplier or brand. 

Another method of identification is 
to have the items coded by some re- 
sponsible and well-informed employee 
such as the pricing clerk or inventory 
clerk when the order or invoice is 
processed through their departments. 
Naturally, the identification will have 
to be carried through all order and 
invoice processing in order to insure 
quick identification of items with 
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ture of only slightly additional time, 
can be appreciated by any distributor 
interested in determining margins 
earned by lines and customers. 


Forms to Hold Data 


The basic form on which a break- 
down of sales to each customer by 
lines is kept, is shown on page 93. 
This can be a 5 x 4-in. printed file 
card, or an 8 x 1]-in. loose-leaf binder 
page. As explained in the previous sec- 
tion, “Know Your Customers”, all the 
more or less permanent information 
about the customer, such as products 
made, number of employees, machin- 
ery used, competition, whether or not 
the customer buys for maintenance, 
production, or both, should be kept 
on this card also. This may be done 
on the back or along the bottom where 
it can be referred to during analysis 
each month. 

By carefully laying out the card, 
cach side can provide for a year’s rec- 
ord of sales by months and a year’s 
total. When filled, such a card will 
present a two-year comparison and 
will be an immeasurable help in esti- 
mating potentials and forecasting fu- 
ture sales for budgeting or quotas. 

The months are arranged horizon- 
tally across the top of the card and 
the product groups vertically down 
the left side. The arrangement may 
be reversed if it is more suitable to 
the size and type of card or sheet 
used. If possible, the total sales in 
each line for the previous year should 
be placed with the corresponding 
product line along with the estimated 
potential. 

A further refinement would be to 
divide the space opposite each prod- 
uct line and under each month into 
two horizontal sections. The poten- 
tial, or quota, for each line for each 
month may be placed in the upper 
section, and the actual net sales under- 
neath for easier comparison of actual 
performance with expected results. 


Sales by Lines 


Irom the customer’s record of pur- 
chases, it is possible to obtain a gen- 
eral breakdown of sales by lines and 
sales by customer, by the use of an 
adding machine only. To obtain the 
breakdown of sales by lines, the sales 
by lines to each customer are placed 
on the adding machine, totaled and 
transferred to an analysis card or sheet 
i labeled as summary of sales 
by lines. This will make a permanent 
record for management reference. The 
adding machine tape for each month’s 
summary will reveal the number of 
customers buying each line and this 
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fact may be entered on the analysis 
sheet or card also. 

Such a summary will not indicate 
which customers are buying the line. 
The use of a 12-col. adding machine 
can overcome this deficiency by using 
the left side of the machine for the 
customer’s number and the right side 
for his total purchases of the line, 
thereby making a complete analysis. 

Similarly, if a breakdown of sales- 
men’s sales by lines is wanted, the 
customer’s records are sorted by terri- 
tories, or by salesmen, depending upon 
how the company assigns its accounts. 
The sales by lines from each custom- 
er’s card in the salesman’s group are 
put on the adding machine, totaled, 
and the data transferred to an anal- 
ysis sheet for the particular salesman. 
As in the breakdown of sales by lines, 
the number of customers buying each 
line will be indicated on the tape and 
this information may be transferred 
to the analysis sheet also. The large 
adding machine may be used to in- 
dicate the customer number of each 
figure in the column on the tape. 

The record of the number of calls 
made on customers may be _incor- 
porated on the summary analysis shect 
for each customer, or it may be main- 
tained in a separate file. ‘This infor- 
mation is obtained from call reports 
along with other data, such at catalogs 
issued, samples delivered and_ sales 
promotion used. 


Timing the Job 


One of the principal difficulties fac- 
ing a distributor in setting up a 
routine for the collection and tabula- 
tion of sales statistics for analysis, is 
trying to determine whether to tabu- 
late at the end of a day, at the end of 
a week, or at the end of the month. 
Time and manpower are the main 
considerations and the decision rests, 
to a large extent, on when both are 
available. 

The solution devised by FE. W. 
Bromwich, president and sales man- 
ager, and G. C. Willman, vice-pres- 
ident and general manager, of Tools 
& Supplies, Inc., St. Louis, makes an 
advantage out of a periodic tabulation, 
which is often regarded as a mere 
chore. By tabulating sales statistics 
every three or four days. and putting 
the totals of sales by lines to each 
customer on a spot-check assembly 
sheet (illustrated on opposite page), 
Messrs. Bromwich and Willman have 
a periodic short term analysis of sales 
which anticipates the monthly anal- 
ysis. The advantage enjoyed is that 
symptoms may be spotted in develop- 
ment and watched more closely to take 
action when needed. 
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Simplicity is the keynote of Tools 
& Supplies manual system of assem- 
bling sales analysis statistics but it 
leads to some elaborate and highly in- 
formative results. ‘The analyses which 
develop out of call reports and invoices 
are: 

1. A spot-check which affords a 
short-term view of sales by lines to 
all accounts and provides salesmen 
with compiled sales statistics promptly 
at the end of the month for ‘thei 
own analyses. 

2. A monthly analysis of sales by 
lines to customers. 

3. An analysis of sales by accounts, 
highlighting sales of each line to ac- 
counts and the percentage that such 
sales constitute in relation to the 
total of all accounts assigned to an 
individual salesman. 

4. An analysis of the individual's 
salesman’s sales of lines in relation to 
total accounts handled. 

5. An analysis of the total number 
of working days, number of calls, 
average calls per day, and number of 
accounts for each salesman. 

Two Main Sources 

There are two main sources from 
which statistics for these analyses arc 
drawn. The first is the invoice, and 
the second is the daily call report of 
each salesman. Copies of the invoices 
are placed in a basket. Every three or 
four days, a clerk sorts these invoices 
by accounts. 

“The clerk then segregates the in- 
voices by salesmen. ‘The invoices of 
each salesman’s customers are arranged 
in a separate pile. The clerk, who 
is familiar with the classification of 
invoice items into key line groupings, 
then tabulates each item on each in- 
voice. The totals for each line fo 
each customer are then transferred 
to their respective columns on Sheet | 
(illustrated on opposite page). 

Sheet 1 is an assembly sheet for 
each account on each salesman’s ac- 
count list. Tools & Supplies assigns 
accounts to salesmen rather than geo 
graphical territories. 

The first period may be the first 
through the fourth day of a given 
month. The next may cover the fifth 
through the 10th day of the month, 
etc. The flexibility is maintained to 
take advantage of any lull in office 
operations. Nevertheless, it is possible 
to maintain a weekly tabulation sched- 
ule on the same basis. 

When a month has been covered, 
the grand totals are transferred to a 
card file which is set up by accounts 
under the salesman’s name that serv- 
ices the accounts. On the cards, the 
sales of lines by months to each cus- 
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SIMPLICITY marks Tools & Sup- 
plies’ system of collecting analysis 
statistics. Every three or four days 
the items on invoices (1) are dis- 
tributed to working sheet (2), which 
js a 9 by 114 in. chart. At the end 
of the month, working sheet totals 
are transferred to customer analysis 
card (3), 5 by 8 in. A similar card, 
(4) holds record of monthly sales 
for previous vears. 
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INVOICE COPIES are sorted by Grace Van Emberg (left) 


tomer are shown as well as total sales. 
In addition, when the half-year period 
is passed, semi-annual totals are shown. 
At the end of the year, the annual 
totals are entered on these cards. 

The subsequent records are less 
formal, being entered in pencil on 
tuled foolscap and serve as manage- 
ment records for Messrs. Bromwich 
and Willman. Although the monthly 
analysis of sales provides most of the 
information for these analyses, some 
of it is obtained from call reports 
made by each salesman. Information 
from the call reports is transferred to 
a master sheet. From this is calcu- 
lated average daily calls, number of 
calls per account and the like. 

A summary sheet showing which 
accounts are buying what lines and 
the number of calls made on each 
account is made up at the end of the 
month from the information on the 
monthly analysis card and from the 
master call report sheet. Each sales- 
man’s accounts are entered on a sep- 
arate sheet. A recapitulation shows 
the percentage of all the salesman’s 
accounts that are buying of each line. 

The fourth control is similarly 
arranged except that it lists the sales- 
men, the number of accounts he 
handles, and the number of those 
accounts that buy each product line. 
Such recapitulations as the two de- 
scribed above are made at six-month 
intervals although shorter periods may 
be used. 

An analysis of the number of calls 
made by each salesman in relation to 
the number of working days and num- 
ber of accounts handled is made from 
the call report master sheet approxi- 
mately every sixty days. This gives a 
perspective of the salesman’s activities. 

No other single phase of collecting 
sales analysis statistics consumes as 
much time and manpower as the job 


and Ann Iwanowski (nght) at Squier, Schilling & Skiff. 


of tabulating sales by lines to cus- 
tomers. The distributor can- get a 
fair idea of the time involved by esti- 
mating the number of totals required 
for a customer analysis. This estimate 
can be made by taking the average 
number of customers who make pur- 
chases in one month and multiplying 
it by the average number of lines 
represented in those purchases. 

Under ordinary _ circumstances, 
where a manual system of sales statis- 
tics collection is used, the tabulator 
must go through each customer’s in- 
voices item by item as many times as 
there are lines contained in those in- 
voices. The other alternative is to 
have a work sheet with columns ruled 
off for all lines, transfer each item on 
the invoices to the correct column on 
the work sheet and add up the col- 
umns obtained. 


Another Method 


Squier, Schilling and Skiff Inc., 
Newark, N. J., distributors of indus- 
trial supplies and equipment, uses a 
manual system for collecting analysis 
data which circumvents suche detail 
through the expedient of breaking 
down each charge sheet into separate 
invoices for each line represented on 
the charge sheet. 

Arthur H. Squier, president and 
Howard B. Begg, secretary and treas- 
urer, Squier, Schilling & Skiff assigned 
the function of collecting and tabulat- 
ing sales data to the billing depart- 
ment. When an order has been made 
ready for billing, a charge sheet and 
a copy is made, the latter being used 
as a delivery slip to be signed by the 
customer when goods are delivered. 

Each charge sheet is then broken 
down into as many of the 23 major 
lines carried by the company, as are 
represented on the sheet. Therefore, 
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if one charge sheet had items from 
six different key lines, six different 
invoices would be made, each listing 
one item and including the original 
order number. Four copies are made 
of each of these invoices, the fourth 
copy being used solely for compiling 
analysis data. Major lines are identi- 
fied by manufacturer’s names. For 
further surety, however, in identifica- 
tion, the lines are also coded by num- 
bers, 1 to 24, No. 24 being the miscel- 
laneous sales. 

The sales analysis copies of the in- 
voices are filed until the end of the 
month. The file is divided into prod- 
uct line sections, thereby segregating 
the invoices by lines. When placed 
in each section, the invoices are filed 
alphabetically by customers’ names so 
that all invoices of each customer are 
grouped together in each product sec- 
tion. 

At the end of the month, the total 
sales of each line are added and a 
grand total for the month’s sales is 
taken as a check with the bookkeep- 
ing department. The invoices then 
are sorted by customers and each pile 
is identified by the code number of 
the salesman handling the account. 

Sales by lines for each customer are 
totalled on an adding machine. Each 
total on the tape is identified by the 
product line code number. The tape 
is then stitched to the customer’s in- 
voices. When this process is com- 
pleted, the invoices with tapes at- 
tached, are sent to the sales depart- 
ment. 

In the sales department, the statis- 
tics on the tapes are transferred to 
customer analysis sheets which are 
kept in loose-leaf binders. Only 
“P.C.” (personal contact) customers’ 
sheets are kept in these binders, rep- 
resenting active accounts. There is a 
separate file for “H.I.T.” accounts, 
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(house accounts in the territory), and 
one for “H.O.T.” accounts (house 
accounts out of territory). 

If an invoice appears for a cus- 
tomer whose sheet is not filed among 
the “P.C.” accounts, it is set aside 
until all “P.C.” customers’ data has 
been entered in the loose-leaf books. 
The data from the remaining invoices 
is then transferred to the customers’ 
sheets in the “H.I.T.” or “H.O.T.” 
files. While making entries in the 
latter categories, the poster ascertains 
if any of these accounts are showing 
increased activity over the last 90 
days. Such activity is brought to the 
attention of Mr. Squicr or Mr. Be 
for possible transfer to the “persona 
contact” group. 


Salesmen Get Data 


When these entries have been 
made, the invoices with the tape still 
attached are then handed to the 
salesmen. Each salesman receives his 
customer’s invoices and enters the 
summary statistics into his own record. 
This is the same sort of loose-leaf 
binder as the one in which the com- 
pany keeps its records and the cus- 
tomer sheets are the same also. At 





CUSTOMER ANALYSIS data are kept on this 84 by 11 in. 
sheet at Squier, Schilling & Skiff. Line potentials are estimated. 


Squier, Schilling & Skiff, the cus- 
tomer analysis book is used as a part 
of the salesman’s regular selling equip- 
ment. 

Additional sales analysis material is 
collected from call reports made out 
by each salesman each day. The re- 
port is made out on a special form 
illustrated on this page. The sales- 
man makes an entry for each customer 
called upon during the day. This 
includes giving the name of the cus- 
tomer, the name of the person inter- 
viewed, the name of the person ac- 
companying him on the call, such as 
that of the manufacturer’s represent- 
ative, one of Squier, Schilling & 
Skiff’s sales engineers, credit manager, 
assistant sales manager or any other 
official; the item brought in to the 
custoiner as a visual selling piece, 
(standard selling practice at Squier, 
Schilling & Skiff); and any remarks. 
The remarks may be a reminder to 
the office to send catalogs, prices, 
literature, manuals, etc. 

Upon receiving the call reports, 
Mrs. Edna Stikeleather, who spends 
the greatest portion of her time on 
sales research work in the sales de- 
partment first glances at the remark 
column to give immediate attention 


INDUSTRIAL DISTRIBUTION © MAY, 1948 


to any requests made by salesmen. She 
either answers the request herself, or 
brings it to the attention of the 
proper official, thereby assuring prompt 
service. 

Mrs. Stikeleather then makes a 
recapitulation of the number of cus- 
tomers seen and the number of 
customers sold. The ratio of cus- 
tomers sold to the number of custom- 
ers called upon is kept for manage- 
ment’s study of effective use of selling 
time. 


Call Record Kept 


Calls on each customer are kept 
in a separate loose-leaf binder, the 
record being the date of each call in 
the event frequency is checked by 
salesmen or by management. 

From the end of the month to the 
time that all entries are posted in 
the customer control sheets is 10 
days. Analysis work required the ad- 
dition of one girl in the billing depart- 
ment and one girl in the sales depart- 
ment. Each salesman takes on an 
average an hour and a half each month 
to post the sales to their customer 
analysis sheets which are kept in 
binders similar to the firm’s books. 
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AT THE RIGHT is a sample charge, 
cach item of which has been stamped 
in the left-hand column. The tab (34 
by 6 in.) pasted in the upper left corner 
of the charge gives sales total of cach 
kev line represented on the shcet. 


STAMPING charges to indicate key 
line cach item belongs to, is done 
at Strong, Carlisle & Hammond by 
Adcline Krysinski. , 


| 
| 
| 
[ 


‘The sales analysis sytem employed 
by Strong, Carlisle & Hammond Co., 
Cleveland, is the development of 15 


vears application. It is based on 
monthly tabulation of sales results in 
10 major product groups—abrasives, 
transmission, Mac-Its, tubing, Car- 
boloy, cutting tools, materials han- 
dling, power tools, fasteners, and pipe, 
valves and fittings. 

Ed Stvan, manager of the indus- 
trial supply division, conducts periodic 
surveys to evaluate different lines. One 
such survey conducted recently, re- 
sulted in the addition of fasteners to 
the major product groups. The pro- 
cedure is to take from 100 to 200 
consecutive orders for the product 
or product group being evaluated. 
From these orders, he obtains total 
selling price of items, total cost price 
of all items, dollar margin and percent 
of margin. A further analysis of aver- 
age selling price per order, average 
cost price per order and dollar margin 
per order, clarifies the picture still 
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more, Mr. Stvan said. 

The S-C-H sales analysis plan in- 
volves two fundamental breakdowns 
of sales figures each month: (1) 
Salesmen, by 10 major lines, and (2) 
Customers, by four major lines. 

The tabulation of salesmen’s sales 
by the major lines is the focal point 
of the system since it includes costs 
of sales and credits, permitting man- 
agement to weigh performance in the 
light of gross profit as well as net 
sales. 


Kardex File Used 


The permanent record of sales to 
customers are carried in a Kardex file. 
There is provision for recording sales 
data in five of the 10 major lines but, 
at present, sales to customers are 
broken down by only four. These are: 
Mac-Its, tubing, abrasives and power 
tools. A separate file contains what 
the company calls its “A” accounts, 
permitting greater concentration on 
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these customers by management and 
salesmen. 

A monthly report of net sales by 
lines is made to each salesman. Sales- 
men also have access to the customers’ 
records for an exact picture of their 
performance with each customer. 
These records reveal a long annual 
sales history of each account by three 
or four lines; monthly sales by these 
lines for the more recent years, and 
a record of salesmen’s and specialists’ 
calls by months currently and for two 
previous years. 

No special equipment is used to 
compile sales analysis statistics at 
S-C-H. The regular facilities of the 
pricing and accounting departments 
are utilized to extract cost and sales 
data. Use is made of a Burroughs 
Cost and Sales machine to compile 
data by lines and by salesmen. 

Charge sheets and salesmen’s call 
reports are the source of sales anal- 
ysis statistics. All of the major lines 
are identified on the charge sheets. 








by the pricing department. A “Prod- 
uct Identification Bulletin”, prepared 
by T. M. Ballantine, assistant to Mr. 
Stvan, is used for accurate and uni- 
form identity of items ‘with product 
lines. This bulletin lists all the items 
falling into each of the 10 major 
categories. Items not contained in the 
bulletin are classified “General Sup- 
lies”. 

When all the items contained on 
a single charge sheet are of one line, 
a large rubber stamp labeling the line 
to which the items belong, is applied 
at the top of the sheet. For example, 
if the charge sheet lists mounted 
wheels, grinders, felt wheels and grind- 
ing wheel dressers, “ABRASIVES” is 
stamped at the top of the sheet. 


Small Stamps Used 


On “split” charge sheets, that is 
sheets containing items from two or 
more different lines, each item is iden- 
tified separately. A small rubber stamp 
indicating the line to which the item 
belongs, is applied in the left-hand 
margin opposite the item. These 
stampings are illustrated in the sample 
sheet shown on _ preceding page. 
All items not stamped, are “general 
supplies” of which tabulations are 
made also. 

To facilitate distribution of sales by 
lines and by salesmen, a summary tab 
is pasted to all “split” charge sheets. 
Cost and selling prices for each line 
represented on the charge sheet are 
totaled and the totals entered in the 
corresponding columns opposite the 
line on the summary tabs. 

Immediately after billing, all the 
charge sheets clear through the sales 
analysis unit of the accounting depart- 
ment. This unit employs a Bur- 
roughs cost and sales machine. A 
daily and monthly sales control is 
maintained on ledger cards titled 
“Sales Distribution”. 

Each salesman’s performance in 
each of the 10 major product groups 
is recorded on a set of three cards. 
A yellow card records daily sales in 
a particular line by a particular sales- 
man; a pink card records allowances 
and returns in that same line by the 
same salesman; and a brown card 
records the monthly sales figures in 
the same line by the same salesman, 
with allowances and returns accumu- 
lated during the month on the pink 
card, deducted. 

Each day’s charge sheets are segre- 
gated by lines, according to the 
stamped identification. Each line is 
then sorted by salesman, whose name 
is also stamped at the top of the 
charge sheet. Each salesman’s “daily” 
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SIX-YEAR RECORD of monthly salcs in five key lines and annual sales by five key 
lines are kept in Strong, Carlisle & Hammond Kardex file with other customer data. 


card for that particular line is inserted 
in the machine which records cost 
and selling price from each sheet. 
The total monthly sales and costs for 
each line are obtained at the end of 
the month by adding totals from sales- 
men’s brown ledger cards, which con- 
tain the totals by lines. 

A duplicate (financial) copy of each 
charge sheet is posted on customer's 
accounts receivable ledger card. The 
posting is done on a_ bookkeeping 
machine which simultaneously adds to 
customer’s monthly statement which 
is inserted in the machine along with 
the ledger card. 


Pulled 


At the end of the month, the state- 
ments are pulled and separated into 
“City” and “Out of Town” accounts 
in alphabetical order. Before they are 
mailed to customers, bookkeepers de- 
termine each customer’s purchases for 
the preceding month and immediately 


Statements 
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post them to a special supplementary 
visible record. 

At regular intervals, the monthly 
sales for approximately 20 “A” ac- 
counts for each salesman accumulated 
in the visible record, are transferred 
to the Kardex visible record (illus- 
trated on this page). The file on 
the key account contains customer 
information such as products made, 
names and titles of individuals affect- 
ing purchases and other data regarded 
as important. Besides a nine-year an- 
nual total record of sales by four 
major lines, the file has room for a 
six-year record of sales by the same 
lines by months, and a monthly rec- 
ord of calls by salesmen and specialists. 

Closely allied with sales analysis at 
S-C-H, is the “Sales Promotional 
Plan”, a special competitive incentive 
which is applied both to established 
lines as well as newly introduced items 
or lines. The plan is operated on a 
quarterly basis. Between 10 and 12 
lines or products are selected by Mr. 
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SEVEN MAIN GROUPS of lines are carried on R. C. Neal & Co.'s customer analysis sheet, 84 by 11 in. Both 
sides are used. The previous year’s total sales are recorded in column preceding monthly sales columns. 


Stvan for promotion each quarter. 

A special record is kept of perform- 
ance in each of these lines for the 
three months of the competition. 
When the line is one of the 10 major 
lines analyzed monthly, there is no 
need to keep an additional record. 
Tabulation of the contest results is 
facilitated by marking each item of the 
charge sheets with a code number in 
blue pencil when the line is stamped. 

After billing, such marked sheets 
are hand-listed by the sales record 
clerk. Monthly results and standings 
of salesmen are issued by Mr. Bal- 
lantine. 


Peg Board Method 


Management’s interest in _profit- 
ability of lines, and salesmen’s interest 
in sales of lines to individual cus- 
tomers are served by the system of 
gathering sales analysis material at 
the R. C. Neal Co., Inc., Buffalo, 
N. Y. The system was designed by 
Fred J. Zierk, treasurer, at the cost 
of one clerk’s salary and a small in- 
vestment in special stationary such 
as shingling sheets for cross-adding 
sales and cost prices by lines, and 
salesmen’s analysis books. 

The main analyses provided by the 
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system are a breakdown of sales, sales- 
men by lines, giving cost and sales 
prices, which is used by management; 
and a breakdown of sales to customers 
by lines, which is used chiefly by 
salesmen for guidance in selling. 

R. C. Neal Co. utilizes a listing of 
49 product lines, which constitutes 
a comprehensive breakdown of sales 
figures. For easy reference when coding 
or tabulating these lines are divided 
into seven categories. Each of these 
lines are assigned a code number to 
facilitate transfer of amounts to strips. 

A copy of each invoice is routed to 
the sales analysis section where they 
are coded and tabulated at the end 
of four-day periods, or roughly, four 
times each month, to circumvent a 
peak load at the end of the month 
when the sales analysis figures are 
required. 

The invoices are segregated by 
salesmen. The clerk then tabulates 
sales and cost prices simultaneously 
by using a duplex adding machine. 
This machine has 14 columns of keys 
which can be divided with a bar down 
the seventh column. The sales and 
cost price for each line for each sales- 
man for the four day period are posted 
on a working shingle sheet. 

The shingle sheet is a long strip of 
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paper 15-in. long and 2% in. wide. At 
the top are punched two holes, an 
inch between centers for mounting 
on a peg board. Also at the top is 
room for the name of the salesman 
and the date on which the tabulation 
was made, identifying the period dur- 
ing which sales were made. 

The rest of the strip is divided into 
three sections. The left column is 
used to record sales prices and the 
right one to record cost prices. The 
center column contains the code num- 
bers for all lines, from 1 to 49. 


Cross-Added 


At the end of the month, there 
are four sets of strips; each set con- 
tains sales and cost figures of sales 
by salesmen broken down into lines 
for each period of the month when 
tabulations were made. The strips 
are grouped by salesmen and mounted 
on the peg board in that order. The 
peg board is simply a board with a 
row of pegs, one inch between centers, 
lined up across the top. 

In mounting the strips on the peg 
board, one starts at the extreme left. 
After mounting the first strip, the 
clerk places the second on the next 
peg so that the second strip partially 








SUMMARIES OF SALES by lines, including cost figures, 
are kept by Fred J. Zierk, treasurer of R. C. Neal Co., 
in a large binder for inspection and study by management. 


covers the first, leaving only the sales 
rice figures of the first strip showing. 
The remainder of the strips are 
mounted the same way with each 
strip partially overlaying the preceding 
one. When the strips are mounted, 
all the sales price figures of each line 
are exposed on a horizontal line and 
can be cross-added with the aid of 
a long ruler or T-square as a guide. 

Each salesman’s sales by lines are 
totaled first and the totals placed on 
a new strip bearing the salesman’s 
name and month of tabulation. 

After the sales figures have been 
tabulated, the strips are re-shingled 
to obtain the cost price figures of sales 
by lines. This is done by rearranging 
the strips on the pegs so that the 
right-hand column of each strip show- 
ing the cost prices is exposed. This 
is just the reverse of the previous ar- 
rangement and is done from right to 
left. The cost figures of salesmen’s 
sales by lines are cross-added the same 
way as sales prices and totals trans- 
ferred to the new strips. 

Total sales and cost prices of all 
sales by lines may be obtained by 
placing the new strips on the peg 
board and repeating the process. These 
figures are placed in a large loose-leaf 
binder maintained by Mr. Zierk. A 
special card file showing total sales 
to customers by months, divided into 
R. C. Neal’s billings and Direct Bill- 
ings, is maintained for Ray C. Neal, 
company president. Mr. Neal’s file 
also records calls made by salesmen on 
each customer. 

Simplicity marks the call report 
methods of the company. Each sales- 
man is furnished with blanks. Each 
day he merely lists the accounts he 
calls on and the location of these ac- 


counts. If a factory representative 
of specialty salesman accompanies 
him, he places a star opposite the 
name of the account on which the 
dual call was made. 

Another set of blanks is used by 
the call report section to inform sales- 
men of those accounts on which a 
specialty salesman called during the 























CROSS-ADDING of sales and cost 
figures, salesmen’s sales by lines, is fa- 
cilitated by these 15 by 24 in. strips 
perforated at top for mounting on a 
pegboard. By overlapping the right side 
of each strip, sales are cross-added; 
overlapping the left, gives cost figures. 
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PEG BOARD for mounting paper strips showing sales and 
cost figures by major lines enables Ardith Klass to cross add 
each salesman’s figures quickly at the end of month. 


week. It gives the name of the ac- 
count and the name of the specialty 
man who called on that account. 

Call reports are recorded by the 
call report section on Mr. Neal’s file 
cards which contain total sales to 
customers. Notices of specialty men’s 
visits are made out by this section also. 

Each salesman receives a copy of 
his invoices at the end of each week. 
Salesmen are provided with a loose- 
leaf binder in which printed forms 
showing a breakdown of sales by the 
49 lines to each customer are kept. 
One page is reserved for each cus- 
tomer and both sides are used to 
record sales to that customer. The 
front part of the book lists the prod- 
ucts, code number and lines to make 
the sales distribution more uniform 
and accurate. 


Large Sheets Used 


Until recently, R. C. Neal Co. pro- 
vided pages 5 by 74 in., for the record- 
ing of sales breakdowns to customers 
but these have been proved to be 
too small for Ee and study. New 


binders to hold 8 x 11 in. pages are 
being provided with a new coding. 

Since the salesmen do their own 
posting, some do it upon receipt of 
the week’s invoices and some at the 
end of the month. The concensus 
is that the distribution of an entire 
month’s invoices to the sales analysis 
book takes about three hours per 
month. 

Analysis records of customer sales 
by lines are used, almost exclusively 
by salesmen but often are consulted 
by management to ferret out sales 
difficulties with customers as revealed 
by Mr. Neal’s total sales file. 























Organizing Sales Facts—Mechanical Systems 


HE Chief merit of mechanical sys- 
tems of tabulating sales analysis sta- 
tistics is not only the variety and speed 
with which the analyses are made 
available, but also the fact their value 
increases with the amount of detail 
that is to be classified and compiled. 
This is not true of manual systems 
which generally become uneconomic 
as the load is increased. 

Broadly speaking, there are three 
main types of mechanical systems 
available to industrial distributors and 
their application rests upon considera- 
tions of volume, cost and the amount 
of analysis desired. All of them will 
cnable the distributor to tabulate data 
so that any required analysis may be 
obtained quickly and accurately. 

Special equipment is used in each 
of the three systems which may be 
best identified by the name of the 
equipment used. They are: (1) Mc- 
Bee’s Keysort Puncher and cards; (2) 
National Cash Register Co.’s analysis 
and distribution machine, and (3) In- 
ternational Business Machines’ or 
Kemington-Rand’s battery of key 
puncher, sorter and tabulator. 


The Keysort Method 


Keysort is a method of punching 
card records so that they may be sorted 
into any required order speedily and 
accurately. In the case of the distribu- 
tor, a card, 34 x 74 in., is used to carry 
sales analysis data on each line of an 
invoice. Basically, this would include 
salesman, customer, product line and 
order number. Other information may 
also be carried to enhance the value 
of the analysis. This information is ex- 
pressed on the card in code. Cost and 
sales price can be expressed in actual 
figures. Holes are punched around 
the four edges of each card. These 
holes are coded with the required 
numerical, alphabetical, chronological, 
or direct sorting classifications. A di- 
rect code is one in which a name or 
specific classification is assigned to one 
hole or position. For example, one 
hole of a sales analysis card might be 
used to identify all house accounts. 

Each group of four holes on each 
card is assigned the values of 7, 4, 2 
and 1. By merely punching out the 
single numbers, or a combination of 
two numbers, any digit from 1 to 9 
can be expressed in each of these 
groups of four holes. For example, 
1 is 1, 2 is 2, 3 is the combination of 
2 and 1, 4 is 4, 5 is the combination 
of 4 and I, etc. 
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Punching means cutting a V-shaped 
segment into the appropriately num- 
bered code hole. ‘This transforms the 
hole into a slot, permitting that par- 
ticular code-numbered card to drop 
when a series of cards are “needled”. 

Since the primary breakdowns sought 
by a distributor for sales analysis are by 
customers, by lines and by salesmen, 
the code holes for each of these are 
then punched out on the margins. 
‘There are three methods of punching: 
(1) hand punching with a hand punch 
similar to a conductor’s punch; (2) 
keyboard punching with either a hand 
operated or electrically operated 
punching machine which looks and 
operates much like an adding ma- 
chine, and (3) gang punching on a 
device operated by foot power and 
will punch a batch of about 200 cards 
at a time. This type of punching is 
used when batches of cards having 
the same common codes or classifica- 
tions, are to be prepared ahead of time 
in large quantities. 

After the sales information has been 
written on the card, and the cards 
punched, they can be sorted. They 
are placed in an upright position on 
1 table and supported with the left 
hand. A sorting needle is inserted in 
the hole representing the first digit 
of the code number. 

For example, if the sorting is to 
be made of salesman’s account and the 
code number for the salesman is 52. 
There are two groupings of four holes 
each for identifying salesmen, marked 
“tens” and “units”. The sorting needle 
is inserted in the 4 hole of all the 
cards and raised. All cards punched 
at the No. 4 hole will drop down. 
These are picked up, straightened out, 
and the needle inserted in the No. 1 


hole of the “tens” section. When the 
needle is raised, all the “50” cards 
drop. ‘These cards are straightened out 
again and placed upright and the 
needle inserted into tne \No. 2 hole ot 
the “unit” section. All the cards that 
drop when the needle is raised, are 
those of salesman “52”. 

Statistics from these cards are tab 
ulated on an adding machine and the 
cards restacked. The same sort of pro- 
cedure is followed for sorting by cus- 
tomers and by product lines, tollowing 
code numbers for customers and prod- 
uct lines when “needling”. 

The Abrasive Machine & Supply 
Co., Newark, N. J., has had experi- 
ence in using Keysort equipment for 
tabulating sales analysis statistics. ‘The 
system was discontinued temporarily, 
however, when the firm moved to new 
quarters recently. James Lindsay, 
sales manager, is now working on plans 
for increasing the scope of the system 
which will be reinstated as soon as 
conditions permit. 


How Method Is Used 


Abrasive Machine & Supply’s use of 
Keysort is typical of how the system 
operates in an industrial supply firm. 
The first step was to establish a code 
book in which salesmen, customers 
and lines were listed and assigned 
code numbers for easy identification 
Name classification was thus simph 
fied to a more convenient number ot 
classification system. For example, a 
coding of 2-14-470 signifies salesman 
No. 2 selline nreduct No. 14 to cus- 
tomer No. 470. 

When an order is received in the 
office, it is transcribed to the firm’s 
order form. Codes for salesman, cus- 
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SALES INFORMATION on each line is transferred from invoice to Keysort 
punch card as illustrated above. By punching out corresponding code holes, 
seven different sortings are made possible as indicated in the sections marked 
on the three punched edges of each card. 


INDUSTRIAL DISTRIBUTION © MAY, 1948 





as 


n the 
cards 
-d out 
1 the 
ole ot 
s that 
l, are 


> tab- 
d the 
f pro- 
/ Cus- 
wing 


prod- 


ipply 
«peri 
t for 
The 
arily, 
i nhew 
dsay, 
plans 
stem 
Nn as 


stem 
firm. 
code 
mers 
med 
tion 

aph 

rt ot 
e, a 
man 
Cus- 


the 
rm’s 
cus- 





tomer and product lines are added. 
After the material on the order has 
been shipped, a coded copy of the in- 
voice is routed to the sales office. 
There a sales analysis punch card is 
typed for each item on the invoice. 
Information carried on the card in- 
cludes: name of customer, salesman, 
item sold and dollar value. 

After this is done, the card goes to 
the puncher. The upper edge of the 
card is divided into three code sections 
indicating customer, salesman and 
product line. After punching the 
cards are sorted by salesmen and filed. 

Data from the punched card after 
a sorting for salesmen by lines is trans- 
ferred to a yellow sales analysis re- 
port, of which there is one for each 
salesman each month. The report lists 
the company’s 34 principal lines. The 
dollar volume for each line is inserted 
in pencil as sales are consummated. At 
the end of the month the salesman’s 
total sales by lines for the year to data 
are added in. From the completed 
month’s figures there is typed in dupli- 
cate an identical white form. One copy 
of the white sales report goes to Mr. 
Lindsay for insertion in a_ special 
looseleaf binder. The other copy goes 
to the salesman for his own records. 

In addition, a punched card record 
is kept for each customer. A monthly 
record of sales dollar volume by lines 
is kept on this card. The figures 
come from a monthly capitulation of 
the data on the sales analysis cards. 
The same system of punching and 
sorting is used as for the others. 


N. CG. R. Method 


The analysis and distribution ma- 
chine of the National Cash Register 
Co. was designed for all types of 
analysis, statistical and control work as 
well as auditing, or any other kind of 
accounting function which requires a 
large number of separate totals. It 
provides multiple-total distribution 
from original media, such as charge 
sheets or invoices. 

The machine has 27 individual 
classification totals and a maximum of 
three group totals. Each of these clas- 
sification totals may be used for sum- 
marizing sales of individual lines. An 
amount can be added into any one of 
the 27 totals and at the same time 
automatically accumulated in any one 
of the group totals. 

By “splitting” the keyboard and 
totals, several factors (cost and selling 
price, quantity and value, profit and 
selling price, etc.) can be added at 
once. As a result 54 classification 
totals of different lines may be ob- 
tained in one run by recording two 
different kinds of items on the same 
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RAPID SORTING by salesmen, by customers, by lines, or by any other category for 
which the card has been punched is done with by inserting needle into proper code 
holes of all cards, lifting them, and permitting desired cards to drop to table. 


classification key, but on opposite 
sides of the amount keyboard. 

Tickets carrying printed data re 
corded on the machine are optional 
with any one or all operations. Each 
accumulator on the machine, in ef- 
fect, represents a column of a spread 
sheet. In the machine, however, 
amounts are listed on a_proof-sheet 
and automatically added into a prod- 
uct or customer classification total 
and a group total taken simultaneously. 

When a run of work is completed, 
the totals may be either sub-totaled 
or cleared from the machine. The re- 
sults are printed on a proof sheet and 
a report form at the same time. 

The use of such a machine for sales 
analysis tabulation by an industrial dis- 
tributor may be explained by carrying 
through a common type of an: alysis: 
Salesmen’s sales by 26 product lines. 

Each of the 26 classification totals 
are assigned to a product line by code 
numbers from 1 to 26. The 27th total 
is used as a “‘proof”’ total. 

Invoices are coded for salesmen and 
product lines or the code may be 
mounted on top of the machine for 
the operator to translate the invoice 
item into codes, as they appear. 

The machine operation is to add 
each item listed on the invoice into 
the proper product line total by re- 
cording the amount on the keyboard, 
and depressing the proper classifica- 
tion key and motor bar. 

After each item on the invoice has 
been recorded, the total of the in- 
voice is added into the proof total by 
recording it with the proof key. On 
this operation, the invoice is inserted 
in the machine which prints on the 
invoice the amount recorded. The 
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total should check with the invoice. 

When all the invoices for one sales- 
man have been run through, the fol- 
lowing data are available: 

1. A detailed printed record on the 
proof sheet of each item recorded. 

An individual total of the sales- 
man’s sales in each product line. 

3. A grand total of all sales for the 
salesman. 

4. A proof total to compare with 
the grand total, proving that all items 
were correctly recorded and that in- 
voice footings were correct and local- 
izing any error to a small unit. 


Totals Cleared 


The totals are then cleared from 
the machine, printing at the same time 
on the proof sheet (see illustration on 
the following page). 

The classification totals are then 
sub-totaled and, when cleared, will be 
printed on a proof sheet, and a report 
form if the latter is desired. 

If analyses are made weekly and 
a today and to-date plan is being used, 
the classification totals are sub-totaled 
on the report which is then removed. 
Previous to-date figures are added into 
the classification totals; the opposite 
side of the report or another report 
is placed in the machine and new 
totals to date cleared on the report. 

To obtain a breakdown of sales to 
customers by lines, all the invoices are 
sorted by customers. From here on 
the operation is the same as recording 
breakdown of sales, salesmen by key 
lines. The tabulated breakdown of 
sales to customers by lines will show 
on the proof sheet after being sub- 
totaled. The tabulation will appear 
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AUTOMATIC DISTRIBUTION of items from invoices 
to key line classification totals is made on NCR analysis 
machine. The proof at left shows classification and invoice 


the same as the salesman’s sheet ex- 
cept that the code number of the 
salesman will be replaced by the code 
number of the customer. 

Two such machines are employed 
in the Sales Analysis Department of 
Woodward-Wight & Co., Ltd., New 
Orleans, which obtains a wealth of 
sales analysis material. Data is ex- 
tracted from charge sheets after they 
have been routed through regular 
channels. 

Breakdowns of salesmen’s sales by 
lines with costs, of sales by depart- 
ments with costs and total sales by 
salesmen with costs, are provided daily, 
for 10-day periods and monthly. The 
today and to-date plan is used to ac- 
cumulate the totals after the first 10- 
day period. 

At the end of the month special re- 
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ports showing salesmen’s total sales by 
departments, including cost of sales, 
and total sales and costs by depart- 
ments. 

Proof sheets from the machines are 
used as reports. 


The Punched Card Method 


The mechanical tabulating ma- 
chines of the International Business 
Machines Corp. are employed by in- 
dustrial distributors who have a con- 
siderable amount of detail to be 
classified, either for analysis or ac- 
counting purposes or both. The op- 
eration of the machines centers on 
punched cards. 

There are five machines available 
for analysis and distribution work. 


These machines are rented. They in- 
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totals. Clearing the machine results in orderly listing of 
salesman’s sales by line. From left to right the second proof 
shows tracer number, salesman, key line, and amount of sales. 


clude key puncher, verifying puncher, 
sorter, tabulator and reproducing gang 
puncher. In some instances, an auto- 
matic calculator is used instead of a 
tabulator. 

The most common set-up used in 
industrial supply firms includes a key- 
puncher, sorter and tabulator. Data 
is carried on cards using numerical 
codes for any information which can- 
not be expressed in figures. 

The regular procedure of collection 
and tabulating sales analysis informa- 
tion on IBM machines starts with the 
coding of invoices for such items as 
salesmen, product line, customer num- 
ber. The invoices are then sent to the 
tabulating department where a card is 
punched for each item on each in- 
voice. The puncher pierces small 
rectangular holes in the space occu- 
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SALES TO EACH CUSTOMER are broken down by key lines, as shown on the sheet 
at the left, when IBM equipment is used. By re-sorting cards and re-tabulating them, 
sales of key lines are shown, and for cach key line, sales to individual customers are 
shown separately, as at the right. 


pied by the selected number. (sec 
illustration on the next page). 

The next step, in a five-machine 
sct-up, would be to verify the punched 
cards to ascertain if the correct punch- 
ing had been made. This is done on 
the verifying puncher, which is a ma- 
chine similar to the key puncher and 
is operated the same way. Cards en- 
ter the verifying puncher in the same 
order as originally punched. The op- 
erator merely repeats the punches by 
reading from the invoice copy. If any 
single number has been punched 
wrong, the verifying punch key will 
stick, marking an error. 

Where there is no verifying punch 
in the set-up, the cards may be run 
through the tabulator, or calculator, 
to check the totals with controls. 

At the end of the month, the cards 
are placed ia the sorter. The machine 
can be set to sort the cards for any 
of the three analyses—by customers, 
by lines or by salesmen. After sort- 
ing, they are placed in the tabulator 
or calculator. The tabulator calculates 
and prints. The calculator registers 
totals which must be taken down. 

To obtain a breakdown of sales to 
customers by lines, the cards are first 
sorted by customers. Each customer’s 
cards are then sorted by major lines. 
The cards are then placed in the tabu- 
lator which is set to print the cus- 
tomer, the product line code and the 
total sales in that line. 

The I.B.M. Corp. offers a tabulat- 
ing service in many centers spotted 
throughout the country. Instead of 
renting the machines and hiring op- 
erators, the distributor simply codes 
the data he wishes tabulated on a 


copy of each invoice. At the end of 
the day, these invoice copies are sent 
to the IBM service department which 
punches the cards. The cards are de- 
signed to accommodate the data the 
distributor wants analyzed. At the end 
of the month, IBM prepares printed 
sheets showing breakdowns of sales de- 
sired as shown above. 

One of the most complete and com- 
prehensive mechanical tabulating sys 
tems employed by an industrial dis- 
tributor is the five-unit set-up at the 
Syracuse Supply Co., Syracuse, N. Y. 
The machines used are IBM’s key 
puncher, verifying puncher, sorter, 
tabulator and reproducing gang 
puncher. The units are rented from 
International Business Machines 
Corp., and are operated by a staff of 
three women. 


Other Reports Made 


The reason for such a complete 
set-up is that the tabulating depart- 
ment prepares many special account- 
ing reports as well as sales analysis 
material. Accounting and sales analy- 
sis reports are prepared monthly, quar- 
terly and annually, with frequent spe- 
cial “take-offs” in between. 

The regular reports include: 

I. Credits only, by departments. 

II. Credits only, Salesmen by de- 

partments. 

III. Sales Analysis—by departments. 

IV. Commissions on sales. 

V. Sales Analysis—Salesmen by de- 

partments. 

VI. Sales Analysis—by (4) special- 

ist salesmen. 
VII. Special reports on Construction 
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Equipment Department. 
. By lines. 
. Salesmen by lines. 
. Year to date by lines. 
4. Year to date, salesmen by 
lines. 
Machinery—booked orders. 

IX. Summary, Lines by shipping 

points. 

X. Summary, Customers by de- 

partments. 

The principal source of sales analy- 
sis data at Syracuse Supply Co. is the 
invoice. Each day’s invoices are 
bound. Bound copies are received in 
the tabulating department three days 
after invoice date. In that time, the 
invoices had been processed by the 
accounts receivable and coding sec- 
tions. Cost of sales have been added. 

Approximately 300 commodity clas- 
sifications are used for analysis and 
control purposes. ‘These lines are 
handled by nine departments—abra- 
sives, small tools, transmission, fac- 
tory supplies, non-ferrous metals, con- 
tractors’ supplies, engineering, ma- 
chine tools and construction equip- 
ment. Each department’s items carry 
one of a code series number. The 
departments and series numbers are: 
abrasives 100, small tools 200, etc. 

As soon as a day’s invoices are re- 
ceived in the tabulating department, 
a card is punched for each line on each 
invoice on the key puncher. Using 
code numbers for salesmen, shipping 
point, line, and actual figures for 
month, day, year; invoice number; 
department, cost, sales amount, parcel 
post or freight, and customer number. 

After verifying all the cards punched 
from a single day’s invoice, they are 
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run through the tabulating machine 
for a proof listing on cost and sales 
totals. These figures must balance 
with the control totals supplied by the 
accounting department. Errors may be 
located by sorting cards by customers 
and proof-listing these totals on the 
tabulator to see if they check. 

Where many cards are to carry sim- 
ilar data, such as dates for a single 
day’s invoices, customer’s name, or 
any other single item, these are pre- 
punched on a gang-puncher. 

Current cards, of which there are 
approximately 800 per day punched, 
are kept in a file. 

At the end of the month, the tabu- 
lating department receives all credits 
and allowances for the month. A card 
is punched for each credit indicating 
commodity line and customer and all 
the information carried on the original 
invoice card. The cards are verified 
and proof-listed on the tabulator. 

By passing the invoice and credit 
cards through the sorter, it is possible 
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VALUABLE SALES STATISTICS are punched on these cards, used in automatic 
sorting and tabulating equipment of IBM (upper two) and Remington Rand (lower 
card). Cards may be divided into various sections to carry any information the dis- 
tributor needs in analysis. Sections determine sorting possibilities. 


to ally each credit card with the in- 
voice card to which it applicd. A 
special coding on the credit card will 
switch the tabulator from adding to 
subtracting, giving net sales figuics 
on a proof-listing when the combined 
cards are run through the tabulator. 
These totals are also checked with 
accounting controls. 

Preparing the analysis report sales- 
men, by departments, typifies the 
routine. The cards are placed in the 
sorter which is keyed to sort them by 
salesmen. They are then run through 
the tabulator which then shows each 
salesman’s sales for each department 
and the cost of those sales. The totals 
for each salesman’s sales are indicated 
by stars alongside the total. These 
are added on an adding machine to 
check with accounting controls. 

Specialist salesmen, who operate on 
a different basis than salesmen are not 
included in the above reports, and a 
separate report is made for their per- 
formance by sorting the cards by ac- 
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counts and then tabulating a similar 
report as on salesmen. 

The remaining reports are made 
quarterly and annually for manage- 
ment to assay progress in the con- 
struction line, utilizing analysis by 
lines, salesmen by lines, year to date 
by lines and year to date, salesmen 
by lines, booked orders in machinery, 
sales of various lines by shipping point 
(from stock and direct), and cus- 
tomers by departments. 

The last two reports are summaries 
which are combined into one analy- 
sis showing major commodities, ship- 
ping point, sales, gross profit, percent- 
age of gross profit, average inventory, 
turnover and number of sales. 

Distribution of cost for operating 
such an analysis system is difficult in 
view of the intermingling of account- 
ing and sales analysis functions in the 
tabulating section. The overhead, 
nevertheless, includes rental of ma- 
chines, purchase of cards and salaries 
for three staff workers. 


Three-Unit System 


More typical of the IBM systems 
used by industrial distributors is the 
one which supplies The Hardware & 
Supply Co., Akron, Ohio, with 
monthly analyses. The tabulating de- 
partment at Hardware & Supply rents 
three machines—a key puncher, sorter 
and calculator. A staff of two girls is 
maintained to operate the department. 

The calculator used automatically 
totals amounts represented on the 
cards as they are passed through the 
machine. These totals are transferred 
to report sheets by one of the opcera- 
tors who sits facing the machine read- 
ing the numbers and guiding the cards. 

Hardware & Supply Co.’s industrial 
supply department’s products are seg- 
regated into 41 major lines. Invoices 
are coded for these principal lines; for 
salesmen (also whether inside or out- 
side); shipping point (from stock or 
direct). Copies of invowes which 
have been costed are sent daily to the 
tabulating section. 

A card is punched for the sale of 
each line represented on the invoice. 
The information contained on the 
card includes date; customer number, 
register number; salesman’s code num- 
ber; code number to designate whether 
salesman is inside or outside; code 
number to designate whether items 
are being shipped from stock or di- 
rect; sales amount, cost amount, code 
number of the product line and the 
order number. 

From this information, it is possible 
to secure several different analyses, the 
most important of which are: 


1. Sales, salesmen by lines. 


















PUNCHING, sorting and tabulating are done by these 
machines. Picture 1 shows Phyllis Lutke punching cards on 
an IBM keypuncher at Syracuse Supply Co., which also uses 
a similar machine to verify punched cards. No. 2 is a Rem- 
ington Rand sorter through which Martha Parker is running 
a stack of cards at Machinists’ Tool & Supply. In No. 3, 


Mildred Schrank sorts out cards for Hardware & Supply Co. 
on an IBM sorter. An IBM calculator gives totals from 
sorted cards and Mrs. Schrank jots down the sums, in 
Picture 4. At Syracuse Supply in picture No. 5 a tabulator 
prints sums from sorted cards while Miss Lutke watches 
the operation of the machine. 


. Sales, lines by customers. 
. Sales, customers by lines. 

Sales, from stock by lines. 
. Sales, direct by lines. 

Since the cards contain cost data, 
the above analyses may include cost to 
indicate gross margins earned under all 
the curcumstances listed. 

The company issues monthly re- 
ports to salesmen showing total sales 
for the month by 41 lines and the 
total sales, year-to-date. These figures 
are transferred from the original re- 
port of salesmen’s sales by lines. 


Hesket H. Kuhn, president, main-. 


tains a card index file of sales by lines 
for ready reference but can consult 
any of the regular breakdowns for a 
more accurate analysis. Sales reports 
are furnished for 17 salesmen in the 
supply division as well as for 30 
others in the other units. 

One of the features of Hardware & 


Supply Co.'s system is that each card 
is used twice. This is made possible 
by confining data on one sale to one 
half of the card. Old cards that have 
been used once, can be used again 
for recording new data by using the 
other half for punching data. 

Mr. Kuhn’s estimate of the cost of 
maintaining a sales analysis section to 
produce reports is one-twentieth of 
one percent of sales. 

At Machinists’ Tool & Supply Co., 
Los Angeles, Calif., Robert A. Dono- 
van, general manager, makes use of 
Remington-Rand equipment to de- 
velop the facts for sales analysis. The 
data from sales invoices are punched 
on cards for subsequent sorting and 
tabulation. Three pieces of equip- 
ment are rented— a card puncher, 
a sorting machine and a recording tab- 
ulator. The rental on the equipment 
amounts to $120 per month and re- 
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quires the services of one girl. 

The use of the machines is ex- 
tended beyond the work on sales 
analysis. ‘They have enabled Machin- 
ists’ Tool & Supply to analyze work 
loads and to set up an effective method 
for following up back orders. Hach 
back order is punched on a card with 
promised dates. The first job in the 
morning is the sorting of cards for 
that day’s action. Customers are in- 
formed of the progress of the order 
and manufacturers’ promises are 
checked. No follow-ups are missed by 
this punched card system. 

The summary sales material for cach 
month is entered on the customer’s 
sheet, (see Page 85). This file is 
available to salesmen, management 
and the performance by lines each 
month for each customer is available 
to the particular manufacturer’s rep- 
resentative. 
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«- Use of Sales Analysis—By Management 


T most efficient system ever de- 
vised to accumulate sales analysis data 
is valueless until management and 
salesmen use the results, and use them 
properly. The payoff on the amount 
of time and money expended in gather- 
ing and tabulating the data comes 
from the direction the analyses give to 
the distributor’s thinking and future 
selling efforts. 

In the first place, sales analysis 
points to trouble spots of volume. ‘lhe 
application of a gencral ratio of ex- 
pense to volume is advisable as a guide 
for the conduct of the business as a 
whole. As a measure of sales effective- 
ness, however, it leaves much to be de- 
sired. Progressive distributors are aware 
of the need for more relevant indica- 
tors—customer, stock and individual 
salesman control through sales analysis. 

Unprofitable customers, lines and 
salesmen are spotted by sales analysis. 
Steps to remedy the ills can be taken. 
In many mstances, the nature of the 
remedy to be used will be indicated. 
Analysis enables management to get 
away from the traditional practice of 
guessing what an increase or a decrease 
in overall volume means. It will help 
the distributor to concentrate his at- 
tention on the precise spots where 
troubles, or, to be more positive about 
the matter, where unprobed possibili- 
ties, lie. 


Gear Sales Plan 


Unquestionably, management should 
gcar its sales plan to the facts revealed 
by sales analysis. This is implicit in the 
first two steps taken in setting up a sys- 
tem for the gathering of sales analysis 
data—appraising lines and evaluating 
customers. The immediate benefits of 
these two steps are knowledge of just 
what lines, and just what customers, 
are important to the distributor. Ac- 
cordingly, he builds his sales analysis 
system to furnish such sales data on 
the principal lines to guide his pro- 
motion, training and selling efforts, 
and data on customers to help him 
exert maximum effort among those 
customers whose potential gives prom- 
ise of more profitable rewards. 

Such initial accomplishments of 
sales analysis serve to prompt manage- 
ment to a reevaluation of sales objec- 
tives as well as the standards used to 
measure progress. The common prac- 
tice of setting sales quotas may be 
questioned in the light of more de- 
tailed information regarding distribu- 
tor’s sales as produced by sales analysis. 

Criticism of quota systems as salcs 


104 


measurements is being heard more and 
more. Some systems do not produce 
quotas at all, merely expressions of 
wishful thinking. Some are based on 
the amount of business that must be 
obtained in order to make operations 
pay. Such quotas, according to the 
critics, stimulate dubious sales prac- 
tices such as high pressure selling and 
excessive sales spending in an effort 
to secure more orders. 

As a substitute, progressive distribu- 
tors are turning toward selective sell- 


ing and emphasizing profits by lines, 


by salesmen and by customers, as a 
more accurate yardstick than mere 
overall volume. Incidentally, selective 
selling must not be confused with spe- 


cialization. Selective selling is the con- 
centration of selling effort on the 


profitable lines to the profitable cus- 
tomers. 

The way in which customer evalua- 
tion can be used to clarify sales objec- 
tives is illustrated in the following 


example. A distributor’s analysis of his 
customers reveals that 30 percent of 


them are buying 80 percent of the 


merchandise he sells. The problem 
arises, should the sales objective for 


the territory be based on the potential 


of the total number of customers in 


the area, or on the potential of the 


most profitable customers? 


A study of salesmen’s calls reveals 
that the force has been covering the 
territory like a‘ blanket with regular 


calls on all customers, large and small. 


he obvious conclusion is that the 30 
percent of the customers who were 


supplying 80 percent of the business 
were not receiving the attention they 
deserved. On the other hand, the 70 


percent of the customers who fur- 


CLOSE SUPERVISION over sales by 
key lines and major customers pays divi- 
dends and is the reason why Ed Stvan, 
Strong, Carlisle & Hammond, analyzes 
sales continuously. 
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nished only 20 percent of the business 
were receiving too much attention. 

Further analysis shows that the large 
customers bought in larger quantities. 
Consequently, the cost of selling to 
these customers was less than selling 
to the 70 percent. The answer was to . 
accept the potential of the 30 — 
buying 80 percent of the merchandise 
as the basis of quotas since salesmen 
should concentrate more on these cus- 
tomers than the others. 

With a few variations, the experi- 
ence of Squier, Schilling & Skiff is 
quite similar, Arthur Squier and 
Howard Begg undertook an analysis of 
customers and an evaluation of lines, 
preparatory to analyzing sales. The cus- 
tomer analysis revealed that a rela- 
tively small segment of the customers 
was providing most of the business. 
(his revelation provided the basis for 
a change in sales policy and super- 
vision. 


Survey Potential 


The initial step was to make a sur- 
vey of the potential by major lines of 
cach customer and prospect in the ter- 
ritory. Since there was no breakdown 
of sales to customers by lines available, 
estimates were made on the basis of 
salesmen’s observations and what each 
salesman could learn of each cus- 
tomer’s operations. Past total volume 
was also considered. 

The survey also collected other data 
useful in determining potential for 
each customer and prospect. This in- 
cluded: industry in which the cus- 
tomer was engaged; products made; 
number of employees; whether cus- 
tomer or prospect bought supplies for 
maintenance, production, or both; and 
names and titles of individuals. 

Two purposes were served by the 
establishment of potential for each 
account and prospect. One was to 
direct the major selling effort to those 
accounts and prospects which had the 
desired potential. The other was to 
measure sales progress. 

The accounts and prospects which 
had sufficient potential to merit per- 
sonal attention were listed as “P.C.” 
(personal contact) accounts; the re- 
maining accounts were listed as house 
account, or “H.I.T.” (house in terri- 
tory) accounts. The “P.C.” accounts 
and prospects were distributed to sales- 
men. House accounts were segregated 
for solicitation by the other sales facili- 
ties, of the firm such as telephone, 
direct mail, and advertising. 

Since the distribution of prospects 





and accounts was made on the basis of 
potential, the ratio of personally so- 
licited accounts to the total number 
of accounts was much higher than the 
ratio of large customers to the total 
number of customers. Each salesman 
received, not only his share of the ac- 
counts with large potential, but also 
accounts which had not purchased in 
large volume before but which had a 
large potential business. The sales- 
man’s share of accounts also included 
prospects with sufficient potential to 
warrant personal sales effort. 

If a salesman thinks that a house 
account in his territory has developed 
sufficient potential to justify some 
personal attention, he is free to in- 
clude that account among his others, 
on one condition. That condition is 
that the account should show some in- 
dication in the form of increased sales 
in the 90-day period following the 
transfer. 

Squier, Schilling & Skiff also main- 
tains a call report record. The account 
is checked for a comparison of sales 
and calls. The return of the account 
to the house file, however, is not an 
arbitrary decision. If, at the end of 60 
or 90 days, sales to the account have 
not increased to a point commensurate 
with the number of calls made, Mr. 
Begg sits down with the salesman and 
discusses the case. 


Facts Exchanged 


The object of the discussion is to 
exchange of facts and opinions and 
reach an understanding regarding the 
future handling. Each has a statistical 
record of the account. The salesman, 
from experience, may have sound rea- 
sons to believe that the account will 
pay off. The customer may be waiting 
for the delivery of new production 
equipment or to secure new finances. 

In some instances, the salesman ad- 
mits over-optimism, misjudgment or 
just plain error in interpreting infor- 
mation. He does not wish to waste his 
time on unprofitable prospects any 
more than the company does. Sales 
analysis has made him aware of the 
importance of customers, lines and 
time. 

Use of potentials as measures of per- 
formance tends to minimize com- 
placency, Mr. Begg said. For example, 
a salesman may be getting $5,000 
worth of business from Customer A 
and a similar volume from Customer 
B. The salesman knows Customer A 
well and spends much time with him 
on each call. He doesn’t know Cus- 
tomer B so well and therefore calls less 
frequently. 

It would a 
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FACTS ON EACH CUSTOMER are prepared each month by Machinists’ Tool 
and Supplies on a sheet (84”x 11”) similar to the above. The punch card system 
and mechanical tabulation equipment rented from Remington-Rand and salesmen’s 


reports supply the facts. 


Comparisons of sales with the poten- 
tial of each customer, however, tells a 
truer story. Customer A’s purchases 
are 90 percent of his potential which 
means the salesman is obtaining virtu- 
ally all the business he can possibly 
obtain from this account. Customer 
B’s purchases represent only 25 per- 
cent of his potential, which means the 
salesman can double the amount of 
business he secures from this account. 
Apparently, the salesman should spend 
less time with Customer A and con- 
centrate more on Customer B, who has 
the means to buy more. 

Simple analyses and interpretations 
do not exhaust the possibilities of the 
customer analysis sheet. Where cost 
of sales are included in the break- 
down of sales figures by customers, by 
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lines and by salesmen, management 
can determine whether or not the firm 
as well as salesmen are directing effort 
in the most profitable channels. 

Such a condition would be apparent 
in a case where a customer is a large 
user of Lines A and B. The salesman 
may be getting considerable business 
in Line A, and only a relatively small 
volume in Line B. Line B, however, 
yields a higher gross margin than Line 
A. Management’s attention is focused 
on the lapse by a comparison of sales 
in each line. 

A talk with the salesman might indi- 
cate why he is not selling more of 
Line B to the customer. Several proba- 
bilities might be suggested, bu’: one of 
the reasons which crop up time and 
again, is the salesman’s own lack of 
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confidence in selling the particular 
line. This might be checked by com- 
paring his Line B sales to this cus- 
tomer with sales to other customers. 
It can be checked by comparing his 
overall sales by lines with those of 
other salesmen. ‘The comparisons 
might point to the need of further 
training in this particular line. 


Permanent Data 


Permanent data collected on old, 
new and prospective customers can 
throw light on new areas of oppor- 
tunity. This information, entered on 
the customer’s or prospect’s sales rec- 
ord card, can be sorted for different 
analyses. The cards may be sorted by 
the kind of business the customers are 
engaged in. This may reveal, for ex- 
ample, that there are 20 food process- 
ing plants in the territory. Of these 
20 plants, the distributor may have 
only five on his list of customers. 
Moreover, these five plants may be 
making only minor purchases. — 

Surveys of industry requirements, 
such as published in Mitt Suppuies, 
Sept., 1947 under the title “Markets 
for Industrial Products”, show that 
food processing industries are heavy 
users of steam traps, pipe, valves, fit- 
tings, pressure gages, steam hose, floor 
matting, etc. The distributor can 
make investigations as to why he isn’t 
getting ‘business from the 15 plants 
that are not on his books. He can 
probe the possibilities of securing 
more orders for more supplies from 
the five that do buy from him. The 
possibilities are that the business may 
be going to rival concerns or direct 
sellers. 

Such analyses and _ investigations 
may reveal that there is a substantial 
potential volume of business in the 
food processing plants that can be 
obtained. A study of the requirements 
for this industry may open opportuni- 
tics for taking on additional lines of 
individual items. With all the facts 
at hand, the final decision can be 
made. Again, it is the collection and 
study of facts as revealed by analysis 
which brings opportunities for ‘in- 
creased sales to the distributor's atten- 
tion. 

The analytical procedures described 
on the preceding pages do not begin to 
exhaust the possibilities of the infor- 
mation developed from surveys, tabu- 
lation of sales statistics and salesmen’s 
reports. They are used to illustrate 
how the material is used tactically on 
the front line of sales campaigning. 
The way for the distributor to get 
sales penetration is by having the facts 
about each customer, by asking ques- 
tions on why performance has fallen 
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short of “potentials”, by searching out 
the answers and following up with 
sales action. The same procedure fol- 
lowed for all customers and all indus- 
tries in his-market area, will assure the 
distributor of market coverage. 

Sales analysis, however, is used for 
the refinement of management’s stra- 
tegical thinking also. For an analysis 
of sales by lines, management can see 
the whole picture of his operations. 
Shorn of distracting and insignificant 
detail, the analysis shows management 
not only how it is progressing, sales- 
wise, but also in what direction. 

As far as Ed Stvan, manager of the 
industrial supply division of Strong, 
Carlisle & Hammond Co., Cleveland, 
is concerned, sales analysis is one of 
the most valuable guidance devices yet 
provided for management. Mr. Stvan 
has employed it with satisfying results 
for more than 15 years and continues 
to study and weigh means of refining 
the system and practice. It has en- 
abled him to base his judgment of 
salesmen, customers and product lines 
on facts, not impressions. 


Margins Studied 


The system of gathering sales anal- 
ysis statistics employed by Strong, 
Carlisle & Hammond (described in 
section on Manual Systems) includes 
cost of sales figures for determining 
gross margins earned by any of the 
breakdowns. Since these figures are 
available, Mr. Stvan can and does 
evaluate product lines or products oc- 
casionally. The purpose is to ascer- 
tain if the line or product is carrying 
its share of the load saleswise. The 
line or product may be one the firm 
has been carrying for years or one that 
was recently added. Another purpose 
is to determine whether or not a 
separate classification should not be 
made for the line or product to include 
it in the regular sales analysis setup. 
Following such an analysis. Mr. Stvan 
recently added fasteners to the prod- 
uct line classifications which are regu- 
larly analyzed. The study revealed 
that the volume and earnings were im- 
portant enough to warrant constant at- 
tention from sales management. 

According to Mr. Stvan, manage- 
ment should be interested in how 
much it has invested in a line or 
product and, whether or not that in- 
vestment of working capital is justi- 
fied. To determine this, Mr. Stvan 
employs ‘a simple analysis, statistics 
for which are easily obtainable from 
the analysis routine, and records kept 
in the accounting room. 

The investment in inventory for the 
product line or product under survey, 
is easily obtained from the perpetual 
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inventory record which shows average 
inventory carried. The next step is 
to find out about performance on the 
basis of relative handling cost and gross 
profit. From 100 to 200 consecutive 
orders for the line or product are 
chosen for analysis. A recapitulation 
is made to show: 

1. Total selling price of all sales 

2. Total cost of all sales 

3. Dollar margin 

4.Percent of margin 

By comparing these results with es- 
tablished gross margin averages of 
other lines and products as well as the 
average gross margin on all sales, Mr. 
Stvan obtains a good idea of the rela- 
tive earning power of the line or prod- 
uct. 

In order to obtain an idea of the rel- 
ative cost of handling the line or prod- 
uct under analysis, Mr. Stvan supple- 
ments the above recapitulation with 
another showing: 

1. Average selling price per order 

2. Average cost per order 

3. Dollar margin per order 

The average selling price per order, 
compared with average selling price 
per order in other lines as well as the 
average for all sales gives a good 
idea of the nature of costs involved in 
handling this line or product. Natu- 
rally, ‘the size, quantities and packag- 
ing involved must be taken into 
consideration. A similar comparison of 
dollar margins clarifies the picture a 
little further. 

Such surveys, Mr. Stvan said, assist 
him in directing sales effort in the 
most profitable channels. They are 
the basis of sales campaigns and other 
promotions. They also spot sleepers 
on the product list, enabling manage- 
ment to direct remedial action, con- 
duct investigations with minimum 
guessing and get results accurately and 
efficiently. 


Variety of Analyses 


Another instance of the value of 
sales analysis to top management is 
the importance attached to it by the 
Syracuse Supply Co., Syracuse, N. Y. 
Sales analysis at Syracuse Supplv 
ranges from monthly reports of sales 
statistics by lines and by salesmen to 
annual summaries of overall operations 
by departments and by product classi- 
fications. The mechanical equipment 
used by the firm to tabulate analysis 
data makes it possible for Harold Tor- 
ell, manager of the industrial supply 
division to secure virtually any type 
of report or analysis he may require 
at any time. 

Mr. Torell directs the activities of 
nine departments, each of which is 
headed by an individual with distinct 





responsibilities for departmental per- 
formance, including = 34 Under such 
an arrangement, each department head 
receives analyses which helps him to 
direct the sales efforts of his depart- 
ment efficiently and intelligently. 

At the same time, in delegating au- 
thority, top management does not 
relinquish control. ‘This is maintained 
through the medium of quarterly and 
annual summarizations of sales activi- 
ties by lines and by departments. In 
Mr. Torell’s opinion, sales analysis 
permits you to run the business and 
not the business run you. The sig- 
nificant data regarding selling prices, 
cost, credits and customers enables Mr. 
Torell and his fellow officials to analyze 
department performance from the 
standpoint of volume, gross margins 
and coverage. 


Annual Summaries 


Top management’s analysis activity 
is exemplified by two annual sum- 
maries. The first and most important, 
is the product line sales control. This is 
a summary of annual sales by com- 
modity lines showing: 

1.Commodity and Department: A 
series number is used to identify the 
commodity and corresponding depart- 
ment. For example, Commodity 613 
means sales of small tools in Factory 
Supplies Department, 600. 

2.Sales: Net sales, less credits. 
Sales figures are divided on the basis 
of whether merchandise was shipped 
from stock or from factory. 

3.Gross Profit: Expressed in dol- 
lars. 

4. Percent of Gross Profit: Percent- 
age of sales. 

5. Average Inventory: 
from inventory control. 

6. Turnover. 

7.No. of Sales: Indicating average 
value per sale when divided into sales. 

These figures enable Mr. Torell to 
gage performance and evaluate lines. 
For example: Line A showed an aver- 
age value per order of $10, a gross 
margin of 20 percent and a turnover 
of 2.4. The gross margin may be in 
line but the average value of order and 
turnover rate qualify the picture. 
Line B shows sales entirely from stock 
with an average sale value of $30, a 
turnover rate of 8.1 and an actual 
margin of 23.4. This is a more favor- 
able picture indicating small order han- 
dling cost, relatively small investment 
of working capital and a compensating 
gross margin. 

The remedial measures would have 
to await further discussion with de- 
partmental heads to ascertain the rea- 
sons for inadequate sales performance. 
Satisfied on this point, management 


Obtained 








JUDGMENT NEEDED IN USE OF STATISTICS 


THERE ARE TWO DANGERS in the measurement of markets (or in the applica- 
tion of sales analysis) which must be recognized and avoided. The first is to over- 
look the human emotional factors that are so important to the morale of sales- 
men. . . . The too dispassionately analytical mind is likely to see this problem as 
an exercise in statistics, and to ride roughshod over the sensibilities of the men on 
the firing line. Against this danger of bending men to what figures say, those who 
are researchers first, and salesmen second, must be constantly on guard. 

The other weakness, or danger, that can cause trouble if it be not avoided, will 
never bother the highly analytical. It is the bane of the man who is a salesman 
by preference, and an analyst by necessity. This is the tendency to compromise and 
accommodate until the exceptions become themselves the rule.-—A. N. Sears, Vice- 
President and General Manager, Systems Division, Remington Rand, Inc., on 
Measuring Existing Markets and Market Potential. 








must decide on price adjustment or 
dropping the line. 

In any event, decisions are based 
on facts. Discussion by top manage- 
ment is facilitated by the general 
agreement as to what is what concern- 
ing the line under debate. ‘The sub- 
stitution of facts for opinions makes 
the. discussion impersonal and limits 
it to interpretation of what the facts 
mean. 

The other annual summary is a rec- 
ord of each customer’s purchases by 
major commodities. This record is 
kept in large master account books 
for each territorial salesman. Watch 
is kept on the progress of each ac- 
count, developing a knowledge of its 
needs, buying habits and trends. Syra- 
cuse Supply forecasts sales for budg- 
ctary and quota purposes and the 
books, which are available to salesmen 
also, are helpful. 

The quarterly reports are of sales 
by customers and commodities and 
these are checked by departments. 
Sales are compared to quotas for each 
major line in each territory. These 
quotas are based on three factors: (1) 
highest previous year; (2) latest poten- 
tial established by salesmen, and (3) 
last year’s sales. From this base, esti- 
mates are made customer by customer. 
Overall comparison of sales with quo- 
tas, Mr. Torell reported, have not 
ranged wider than 8 percent over or 
under. 


Spots Trouble 


The whole point of analysis, Mr. 
Torell said, is to find out accurately 
and quickly what territory, salesman 
or product line is not producing, why 
not, and provide facts which will en- 
able management to reach a decision 
on corrective action. 

In addition to the detailed picture 
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of sales by customers and lines de- 
scribed in the section on Mechanical 
Systems, Machinists’ Tool and Supply 
integrates sales analysis with an inten- 
sive study of potentials. 

The requirements and purchases of 
cach customer are estimated by lines. 
Here is Customer A who, it is esti- 
mated, purchases so many dollars 
worth of supply line 1, supply line 2, 
etc., regardless of source. The pro- 
cedure is repeated for each customer. 


Five Leaders 


Against these potentials, Machin- 
ists’ ‘Tool and Supply, through sales 
analysis, knows the dollar amount of 
its own sales to each customer and 
each line. To facilitate monthly com- 
parisons of performance, the five lead- 
ing supply lines used by the customer 
(as revealed by the study of potentials ) 
are checked against the five leading 
supply lines which Machinists’s sold 
that customer. 

Each month an “Account Survey” 
sheet is prepared similar to the ac- 
companying illustration. These cus- 
tomer sheets are in addition to the 
customer analysis sheets shown on 
p. 85. The data in convenient form 
is taken from the summary tabulations 
prepared on the mechanical equip- 
ment. A card is punched for each in- 
voice line and the potential for that 
line and customer is also punched on 
the card. Sales by five leading lines 
are thus readily segregated for entry on 
the “Account Survey” sheet. 

Through this systematic compila- 
tion of data, Machinists’ is able to 
check performance against potential, 
customer by customer, line by line, 
and salesman by salesman. Effort can 
be directed where volume business is 
to be had and performance can be 
positively measured. 
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« Use of Sales Analysis—By Salesmen - 


icc of the marked characteristics 
of salesmen who make a success of 
the job of selling, is the tendency to 
devote most of their selling time to 
customers who have the means, need 
and determination to buy. There is 
nothing mysterious about this _ trait. 
It is not a “gift”; it is not some spe- 
cial insight. It is merely a matter of 
remembering some hard, indisputable 
facts and doing some realistic thinking 
about them. 

Not all industrial supply salesmen 
are outstanding in this particular re- 
spect; but they can be! They can let 
sales analysis do their remembering 
for them. With the significant facts 
before them, the salesmen can do the 
necessary thinking to raise their own 
standards of selling performance. 

The difficulty most salesmen have 
had with sales analysis in the past, 
has stemmed from the fact that their 
approach to it has been predominantly 
negative. Sales analysis has been re- 
garded as an attempt at “policing” 
their activities, instead of being ac- 
cepted as one of the most dependable 
sales tools ever used by a salesman. 

The man who has the characteristic 
of devoting most of his time to selling 
customers who can, and do, buy, is 
merely the one who’ knows who his 
best customers are, the customers and 
prospects who can be sold more, and 
what products and lines he should em- 
phasize to each. Whether this is done 
mentally or by systematic tabulation 
of sales figures, it is sales analysis. 

Sales analysis is far from being 
solely a management function. The 
salesman is just as much, if not more 


USE ANALYSIS figures if you have them is the advice of 
Reginald Jerman, R. C. Neal & Co. salesman, who carries his 
record of customers’ purchases around with him on calls. 
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than management, in the business of 
selling. The salesman should manage 
his own sales activities and direct his 
own efforts as efficiently and as eftec- 
tively as possible. In short, he should 
be his own sales manager. ‘The point 
is that if he doesn’t analyze his own 
results, the sales manager will. If the 
sales manager doesn’t, some account- 
ant or individual with a limited un- 
derstanding of sales problems may un- 
dertake it, or be assigned to the task. 
Sales analysis provides the salesman 
with an objective summary of his own 
activities. The facts give him a splen- 
did opportunity to develop and dem- 
onstrate his own managerial capacities. 
Whole-hearted acceptance and appli- 
cation of statistical analysis coucern- 
ing his performance will protect his 
standing, his job and his future. 


Rewards Immediate 


Being in the business of selling, 
the salesman can reap many of the 
benefits which accrue to management 
as the result of an intelligent use of 
sales analysis. In the case of the sales- 
man, however, many of the rewards 
are immediate and directly ascernible. 
Analysis of his own performance by 
customers and by lines will enable the 
salesman to: 

1. Improve his all around selling 
abilities. 

2. Control his selling time. 

3. Analyze his progress. 

4. Prepare himself for more effcc- 
tive interviews. 

5. Anticipate customers’ 
ments. 


require- 
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6. Distinguish prospects from ‘‘sus- 
pects”. 

7. Overcome his own particular 
limitations. 

8. Concentrate on most profitable 
lines. 

9. Establish call ratios. 

10. Demonstrate his interest in, 
and appreciation of, each customer’s 
business. 

Some firms furnish their salesmen 
with breakdowns of each individual 
salesman’s sales by lines, some by cus- 
tomers and lines, and some provide 
both. This is particularly true where 
mechanical systems of gathering sales 
analysis material are used. 

Much of the groundwork of sales 
analysis is prepared for the salesman 
by the distributor who evaluates his 
lines and customers. I'tom these find- 
ings, the distributor presumably has 
been able to reorient his sales covecr- 
age and plans for market penetration. 
This means estimating his manpower 
needs, dclineating sales _ territories 
either on a geographical or account 
basis and adoption of sueh policies as 
will assist the staff in taking advan- 
tage of the benefits of sales analysis. 

Regardless of whether or not the 
distributor has done these things, the 
individual salesman can proceed ana- 
lytically on his own. The use he 
makes of sales analysis is limited only 
by the distributor’s policies and plans. 
Moreover, salesmen who work for dis- 
tributors who do not employ sales 
analysis, can do so themselves. All 
that is needed, is a copy of each sales 
invoice so the salesman can tabulate 
his sales in his spare time. 


fi 


INCREASE OR DECREASE, the salesman ought to know 
how his sales by key lines are moving, according to F. E. 
Dalgleish, Strong, Carlisle & Hammond representative. 
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Potential Key Lines 
Abrasive Wheels 
Coated Abrasives 
Conveyor Belting 
V-Belts 
& Band Saw 
Wire Brushes 
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SALESMAN’S GUIDE to bettcr selling is a customer analysis card. Potcntials, competition and . 
monthly sales by major lines are recorded. The data shown are supposed to be sales by lines to a gray- 
iron foundry. The analytical procedure to be used in interpreting the data is discussed in this section. 


Wherever they coincide with the 
distributor’s and salesman’s interest, 
the following basic steps may be used 
as a guide in proceeding analytically: 

1. Determine the proportion of 
customers’ potentials by lines to pros- 
pects’ potentials by lines. 

2. Establish proportion of sales to 
potential of each customer by major 
lines. 

3. On the basis of the above con- 
siderations, classify customers and 
prospects according to: (a) Above 
average coverage required; (b) Aver- 
age coverage required; (c) Occasional 
coverage required. 

4. Further analyze Group C to de- 
termine whether customers and pros- 
pects are worth covering in terms of 
potential sales volume and whether 
proportion of sales effort is high or 
low in comparison with other two 
groups. Also consider whether average 
volume is high or low in comparison 
with the other two groups. 

5. Again analyze Gronp C. on the 
basis of potential and sales by major 
lines and whether sales effort is high or 
low in comparison with sales of other 
lines. Some customers may be good 
customers for a single line only and 
their line potential may compare favor- 
ably with the same line potential of 
other customers. Such customers 
are transferred to Groups A or B. 


Shows Where To Look 


Through. such an.analysis, the sales-. 


man can determine among which spe- 
cific customers there are opportunities 
to improve sales coverage. It will save 


him time and direct his own efforts, as 
well as those of the manufacturer’s 
representative, into the most profitable 
channels. 

After this preparation, the salesmen 
will need another procedure for ana- 
lyzing monthly results as shown in the 
breakdown of sales to customers by 
key lines. The ratio of total sales 
to each customer’s potential, and a 
similar ratio by lines, is valuable in 
estimating current performance. If 
the sales to any one customer are low, 
the salesman can examine sales of each 
major line to see which one has 
dropped off and is pulling the total 
down. 

It is probable that the salesman 
may already know the reason or rea- 
sons for the decline if he has been 
calling on the account steadily. Again, 
he may ascertain the reasons by in- 
quiring about them on his next visit. 

Nevertheless, the situation can 
stand a review of the salesman’s sales 
efforts. Was his coverage of the 
account adequate preceding the de- 
cline? Were the lines in question 
discussed sufficiently? Was his sales 
presentation convincing? Is the cus- 
tomer aware that his purchases of 
these lines had lessened? Could the 
salesman use a little more training 
on knowledge of products and appli- 
cations? Would a visit by a factory 
man help? When was the last visit 
of the factory man? The answers to 
these and other questions suggested 
by the circumstances, can be most 
valuable in maintaining maximum vol- 
ume in each line for each customer. 

Analysis of each customer’s ac- 
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count by the salesman, results in 
increased selling efficiency. An inten- 
sive study of the customer’s data 
sheet will show just how much that 
customer’s total purchases are; it will 
reveal what lines he is buying and 
how much of each line. 

These figures can be compared to 
the other data on the sheet for fur- 
ther clarification. When related to 
this other information (from whom 
the customer buys other supplies and 
equipment, whether or not he is a 
large user, his requirements, number 
of employees, equipment used, prod- 
ucts made, etc.) the sales analysis 
figures become very relevant. 

The sample customer analysis sheet 
illustrated on this page contains the 
sales data about a customer who 
operates a machine shop employing 
100 men. When analyzing a month’s 
sales, the salesman might proceed 
along the following lines. 


What He Buys 


The permanent data on the sheet 
indicates that the customer is a large 
user of abrasive wheels, hack and band 
saw blades, wire brushes, hoists, files, 
flexible shaft machines, portable elec- 
tric grinders, tool holders and clamps, 
tramrail conveyors, etc. (not all shown 
on the card). Also the customer 
occasionally purchases some of the 
other products handled by the dis- 
tributor but not in very large quanti- 
ties. 

A study of the customer analysis 
sheet shows clearly that the salesman 
is securing a substantial part of the 
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SELF APPRAISAL comes out of an 
accurately kept customer analysis rec- 
ord, says W. Travers Knapp, of Squier, 
Schilling & Skiff. 


hack and band saw blade business. 
Also he is getting much of the wire 
brush business. Yet, all is not perfect. 

The record further shows that the 
customer’s potential business in abra- 
sive wheels is large, but the salesman 
is getting only a neglible amount of 
it. Obviously, this business is going 
to the competing salesman selling 
“X” line. What is the story here? 

Undoubtedly, the salesman knows 
why he is not obtaining the abrasive 
business. It may be a case of re- 
ge buying, or a normal spread 
of purchases to keep competing 
sources happy. Without monthly 
analysis, salesmen are apt to become 
complacent about such a situation. 
The analysis is a stimulus to some 
sort of positive action. 

Again referring to the customer 
analysis sheet, the salesman should 
pay attention to declining purchases. 
In this customer’s particular opera- 
tions, only a moderate quantity of 
drills and reamers are used. The 
record shows that in January, total 
sales of these items amounted to 
$110. From January on, sales of 
these products show a steady decline. 

Since sales are broken down 
monthly, the salesman would note 
the decline in drill and reamer sales 
at the end of February. The average 
monthly sales in this line would tell 
whether or not the decrease war- 
ranted immediate attention. 

A continued decline, such as oc- 
cured in March, prompts action. 
Again, a comparison with monthly 
average, or with past records of this 
account, would indicate whether the 
decline was a trend or a seasonal 
fluctuation. If no corresponding fluctu- 
ation is indicated in past records, the 
decreases can be regarded as sympto- 
matic of something radically wrong. 
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COOPERATION with manufacturers’ 
representatives is facilitated by black- 
board in the sales room. Salesman know 
with whom they are working. 


The salesman is alerted by monthly 
analysis figures. If something - is 
wrong, he still has time to take 
remedial action before it is too late. 
Corrective action may not always be 
possible, especially where a customer 
may be discontinuing certain opera- 
tions which require items from this 
particular line. Regardless, the sales- 
man would have made his investiga- 
tion and have ascertained the real 
causes of the decreased sales, permit- 
ting him to devote his sales energies 
in more lucrative fields. 


Opens Sales Prospects 


Neither is it too far-fetched to 
suggest that the salesman might bene- 
fit indirectly from the lead thrown 
out by such an analysis of his cus- 
tomers’ purchases. In the case pre- 
viously described, the change in cus- 
tomer’s operations might well open 
prospects of sales of other items not 
previously purchased by this customer. 

Reginald Jerman, salesman for the 
R. C. Neal Co., carries his customer 
analysis book in his car as he makes 
his daily round of calls. He checks 
over previous sales to each customer 
before starting out. There may be a 
pump manufacturer on the list whose 
purchases of screw products may have 
falien off; he will have to find out 
why. His sales of cutting tools to a 
metal working plant may be holding 
up, but his sales of related items such 
as abrasives, grinders, precision tools, 
etc., indicate room for improvement. 

Mr. Jerman does not keep actual 
figures of potentials, but he has devel- 
oped the habit of thinking in these 
terms. For instance, his records 
showed his previous year’s sales of 
abrasives to a casting firm were $4,200, 
which seemed, at the time, a fairly 
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MANUFACTURERS’ men can con- 
sult records on sales of their lines at 
Squier, Schilling & Skiff, kept up to 
date by Mrs. Edna Stikeleather. 


substantial amount of _ business. 
Nevertheless, from what he knew of 
the company’s plans, and prospects, 
Mr. Jerman started the new year with 
a revised estimate of this plant’s po- 
tential for abrasives. His new esti- 
mate was double the previous year’s 
figures. At the end of the first six 
months of the new year, his sales 
of abrasives to this plant were $7,200! 

Without the sales analysis record, 
Mr. Jerman doesn’t think a salesman 
can possibly know where he stands, 
line by line, with his customers. 

In reviewing one customer’s pur- 
chases, Mr. Jerman noted increased 
purchases of drills. Although the in- 
creases were very satisfying, Mr. Jer- 
man was certain they indicated some- 
thing important. The optimistic 
view was that the customer was ex- 
panding operations. If this were so, 
Mr. Jerman felt that he could increase 
his sales in allied lines. The pessi- 
mistic view was that the rate of 
breakage for drills was increasing. If 
this were so, he would have to inquire 
as to causes, suggest possible remedies 
and notify the factory. 

In either case, some investigation 
was indicated. Inquiries revealed that 
the customer was increasing activity 
in the tool design department, pre- 
paratory to expanded operations. Fur- 
ther investigation uncovered oppor- 
tunities for selling more of other 
items than drills, and the prospects 
of increased sales in the future. 

Analysis, as far as Mr. Jerman is 
concerned, is thinking about sales 
statistics. If you go through the 
trouble of keeping them, use them. 

It is nice to know where you're 
going, and sales analysis tells you not 
only whether your sales are moving 
up or down, but also the source of 
the movement, says F. E. Dalgleish, 
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of the Strong, Carlisle & Hammond 
sales staff. Mr. Dalgleish, like the 
rest of his colleagues on the staff, 
follows a deductive method. 

Salesmen are provided with a little 
file card showing a breakdown of 
their sales by 10 major lines. Mr. 
Dalgleish studies his sales in each 
line, and compaies them with those 
of previous months as well as with the 
same month of the previous year. He 
can also figure out his monthly av- 
erage as a guide to progress. 

When any decline is noted in any 
particular line, Mr. Dalgleish consults 
the Kardex file showing “A” cus- 
tomers’ purchases by four major lines. 
“A” customers are those who, on 
the basis of past sales and potentials, 
require the greatest attention. 

If the line being analyzed isn’t on 
the Kardex card, Mr. Dalgleish may 
secure the information from the sales 
analysis section of the accounting 
department which carries the data 
on ledger cards for management anal- 
ysis. Current sales figures on “B” 
customers are kept in visible files in 
the credit department. 


Self Appraisal 


The value of a customer record as 
a means of self-appraisal cannot be 
over-estimated, according to W. 
Travers Knapp, assistant sales manager 
at Squier, Schilling & Skiff. Until 
recently, Mr. Knapp was a full-time 
salesman and used sales analysis ex- 
tensively to promote his selling. 

Mr. Knapp cited an instance where 
analysis helped him to overcome a 
limitation in selling the gear line. 
He was analyzing his sales for a period 
and was disturbed by the fact that his 
showing in the gear line was below 
the average. According to his own 
estimates of the gear potential of his 
customers, the returns should have 
been better than they were. He 
analyzed his own knowledge of prod- 
uct and product application and de- 
cided it needed improvement. 

Mr. Knapp explained his problem 
to the manufacturer’s representative. 
After some briefing, the pair made 
calls on those customers whose poten- 
tials showed them to be the best 
prospects for gear sales. The custom- 
ers were appreciative of the interest 
and technical advice, and gear sales 
gradually moved upward. 

The value of a customer’s monthly 
record of purchases by lines can be 
used as evidence of the salesman’s 
interest in the customer’s business. 
In many instances, the customer does 
not know how much of each line he 
is buying from a single distributor. 








WHAT SALES ANALYSIS BY DISTRIBUTORS 
MEANS TO MANUFACTURERS 


THE DISTRIBUTOR’S ORGANIZATION is an extension of the sup- 
ply and equipment manufacturer's own sales force. Any means used 
by the distributor to improve the performance of his own sales effort 
is an important contribution to the manufacturer's attempts to 
secure maximum market penetration and coverage. Sales analysis 
helps not only the distributor, but his supply and equipment manu- 
facturer as well. 

The task involved in the distribution of industrial supplies, pro- 
duction tools and equipment is one which requires the best coop- 
erative efforts of both distributors and manufacturers. This coop- 
eration in the joint task should be a two-way street—both have 
responsibilities and obligations as well as prerogatives. 

Sales Analysis at the distributor level is, of course, essentially the 
distributor's show. The distributor puts his money on the line 
and the primary banefits redound to his organization and his sales- 
men. Secondarily, however, manufacturing suppliers reap many 
benefits from the distributor's sales analysis: 

1. The manufacturer is assured more intensive coverage and 
penetration for his line with each potential customer. 

2. The facts on sales and potentials by customers and lines 
reduces the area of controversy in the matter of performance. 

3. The detailed facts on each customer's requirements and pur- 
chases afford a solid basis for determining the volume of inventory 
it is necessary for the distributor to carry in order to provide ade- 
quate customer service and product line coverage. 

4. Sales analysis cuts the manufacturer's own distribution costs 
in that it puts the significant sales facts in the hands of his repre- 
sentative who is working with distributors and their salesmen. The 
representative on the basis of these facts can organize his own 
efforts to produce maximum results. 

5. The representative can follow the distributor's progress sales- 
wise with the line. Customers who are heavy potential users of the 
particular line can be isolated for special attention. Weak spots 
can be plugged by prompt remedial action. Missionary sales effort 
can be directed where business is to be had. 

6. The representative can get the maximum return from time 
spent with distributor salesmen when he has the facts on each sales- 
man’s record with the particular manufacturer's product at his dis- 
posal. Salesmen who need additional technical training on the use 
and application of the product can be segregated for special 
assistance. The limited time of the representative which is available 
can be allocated where it will do the most good. 








This often results in a divergence of 
orders to different sources of supply, 
much to the discomfiture of the 
salesman who is expending sales effort 
on the lines which are diverted. 
This may happen only occasionally, 
but the salesman without a customer 
analysis record is at a disadvantage. 
More and more orders may be in- 
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advertently diverted, and he contin- 
ues to lose business without becoming 
aware of how or why. Many salesmen 
approach the customer with the anal- 
ysis record and prove the point. In- 
variably, the buyer is impressed with 
the details, and pleased with the 
knowledge that the salesman is ap- 
preciative of the business. 














USES OF SALES ANALYSIS 


THE FACTS REVEALED by sales analysis may be put to many uses by the industrial distributor in 
effectively directing the sales efforts of his concern. The systematic compilation of the facts on sales 
by customers, by salesmen and by lines provides the distributor with the essential information by which 
he can establish standards, measure performance and organize the selling activities of his firm to 


attain the goal of more sales at less cost. 


While not all distributors practicing sales analysis make use of all of the applications listed below, 
a detailed recounting of the uses and benefits to be derived from sales analysis may be set forth by 


way of summary. 


® Uses in Analyzing Performance 
in a Territory 


1. Total sales, sales by lines, sales by custom- 
ers and sales by salesmen in territory compared 
with past periods, quotas and potentials. 


2. Selling expenses in territory compared with 
past periods and budget estimates. 


3. Gross profits earned in territory compared 
with past periods, budget estimates and expenses. 


4. Number of calls by salesmen and calls per 
order compared with past period. 


5. Comparison on above points among territories 
to apportion selling effort. 


® Uses in Measuring Performance 
by Product Lines 


1. Total sales of product lines compared with 
past periods, quotas, potentials, budget estimates. 


2. Total gross profit obtained from each prod- 
uct line compared with past periods and budget 
estimates. 


3. Ratio of gross margins on product lines to 
total sales of product lines compared with past 
periods, quotas, other product lines, and in rela- 
tion to average gross margin earned by company. 


4. Sales of product lines broken down by cus- 
tomers compared with past periods, quotas and 
potentials. 


@ Uses in Analyzing Showing 
With Each Customer 


1. Total purchases and purchases by product 
lines compared with past periods, quotas, poten- 


tials and in relation to total sales. 


2. Total expenses incurred in selling the cus- 
tomer compared with past periods and budget 
estimate. 


3. Gross profits earned from purchases of each 
customer compared with past periods and poten- 
tials, other customers, size of orders, and in rela- 
tion to total profits. 


4. Average size of order, frequency of order 
and purchase of related items compared with past 
periods, and potentials, and with other customers. 


® Uses in Evaluating Performance 
by Salesmen 


1. Total sales and sales by product lines com- 
pared with past periods, quotas, potentials, and 
in relation to total company sales. 


2. Total expenses broken down by principal 
types presented in amounts and percentages and 
compared with past periods and budget estimates. 


3. Amount of gross profits produced compared 
with past periods, quotas, budget estimates, and 
in relation to total gross profits of the company. 


4. Number of calls made, selling expenses per 
order and average order size compared with past 
periods, standards and other salesmen. 


5. Number of items per order (effectiveness of 
related selling) compared with past periods, stand- 
ards, and other salesmen. 


6. Analysis of lost orders, cancellations, 
returned goods, etc., compared with past periods 
and other salesmen. 
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Brushes Become 


Bullets... 


TO SIMPLIFY CONDENSER TUBE CLEANING 


HIS honeycomb of 5681 copper alloy tubes, each 
20 ft. long, is the inside of a steam condenser 
in the Connellsville Power Station of the West Penn 
Power Co. With more than thirty-five million gallons of 
raw river water passing through these condenser tubes 
daily, the deposits of mud and muck, bound together 


with algae growth, create a major maintenance problem. 


The most effective method of cleaning these tubes 
previously found consisted of “shooting” metal scraper 
plugs through the tubes by water pressure. While this 
method removed most of the deposit, the scrapers 
scratched the tube surfaces, which allowed new de- 
posits to form even more rapidly. Engineers had ob- 
served that new tubes remained clean longer than tubes 
that had been cleaned by conventional methods. This 
led to the conclusion that a method of cleaning that 
would leave the tube surfaces in new condition would 
be beneficial. 

Then Osborn, with the cooperation of West Penn 
engineers, tackled the problem. The answer—a 
special Nylon tube brush. This brush, when shot 


through the tubes under 200 lbs. water pressure, re- 
moves all deposits without harm to the surface. Result 
—a better, faster cleaning job, less equipment outage 
time, and longer tube life. 

Cleaning, roughing, burr removal, polishing, finish- 
ing—they’re all brushing jobs. And Osborn can help 
you make every one a top-flight operation because they 
have the knack and “know how” of fitting the product 
to the problem. Write or call today for the services of 
an Osborn Sales engineer. 


ThE Oseorn MAnuracrurine COMPANY 


5401 Hamilton Avenue Cleveland, Ohio 














WORLD'S LARGEST MANUFACTURERS OF BRUSHES FOR INDUSTRY 
POWER DRIVEN BRUSHES + PAINT BRUSHES » MAINTENANCE BRUSHES 
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THE SALES INDICATOR—Supply sales above January. Sales in February were 3.8 percent greater than 
in February rose to 339 on the Index; 2 percent in February 1947, and equal to the same period in 1947. 


Supply Sales Trends 














1948] —-—1947 


ORDERS PER WORKING DAY —were 13] in Feb- 
ruary, indicating salesmen had to hustle some to keep 
up their dollar volume in sales. February had only 
ii _— 24 working days, two less than January. 

Month Coast Western Central 


275 
266 


54 

13 11 14 
10 14 16 50 
$14,400 $12,900 $14,350 
14,600 15,500 15,600 46 


39.60 37, 5 
40.00 Ne 40.00 42 
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34 
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REGIONAL TRENDS —Al] areas but the South and = 


North Central gained in the Regional Index. (The 
North Central area has been in decline since Decem- 
ber.) Evidently, most manufacturers managed to win SIZE OF AVERAGE ORDER—was $38.20, little 
back ground lost through the bad winter weather of change from January. Volume per salesman was $15,- 
December and January. 700, about equal to January. 


— 1948 —--1947 
F M A M A 
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The Strongest Link 


THE 


- OSTER MFG. CO.’ 


No. 422 “Power Vise Stand" con- 
verts hand tools to power tools for 
threading, cutting, reaming pipe. 


No. 414 "Power Boy" portable power 
drive for the larger hand die-stocks, 
cutters and reamers. 


No. 502 "Pipe Master," the lowest 
priced complete, portable power 
pipe machine on the market. 


No. 562 "Tom Thumb," another 
Oster portable power pipe machine 
designed for speed and accuracy. 


No. 531-A'’Tom Thumb," rotary die- 
head type des‘gned for threading 
bolts, rods, studs, pipe, nipples etc. 


OSTER 
POLICY 


1948 marks the 55th year of Oster's Policy of cooper- 
ation with Distributors. What does this policy mean 
to our distributors? Here are typical answers: 


(From a Distributor in New York State) 
"Your selective distributor policy has certainly proved 
successful as far as we are concerned and we want to 
commend you for it." 


(From a Distributor in Texas) 
"We want you to know that your cooperation is very 
much appreciated and we can assure you that we waste 
no time in getting on sales leads you forward to us." 


(From a Distributor in New Jersey) 
"Your cooperation is both gratifying and encouraging 
and assures us that our volume will continue to increase 
on Oster products.” 


(From a Distributor in Virginia) 
"It is certainly gratifying to do business with manu- 
facturers such as Oster. There are too few manufac- 
turers of your type who really support the distributor." 


In the future as in the past, the Oster Policy will 
continue to be the strongest link in the chain of distri- 
bution of Oster products. 


THE OSTER MANUFACTURING CO. 


2041 EAST 61st STREET e CLEVELAND 3, OHIO, U.S.A. 
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Oster "Rapiduction" floor-type, 
high speed, high production thread- 
ing machines. Made in two sizes. 


Oster “Wilco” power threading 
machines designed for maintenance 
and production threading. Two sizes. 


No. 572 "Rapiduction Junior" ... 

floor type power pipe machine 

for production threading of the 
smaller sizes. 


Oster "Rotary" general purpose 

threading machines with revolving 

die-head and open type vise. 
Three sizes. 


No. 542-A "Rapiduction Junior with 

revolving die-head and open type 

vise. Handles wide variety of 
threading work. 
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Keeping Up With Business 


Wholesalers Gained 
In 1947 Sales Volume 


Sales by wholesalers in 1947 set a 
new record at an estimated $63-odd 
billion—15 percent above the previous 
record, set in 1946. The Department 
of Commerce, source of the estimate, 
says that higher prices, not an increase 
in physical volume of sales, were pri- 
marily responsible for the rise in dollar 
volume. 


Less-Than-Normal Fall 
In January Building 


New construction put in place in 
January was valued at more than a bil- 
lion dollars, according to the Com- 
merce Department—32 percent above 
a year ago. The dollar value of actual 
construction work done in January 
fell off only 6 percent from December, 
a less-than-normal seasonal decline. 

Gains in January, 1948 over Janu- 
ary a year ago were: Private homes, 35 
percent; public utilities, 24 percent; 
and public works, 20 percent. 


Steel Capacity Rose 
3 Million Tons In °47 


Production capacity in steel ingots 
is rated, presently at 94-odd million 
tons—which would mean an increase 
in capacity last year of about 3 million 
tons. 

With new capacity of 2 million 
more tons scheduled for building in 
1948, steel seems on the way to mak- 
ing big inroads in its long backlog of 
orders. As pointed out here earlier, 
steel had a record peacetime year in 
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’47 but, for one reason or another, the 
industry fell short of full capacity by 
about 6 million tons. 


N. I. C. B. Reports On 
Unemployment Funds 


Funds available for unemployment 
compensation benefits reached an all- 
time peak of $7.1 billion on Septem- 
ber 30, 1947, according to an analysis 
of reserves for unemployment com- 
pensation benefits just completed by 
the National Industrial Conference 
Board. 

Every state now has in its reserve 
an amount “at least triple” its highest 
annual expenditures for - unemploy- 
ment compensation, “despite heavy 
benefit disbursements during reconver- 
sion.” The reserves of 20 states exceed 
ten times their highest annual expen- 
ditures. 


Earnings Peak In 1947 
Manufacturers Report 


Statements of 960 manufacturing 
concerns report a combined net in- 
come in 1947—after’ taxes—of $3,- 
202,164,000. ‘That would be a gain of 
50.2 percent over the amount earned 
by the same group in 1946. The fig- 
ures were released recently by National 
City Bank of New York. 

The bank points out that 1947 was 
“a banner year for manufacturing in- 
dustries,” and this despite rising costs 
of operation. Among the factors re- 
sponsible for the rise in earnings, the 
bank lists: Removal of price controls; 
rising prices; and repeal of the war- 
time corporate excess profits tax and 
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lowering of the normal tax. 

About half the earnings of last year 
were paid out in dividends; increases 
in plant, equipment, inventories and 
receivables absorbed the remainder. 
Many concerns, the bank states, were 
forced into additional financing, 
mostly in the form of debt. The total 
of bonds and notes outstanding for 
140 companies in 1947 was $1,031,- 
000,000. In 1946 the amount was 
only $721,000,000. 

The gain in indebtedness, the bank 
notes, is an illustration of the “‘in- 
creased cost of living” for corporations. 


BRIEFS: 


. . . The average American farm has 
grown in size to about 200 acres, ac- 
cording to data of the U. S. Depart- 
ment of Agriculture. Back in 1935 the 
typical farm was 155 acres. 


... The U.S. turned out goods and 
services worth $230 billion in 1947. 


. . » Exports from France in "47 in- 
creased 200 percent, double her ex- 
ports in 1946. Imports, the major 
portion of them from this country, 
rose by about 70 percent. 


... The British dipped into their 
dwindling store of gold to the tune of 
more than $100 million during Janu- 
ary to help meet dollar expenditures. 
That would reduce Britain’s gold re- 
serves to something under $2 billion. 


. . » Income for individuals and cor- 
porations set a new peak in 1947— 
about $200 billion. In 1946 income 
amounted to $178 billion. 











TYPICAL APPLICATION — Yarway 
Impulse Steam Traps with Yarway Fine- 
Screen Strainers draining liquid heater. 


550000 Salesmen 


Users tell us the most convincing salesman of Yarway 
Impulse Steam Traps is the trap itself. In plant after 
plant, now 100% Yarway-equipped, the maintenance 
engineer started with one Yarway trap. In less than ten 
years nearly half a million Yarways have been bought by 
utilities, institutions, industrial plants and ship-operating 
companies. Here are the reasons: 


ONLY ONE MOVING PART. No levers, buckets, weights, 
bellows or floats. The only moving part is a simple valve. 
Result—Easy maintenance and small inventory of parts. 


SMALL SIZE... LIGHTWEIGHT. Hardly larger than a pipe 
union, Yarways require no support other than the pipe 
line. Installations are simpler, neater, more practical. 


GOOD FOR ALL PRESSURES. Yarways are good for all pres- 
sures within a broad range without change of valve or 
seat. Factory set. 


EFFICIENT OPERATION. Yarways discharge condensate 
rapidly, getting equipment hotter, sooner, and main- 
taining peak efficiency. Small amounts of condensate 
discharge continuously through control orifice in valve; 
at medium loads, main valve opens and closes at short. 
intervals; under heavy loads, valve opens wide. 


LOW COST, Often it costs no more for new Yarways than 
to repair old type traps. See your nearest Mill Supply 
Dealer or write for Bulletin T-1739. 


YARNALL-WARING COMPANY ° 111 Mermaid Ave., Phila. 18, Pa. 


See Yarway Representatives at the Triple Mill Supply Convention at Atlantic City. Conference Booth 112. 


YARWAY IMPULSE STEAM TRAP} 
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INDUSTRIAL PRODUCTION INDEX-5Still High 


Despite several indications that in- 
flation has touched second and _ is 
headed for home (and firmer support 
levels) industrial production contin- 
ues to play deep in the outfield. Dura- 
bles manufactures, which make up 
more than 32 percent of the Index, 
have recovered the ground lost during 
bad winter weather and seem headed 
for new peacetime production records. 
Non-durables, though they have lost a 
little ground during the last month or 
so, continue to hold up their end. 


Durables Production 


Steel recently had its best week 
since the middle of the war—97.2 
percent of capacity. (Steel’s “capac- 
ity” by the way, is rated currently at 
about 2 million tons a week.) 

Auto output for the first quarter 
of 1948 will go above 1,250,000 vehi- 
cles, which would put the industry 
only a shade behind its normal pre-war 
level. About a third of production is 
in trucks; panel types being most in 
demand. 

Machinery manufacturers reported 

the first slackening in new orders and 
shipments. Prices remain high, how- 
ever, despite accumulating inventories 
and spot production cutbacks. 
_ Inventory gains in February were 
largest for manufacturers and retailers 
(almost $300,000,000 for each), and 
smallest for wholesalers, (only $41,- 
000,000). Machine tool orders in Feb- 
ruary were reported down by more 
than one third. (In the previous month 
they were off by one half from the 
1947 high.) 





Feb.* Jan. 

1948 1948 
Total Production 193 
Total Manufactures .. 200 
Durable 2 228 
Non-durable 177 
Minerals 155 


* These figures are preliminary and sub- 
ject to minor revision on the basis of 
additional data. 





Retailers have been in a bad way 
since the first of the year. Department 
stores, for instance, are selling the 
same volume of goods they moved 
back in the summer months of last 
vear, but meanwhile, they have in- 
creased their stock of goods by 25 
percent. Their inventory continues to 
keep them awake nights, and they 
have company, now, from more and 
more hardgoods manufacturers. Inven- 
tory profits, you know, accounted for 
almost half the profits earned (after 
dividends) by industry last year. 


Cutbacks And Layoffs 


Reports from one and another man- 
ufacturer indicate that the slow mar- 
ket has meant some temporary layoffs, 
fewer or shorter shifts, and production 
cutbacks. Yet employment continues 
at record levels, spending has fallen off 
only slightly, and labor shows signs 
of coming to terms on wage issues 
with a minimum of argument and pub- 
licity. 

The “temporariness” of layoffs and 
cutbacks runs to a few days or weeks 
in durables, and is due not to slower 
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markets but to materials shortages and 
the weather. As both improve, un- 
doubtedly durables production will 
gain more points on the index. 

Non-durables layoffs and cutbacks, 
which increase week by week, are 
something else again. Prices of non- 
durables have gone soft again, and are 
expected to soften more as supply out- 
runs demand. 


Will °48 Repeat °47? 


Last year at about this time, you - 
may recall, non-durables—led by tex- 
tiles and manufactured foods—started 
into a decline in March (176) that 
dragged the Index down twelve points 
(164). The non-durables line on the 
Index hit bottom in July. 

In the same month, durables started 
into its own decline, helped along by 
the severely hot weather. Durables 
backslid ten points on the Index be- 
fore the line turned upward again, 
recovered lost ground and even gained 
another ten points. Currently, dura- 
bles production is holding firm around 
228 on the Index. 

No self-respecting economist be- 
lieves, however, that durables produc- 
ers can hold their output at that fig- 
ure. The manufacturer himself does 
not believe he can produce at current 
high levels for very much longer. He 
looks for an early adjustment, and 
the earlier the better. 

In fact, it is this waiting for “the 
adjustment” that disturbs manufac- 
turers most right now—that and wor- 
rying what the size of their inventory 
will be when the blow falls. 
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SUBSIDIARY OF ROCKWELL MANUFACTURING CO. 
EAST CHICAGO, INDIANA 








JOBBERS EVERYWHERE 
STOCK EDWARD VALVES 





Ends capped, oiled and hung off the floor for protec- 
tion against thread damage and dirt, these Edward 
forged steel valves are part of stock in an important 
Gulf coast supplier. In foreground, Edward 7500 
lb Fig, 158 valves; in background, Fig. 2688. 


Edward valves are stocked by distrib- 
utors and oil field stores in all parts of 
the country. Some of the larger Edward 
valves are, of course, built on order, 
but all Edward forged steel valves, and 
many cast steel stop, check, non-return 
and other valve types are available out 
of stock. 


If your jobber doesn’t have the valve 
you want, he can get it for you and the 
chances are good that shipment can be 
made immediately. 


Valve Values, Impactor and EValthrust are registered 
trade marks of Edward Valves, Inc. 





Pressure Drop Tests Take to Field 


EDWARD LABORATORY FINDINGS CHECKED 


Research into the characteristics of 
flow and the reduction of pressure drop 
has been a continuing Edward labor- 
atory project for many years. 

Recently Edward engineers checked 
their laboratory findings with a series 
of country-wide field tests,‘ believed to 
be unparalleled in flow research, in 
large central stations operating under 
considerably different conditions. 


Edward angle non-return valve as tapped for field 
test in 1300 lb 920 F midwestern central station, 


IMPACTOR HANDWHEEL, 
CLOSURE INDICATOR 
AIDS TO OPERATOR 


For years, the Edward Impactor 
handwheel has been the most popular 
method for manual operation of large 
valves. Usually attached to a valve 
with patented EValthrust ball bearing 
yoke, it has simplified closing big valves 
against high loads in close quarters. 

Now many large Edward valves are 
also equipped with a new, high-visi- 
bility closure indicator to show the 

osition of the valve stem at a glance. 
i combination, the Impactor hand- 
wheel, EValthrust yoke bushing and 
Edward closure indicator are great 
helps to the operator. 











Temporary insulation covers Edward motor-operated 
angle valve during in-service pressure drop tests 


To make the tests, standard valves 
were drilled and tapped so that pressure 
recording gages could be installed at 
vital points in the path of flow. Stress 
analysis was made concurrently through 
strain gages affixed to the body of the 
valves. 

Test results, coupled with laboratory 
data accumulated through the last 
decade, have guided the redesign of 
many types of Edward valves with re- 
duction of pressure drop of up to 30 
per cent. 


Edward Fig. 2688's 
Used on Trap Lines 


A good all-purpose forged steel globe 
valve is the ied dward Fig. 2688, an O.S. 
& Y. valve, and its —“~ screw com- 
panion, Edward Fig. 269 

A good example of the many piping 
uses for this valve series is this con- 
densate and trap line hook-up on the 





reheat system of a big new central 
station in north central United States. 

The Edward inclined stem construc- 
tion in small globe valves has many 
advantages, not only in lower pressure 
drop, but in reduced wear through 
freer flow, and, as the illustration shows, 
piping flexibility where a battery of 
valves must be installed in limited 
space. 








EDWARD builds cast and forged steel globe and angle stop, gate, non-return, blow-off, feedline stop-check, INTEX (integral seat), integral bon- 
net UNIVALVES, relief, hydraulic, gage, straight-through valves and strainers for power, petroleum, marine, industrial and technological services. 
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LETTERS TO THE EDITORS 


The readers have their say on this page— 
your ideas on distribution are solicited 


A Distributor’s Answer 
To a Manufacturer’s Letter 


Jim Tate’s letter reproduced in your 
February, 1948 issue gives evidence of 
some mighty straight thinking and, in 
my opinion, contains the answers to 
many of the problems distributors and 
manufacturers have spent considerable 
time debating, but about which very 
few have taken constructive action. 

If you can spare the paper and ink, 
I should like to carry Jim’s discussion 
a little further. First, let us enumerate 
the points on which Jim and I are in 
agreement: 


Points Agreed Upon 


1. Any study of product-line evalua- 
tion leads inevitably to the small order 
problem. 

2. A substantial portion of virtually 
every Industrial Supply distributor’s 
business is retail. 

3. Retail sales priced at wholesale 
mark-ups cannot be profitable. 

4. One solution is to charge higher 
prices on small orders. 

5. A second solution is to reduce 
costs of handling small orders. (This 
should be done as well in larger orders, 
but they are not presently being dis- 
cussed. ) 

6. A third solution is to increase 
sales of products in which there are 
few small orders. 

7. A fourth solution is to eliminate 
unprofitable lines. Some may be sur- 
prised to hear me say: “Go easy on 
this solution”; but my thinking is that 
every measure should first be tried to 
make unprofitable products profitable. 

8. It would be neither practicable 
nor desirable to attempt to make every 
single transaction profitable. The dis- 
tributor must expect to take some bit- 
ter with the sweet; but he should do 
all in his power to keep the bitter to 
an irreducible minimum. 

_ 9. By no means are all small, un- 

profitable, retail sales to small cus- 
tomers. It is not unreasonable to as- 
sume that the greater portion of these 
sales is to larger customers whose busi- 
ness is ordinarily accepted as being de- 
sirable and profitable. 

10. A suggestion for solving the 
small order problem which has often 
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been offered, and which some dis- 
tributors are using, is to undertake a 
program of educating customers on the 
cost of them of placing small orders. 
There is a certain degree of merit in 
the idea, but such a job calls for con- 
tinued effort year after year; and I have 
a hunch most distributors would prefer 
to have their salesmen working full- 
time selling supplies. Would it not be 
more effective to offer the customer an 
incentive in the form of lower prices 
on purchases in larger quantities? 


What Can He Do? 


Let us now divide our discussion 
into two parts: those things which the 
distributor can do for himself, and 
those on which he must have the co- 
operation of his suppliers. 

The distributor can and should de- 
vote his major efforts, both in selling 
and warehousing, to his profitable 
lines. That’s just good common sense. 

There is no doubt that there are 
ways in which he can reduce his han- 
dling costs. He should learn what can 
be done along this line, and apply 
what he learns to his greater profit. 

It is entirely possible to eliminate 
the unprofitable products a distributor 
handles; but, when he has done that, 
will he be able to replace that lost 
volume with increased sales of the 
profitable lines? Will he be able to in- 
crease his sales of electric tools (assum- 
ing they are profitable) enough to off- 
set his relinquished sales of threaded 
products (assuming they are unprofit- 
able)? It might at this point quite 
reasonably be asked, “Why worry 
about the loss of business which is un- 
profitable”? One answer is that the 
main reason the Industrial Distributor 
has a place in the economic scheme of 
things is that he provides an eco- 
nomical means for distributing a wide 
variety of products to customers in 
highly diversified industries. When the 
scope of products handled is limited, 
and his appeal is confined to a re- 
stricted industrial field, he is then un- 
able to fulfill economically his selling, 
warehousing and delivery functions. In 
other words, were he to confine his 
efforts exclusively to lines known to be 
profitable, his costs for selling, ware- 
housing and delivering would surely go 
up percentage-wise, and he might then 
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find those long-profit lines unprofit- 
able. Elimination of unprofitable lines 
is a solution with decidedly limited 
possibilities. 

So we come to the matter of raising 
prices on small orders. This the dis- 
tributor can and should do on those 
products on which the manufacturer 
does not suggest a resale price. Dis- 
tributors, particularly those in the 
more competitive areas, cannot be 
blamed for being fearful of the conse- 
quences of increasing prices regardless 
of competition, and we all know it is 
not lawful to raise prices in concert with 
competition. Nevertheless, I believe 
there is no alternative to raising prices 
on small orders of such products, and I 
furthermore ‘believe the distributor 
with the courage to do so would not 
lose too large a portion of his volume 
in those products. The net result 
would be that the volume he retained 
would be profitable and he would, to 
some material degree, be better off 
than had he discontinued the sale of 
the products in question. 


Help Needed 


When we take up the question of 
the unprofitable product-lines on 
which the manufacturer suggests re- 
sale prices, we come to those things in 
which the distributor must have the 
manufacturer’s help. These product- 
lines fall roughly into two groups. 

The first group includes those lines 
on which the manufacturer provides 
his distributors with a good profit, but 
fails to suggest higher resale prices for 
broken packages. There is no practica- 
ble way for the distributor to avoid 
broken package business. He should 
ask these manufacturers to incorporate 
clearly in their resale schedule prices 
for broken package sales which provide 
a retail profit on retail sales. I don’t 
propose we coerce them or enter into 
collusion with them. I simply suggest 
we ask them. 

The second group of product-lines 
comprises those on which the gross 
profit is practically synonymous (to in- 
troduce the word to a new applica- 
tion) with the cost of doing business, 
and in which the average value per 
transaction is so low as to come close 
to falling in the retail category. I could 

(Continued on page 182) 





E. L. BRUCE CO. 
MITERS ANO ORILLS PRE-FAB PARTS 350% FASTER 


WITH WALKER-TURNER RADIAL SAWS AND 15” DRILL HEADS 


Model RA-1108. Price: with 2 or 
3 h.p. motor less base $445.00* 


* 


SOLD ONLY BY AUTHORIZED INDUSTRIAL MACHINERY DISTRIBUTORS 


“Successful production of framing materials for pre-fabricated houses”, 
according to Mr. John F. Sage, Manager of the well known E. L. Bruce, 
Co., Bruce, Miss.,““depends upon cutting identical lengths with exacting 
tolerance. To achieve this, we found it necessary to devise a method of 
equalizing and mitering in the same operation.” 

Walker-Turner Radial Saws, installed in tandem and equipped with 
air-actuated work-holding clamps, proved the solution and speeded 
operations 350%, with considerable reduction in man-hour costs. 

Used in conjunction with the Radial Saws is another set-up of 5 
Walker-Turner 15” Drill Heads connected in one assembly. Together, 
the two set-ups perform four operations on each work piece: squaring, 
boring, mitering and compound mitering. Tolerances are kept to 1/32”. 

For equal achievements, whether working wood, metals, or plastics, 
consider the complete line of light weight, compact Walker-Turner 
Machine Tools. All are low-cost machines, highly adaptable to varied 
speeds and methods of mounting and control. For complete catalog, 
write to Walker-Turner Company, Inc., Plainfield, New Jersey. 








Photo, lower left: Radial Saws in a tandem set-up for equalizing, squaring and mitering in 

a single work-handling operation. 

Photo, below: 15” Drill Heads in precision set-up drill seven holes on each work piece. 
* Photo, upper left: Radial Saw, Model RA-1108. Cuts 44%” deep. Rips 38” wide. Ram travel 2112”. 

For any angle, bevel, miter, dado or compound cut—also shaping, t ing and routing. 


'* Photo, lower right: 15" Drill Head, Model 9-D-13X. 4 ball bearings, 4'4” spindle travel, speeds 
with 1740 r.p.m. motor range from 600 to 5000 r.p.m. Capacity 12’. Slo-speed motor optional. 





RADIAL SAWS * BAND SAWS ®* DRILL PRESSES 
TILTING ARBOR SAWS * JIG SAWS * TABLE SAWS 
JOINTERS * LATHES * BELT & DISC SURFACERS 


Model 9-D-13X. Price: less 
motor and column $48,75* * 
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Georgia-Alabama Supply Co. 
Moves Into New Plant 


Georgia-Alabama Supply Company, 
West Point, Ga., has moved into its 
spacious new building which was re- 
cently completed. All supplies now in 
four separate warehouses will be con- 
solidated in the new building which 
is of concrete block construction and 
has more than 28,000 sq. ft. of space. 

The building faces Highway 29 and 
has a railroad spur in the rear. ‘There 
are two loading areas enabling trucks 
to load at floor level within the build- 
ing. Radiant heating is used through- 
out the office and warehouse. 

Four large exhaust fans provide 
forced draft cooling during the sum- 
mer months. The clerical and execu- 
tive offices are fluorescent lighted and 
soundproofed. Ample space has been 
provided for counter trade and there 
are two large windows for natural light 
and display of merchandise. 

A large number of all-steel shelves 
have been installed for stock, includ- 
ing steel racks for pipe and steel bars. 

Innovations in construction and 
warehouse layout makes the building 
one of the most modern used for mill 
supplies facilities in the South. 


The White Star Machinery & Supply Co. of Wichita, Kansas, recently held an Aro 
Tool Clinic. L. L. Martin, left, sales manager; and J. R. Clark, right, president, 
demonstrate the use of Aro tools to three customers wanting to try their hand. 


Sager-Spuck Supply Co. 
Celebrates 25th Year 


The Sager-Spuck Supply Co., of 
Albany, N. Y., recently celebrated its 
25th Anniversary as distributor of in- 
dustrial and mill supplies. ‘The occa- 


Backed-up by a display of over 100 post-war catalogs, new appointees in the catalog 
compiling department of the R. R. Donnelley & Sons Co., Chicago, are F. M. Willis, 
sales manager, F. A. Rank, production manager, and A. A. Mogg, manager. 
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sion was marked by a brief ceremony 
among the employces. 

Sager-Spuck started in small quarters 
in Beaver St. early in 1923. It has ex- 
panded, since, into its present modern 
plant at 360 Broadway, which is 
equipped with the newest methods in 
office procedure and warehousing. 

President of the firm is Howard M. 
Sager. Conrad ‘IT’. Spuck is treasurer. 


Almquist Bros. & Viets 
Increase Sales Force 


Almquist Bros. & Viets of Los 
Angeles, tool and abrasive supply 
house, recently increased its sales force 
by the addition of two new men. Stan- 
ley C, Peterson had been with Doug- 
las Aircraft for eight years in the pur- 
chasing department. The other new 
salesman, Archie Harper, now is selling 
on city territory, having been ad- 
vanced from warehouse manager. 


Issues Souvenir Booklet 


“The First Orgill Century,” an at- 
tractively bound souvenir booklet, has 
just been issued by Orgill Bros. & 
Co., Memphis, Tenn., for distribution 
to its customers. 





The H. W. Mills & Co., is one 
of over 100 aggressive mill supply 
houses that has taken advantage 
of Dayton’s complete information 
program designed specifically to 
help mill supply salesmen make 
more sales. Each one of these 
companies has found that this 
unique Dayton meeting, in addi- 
tion to stimulating sales, equips 
the salesmen with product infor- 
mation and sales suggestions that 
are useful long after the meeting. 

The Dayton Information Pro- 
gram is complete, fast moving, 
interest holding. It includes mov- 
ing pictures, chart talks, slides 
...even a true-or-false quiz that 
lets the salesmen check the infor- 





have Os 


mation they 
is informative. It is entem 
Your salesmen will liket®¥ 
over 1500 other salesmen 


Whether your sales fore 
sists of five or 50 sales p pie 
outside and counter personn@% 
we will be happy to schedule 
program for them. To insure 
early showing, we urge you 


“ 


Sales personnel of H. W. Mills & Co., watching 
“Specialized for 
V-Belts”, one of two movies in the program. 


the Dayton moving picture 


write or call your Dayton Distrigges 


Office now. The Dayton Infor 


mation Program is one reasons 


why Distributors do better with- 


Dayton. So if you are not already 
a Dayton Distributor, write today 
for the address of our nearest 
District Office. The Dayton 
Rubber Company, Dayton, Ohio. 





wo sik ir 


V- Belts. 
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Dayton Rule 


HE MARK OF TECHNICAL EXCELLENCE tN NATURAL AND SYNTHETIC RUBBER 
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BLACK & DECKER 


Stands Four-Square 
Behind Distributors! 


A cTATEMEN T of 
P O 11Cy HE facts speak for themselves—and they tell 


a story of successful teamwork! Black & 
Decker was the first company to establish and 
publish a policy of selling Portable Electric Tools 
through Distributors. Through the years, we have 
always been a leader in promoting this policy. 
That is why an important part of our sales pro- 
gram is educating Industry to the advantages of 
“Buying through Distributors”! 


pe eat Hay) 





& Black & Decker advertising—reaching millions of 

. TOOLS readers each month—tells industrial buyers to ‘‘See 
Your Black & Decker Distributor’’ in every adver- 
tisement. To you ... this aggressive sales and 
advertising plan brings greater recognition for your 
essential place in the industrial picture... 
greater opportunities for development . . . more 
sales and more profits. To us . . . it has brought 
wider and wider acceptance of the Black & Decker 
ehhh nneninnai ththrinasalemianiene line . . . in an ever-broadening market structure. 
dials tii: eimai. i sscauaiaiegh A Together . . . we have built a sales team that 
clear, simple statements the basis on which won’t be outscored! The Black & Decker Mfg. Co., 


our business with Distributors was conducted. 617 Pennsylvania Ave., Towson 4, Maryland. 
We have published these booklets frequently 
to remind Distributors of Black & Decker 


Products that they are entitled to a thorough ; LEADING DISTRIBUTORS IDe = EVERYWHERE SELL 
knowledge of the policies governing the dis- = — 


tribution of these products. Our latest " 
“statement” has just been given to all B & D 
Distributors. We consider these ‘Fixed 


Policies’? as our greatest asset . . . because 

“laying our cards face up” has inspired 

respect and confidence which have con- PORTABLE ELECTRIC TO oe) LS 
tributed materially to the widespread accept- 

ance of the Black & Decker line. They enable 

you to plan the future with faith in our 

Policies! 


tat 
portastl esse 


“Laying our cards face up”’ 
SINCE 1918! 
The first Black & Decker ‘‘Fixed Policies’ 





v Electric 
Electric Drills Portable Grinders Bench Grinders Electric Saws Portable Sanders Screw Drivers 
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T'HEN-1916... 


The first Black & Decker Universal Portable Electric Drill 
was sold to a Distributor for resale over 30 years ago—and we 
have been selling through Distributors ever since! Down 
through the years, Black & Decker advertising has backed up 
this sales policy. The power of years of national advertising 
has been put behind it. For example, in 1925, our May 25th 
advertisement in The Saturday Evening Post (shown here) 
started off like this: 


“For your convenience, Black & Decker Portable Electric 
Tools are carried in stock by leading . . . supply houses. This 
distribution is so complete that no matter where you are 
located, you can secure Black & Decker Portable Electric 
Tools without delay from your own supply house.” Its final 
lines said: “In addition to their mechanical excellence, the 
convenience with which Black & Decker Tools may be 

obtained saves much time and money.” 


Millions of factual advertisements in The Saturday Evening 
Post and leading trade papers, direct mail literature, booklets 
and catalogs hammer away at Industry, selling the merits of 
Black & Decker Portable Electric Tools. And every Black & 
Decker message tells its readers to ‘See your nearby Black 
& Decker Distributor’’—for more information on Black & 
Decker Tools—for help on any tooling problem—for more 
convenient, more economical purchasing. In addition, special 
advertisements—like this 2-page, 2-color spread in April Mill 
& Factory and the eye-catching box in our full-page, two- 
color April 24 Saturday Evening Post advertisement—give 
periodic emphasis to this drive to sell Industry on “Buying 
through Distributors’’! 


“ 
LEADING DISTRIBUTORS == EVERYWHERE SELL 
Le 


PORTABLE ELEctriC TOOLS 


vi PARTS, 
Railway “i” Pik Heating _ 
Mechanical Engineer SHEET METAL WORKER ‘Wood Working 


| _ PURCHASING 
Pe ; oo 
magufacturer Air Conditioning | 


ACTICAL 4 slru i A ERICAN American ro Saeed. 
AVY iuouie ‘ 3 \ RICAN | is i : MILL‘ FACTORY 


ening 
MONTH after MONTH—B&D Advertising Builds Your Sales! 
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Harold E. Torrell 


Syracuse Supply Co. Board 
Advances Executives 


The board of directors of Syracuse 
Supply Co., Syracuse, New York, has 
advanced Harold E. Torell from sales 
manager of the mill supply division to 
vice-president and manager of that di- 
vision; Francis E. Swanson will assume 
duties as vice-president and manager 
of the construction division; and Earl 
B. MacDonald advances from sales 
manager to vice-president and manager 
of the machine tool division. 

Mr. Torell has been with the com- 
pany for 23 years and is active in the 
National Supply and Machinery Dis- 
tributors’ Association. Mr. Swanson 
has been with the company 19 years. 
He is an active member in the Asso- 
ciated Equipment Distributors. Mr. 
MacDonald is a member of the Ma- 
chine Tool Distributors. 


Bridgeport-Diamond Co. 
Buys Diamond Machine Co. 


John T. Kilbride, president of The 
Bridgeport-Diamond Machine Co., 
Stratford, Conn., recently announced 
that his firm has purchased The Dia- 
mond Machine Co. of Philadelphia 
from American Engineering Co. of 
the same city, and has moved the en- 
gineering and sales offices to 2362 
Main St., Stratford, Conn. 

The name “Diamond” will be con- 
tinued. It was originally applied to 
surface grinders and a full line of knife 
grinders for sheer blades, paper knives 
and tobacco knives. 


Peden Iron & Steel Co. 
Adances J. J. Caraway 


Jack J. Caraway recently was elected 
to the office of vice-president and sales 
manager of Peden Iron & Steel Co., 
Houston, Texas. 
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Beals, McCarthy & Rogers 
Names Weimert P. A. 


Three executives recently were ap- 
pointed to head various departments 
of the Industrial Supplies division at 
Beals, McCarthy & Rogers, distribu- 
tors at Buffalo, N. Y. George J. 
Weimert has been named purchasing 
agent; Edward J. Holsman has been 
named manager of the order depart- 
ment and John W. Williams manager 
of the Pricing Department. 


Mr. Weimert entered the employ of 
the firm in 1931. Since 1943 he has 
been assistant purchasing agent, work- 
ing under Eugene F. McCarthy, vice- 
president. Mr. Holzman joined the 
organization in 1913. Formerly, he was 
in charge of the company’s out-of- 
town order department. 





Formerly with a shipbuilding company, 
and a certified public accountant, Walter 
J. Calverley has “gone industrial” as secre- 
tary of Martin & Tumer, distributors of 
Wilmington, Calif. 


42nd Annual Banquet Held By Atkins Pioneers 


Four hundred members of the E. C. 
Atkins & Co. Pioneers Club recently 
held their 42nd Annual Banquet in 
Indianapolis, Ind. The Club was or- 
ganized in 1906 and has set the pat- 
tern for many similar clubs through- 
out the state. 

Principal speaker for the occasion 
was Elias C. Atkins, the company 
president and honorary president of 
the club. Among the new members 
welcomed by Mr. Atkins were the 
following: Edward J. Bornman, Earl 
Bradley, Chester Brown, Charles But- 
ler, Pietro Cavallero, Ray Demaree, 
Ray H. Fosgate, Leslie C. Garvin, 
Frank Masarchia, Ira Miller, D. B. 
Munro, Floyd Oberting, Herbert Ray- 
mond, Oscar Reeves, Artie Roark, 
















































New officers of the Atkins Pioneers Club (seated) and a group of new members 


Elmer Robertson, William E. Rollin- 
son, Lewis Sapp, Luther Switzer, Ar- 
thur Timpe, Paul Truman, Victor 
Valeski, Eddie Vespo, Ira Webster, 
Elvin Whittle. 

Officers for 1948 are: Henry C. 
Atkins, Sr., president in memoriam; 
Elias C. Atkins, honorary president; 
Scott E. Dill, president; George Pen- 
rod, vice-president; Fred Uhl, secre- 
tary; Emerson Baker, assistant secre- 
tary; Lloyd Beckwith, treasurer; 
William Weaver, visitor and John 
Sapp, retiring president. 

Officers of the ladies division, which 
has 49 members, are Mrs. Ann Sow- 
ders, president; Mrs. Charlott Men- 
denhall, vice-president and Mrs. 


Christine Limpus, secretary-treasurer. 






recently introduced, take time out from their preparations for the club’s annual 


banquet to pose for a picture. 
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Be Sure to Tell this Story in Every Plant! It will Mean Extra Sales for You 


Important News for 
ll Safety Committees 








Rule out wrench combinations that fall apart or 
separate under pressure. Sockets falling into gear 
boxes and set-ups damage magne, hold up @ protec. luc: 
tion — endanger workers. Blackhawk’s L 


locks combinations into one solid tool for safe nae 





Work like this requires rigid Blackhawk wrench com- 
binations to prevent sockets from yo and fame 
workers or lodging in machinery and causing damages 
and production stops. Selecting safe Beste 
Wrenches pays off! 


Cut your accident frequency rate—recommend thes 
Blackhawk LOCK-ON Wrenches be used. OCK 

ON clicks icks combinations solidly together and vents 
time-wasting trips to First Aid for skinned knuckles 
and similar injuries. 


LOOK FOR 
THE BUTTON 


AND THE 
EXCLUSIVE 
BUILT-IN 
THUMB RELEASE 


BLACKHAWK 


Thumb Release LOCK-ON 


Industry recognizes the value of detachable, interchangeable socket 
wrenches. But of special importance to safety committees is that 
Blackhawk Socket Wrenches have a special safety feature in LOCK-ON. 
Blackhawk sockets, handles and attachments lock together (as shown 
above) into a solid combination (plunger engages a hole and actually 
locks the socket to the handle)—and disengage only by Thumb Release! 
LOCK-ON eliminates the danger of combinations coming apart and caus- 
ing injuries, damages and costly delays. For safety’s sake, recommend 
that all socket wrenches have Blackhawk’s LOCK-ON. Blackhawk has 
a complete line of socket, open end, box type, and tension wrenches. 


A Product of BLACKHAWK MFG. CO., Dept. W-1758, Milwaukee 1, Wis. 


Always have Your Customers Specify 


BLACKHAWK 


SOCKET WRENCHES 
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ro sx: More Jacks. vou NEED THE ANSWERS 





Pumping away on all fours, 
or does a high raise get you 
down? Need a lift on jacks? 
Take a plunger on these 16 
questions, then trip back to 


Page 180 for the answers. 


1.Match the following types of 
jacks: 
(a) general purpose jacks 
(b) flange jack 
(c) journal jack 
(d) hydraulic jack 
(e) screw jack 
With the conditions below which 
each type matches most 
closely: 
C the load is carried on steel 
balls 
CJ) widely used by contractors, 
builders, shipyards, etc. 
Olideal for low, heavy. loads 
where work space is limited 
Qlused to open pipe lines to 
renew gaskets 
CJ for common lifting jobs rated 
under 20 tons 
2. Flange jacks have which of the 
following advantages to rec- 
ommend them for pipe work: 
CJ open joints quickly, even in 
cramped spaces 
Q protect flange faces 
QOleliminate vibration 
sparks 
Ci separate flanges evenly and 
without strain 
O maintain bolt-hole _ align- 
ment, an aid to insertion of 
the gasket. 
3. General purpose jacks can be used 
for which of the following: 
QO) chain lifting 
O straight lifting 
O shop lifting 
0 hook lifting 
CQ foot lifting 
C) pocket lifting 
4. The term “double-acting” in jack 
language, means: 
C the jack can be used for more 
than one kind of job 
Othe load is raised on both 
upward and downward strokes 
of the lever bar 
C the jack can be used for two 
jobs at once, with proper at- 
tachments 
5. Best lubricant to use on the rack 
bar (always excepting the 


and 
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toothed side) of the auto- 
matic lowering jack, is: 
C) vegetable fat 
C) graphite grease 
Oaxle grease 
C) elbow grease 
6.The “bell bottom” screw jack is 
so-named because: 
Cit is used extensively by the 
Navy 
Clits base is bell-shaped, the 
broader base making for 
sturdiness and safety 
Cit is hollow under the base, 
like a bell 
7. Where a low height jack with a 
high raise is required as, for 
instance, for trucks with 
pneumatic tires, recommend: 
C the universal automobile jack 
C) the carretarding jack 
C) the ball-bearing motor truck 
jack 
(the emergency car jack 
8. The cable reel jack is so named 
because: 
(it employs a cable as lifting 
mechanism 
Qit handles reels for winding 
cables 
Cit is used to lift cables into 
place for lashing 
9. Which one of the following type 
jacks would you recommend 
to move a bridge: 
QO inverted bridge jack 
QO geared automatic 
jack 
OQ) traversing base jack 
C generator controlled jack 
10.A worn piston in an industrial 
hydraulic jack is readily dis- 
covered by: 
Ol jack lowering under load 
CQ jack fails to lift or hold a load 
Oj jack leaks oil when lifting 
load 
11. Generally speaking, every hydrau- 
lic jack should be capable of 
sustaining the load without 
lowering less than: 
0 #-in. in four hours 
ZC }-in. in three hours 
Cj 4-in. in two hours 
12. Scored balls or races in the thrust 
bearing of a journal jack 
would indicate: 
Oload too heavy 
capacity 
CO improper positioning of brake 
sprin 
C foreign or hard substance in 
the grease lubricant 
Ollack of free movement in 
socket housing 


lowering 


for jack 
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13. The best fluid to use in the in- 
dustrial hydraulic jack is: 
C) glycerine 
CJ mercury 
C) brake fluid 
CJ dewaxed jack oil 

14. Jack stands are able to lift loads 
to: 

C) half their own height 
C) equal their own height 
CO) double their own height 

15. The track or trip jack is recom- 

mended for: 

C) universal purposes 

C) particular use in track or 
road service 

Q oil well drillers and contrac- 
tors 

16. Which of the statements follow- 
ing is true, which false: 

(a) No matter which jack you 
recommend, it will operate 
on one of three mechanical 
principles; lever, screw or hy- 
draulic pressure, 

O True. [J False. 

(b) The two types of jacks most 
commonly used in industry 
are the ratchet type and the 
hydraulic type. 

QO) True. O False. 

(c) The “toe lift’ on a car jack 
is so called because it en- 
gages the work at toe height, 
when necessary. 

QO True. O False. 

(d) The raise of the screw in the 
ball bearing motor truck jack 
is equal or over the height of 
the jack itself 

0 True. O False. 

(e) Hydraulic jacks may be used 
in a horizontal position, pro- 
vided the pump beam is 
above the release valve. 

0 True. [] False. 

(f) Automatic lowering jacks are 
jacks which can be ratcheted 
up and down, notch by notch, 
to raise or lower the load. 

0 True. O False. 

17. “Full lift” of the general purpose 
jack can safely be as much 
as: 

C1 4 its own height 
C 4rds its own height 
Ol equal to its own height 

18. Manually operated jac’; can be 
converted to motor opera- 
tion, for permanent or for 
temporary use, by employing 
motor attachments of various 
kinds and sizes, which are 
put out by jack makers. 

O True. O False. 








ntrac- 


llow- 


ae 
se 


you 
erate 
nical 
ir hy- 


most 
ustry 
| the 


be 
era- 
for 
ing 
ous 
are 


a 
3 
Ff 
a 
. 
hog 
* 
é 


AALEARS Saas 
NERRLALAS | 


idddidia 
Ny) yy 
P 


No product is any better than the quality of 
its fastenings. Your customers’ products are 
deserving of the very finest in threaded fas- 
tenings to give them the durability, strength 
and efficiency found only in the best products. 

“Chicago” screw fastenings have been 
building a reputation for the qualities that 
make better products for over 75 years. Every 
one is of the highest quality, manufactured 
from the finest material and unsurpassed for 
strength, accuracy and clean, true threads. 

The fine quality of these outstanding prod- 
ucts will help you solve your customers’ 
problems in the design, assembly or manu- 
facture of any product requiring threaded 
screw fastenings. 


Our merchandising policy is based 
on complete co-operation with the distributor—write for details 


WANAAAS 


‘. 


\ 


SAAS 


» 


¥ 


Socket Head Cap Screws + Socket Set Screws * Socket Set 
Screw Assortments + Socket Key Kits + Flat Head Socket Cap 
Screws + Stripper Bolts - Square Head Dog Point Set Screws 
Socket Pipe Plugs - Keys for Socket Screw Products 


Square Head Cup Point Set 
Fillister Head Cap Screws 
Milled Steel Studs 


Hexagon Head Cap Screws 
Screws + Headless Set Screws + 
Flat Head Cap Screws + Taper Pins + 
Semi-Finished Hexagon Nuts 
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DISTRIBUTORS A. E. Vaughan and J. R. Mino, Pattison STOP was the order when tools were shown in action. 
Supply, mect Jim Tate and Gilbert Nehoha (Dumore). Here’s an Ingersoll-Rand man putting on a demonstration. 


Distributors Stop, 


Thousands visit American Society of Tool Engineers’ Industrial Exposition 


FROM IOWA is C. H. Hall, Globe Machinery Co., who GETTING READY in the Aro Equipment booth are EF. E. 
is talking with V. L. Beckle and Ray Bowers (Wells Mfg.). Allen, J. W. Littleton, R. W. Morrison and W. H. Parke. 


RESTING with two Allen Mfg. men are two Triplex Supply VISITORS at the Osborn booth included Ellfeldt Machinery 
representatives, John Pauly and M. W. Mund. On the men, C. E, Wells and Warren Ricketson. They’re with 
ends are Henry Michgelson and Willis D. Hornet. I’. ‘T’. ‘Turner, J. G. Gammel and Norman Smith. 
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LOOK, B. M. Keogh (Cincinnati Tool) tells W. I. James, AND LISTEN to this, says A. R. Cranks (Threadwell) to 
Upton, Bradeen & James, Jim Gardner and I’. J. Loughlin. Richard P. Schraff and Roy J. White of Stearns Supply Co. 


Look and Listen at Tool Show 


in Cleveland; more than 300 manufacturers put their products on display 


ANSWERING QUESTIONS posed by two visitors are TOOLS AT WORK attracted visitors to the Sheldon Ma 
Frank Schwab and M. M. Muhlfelder in the Lempco booth. chine Co. booth. Iman Bellows explains the operation. 


FOUR CANADIANS watch C. L. Miller in the South Bend GETTING THE FEEL of things is W. H. Wilder (center) 
Lathe booth. All from A. R. Williams Machinery: R. E. of Lewis Sales. He’s in the Bay State Abrasive booth with 
Lawrence, Eric T. Brown, Ward Gilbert, A. L. Williams. E. H. Brister and George H. Smith. 


Next page, please— 
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WELL MANNED was the Carborundum booth when the WIDELY SEPARATED points are represented in the 
photographer passed by—even President H. K. “Tony” Benchmaster Mfg. booth. Shown are B. J. Moslo, Moslo 
Clark was there. Shown are W. M. Carson, Robert Orton, Machinery, Cleveland; J. K. Sutherland, Benchmaster, Los 
Mr. Clark, Eric Hellstrom, E. H. Hill and C. FE. Hawke. Angeles, and A. R. Williams, Williams Machinery, Ottawa. 


an 


IN CONFERENCE with two Standard Pressed Steel men, FROM INDIANA were these three Fort Wayne Pipe & 
R. N. Gruber and George Fredenburg, are J. B. Miller and Supply men who are talking with E. A. Howard in the 
Kenneth Miller of Mechanical Supplies and Bart McMullen Walker-Turner booth. The distributors are FE. II. Bengs, 
and Russ Keller of McMullen Tool. Flmer Mahrt, and IF, Harry Hageman. 


LINCOLN ENGINEERING CO. 


SYSTEMS 
es 
ry 


TROMATIC 


ATTRACTED by a new type saw, LAST MINUTE CHECK of equip- A DEMONSTRATION of a machine 
Ross W. Lappe and R. C. Goodwill ment is made in the Lincoln Engineer- in operation is given by R. D. Hough- 
of the Lappe Supply Co., stop for a ing booth. Shown are D. L. Ray, Al ton (right) and a colleague in the Rice 
second look. Woodland and T. V. Picraux. Pump & Machine Co. booth. 
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Nicuotson spares no care, expense or 


detail in making the most efficient Rotaries 
that file engineering and manufacturing can 
produce. Nicholson is equally interested in 
users getting the most out of them. The 
suggestions below should help you render 
valuable service to your customers—both in 
selecting the right shapes, cuts, and sizes for 
their needs and in supplying them at prices 
that give users unsurpassed values and give 
you a wide margin of profit. 


1. Move the file or bur at an even rate and pressure to 
avoid the “hills and dales” which will show up if an 
unsteady pressure is applied. 


2. The speed at which the file or bur can be driven depends 
to a great extent on its diameter. The smaller it is, the 
faster the speed. (We will be glad to meet your request for 
charts of approximate speeds of high-speed steel Rotary 
files and Ground Burs and Carbide Ground Burs for 
general applications.) 


3. Be sure to use sharp files or burs. Never overlook the 
fact that the operator’s time is the big cost item, and that 
he needs well-sharpened tools. (Nicholson provides an 
excellent sharpening service for burs and a convers:on 
service for making burs from worn Rotary files.) 





4. Use a short grip on the shank for accurate control, and 
a longer grip for reaching out-of-the-way places. Although 
the standard length shanks will do the majority of jobs, 
other lengths can be secured for special cases. 


5. Normally, medium cut files and burs will give sufficient 
stock removal and acceptable finish to meet most needs. 
However, if heavier cutting or stock removal is required, 
coarse cut should be used; and, correspondingly, the fine 
cut should be selected if a very smooth finish is required. 


6. Excessive pressure shortens bur life and does not materi- 
ally add to stock removal. Use a firm pressure and allow 
the tool to do the cutting. Start using a new bur at fairly 
slow speed, increasing rate gradually as bur is broken in. 


NICHOLSON FILE CO. ¢ 91 ACORN STREET * PROVIDENCE 1, RHODE ISLAND 


(In Canada, Port Hope, Ont.) 
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Filling orders promptly is the kind of service your customers 
appreciate. Winter Brothers help you fill orders quickly by main- " Muays - ¥ 2 
/ . 
taining supplies of Winter Taps and Dies across the nation. Your Senutce’ Aap 


Winter Brothers advertising in leading business 


Complete stocks are carried at branch warehouses in Detroit, 


Chicago, and San Francisco, as well as at the Winter factory in ubtications points out that Winter distributors 


eis , , f Winter taps. Wint 
Rochester, Michigan. Recommend Winter Taps with confidence, ‘""Y © <omplete stock of Winter taps. Winter 
Brothers are proud of their distributors and 


knowing you can supply them quickly. their excellent record of customer service. 


@ % 
inter Brothers company RAR 
ROCHESTER, MICHIGAN, U.S. A. ¢ Distributors in Principal Cities* A Division of ‘ 
the National Twist Drill and Tool Company e Branch Stores: Detroit, Chicago, Son Francisco oy i Pree j = R 
Winter Taps and Dies are made in a wide 
variety of styles, including hand, chip driver, 


machine screw, nut, tapper, pulley, and 


‘ pipe taps—in high speed or carbon steel. 
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IS BUILT INTO 


NATIONAL METAL CUTTING TOOLS 


Destrbuter™ 


Every National ad in general business 
magazines advises readers to “call your 
distributor for cutting tools or any other 
staple industrial product.’’ For years 
National has recognized the important role 
of the industrial distributor in stimulating 
production efficiency. 


IN THIS GREAT NEW PLANT 


You and your customers can depend on the quality of National 
tools because only the best materials and methods are used in 
their manufacture. National’s great new plant at Rochester, 
Michigan, is a model of its kind. It combines modern manufac- 
turing facilities with traditional engineering skill, to assure your 


customers better tools for better performance. 


[ATIONAL rwrsr pri AN Toot company 


ROCHESTER, MICHIGAN, U. S. A. tap and Die Division—Winter Bros. Co. 


Distributors in Principal Cities » Factory Branches: New York + Chicago + Detroit +» Cleveland + San Francisco 


National’s complete line of rotary metal 


cutting tools includes high speed or carbon 


steel Twist Drills and Reamers,. and High 
Speed Steel Milling Cutters, End Mills, Hobs, 


Counterbores, and Special Tools. 
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FOR THE DISTRIBUTORS: Everett Addoms, Charles H. 
Besley Co., Chicago; Wendell Clark, Samucl Harris Co., 
Chicago; Frank Cruger, Indiana Mfg.’s Supply Co., Indian- 
apolis; Joseph E. Waltz, Waltz-Dettmer Supply Co., Cincin- 
nati, Oscar Iber (standing), O. Iber Co., Chicago, acted as 
moderator. 


FOR THE MANUFACTURERS: scated: William W 
French, Dodge Mfg. Corp.; R. P. Melius, The Delta Mfg 
Co.; F. J. Tone, Jr., The Carborundum Co. Standing: J. A 
Proven, Sterling Tool Products Co., chairman, and J. Tatc 
The Dumore Co., moderator. R. M. Johnson, Norton Co 
(not shown)—also spoke at the morning session. 


260 Attend Chicago Regional Meeting 


MINNESOTA DELEGATES included H. G. Brown, 
W. P. and R. S. Mars Co., Duluth; Russ Duncan, R. C. 
Duncan Co., Minneapolis; and R. S. Mars, Mars Co. 
They're with Earl Owen, The Dumore Co. 


AT THE LUNCHEON: Sam Clark, Samuel Harris Co., 
Chicago; Walter Haskins, L. S. Starrett; Harold Mooney, 
Watkins, Inc., Wichita; R. M. Johnson, Norton Co., E. Leon 
Watkins, Watkins, Inc.; W. B. Dunham, Russell Burdsall & 
Ward, and J. C. Berthiaume, Nicholson File. 


A NET PRICE discussion between Everett Addoms, 
Charles H. Besley Co.; Walter Kemphert, Worthington 
Pump & Machinery Co., and H. H. Holinstat, C. L 
Gransden Co., Detroit. 


AT THE COCKTAIL HOUR: Leonard Rhodes, Lyon 
Metal Products Co.; Joseph Hager, Grand Rapids Supply 
Co.; A. J. Peterson, Stanley Electric Tools; Arthur Grover, 
Grand Rapids Supply Co., and Frank J. O’Laughlin, Com- 
mander Mfg. Co. 
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SIMONDS “Red Back” Machine 
Knives 


Ris, 


SIMONDS Wide Band Saws 
and Band Resaws 


SIMONDS “Red Streak” Flat 
Ground Stock (Oil Hardening) 


BRANCH OFFICES: 1350 Columbia Road, Boston 
27, Mass.; 127 S. Green St., Chicago 7, Ill.; 416 
W. Eighth St., Los Angeles 14,Calif.; 228 First St., 
San Francisco $, Calif.; 311 S. W. First Avenue, 
Portland 4, Ore.; 31 W. Trent Avenue, Spokane 
8, Wash.; Canadian Factory: $95 St. Remi St., 
Montreal 30, Que. 


FOR METAL, 


SIMONDS “Red End” Hacksaw 
Blades for Hand and Power Use 


s 


‘UNUA 

SELLS 

ONLY 
THROUGH 


DISTRIBUTORS 


When your Customers use 
( : ) { 
‘ L\ \ ( LX ) , 
they stay in the Highlands 
of Consistent Cutting Efficiency 





SIMONDS Inserted-Point Circu- 
lar Woodcutting Saws (also In- 
serted-Tooth, Solid-Tooth and 
Segmental Metal-Cutting Saws) 


SIMONDS “Crescent-Ground”’ 
and General Purpose Crosscut 


SIMONDS “Red Center” Solid- 
Tooth Circular Wood-Cutting 
Saws 


SIMONDS 


‘SAW AND STEEL <a 
FITCHBURG, MASS. 


Other Divisions of SIMONDS SAW AND STEEL CO. 





WOOD, PAPER, 
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PLASTICS 











NEW PRODUCTS 





POSSIBILITIES 








binder include snub-nose, high-alloy, 
drop-forged steel hooks easy to attach 
to the chain; swivels made for heavy 
duty and guaranteed not to pull apart; 
double eye-beam construction on both 
sides of new, wider, heavier jaws; and 
mouth reinforced with new tie-bar 
construction that prevents spreading 
up to 16,000 Ib. test on Model DF] 
and up to 20,000 Ib. test on Model 
DF2.—Durbin-Durco, Inc., St. Louis, 
Mo.—Industrial Distribution, May 
1948. 














Four-Speed Jig Saw 


Tension Can Be Varied 
While Machine Operates 


Four speeds, a patented tensioner, a 
new blower and a new saw guide are 
a few of the features of a new 24-in 
jig saw which incorporates a new drive 
mechanism. Able to operate at 
600, 900, 1250 and 1740 rpm, the 
patented tensioner minimizes blade 
breakage. The new blower insures 
constant air pressure at all speeds. 
The saw guide is adjustable to all 
thicknesses of material, permitting 
clear view of work at all times. Table 
area, 16-in. by 123-in., and the table 
tilts to 45-deg. Throat capacity is 
24-in. and the reciprocating type 
drive insures smooth operation free 
from vibration.—Walker-Turner Co., 
Inc., Plainfield, N. J.—Industrial Dis- 
tribution, May 1948. 


Load Binder 


Maximum Strength, Minimum 
Weight; Safe Performance 


A greatly improved, reinforced load 
binder is said to offer users maximum 
strength, minimum weight and safe 
performance, and features “Never- 
Spread Mouth”, which gives added 
strength at the point of greatest strain. 
Construction features of the new load 
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Hand Truck 


Speeds Pick Up, Delivery 
And Eases General Handling 


The load on a new hand truck can be 
stacked high due to frame design, thus 
reducing foot travel for the operation. 
It speeds pick up, delivery and gen- 
eral handling, and travels swiftly and 
smoothly. Its specifications include: 
it’s full welded of l-in. high carbon 
tubular steel construction; truck is 
49-in high, weighs only 29 Ib; the 
width of the nose is 14-in., its depth, 
74-in. It is equipped with stair glides, 
the wheels are ball-bearing mounted, 
and are fitted with 6-in. by 2-in. stand- 
ard semi-pneumatic tires. The truck is 
painted safety-yellow.—Bond Foundry 
& Machine Co., Manheim, Pa.— 
Industrial Distribution, May 1948. 
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Sump Pump 


Principle Of Top Suction 
Subject Only To Static Pressure 


Designed to overcome one of the most 
common causes of pump failure— 
breaking of the pump shaft seat be- 
cause of water pressure—a new sump 
pump known as the VP-4, embodies a 
new principle, “top suction.” Because 
of this feature, the oil seal of the pump 
is subjected only to static pressure 
from depth of immersion # 2 the 
pump is not in operation. When the 
pump operates, water cannot reach the 
oil seal on the air motor. The pump is 
operated by a powerful vane-type air 
motor. The pump impeller, of the 
closed type, is made of exceptionally 
hard, abrasion-resistant alloy. The 
pump is light in weight and easy to 
move from place to place.—Gardner- 
Denver Co., guiney: Tl].—Industrial 
Distribution, May 1948. 


Hard-Surfacing Electrodes 


Designed For High Resistance 
To Abrasion, Impact, Etc. 


A new group of hard-surfacing elec- 
trodes, named “Hartop,” cover the 
Rockwell C range of from 35 to 63 
(as deposited). There are four elec- 
(Continued on page 140) 
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CONSISTENTLY ADVERTISED 
TO YOUR CUSTOMERS 


In addition to manufacturing the world’s most 
complete line of wrenches, Williams also offers 
a wide assortment of daily-used and frequently- 
replaced shop tools and accessories. For well 
over half a century, Williams has provided 
Industrial Distributors with a profitable line of 


high quality drop-forged tools and specialties. 


(This standard signature appears in all Williams advertising) 


J. He. WILLIAMS & CO., BUFFALO 7, N.Y. Qistetbulirs Goeryuhore 
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...to help you sell 
Bassick Casters 


Now, through regular advertising in 
the saTURDAY EVENING post, Bassick is 
reaching millions of new readers all 
over the country — building up ever- 
increasing mass-acceptance of Bassick 
Casters among a vast audience that in- 
cludes many of your own customers. 


Also, Bassick’s extensive 1948 adver- 
tising campaign in MILL AND FACTORY 

. FACTORY. . . PURCHASING . . . AVIA- 
TION MAINTENANCE . . . FLOW . . . MOD- 
ERN MATERIALS HANDLING . . . MODERN 
INDUSTRY . . . DISTRIBUTION AGE. . . IN- 
DUSTRIAL EQUIPMENT NEWS . . . NEW 
EQUIPMENT DIGEST . . . Means concentrated 
coverage of caster-buyers throughout 
industry. 


In this nation-wide presentation of 
the Bassick sales story, remember that 
you — as a Bassick distributor — can 
count on getting due emphasis as the 
logical source of prompt, economical 
service. That's sound, mutually profit- 
able business procedure . . . and a key 
factor in Bassick advertising. THE 
BASSICK COMPANY, Bridgeport 2, 
Connecticut. Division of Stewart-Warner 
Corporation. Canadian Division: Stewart- 
Warner-Alemite Corporation, Ltd., 
Belleville, Ontario. 


Making more kinds 
of Casters>"" 


Making caster 


ACROSS THE BOARD” 





New Products 


_ (Continued from page 138) 





trodes in the series: Brown, green, red 
and yellow. The brown provides a 35 
to 40 Rockwell C. hardness and is for 
welds subject to angular shock and 
abrasion. The green is designed for 
high resistance to impact and abrasion 
and provides Rockwell C hardness 45 
to 50. The red is for severe impact and 
abrasion and is excellent wearing with 
high resistance to shattering impact. 
Rockwell C hardness is 50 to 55. The 
yellow, with a Rockwell C hardness of 
58 to 63, resists abrasion and deforma- 
tion caused by weight and impact. A 
feature of all four of the electrodes is 
their easy, stable arc.—Harnischfeger 
Corp., Welding Division, Milwaukee 
14, Wis.—Industrial Distribution, 
May, 1948. 











Collet Chuck 


A Precison Tool Of Steel 
Equal Collapse And Grip Power 


A vise like grip which eliminates all 
twist or distortion is provided in a new 
collet chuck, a precision tool made 
from steel. Collets slotted at both 
ends allow equal collapse and _grip- 
ping power throughout its length. De- 
signed for safe operation, there are no 
projections to catch or injure tools 





Precision—Strength—Service 


b. 
User Benefit—A Sales Ad- 
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N the panel above are listed 
| the headlines used in our 1947 
advertising. They really mean a | 
lot to you now when you go after 


1948 business in the face of stiff 
competition. The extra heavy weight of MORGAN 


Vises and the even distribution of this weight makes , 
“ Essential tools that make 

them practically unbreakable under toughest conditions. good business 

They retain their original precision and accuracy after 

years of severe service. MORGAN Vises help to keep 


production flowing uninterruptedly while keeping costs 


Important equipment in to- 
day’s industrial set-up 


Today’s need builds tomor- 


at a minimum and they need little or no maintenance. : hs 
row’s selling markets 


You can’t miss on good profits. We always urge our 





industrial users to buy through their local distributor. 


Steel Made in these types 
ower @ Machinists’ Bench * bt agp 

—* a @ Quick Action 
es al @ Combination Pipe @ Solid Nut Continuous 
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@ Heretofore, folks in food industries had to look in 
several places to find what is now all in one product 


- KANRY-TEX 

. . that’s KANRY-TEX 
Resists moisture, alkali, fats and oils 

. that’s KANRY-TEX 


Washable with live steam, hot water 
or sterilizing agents . . . that’s KANRY-TEX 


Long lasting and economical. . . that’s KANRY-TEX 


We’d like to tell you more about the 
advantages of KANRY-TEX 
We’re sure you'll be interested for many practical reasons. 


Write today. 


Imparts no odor or taste 









INDUSTRIAL DISTRIBUTION © MAY, 1948 





or fingers. Turning may progress right 
up to the collets without sacrifice of 
safety. The collet chuck will not mar 
the work, and provides an even, form 
fitting, viselike grip with a simple 
twist of the chuck sleeve. The chucks 
are available in two spindle sizes: No. 
201, l-in. arbor hole, 8 threads per 
in.—No. 202, 14-in. arbor hole, 8 
threads per in. The chuck can ac- 
commodate seven sizes of round stock 
and are supplied with three double- 
end collets—H. F. Martin, Milwau- 
kee 12, Wis.—Industrial Distribution, 
May 1948. 





Masonry Drills 


They’re Carbide Tipped 
For Use in Stone, Tile, Etc. 


Carbide tipped masonry drills with 
new spiral flutes (which have proved to 
be of great aid in carrying dust out of 
the drilled holes, especially in deep 
hole drilling) now are available in all 
sizes from xs-in. to 14-in. dia. The 
drills are especially adaptable for use 
in concrete cement, brick, clay, marble, 
stone, tile, glass, and all types ot 
masonry materials. Other sets are 
packaged in a durable tool-kit roll 
having transparent plastic pockets. 
The sets can be carried in the tool box 
without damage to the drills.—Chi- 
cago Latrobe, Chicago 10, Ill.—Indus- 
trial Distribution, May 1948. 


Improved Puller 


Light And Sturdy; 
It’s Operated With One Hand 


Lighter and sturdier than its predeces- 
sor, a new improved model puller also 
has a more streamlined appearance. 
The 7 ton model, for example, weighs 
only 13 Ib. and can be carried with 
ease. It will lift or pull at any angle 
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-LE-FORGE stock drill 






Gives Big Increase 







Ri 
. in Performance 





























@ CLE-FORGE High Speed Drills had been giving 
good performance on this job—drilling holes 1%” deep 
in cast iron at 80 f.p.m., with an average of 245 holes per 
grind. One of our Service Representatives, how- 
ever, believed that even better results could be obtained 
by using another type of CLE-FORGE High Speed Drill 
(also a stock item). By following his recommendation 
the average number of holes per grind was increased to 312. 

Cleveland Service Representatives are trained to 
help you increase your production and reduce your 
costs. Contact our nearest Stockroom, or... 

Telephone Your Industrial Supply Distributor. 





a 





THE CLEVELAND TWIST DRILL CO. 

1242 East 49th Street Cleveland 14, Ohio 

Stockrooms: New York 7 * Detroit 2 + Chicago 6 * Dallas 1 + San Francisco 5 
Les Angeles 11 + London W. 3, England 






ASK YOUR INDUSTRIAL SUPPLY DISTRIBUTOR FOR THESE AND OTHER CLEVELAND TOOLS 


“CLEVELAND” DISTRIBUTORS EVER WWHERE 
are ready to serve you! 
ay \ 


This advertisement reaches your customers who read the leading magazines in the metal-working field. 
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BRU NER 


SINCE 1906 


*Tain’t so you say but consider this: 
However you employ refrigeration 
units in manufacturing processes 
or air conditioning it is not unusual 
for the actual refrigeration unit to 
account for 15% or less than the 
total installation investment. Now 
think of this: The entire usefulness 
of such investment is wholly de- 
pendent upon the service rendered 
by the refrigeration unit. 


Give that 15% first consideration. 


. REFRIGERATION 


helps you serve better 


Check and compare design, type, de-. 
livered efficiency, service-life, ac- 
cessibility, maintenance...profit by 
the experience of others... it costs 
less to be sure before you specify. 
Call your local Brunner representa- 
tive.* His experience can be most 
helpful. 


*W rite us for his name and phone number. 


BRUNNER 
MANUFACTURING CO. 


Utica 1, New York, U.S.A. 

















SINCE 1906 





eS. 


AND WATER 
COOLED MODELS 
V4 HP. TO 25 HP. 
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and eliminates slow and often dan- 
gerous makeshift methods. Fewer 
parts are used, and lifting mechanism 
and method of operation have been 
improved. The use of aluminum 
alloy castings for the housing, cover 
and handle has effectively reduced 
weight. Lift wheel and ratchet are 
of high carbon steel, accurately ma- 
chined and heat-treated to provide 
long life. The “up” and “down” but- 
ton has been replaced by a trigger on 
the handle to permit more conven- 
ient one-hand operation—Chisholm- 
Moore Hoist Corp., Tonawanda, N. Y. 
—TIndustrial Distribution, May 1948. 








¥° 








Impact Wrench 


Nominal Capacity 5-in. Bolts 
No Springs, Gears or Clutches 


Air-operated and without springs, 
gears, clutches or complicated devices, 
a new impact wrench has a nominal 


(Continued on page 148) 








. FURNISH THE STEEL 


If you or your custumers can supply us with 12 

to 24 gauge sheet steel, we will buy the steel 

from you and ship pound for pound... 

EITHER 

... LYON standard products—any selection of 

items in production (see partial list below)— 

at regular published prices... 

OR 

. . . your customers’ assemblies, subassemb- 
the lies, parts, etc., for their product—to their spec- 
wan ifications — in an even wider range of gauges 


num —8 to 30. 
TRE RE REREUSLEREERETLEL ELSE OOO C0808080888888S8 


dan- 


. WILL MAKE 
THE PRODUCT 


A PARTIAL LIST OF LYON PRODUCTS 


@ Shelving @ Kitchen Cabinets @ Filing Cabinets © Storage Cabinets ¢ Conveyors © Tool Stands @ Flat Drawer Files 

© Lockers ¢ Display Equipment ¢ Cabinet Benches © Bench Drawers © Shop Boxes @ Service Carts © Tool Trays ¢ Tool Boxes 

¢ Wood Working Benches © Hanging Cabinets Folding Chairs © Work Benches © Bar Racks ©® Hopper Bins © Desks © Sorting Files 

» Economy Locker Racks © Welding Benches © Drawing Tables © Drawer Units © Bin Units © Parts Cases © Stools * Ironing Tables 


sere, 
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WITH ITS 


- @*. 


Srraicut AND STALWART, every factory 
stack is a towering symbol of man’s faith in the future 
... industry’s confidence in its ability to create and to 
expand production for better living and a richer world. 

With confidence like that, Roebling has pioneered 
in developing and making an extraordinary range of 


products indispensable to industry. And the confidence. 
that its products and engineering skill have earned in 
every industrial field is one of Roebling’s most valued 
assets. Every Roebling employee is striving to safe- 
guard that confidence by making products and ren- 
dering services that are of maximum utility to you. 


THESE “THREE R’S” BUILD BIGGER SALES 


CONFIDENCE IN YOU, in Roebling and the rope itself . . . 
that’s the one big reason your customers buy Roebling wire rope. 
But more than that, Roebling constantly backs you up with 
“three R’s’’. . . three fundamental helps to bigger sales: 


ROEBLING ADVERTISING... forceful, informative, resultful 
.. « pages, double pages in color in America’s most widely read 
business and trade papers . . . directed straight at the more than 
half-million men who use, specify or buy wire rope and fittings. 


RROEBLING ENGINEERING ASSISTANCE that helps in 
selecting the right wire rope for the job . . . that teaches its proper 
use and maintenance . . . that creates satisfied customers and opens 
the rvad to repeat orders. 


ROOEBLING WAREHOUSES located within your easy reach 

. assuring the prompt delivery service essential to many an 
order and a/ways an important factor in building and maintaining 
customer good-will. 


JOHN A. ROEBLING'S SONS COMPANY 
TRENTON 2, NEW JERSEY + Branches and Warehouses in Principal Cities 


% WIRE ROPE AND STRAND * FITTINGS 
% SLINGS %* SUSPENSION BRIDGES AND CABLES * AIRCORD, 
AIRCORD TERMINALS AND AIR CONTROLS *% AERIAL WIRE 
ROPE SYSTEMS * ELECTRICAL WIRE 
AND CABLE * SKILIFTS %* HARD ANNEALED OR TEMPERED 
HIGH AND LOW CARBON FINE AND SPECIALTY WIRE, 
FLAT WIRE, COLD ROLLED STRIP AND 
COLD ROLLED SPRING STEEL * SCREEN HARDWARE 
AND INDUSTRIAL WIRE CLOTH * LAWN MOWERS 


A CENTURY OF CONFIDENCE 





HY PRO) 


“Sustained TAP Clecuracy’ 


assures 


STRONGER FASTENINGS 


HY-PRO Taps stay accurate longer to produce threads 
with uniformly close tolerances. This SUSTAINED 
ACCURACY effects stronger, tighter, more enduring 
fastenings that resist the loosening action of vibration. 
When tapped with SUSTAINED ACCURACY, your 


threaded parts will give longer, trouble-free service. 


HY-PRO Taps provide definite production economies 
because they stay on the job longer . . . require: less 
sharpening . . . produce more accurately threaded 
holes per tap. Competitive tests on the job prove this 
economy aids in offsetting high labor costs through 
greater production. 


Specify HY-PRO Taps for High Production at Less 
Cost! Their stamina and precision assure every. tap 
user of definite economies, plus sustained accurate 
threading on the toughest or the most meticulous 
assignment. Effect these savings and efficiencies in 
your tapping operations NOW! 


CE AKERAAAAAAAAMOESD 4444907 


If you are troubled by ‘‘Threadaches"’, consult our 
Engineering Department. A thorough diagnosis will 
be made and a treatment prescribed by specialists 
with an enviable record of cures. Just send the symp- 
toms in detail. Prompt recommendation for treatment 
will be forwarded. 








Ground Thread Taps 


Send your name to receive the HY-PRO Stock List, 
mailed bi-monthly on request. 


Many Special as well as Standard taps in stock for 
prompt delivery. 


ORDER THROUGH YOUR DISTRIBUTOR 


TWA-)-lols ole) Melon 


New Bedford, Mass,U:SA: 
A Subsidia Uy of Continental Screw Co. 
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capacity of g-in. bolts. It has ample 
power also to set nuts that ordinarily 
require nut setters many times its size 
and weight. The impacting mecha- 
nism is direct and simple. An air 
motor of the rotary type furnishes the 
speed and power for fast nut running. 
By means of a simple built-in torque 
regulator, power is readily adjusted to 
torque requirements of the individual 
job. Length of the new impact wrench 
is 8§-in. overall; net weight, 9 lb.— 
Keller Tool Co., Grand Haven, Mich. 
—TIndustrial Distribution, May 1948. 


Indicator Calipers 


Of Stainless Steel; 
Make Measuring Easy 


A new design in indicator calipers, 
having hollow legs, one of which en- 
closes a spring actuated hand, is said 
to make accurate measuring easy. ‘The 
pointer end of the hand comes to the 
outside through a slot in the leg and 
sweeps across the indicator marks when 
pressure is applied to the opposite end 
of the hand. The construction prevents 
easy damage or interference with the 
use of the calipers in close quarters. 
In use the caliper is adjusted to bring 
the pointer of the indicator hand to 
the zero mark. As the pointer moves 
about twenty thousandths of an inch, 
for every one thousandth of the con- 
tacting point a variation of even a 
fraction of a thousandth is readily 
noticed. By setting the inside caliper 
with an ordinary outside micrometer, 
an extremely accurate measurement 
can be made. The calipers are packed 
each in a strong box suitable for carry- 
ing in the tool kit, and are made in the 
4-in. size—Woodworth Specialties 
Corp., Binghamton, N. Y.—Industrial 
Distribution, May 1948. 








THE MARK OF QUALITY- —_—-—»p 


Perfect Control over 
High Pressure 
Excessive Vibration 


WITH 


Cumilo Fittings 


With Weatherhead Ermeto fittings, 
tubing can be connected quickly 
and easily without flaring, thread- 
ing, welding or soldering. 


Ermeto connections hold beyond the 
burst strength of the tube itself — 
withstand excessive vibration with- 
out loosening. 


Your Weatherhead jobber has 
Ermeto fittings in a wide range 
of types and sizes. 


| ate Ca ae 


me Weatherhead 


ea a’ oo ee On ee 


PLANTS AT CLEVELAND, OHIO #© ANGOLA, INDIANA @ COLUMBIA CITY, INDIANA 
HOUMA, LOUISIANA ¢ ST. THOMAS, ONTARIO,nCANADA 
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THE LATEST WORD IN 
ELECTRIC HOISTS eco Ratcheting Device 


SLICK AS A Simple, Positive-Acting, 


Built For High Torque Strength 


Any 3-in. drive socket wrench handle 

| or attachment can be converted into a 

_ ratcheting device with a new tool, 

& known as the Ratchetor. Designated 


as No. 5447, the tool has a 4-in. square 
plug with ball-check for holding a 


socket wrench, a 4-inch square 
> a Safe. Fast. Dependable. Rugged. opening for insertion of a handle or 
The now. FORD Whippet te & winner tn tte lacs. ‘Buillt attachment, and a reversible ratchet- 


ing mechanism. Intended mainly for 
for production service. We believe there is no finer use with a hinge handle, a hinge han- 


electric hoist made today. Whip many material han- dle plus extension, a speed handle or a 


a , _ torque wrench, it can be used with 
dling problems with a new FORD Whippet. One-fourth other non-ratcheting handles. The 34 


to one ton capacity. Write today for a copy of illus- ratchet teeth provide positive engage- 
trated folder DH-1325. ment every 104-deg. The reversing 
lever acts directly on a pawl, eliminat- 
ing a separate cam mechanism and the 
possibility of misalignment and mal- 
function.—Plomb Tool Co., Los 
Angeles 54, Calif—Industrial Distri- 
bution, May 1948. 











FORD Chain Block Divi- 
sion also offers a wide 
range of high quality 
spur-gear, screw and 
differential hoists— 
other special hoisting 
equipment. 


Powered Chain Tong 


Portable Unit 
FORD CHAIN BLOCK DIVISION It Turns And Holds Work 


AMERICAN CHAIN & CABLE 


A portable power unit, operating on 
the principle of a powered chain tong, 
is designed to turn and hold work in 





In Business for Your Safety 
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‘WHEREVER 


TUBING 
IS USED 


... IMPERIAL 


HAS THE FITTINGS 


Whenever your customers use copper, steel, alu- 
minum or other thin-wall metal tubing, look to 
Imperial for the tube fittings! For in the broad 
Imperial line you'll find the right fitting for vir- 
tually every tubing connection job. There are 
over 1500 sizes, types and styles to choose from. 
And to speed tubing work Imperial has the tools 
to go with them—for cutting, flaring, bending, 
swedging, reaming, etc. A great combination 
that makes it easier to do faster and better work 
—means extra business for you. 


eatin tied: 
oo gt y 
cess 


For All Kinds of Tubing ... . There are Imperial 
Fittings for use with all types of seamed and 
seamless metal tubing, including copper, alumi- 
num, thin-wall steel, Monel, stainless steel, etc. 


To simplify the selection of tube fittings 
Imperial recently published a series of 
Basic Data Sheets on tubing connec- 

tions. These sheets tel! how to rec- 
ognize the various types of fittings 
—tubing with which each is used— 
typical applications — advantages 
of each fitting—and stock fittings. 
Large color illustrations show each 
fitting before and after assembly. 
Ask for Bulletin 345. For tools, 

ask for Folder 347. 


IMPERIA 


COMPRESSION FITTINGS 


ae 


Widely used for connecting gasoline, oil, vacuum 
and air lines and for other low and medium pres- 
sure applications because of their efficiency and 
simplicity. 


FLARE FITTINGS 


Make joints that will withstand high pressures 
and severe tensile pull without failure. Pioneered 
by Imperial. 


HI-DUTY FITTINGS 


Protect against vibration breakage. No flaring 
necessary. A 2-piece coupling — exceptionally 
easy to assemble. Extensively used on machin- 
ery, tractors, power units, general purpose work. 


FLEX FITTINGS 


ce 


Ideal for applications where there is consider. 
able vibration, minor tube movement, or possi- 
bility of mechanical shock. Can be used in place 
of flexible lines in many instances. 


INVERTED FLARE FITTINGS 


Used for automotive and general purpose work 
—low, medium and high pressure. 


Pioneers in Tube Fittings 
and Tube Working Tools 


THE IMPERIAL BRASS MFG, CO., 511 South Racine Avenue, Chicago 7, Iilinois 
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welding shops, pipe yards, industrial 
plants, boiler shops, in oil fields, utility 


lef these sales-makers plants, etc. Usually, the work is 


mounted on rollers. The unit, thers- 
fore, carries little or no weight but will 
turn round, nearly round or hexagonal 


make sales ror you! objects up to 30,000 Ib. in weight, 
e 


The circumferential speed range is 
from three to 26-in. per minute. In 
production work, an adjustable roller 
fixture is used, the object resting on 
the rollers and the power unit turning 
one of them.—Kimmont Mfg. Co., 


1. THE NEW iii | Los Angeles, Calif—Industrial Distri- 
VICTOR WALL CHART twita =| bution, May 1948. 


You’ve got a powerful sales mag- 
net when you hang the new 
Victor wall chart behind your 
counter, or distribute it to indus- 
trial plants in your area. It shows 
your customers in a second just 
which hand, band, or power 
blade to use with any type of 
material. It gives them helpful 
hints on the correct use and 
care of blades. Attractively 
printed in two colors, this 
highly useful chart measures 
17 by 22 inches. It is absolutely 
free, imprinted with your 
company name and address 

in quantities of 50 or more. 








a eT ee ne 
Cie BLADES 


2. THE COMPLETE ane 


Se 


VICTOR LINE Gi a 


A blade for every job a _— : x 
hack saw or band saw can pannnnne POWER BLADES Saxe 
do means a sale to every . it ; 

blade prospect—and that’s bie St: Spiral Band Saw 
what you get when you’ f , . ‘ 
stock the complete Victor : Cuts In Any Direction 


line. They are long-last- . eat: Without Turning the Work 
ing, fast-cutting blades, A. ae 


too, that will bring you The spiral blade of a new band saw 
tops in customer satisfac- 


: ; : will cut in any direction without turn- 
i apne eapees aren. ; ing the work, and design cutting with 
the saw is not limited to the depth 
of the throat. With the spiral blade, 
circles, border pieces, and intricate de- 
signs are handled easily regardless of 
the length of materials used, by merely 
guiding the work along the lines of 
the design without revolving the work. 
Where, previously, a routing machine 
was necessary, the new tool will pro- 


d cact duplicati f num- 
Such a proved promotion piece backed by such a proved line will be a0 ppc "Hentica) am te . a 
a powerful stimulant to your blade sales. Act now to put both of ter pattern. Anything that one can 
them to work for you. Write today for your free supply of charts, draw, can be sawed with the new 
specify imprint desired. @® 3377 blade. In constant contact with the 


material, the spiral blade slices the 
work at a continuous cutting angle. 
Therefore, less motor power is re- 
quired. A handy, bench size, the saw 
SAW WORKS, INC. is 36-in. high with a 12-in. throat. 
Four different speeds are possible with 

MIDDLETOWN, N. Y., U. S. A. \ 


BAND SAWS 





the four-cone pulley.—Tyler Mfg. Co., 
a sD GS AR ea Santa Monica, Calif—Industrial Dis- 
MR itis hd oaver Baseatat areola toc tribution, May 1948. 
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Am field reports and authentic user surveys indicate that on 
many installations Preformed wire rope has a longer service 





life than non-preformed or standard type. 

But longer life is but one of the advantages of Preformed. A Preformed 
wire rope is also easier and safer to handle. And here’s why: 

In Preforming, the wires and strands are scientifically pre-shaped to the 
exact helical positions they will assume in the finished rope . . . thus assuring 
freedom from internal stress. 

This freedom from liveliness or twistiness makes your more flexible Pre- 
formed rope less likely to kink . . . enabling you to rig it more speedily . . . 
with less time out for repairs and replacements. Furthermore, when your 
Preformed rope becomes worn, broken wires lie flat and in place. They do not 
unravel, porcupine or protrude jaggedly to damage adjacent lines or injure 


your workmen. 


FOR PREFORMED CONSTRUCTION PLUS UNVARYING QUALITY STANDARDS 





As the world’s largest supplier of wire rope, we can furnish either Tiger 
Brand Excellay Preformed or Non-preformed Rope. There are many 
applications where our Excellay Preformed can improve service . . . 
where the increased service of Excellay more than pays for the in- 
creased cost of Preformed rope. If there is any question, our engineers 
are at your service. Our aim is to supply the most desirable rope for 
any service you have. We welcome your inquiries. 


IMMEDIATE DELIVERY — All types and sizes 


AMERICAN STEEL & WIRE COMPANY 


Cleveland, Chicago and New York SS > Ji 
COLUMBIA STEEL COMPANY , AMERICAN 
San Francisco _ TIGER BRAND 


Tennessee Coal, Iron & Railroad Company, Birmingham, 
Southern Distributors 


United States Steel Export Company, New York 


UNITED STATES STEEL 
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HEIN-WERNER 


offers 


HYPER-POWER UNIT 


with long-life Heinite Piston 
<S> fo assure 
La easier, 
faster, 
safer 
operation 


*HYPER, according to the 
dictionary, means over, 
above, beyond the ordinary. 


e Wemer Made in models of 11/2, 3, 5, 
HM ea 8, 12, 20, 30, 50 and 100 
RAUL SALNS, oe iene 


Write for complete details. 


HEIN-WERNER CORPORATION ¢ WAUKESHA, WIS. 
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All-Purpose Drill Jig 


For Cross-Drill Operations; 
It Eliminates Chatter, Slip 


Newest addition to the Kam-Grip line 
of drill jigs and milling fixtures is the 
Model 750 drill jig. It is designed 
especially for shops having cross-drill- 
ing operations on a variety of work 
stock diameters and in a variety of 
hole sizes on such parts as pins, small 
shafts, tubing, screws and screw ma- 
chine parts, etc. Cam action is em- 
ployed to actuate anvil up and down, 
to and from locking position. The 
work part is rigidly held with no 
chance for chattering or slipping, yet 
a cushioned pressure grip assures no 
marring or scratching. Also incor- 
porated are manual or automatic op- 
eration, adjustable side stop for ac- 
curate positioning of hole, sturdy 
semi-steel castings; and all wearing 
parts are constructed of heat treated 
machine steel or tool steel. Double- 
end anvils take round work stock from 
4-in. to 3-in. dia.—Manufacturer’s 
Engineering Service, Toledo 4, Ohio. 
—Industrial Distribution, May 1948. 

















Steel Reamers 


Shank Styles And Size Ranges 
Have Been Standardized 
Precision qualities of higher priced 


reamers, such as precision tolerances 
(.0005 on the dia.) and diamond 








THA 








THAT’S RIGHT. No new calls to make. Your present cus- 
tomers are THE source of wire rope sling business. You 
mill supply salesmen call on people who buy two-thirds of 
the wire rope sold and almost one-fourth of your customers 
use wire rope mainly for slings. There is a wide open field 
for ACCO Registered Wire Rope Slings. 


Thousands of Combinations American Chain & Cable 


* | ete 26 offers a line of factory-made Acco sling units which you can 
A single Acc Resitved Wire Rope Sling sell in a thousand-and-one different combinations to take care 
unit used as a choker lifts a variety of loads. of practically any lifting jobs your customers have. And... 


Beams, columns, pipes, rods .. . all are you deliver them immediately from your stock. 
handled quickly. 


No Engineering Required Simple illustrations and charts 


do all the work for you. Select the type of sling needed, check 
the number on the chart, get the length . . . and you’re ready 
to write another order. It’s as simple as that. And you sell a 
product with a written guarantee. 


Get These F olders Get a copy of the S-2 ““Make-Your- 


S.inG folder and the S-3 Stine CuHEst folder. See for yourself 
how easy it is to write orders for Acco Registered Wire Rope 
Slings which can be delivered immediately from your stock. 
Write today to the nearest Acco office listed below. 


Own’”’ 


Here two Acco Registered Sling units are 
used as a double basket for better control of 


pe ng provide quick hookup and safe fe a MEMBER THE NATIONAL SAFETY COUNCIL 
a 5% 





Wilkes-Barre, Pa., Atlanta, Chicago, Denver, Houston, Los Angeles, New York, Philadelphia, Pittsburgh, San Francisco, Bridgeport, Conn. 
WIRE ROPE SLING DEPARTMENT 
AMERICAN CHAIN & CABLE 


In Business for Your Safety 
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MORE SOLDERING 
HOURS PER DAY 
SELLS MORE... 


— Stanley Electric Irons 
with ARMOR CLAD Tips 


Get down to work faster... 
Scientific construction of the heating 
element channels the heat to the tip 
faster. 


More heat working .. . Valve- 
seat fit of the tip in the socket as- 
sures constant flow of heat right 
down to the work. 


No time out for tip dressing 
- « e Armor Clad Tips need no filing: 
just retinning. Special metal sheath, 
bonded to a solid copper tip, stops 
wear, oxidation, pitting and amal- 
gamation of copper with solder. Big 


Available in both screw and plug 
tip types ... all sizes and popular 
shapes. Consistently advertised to 
industrial users. Write for catalog. 
Stanley Tools, 146 Elm Street, New 
Britain, Connecticut. 


The greatest name in fools 


T STANLEY 


industrial users say Armor Clad Tips 
(available for leading makes of irons) 
outlast all-copper tips 3 to 10 times. 


Screw Tip 
No. 380... 
315 Watts 


Plug Tip 
No. 385... 
350 Watts 


HARDWARE HAND TOOLS BLECTRIC TOOLS 
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lapped cutting edges, have been in- 
corporated into a new line of reamers 
known as the Spe-D-cut reamer. 
Standardization on straight shank 
styles and size ranges widely used has 
made it possible to present the new 
economy line. Available from stock 
in 13 different dias.,. all in straight 
shank styles, the reamers can be used 
successfully both on ferrous and non- 
ferrous materials. For taper shank 
requirements, a standard split sleeve 
reamer driver is used with the straight 
shank tool.—Wendt-Sonis Co., Han- 
nibal, Mo.—Industrial Distribution, 
May 1948. 




















Air Cylinders 


For Power Chuck Operations 
And Trouble Free Service 


The needs of advanced machine tool 
applications has resulted in the de- 
velopment of an entirely new series 
of high speed air cylinders, an addi- 
tion to the manufacturers complete 
line of air-operated power chucking 
equipment. The new cylinders are 
said to assure trouble-free service 
under conditions where previous de- 
signs have proved inadequate. Cyl- 
inder bodies are aluminum alloy forg- 
ings of high tensile strength and are 
finished with lapped bores assuring an 
efficient air a Air ports are larger 
than previous specifications, resulting 
in rapid movement of the piston and 
speeding up the chucking of work 
pieces on short run operations. Cyl- 
inders are available in 44-in., 6-in. and 
8-in. sizes, and are guaranteed to func- 
tion satisfactorily at speeds up to 3500 
rpm.—Cushman Chuck Co., Hartford 
2, Conn.—Industrial Distribution, 
May 1948. 


Multiport Drainers 


Condensate Remover 
For Continuous Operation 


Designed for continuously removing 
large quantities of condensate from 
evaporators, heaters, separators, coils or 


(Continued on page 160) 
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e The principal, basic reason why it is good 
business for you to sell Falk equipment is 
the same as the reason so many thousands 
of users specify Falk products—because 
Falk is ‘a good name in industry”! 


The Falk name on a coupling, motoreducer, 
speed reducer or other equipment means, 
first of all, high quality. It is the symbol of 
more than a half-century’s experience in 
metallurgy, research, engineering, design 
and manufacture of many types of 
power transmission equipment. 


It is the mark of integrity, of depend- 
ability, of honest dollar-for-dollar 
value. 


Consider couplings, for example: Falk 
Steelflex Couplings have been so im- 
proved that they meet practically all in- 
dustrial applications you are called upon 
to fill. By standardizing on Falk couplings, 
you not only give your customers the best, 
but simplify your own selling job and cut 
your selling costs. You deal with one manu- 
facturer, stock one line—make a clean, fair 
profit on every sale. You gain comparable 
benefits by featuring Falk Motoreducers 
and other Falk equipment. 


If you are interested in a Falk distributor- 
ship in your territory, write us for com- 
plete information. 

* . € 


THE FALK CORPORATION « Milwaukee 8 Wis. 
Established 1892 


Precision manufacturers of Speed Reducers . . . Motore- 
ducers... Flexible Couplings . .. Herringbone and Single 
Helical Gears ... Heavy Gear Drives . . . Marine Turbine 
and Diesel Gear Drives and Clutches . . . Steel Castings 
. »» Contract Welding and Machine Work. District Offices, 
Representatives, or Distributors in principal cities, 


Protection for Every 
FALK Distributor 


Each Falk distributor is furnished with an 
outline of policy, in writing. This state- 


ment of policy gives the necessary infor- 
mation to handle business completely and 
with a minimum of correspondence. This 
is a valuable aid to you. 








FALK Steelflex 
Couplings 


The Falk Steelflex Coupling transmits 
power smoothly, dampens vibration, re- 
duces shock, and cushions peak loads 


between driving and driven member. 


The secret of the success of the Falk Steel- 





flex Coupling is due to the Falk grid- 
groove design, which provides flexibility 
and torsional resilience to a degree not 
, found in couplings of any other type. 
) 4 Provision is also made for free end float. 

The combination of these features has 
been the solution to many tough cou- 
pling problems. 





Truly, Falk Steelflex Couplings provide 
the very finest protection for connected 


machinery in every branch of industry. 


Now, the Falk Steelflex Coupling has 
been further improved so that it meets 
practically all industrial installation re- 
quirements. This is another reason why 
it will pay you to standardize on the 
Falk line... it is profitable to stock and sell. 











ithe Complete FALK Line! 





FALK Speed Reducers... 
A 
Falk Speed Reducers reflect Falk's broad experience 
in gear design and manufacture. Precision- ve A 
hobbed Falk gears are enclosed in self-con- 


— ) all 
tained, sturdy housings, available in a wide en My 2 
. . ‘ 


variety of ratios and capacities. They have oS =< g 
proved themselves time after time under rigid wa % 
service requirements and in every kind of duty. 

Falk Speed Reducers are built in parallel, 

horizontal, and vertical right angle 

types, with single, double and triple e7 


reduction ratios. All are simple, compact and strong. 








FALK Motoreducers ... 


With Falk All-Motor Type Motoreducers you can 
interchange motors, units—even parts—in 

a few minutes’ time, on the job. You can use 
the motor of your choice, keep fewer spare 
motors and save valuable time with these 
versatile Falk units. Parts as well as units are , 
fully interchangeable, without machining. 

A wide variety of Falk All-Motor Type + 





I Neliela-teltia Te Mr Mc haeli(olol(- MM Z-lai(ael me lile| i 
horizontal models, with a horsepower range , e 
from 1 to 75 h.p., and an output range 

from 1430 to 7.5 rpm. 


From Power to Production, it’s 


-,..@ good name 
in industry! 



































@ It costs money to make calls. 
Some Mill Supplies Distributors 
estimate that, on the average, each 
call a salesman makes costs $10.00. 
This means that every cal] must net 
at least $10.00 profit to break even 
~-more to make money. 


Here’s a suggestion from Lamson & 
Sessions on how to get that $10.00 back 
—plus a profit: always sell products almost 
every customer needs and wants...bolts, nuts, 
screws and cotters. Sell your other products, 
too —but don’t forget to “talk fasteners.” 
Fastener sales can pay for your call. 


And remember, the advantage is yours when 
you can offer your customers the complete 
Lamson & Sessions Line, one of the largest 

selections of quality fasteners from one 
reputable source. 


THE LAMSON & SESSIONS COMPANY 
General Offices: 1971 West 85th Street, Cleveland 2, Ohio 
Plants at Cleveland and Kent, Ohio ¢ Chicago * Birmingham 


LAMSON SESSIONS 


é 


~ 
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steam lines, a new line of multiport 
drainers utilizes a float-controlled 
rotary valve for discharge. The external 
cage drainer was developed for higher 
pressure operation and to provide 
added flexibility to handle those appli- 
cations where it might be prorat to 
control the effluent of a pump or heat 
exchanger from its influent supply 
level. The external cage drainer is 
made in five sizes with connections 
ranging from 14-in. to 6in. dia. for 
pressures up to 300 psi. The standard 
drainer is made in five sizes with con- 
nections ranging from 13-in. to 5-in. 
in dia. for pressures up to 200 psi.— 
Cochrane Corp., Philadelphia 32, Pa. 
—Industrial Distribution, May 1948. 


eo 
Grinding Attachment 


Inexpensive Method 
Of Grinding Chasers 


The grinding of compound rake and 
lead angles, on the tangential chaser so 
essential to the production of accurate, 
well-formed threads, is made easy and 
inexpensive with a new grinding fix- 
ture, No. 15. Supported by the base 
casting is a cross arm so arranged that 
the chaser platen can be adjusted ver- 
tically. The feature makes possible the 
grinding of any desired rake angle. 
The platen can be rotated throughout 
a 360-deg. circle horizontally, provid- 
ing an accurate means of producing 
the desired lead angle. Knurled knobs 
securely hold the fixture in the posi- 
tion in which it is set. The fixture 
can be used on all of the manufac- 
turer’s chasers up to 1}-in. wide. It 
measures 34-in. sq. at the base, and 
348-in. in height overall.—Landis Ma- 
chine Co., Waynesboro, Pa.—Indus- 
trial Distribution, May 1948. 


Hanger Stand 


Weighs Only Six Ounces; 
Easy to Use And Maintain 


A new hanger stand has been de- 
veloped by the manufacturer for use 
with his Moto-Eraser. The base, fin- 





Sioux Portable Electric Tools 


Drills - Grinders - Sanders 
Valve Grinding Machines 
Valve Seat Grinders 
Bench Grinders 
Flexible Shafts 


STANDARD THE i ry) WORLD OVER 
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This isn’t cockeyed arithmetic . . . it just means that an 
initial order for “American Swiss” Swiss-Pattern Files 
usually results in automatic repeat orders. 


It’s proven by our order records. You can prove it for 
yourself . . . by introducing these fast-cutting, long- 
wearing precision tools to your trade . . . wherever 
accurate, intricate, precision filing work is to be done. 


The “American Swiss” Catalog explains the reasons .. . 
besides listing and illustrating more than 3000 different 
shapes, cuts and sizes of this extensive line. Write for 
copy today. 

AMERICAN SWISS FILE & TOOL CO. 
410 Trumbull St. Elizabeth 1, N. J. 


ASK FOR THEM BY NAME 


WAOUCH D>WI1SS kx 
SWISS PATTERN FILES 
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ished in crackle-enamel, contains a 
well for storing eraser tips. New fea- 
tures of the Moto-Eraser include an 
eyelet for hanging the machine out 
of the way, either on the new stand 
or any other convenient place. A 
flashlight-type switch, conveniently 
located on the front of the machine, 
starts and stops the motor, or keeps 
the eraser in continuous operation. 
Weight of the stand is about 14-b; 
weight of the machine, 6-0z.—Dremel 
Mfg. Co., Racine, Wis.—Industrial 
Distribution, May 1948. 














Carbide Hand Files 


Feature Ground Teeth 
And Flexible Mounting 


A new hand file, comprising a com- 
bination handle-holder on which are 
mounted in tandem two carbide seg- 
ments, features ground teeth, a handle 
shaped to fit the hand, a thumb rest 
and a knuckle guard. A forward lug 
provides a convenient finger hold, and 
has a hole for hanging the file or at- 
taching an extension. Tests indicate 
the ground carbide files will cut steels 
not within the work-capacity of the 
conventional file, permitting filing 
speeds many times that possible with 
steel files. For instance, burrs can 
now be removed from steel parts while 
still revolving at carbide turning 
speeds, thus avoiding lost time of 
speed-changing. The carbide segments 
can be removed from the holder and 
reground, a further saving —Severance 
Tool Industries, Inc., Saginaw, Mich. 
—Industrial Distribution, May 1948. 








Whipcord V-Belts are Pre-Stretched 


aging Flexlastics. Thus, the percentage of stretch is 


Uneven stretch in a multiple V-Belt drive overloads 
some belts while others ride slack. Power is lost and 
V-Belt life is shortened. Manhattan engineers have 
designed Condor Whipcord V-Belts to insure the most 
uniform team performance possible. 


During manufacture, the stout Whipcord Strength 
Member, endless wound to form the load-carrying 
core of the belt; is pre-stretched. This Whipcord 
Strength Member is placed in the neutral axis area of 
the V-Belt and surrounded by heat dissipating, slow 


practically nil. 


On your multiple V-Belt drives, every Condor Whip- 
cord V-Belt wedges firmly in the sheave and delivers 
all the power you are paying for. Send for free engi- 
neering data applicable to your drives. 


Manhattan's line of rubber products for Industry is 
consistently dependable—outstanding in quality. Make 
MANHATTAN your choice. 


(“Flexlastics” is exclusive with Manhattan) 


EM 


MANHATTAN | 


MANHATTAN RUBBER DIVISION 


f= RAYBESTOS- MANHATTAN ivc. 


PASSAIC, NEW JERSEY 
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For work on metals, 

alloys, wood, plastics, 

stone, horn, bone, etc. Plugs in 
any AC or DC socket. 





A good production tool. Has every- 
thing—speed, power, versatility and 
pencil-point precision. Constantly 
cooled by forced air, the 44 runs cool 
and smooth all day long. Weighs 2 
pounds, 842” long, 20,000 

r.p.m. $31.50. In wood 

carrying case with acces- 

sories $42.50 


Hi-Power 


A big fellow. Fast, powerful, 
sturdy, for continuous work. 
Has ample power to drive a 
242" diameter wheel. Weighs 
3 pounds. 10” long, 

17,000 r.p.m. In case 

with assortment of ac- 
cessories $42.50 


HANDEE | 


First tool of this type and today’s finest. 
For precision work. Also gets into hard- 
to-reach places to make repairs on ma- 
chinery. Weighs 12 oz. 6%” long. 
25,000 r.p.m. With 7 accessories $20.50. 
Handee with 40 accessories in carrying case $27.50. 


CHICAGO ACCESSORIES 


Grinding and mounted wheels, sanders, steel cutters, etc.—the most 
complete line to fit any power tool—over 500 of finest quality—all made 
in our own plant. 


Write for literature and attractive franchise open on all 
nationally advertised Chicago Wheel products 


CHICAGO WHEEL & MFG. CO. 


Est. 1895 


1101 W. Monroe St., Dept. MB Chicago 7, Ill. 
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Expansion Reamer 


Reams Exact-Diameter Holes 
For Soft Metal Bearings 


Exact-diameter holes to fit almost any 
size of soft metal bearings, including 
piston pins, can be achieved with a 
new model single blade expansion 
reamer. Each size of the reamer is 
supplied with standard and oversize 
ring gauges. After selecting the de- 
sired size of ring gauge it is slipped 
over the reamer. The reamer is used 
in the usual way, but when the bear- 
ing has been reamed to proper size, 
the ring gauge prevents further expan- 
sion and a perfect fit is always ob- 
tained. The new tool is equipped, 
also, with a tungsten-carbide blade 
which produces a highly accurate ream- 
finish and lasts indefinitely. Reamers 
are made in 32 standard sizes, from 
}}-in. to 3g-in.—U. S. Reamer & Tool 
Corp., Glendale, Calif.—Industrial 
Distribution, May 1948. 

















Y-Type Strainer 


For Pressures To 600 Ib. 
And Used In Close Quarters 


A new high pressure Y-type strainer is 
available for pressures up to 600 Ib. 












THE FINEST IN TOOLS 


- UTICA TOOLS e « eSYMBOL OF QUALITY FOR 50 YEARS 



























les Skilled mechanics appreciate 
igs 
. TOOL 654 

ny the quality that makes Long Chain Nose 
ng Side Cutting Pliers 

a , 6" 
on UTICA TOOLS outstanding 

is 
“ ...the precision manufacture 
ed | 
ed that assures accurate 


service, long life... 


‘ the electronically hardened 
ic 

n- ; 

rs cutting edges... 

m 

a the combination of strength 


and ease of handling. 
UTICA TOOLS are in 


greater demand than ever! 


Adjustable Wrench 


4"—6"—8"—10"—12" 


Ask your Jobber Salesman 


He’ll show you the UTICA line 
- and the profits that can be yours 
when you stock the best! 








UTICA DROP FORGE & TOOL CORPORATION 
UTICA 4, N.Y., U.S.A. 
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BOLTED ASSEMBLIES STAY 


permanently TIG HT 


BEALL helical SPRING WASHERS have “live action” 


and constantly exert tightening pressure over a long 





range. They compensate for ALL causes of looseness 





— including vibration, bolt stretch, rust, wear and 








breakdown of finish. 








IN STOCK in all Standard Sizes; Carbon Steel, Stain- 


less Steel, Everdur, Duronze and other metals. 

















NATIONALLY ADVERTISED TO INDUSTRY 


BEALL TOOL DIVISION (Hubbard & Co.) 


130 Shamrock St., EAST ALTON, ILL. 
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The strainer is made with threaded, 
flanged or welded connections in many 
standard sizes or to specification. Its 
outstanding feature is its design, which 
reduces pressure drop through the 
strainer to a minimum. The unit is 
suitable for close quarter installations, 
as well as normal installations since 
the perforated strainer sleeve fits 
snugly into the body. It is provided 
with a bolted blow-off connection for 
blow-down cleaning, and each strainer 
is hydrostatically tested according to 
service conditions under which they 
are required to operate—J. A. Zurn 
Mfg. Co., Erie, Pa.—Industrial Distri- 
bution, May 1948. 








w fa 
High Speed Radial Saw 


For Heavy Industrial Use 
Powered By Light-Weight Motor 


A compact, light weight motor, avail- 
able in one or two horsepower ratings, 
provides the power for a new high 
speed radial saw designed especially for 
heavy industrial use. The motor op- 
erates DC-AC 20 to 60 cycles with a 
spindle speed of 8,000 rpm. Due to 
the high spindle speed, fast, smooth 
and clean cutting performance is pos- 
sible. The compactness of the motor 
accommodates a 12-in. saw blade, cut- 
ting a full 4-in.; thus a number of 
two-by-four’s can be laid on a table 
and cut off in gangs. Model RS is 
adaptable for crosscutting, gang cut- 
off, angle cutoff, bevel cutting, etc.— 
Porter-Cable Machine Co., Syracuse, 
N. Y.—Industrial Distribution, May 
1948. 


Industrial Vacuum Cleaner 


Has Shockproof Switches 
And Sealed, Safe Motor 


High efficiency has been built into a 
new improved portable industrial 
vacuum cleaner whose features include 
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e Your customers and prospects are busy 
people. Hundreds of products continually 
compete for their attention. That’s why 
Spang ads continue to appear each 
month in spite of the greatest pipe de- 
mand in history. 


This is one of a series of ads which 
are appearing regularly in: DOMES- 
TIC ENGINEERING; FACTORY MAN- 
AGEMENT AND MAINTENANCE; 
HEATING, PIPING AND AIR CON- 
DITIONING; MILL AND FACTORY; 
and PURCHASING. Copies are avail- 
able on request. 


: = = Fy =e 


These ads are greasing the “ways” for 
the long pull ahead. They remind your cus- 
tomers and prospects that Spang CW Pipe 
has quality that is recognized wherever pipe 
is used ... and that you, their Spang dis- 
tributor, will do everything possible to speed 
the delivery of their orders for Spang CW. 


Spang is also doing everything possible to 


produce maximum quantities of Spang CW 
Pipe so that you can better serve your 


SPANG-CHALFANT 


Division of The National Supply Company 
GENERAL SALES OFFICES: PITTSBURGH, PA. 


District Sales Offices: Atlanta; Boston; Chicago; Denver; 
Detroit; Houst Los Angeles; New York; Philadelphia; 
Pittsburgh; St. Louis; San Francisco; Tulsa 





customers. 
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specially insulated cable, shock-proof 
switches and sealed motor completely 
safe for wet pickup or use in dust 
filled areas. A bronze wool filter is used 
in the vacuum instead of a dust bag, 
and it will pick up anything which will 
pass through the intake or attach- 
ments. Tanks are self-contained in 14 
gal. and 20 gal. capacities. They are 
easily emptied. No change is necessary 
to switch from wet to dry or dry to wet 
pickup.—Multi-Clean Products, Inc., 
St. Paul 1, Minn.—Industrial Distri- 
bution, May 1948. 











ROUT TOOL COSTS euce 


| (emcees 3-PLY THREAT 


Their known ability to meet the occasional 
“crisis jobs”’ is the best possible proof that they 
will whip tool costs on day-by-day routine ma- 
chining—Celfor Too!s. 

Here ,is triple threat with a vengeance: a 
complete line of three great tools—Celfor Twist 
Drills; Celfor Reamers and Celfor Carbide 
Cutting Tools; each possessing those three in- 
gredients vital to victory— 


e Clark’s priceless 44-year experience 


e Clark’s engineering tradition of leadership 
in developing better tools 

e Clark’s enviable reputation for painstak- 
ing workmanship . 


Send for the Celfor Catalog with its great Engineering 
Data Section—28 pages of concentrated usefulness. 


CELFOR TOOLS 


Division of CLARK EQUIPMENT COMPANY 
BUCHANAN, MICHIGAN 
OTHER PLANTS—BATTLE CREEK, JACKSON, BERRIEN SPRINGS, MICHIGAN 





Products of CLARK © TRANSMISSIONS ¢ ELECTRIC STEEL CASTINGS 
AXLES FOR TRUCKS AND BUSES ¢ AXLE HOUSINGS e BLIND RIVETS 
INDUSTRIAL TRUCKS AND TRACTORS ¢ HIGH-SPEED DRILLS AND REAMERS 
METAL SPOKE WHEELS ¢ GEARS AND FORGINGS & RAILWAY TRUCKS 





Prices on CLARK products will not be adh d inex 
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Marking Instrument 


It’s Valve Controlled 
For Very Fine Or Broad Line 


By the use of a special adapter and 
four interchangeable hard felt nibs, a 
new automatic valve controlled pocket 
fountain brush can be used for mark- 
ing, drawing and writing on any sur- 
face producing a very fine or broad 
line. The multi-purpose marking and 
drawing instrument can be converted, 
quickly, to make wide lines by remov- 
ing fine mark adapter and inserting 
one of the various nibs, for marking 
freight, express and parcel post pack- 
ages, including burlap and cotton bags. 
—Cushman & Denison Mfg. Co.— 
New York 11, New York.—Industrial 
Distribution, May 1948. 

















Low Cost Cutter 


50 Tons Pressure at Handles 
Give 2 Tons Jaw Cutting Power 


A new low cost cutter, an addition to 
its quality line of hand tools, and called 
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reasons why 


the FAULTLESS FRANCHISE 
is “Packed with Profit" 
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ne 

d A complete line that produces com- 
Fi panion sales through variety as well 

a 4 as quality—and assures re-orders 

et : from every customer. 

T- Constant product development to mul- 

id tiply applications of present items 

d and develop new products to serve 

] the amazing diversity of market 

, possibilities. 

V- 

rf 


Satisfactory product performance— 
engineered right in the first place, 
backed by “Know how” of more 


S. than half a century of experience. 

il Quality on a volume basis—big mod- 
ern factory, specially developed 
high-speed equipment with pre- 
cision controlled manufacturing 

“ methods. 


Selective Distribution, a one-price 
proposition. 


Simplified Catalog and Price Sheet— 
first streamlined, modernized, quick- 
acting combination that closes or- 
ders on the spot. 


Complete program of personalized sales 
helps that features the distributor, 
opens accounts, pulls re-orders. 





Large force of capable, enthusiastic 
district sales-engineers, ready and 
willing to back you up with their 
specialized knowledge of Faultless 
Casters—and backed up in turn by 
a factory service staff. 
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Get the full facts at 
Conference Booth 203, 
Triple Mill Supply Convention, 
Atlantic City, April 26-27 
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1400 SERIES 
Double Ball Bearing swiv- 





Increase your sales volume...and profit from a more rapid turnover of investment in a concentrated 
stock of Faultless Casters for Industry. The kind with easy swiveling, wninterrupted raceways, 
hardened steel balls, matched series of swivel and rigid plate constructions, and many other de- 
sign features developed during a half century of specialized experience. 


- FAULTLESS CASTER CORPORATION, SVILLE 7, INDIANA 


Branches in Boston, New York, Chicago. Hiah Point. St. Louis Detroit Ias Annelec 5 See Seen Sage 





No. 42-61. A 16 
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power driven brushes, 
wire hand maintenance 

ushes, flue, foundry, 
bench, floor, window 
and sanitary brushes. 
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VALUABLE 


co. sau FOR YOUR INDUSTRIAL 
iwerne ser’ BRUSH SALES PROGRAM 


Now is the time to get these sales helps and to use them 
frnber F .alimerent =~ in securing industrial brush sales and profit that 
MILWAUKEE quality assures. 


MILWAUKEE INDUSTRIAL BRUSHES have for years 
past established their worth in all 
branches of industry. Regardless of 
the industrial section in which you 

are located you will find 

good, profitable sales ac- 
tivity with MILWAUKEE 
quality. 

In addition to having every 
type of Industrial Brush avail- 
able when you sell the 
MILWAUKEE line, we co-oper- 
ate with you in the design and 
production of special brushes 
when the need arises. 


You will be interested in 
a ‘MILWAUKEE PRICES 
for highest quality .. . 








The Key to Industrial Brush Problems 
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the Manco Junior, is designed to fill 
the need for a cutting tool between 
the wire cutting plier and the higher 
priced bolt cutter. According to the 
manufacturer, 50 tons pressure at the 
handles affords 2 tons cutting power 
at the jaws, yet its convenient tool box 
size is only 12-in. ‘overall. The tool 
can be used to cut mild steel bolts up 
to }-in. rods, screws, rivets, nails, fenc. 
| ing of any hardness up to heat treated 
or hardened steel—Manco Mfg: Co., 
Bradley, Il].—Industrial Distribution, 
May 1948. 
















Number 5 





in *48 





W.M. PATTISON receives 
its fifth Donnelley- 
built Catalog in 1948. 


The “repeat” orders 





in this string 


can mean only re- 





liable service and 
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| | Shelf Drawers 
the customer. | 


Adjustable Compartments 
Make Easy Handling, Storing 















The handling and storing of small 
quantities of small parts is made easy 
by the introduction of adjustable com- 
| partment shelf drawers. Boxes are 
| slotted on l-in. centers to accommo- 
date dividers. Back stop prevents 
drawers from accidently dropping. 
Drawers may be removed easily from 
the rack by pulling outward and up- 
ward. The label holder on the front 
| of the box is for easy identification of 
contents. Drawers are finished in 
baked green enamel and are packed 10 
| in a carton. The rack is shipped as- 
sembled.—Bay, Inc., Philadelphia 32, 
Pa.— Industrial Distribution, May 
1948. 


AgAIN — 
' LEADERSHIP PROSPERS 
| WITH LEADERSHIP 


























. R.R. Donnelley 
& Sons 
Company 







Electric Etcher 


It's Streamlined 
And Readily Portable 


Anything made of steel, iron or their 
alloys, can be quickly and _ easily 
marked with a new electric etcher 
which, regardless of the hardness of 
the metal, will burn into the surface 
to make a smooth and _ permanent 
mark. The unit, known as the “Uni- 




















350 EAST 22ND STREET 











CHICAGO ¢ 16 e ILLINOIS 
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with MEW LAL Center Ft Wire Rape 












All 17 strands in CenterFit 
are laid up in a single clos- 
ing operation. Note all 
strands run in the same di- 
rection. Outside strands fit 
snugly into valleys between 
inside strands and eliminate 
crossing of strands as in 
conventional design. This 
prevents internal nicking— 
gives longer wear. Eight 
outside strands, CenterFit 
design, give more steel, 
less void space, greater 
flexibility, easier handling. 
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... Sets performance record of 15 weeks 
continuous service on this fast shovel 











When a CenterFit wire rope hoisting line 
on one of the fastest power shovels in the 
industry recently completed 15 weeks of 
continuous service, it set a performance 
record that will interest every wire rope user. 
Here are the facts: 
OPERATION—Removing overburden at strip 
coal mine near McDonald, Pa. 
CONTRACTOR—Allegheny Contracting Com- 
pany, Pittsburgh, Pa. 
SHOVEL—Manitowoc Speedshovel, making 
three one-quarter turn passes per minute 
during operation, each pass to the fullest 
hoist and ‘‘rack-out”’ of the shovel. 
DAILY PERFORMANCE—5000 cubic yards of 
rock, shale and dirt each 24 hours. 
TOTAL PERFORMANCE—236,000 tons of shot- 
blasted overburden. 


JONES & LAUGHLIN STEEL CORPORATION 
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SERVICE LIFE OF HOISTING LINE—15 weeks, 
compared to usual 8 or 9 weeks—or 66% 
longer. 


Because it has proved so satisfactory in per- 
formance, Allegheny Contracting Company 
now uses J&L CenterFit on a variety of 
equipment, from bulldozers to drag lines, 
throughout its widespread mining and exca- 
vating operations in Western Pennsylvania. 

CenterFit, an exclusive product devel- 
oped by Jones & Laughlin, is a 17-strand 
wire rope of advanced design with ex- 
ceptional performance characteristics. 
CenterFit with new Bronz-Lube wire rope 
lubricant, permits 20% faster operating 
speeds, shows a 25% saving on sheave and 
drum maintenance, and gives up to % 
longer service life! Yet CenterFit costs no more 
than ordinary wire rope! 


Your local J&L distributor or J&L ware- 
house is now stocked with most sizes of this 
new and better wire rope, that gives longer 
service at lower cost. 

Send for descriptive literature giving com- 
plete technical information about CenterFit 
—and for free Wire Rope Service Record 
Cards in convenient plastic holder. Address 
Jones & Laughlin Steel Corporation, Room 
420, 311 Ross Street, Pittsburgh, Pa. 















Lurson 
Newton 


Files That Bring Repeat Orders 


Only satisfaction to the customer 
completes the first sale and brings 
E repeat orders. 

The consistent performance of 
CARSON NEWTON FILES have 
been doing this for 38 years and 
in the face of all the claims made 
for files today they stand on the 
same basis as always which is— 
THERE IS NOTHING BETTER. 
The line is complete in sizes, 
shapes and cuts and in Swiss 
American and Rotary patterns giv- 
ing you a line that can furnish the 
proper file for any filing job that 

your trade may have. 
You will find the CARSON NEW- 
TON line a profitable and a satis- 

tactory one to handle. 

”“ ALLIGATOR” 
SWISS PATTERN 
ROTARY FILES 
“CARSON”-"“NEWTON” 


AMERICAN PATTERNS 


CARSON-NEWTON CO. 


BELLEVILLE, N. J. 
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versal” model, is enclosed in a stream- 
lined, metal case for ready portability 
from one job to another. When 
opened, the cover forms a work plate 
on which to place small tools and 
parts for etching. A “C” ground clamp 
is furnished for use when etching parts 
that are too large for the work plate, 
our etching heats, 120, 240, 420, and 
700 watts are available for marking 
permanent identification on tools, in- 
struments, products, etc.—Ideal In- 
dustries, Inc., Sycamore, Ill.—Indus- 
trial Distribution, May 1948. 


Four-In-One Torch 


Designed For Light Brazing 
Or Soldering Operations 


Any practical fuel gas, in combination 
with compressed air or oxygen, is used 
in a new “four-in-one” torch designed 
for light brazing or soldering opera- 
tions. The torch will work equally 
well with acetylene, natural gas, city 
gas or liquefied petroleum gas. The 
molded plastic handle is shaped to fit 
the hand comfortably. Needle valves 
are conveniently located for finger tip 
control and parallel grip may be easily 
clamped in small vise or special fix- 
tures. The torch is furnished with 
three tips and a 4-way wrench.—Vic- 
tor Equipment Co., San Francisco, 
Calif.—Industrial Distribution, May 
1948. 














All-Purpose Paint Scraper 


Removes Paints, Lacquers, Etc. 
From Flat And Curved Wood, Metal 


With what is described as “remarkable 
ease,” a new, all-purpose paint scraper 
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AL ‘tHere's 
SUPER STRENGTH I®™ 





IN THAT SOCKET” 
a 





MATCH THIS KEY FOR 
TOUGHNESS AND FIT” 


| GET HIGHER UNIFORM QUALITY 
... BUY ALLENS 


Allen quality starts with the use of 
Allenoy steel, developed specially 
for the purpose. The strength of 
the steel is preserved and rein- 
forced at vital points leaving the 
steel fibres uncut and intact. Not 
only is threading to class 3 fit 
held to extreme accuracy, but extra 
— assure maximum grip. 

eat treatment is regulated to 
laboratory standards of precision. 
Quality control is assured by 


WARNING 


't 
TYPE screws aren 
Allen-T «-MADE. Be 


necessarily Allen 
sure to get genvin 
SOLD ONLY THR 
LEADING DISTRIBUT 








laboratory testing of every batch 
in addition to the most careful 
gauging and inspection at the 
machine. These are some of the 
reasons for the higher uniform 
standards of Allen screws. Write 
us direct for descriptive folders, 
or technical information. 


HAVE YOU TRIED... 
Oy 


ALLEN HEX SOCKET 
FLAT HEAD CAP SCREWS 
Allenoy steel plus positive 


wrenching makes them vastly 
superior to ordinary cap screws. 


2, Connecticut, U.S.A. 


NEW YORK, CLEVELAND, DETROIT, CHICAGO, LOS ANGELES 
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Here’s the first of a brand 

new series of advertisements 

to make your selling job 
more effective. 


The new Allen advertising program 
has been greatly expanded with more 
publications, more space, and added 
color. It will appear in the following 
twenty papers which your customers 
read and respect: 

American Machinist 

Electrical Equipment 

Electrical Manufacturing 
Hardware Age 

Hardware Retailer 

Machine Design 

Machine and Tool Blue Book 
Machinery 

Mill and Factory 

Modern Machine Shop 

New Equipment Digest 

Product Design and Development 
Product Engineering 

Purchasing 

Steel 

Textile World 


Tool and Die Journal 


Tool Engineer 


This new campaign represents an active 
program to give Allen distributors not 
only the best line of products to sell, 
but the most effective sales support 
possible. We will gladly supply reprints 
for your use in “rifle shot” promotion 
to your customers. Address Advertising 
Department, The Allen Manufacturing 
Co., Hartford 2, Conn. 
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is said to remove all kinds of paints, 

lacquers, hard enamels, etc., from both 

flat and curved wood and metal sur. 

faces. The “secret” of the new scraper 

is its specially designed, easily ad- 

justable blade, which is of cemented 

carbide. Field reports show the scraper 

performs faster and cleaner, and stays 

sharp some 100 times longer, than the 

conventional steel scraper. The carbide 

f blade—which has four working edges 

assures : and four individually shaped corners 
that fit into almost any corner or mold- 

FAN: ing—gives the scraper a far wider 

Vo ! ume Sa les J mare snglicrtions than the ordinary 
tool—Carboloy Co., Inc., Detroit, 

Tele! Ne Mich.—Industrial Distribution, May 


1948. 
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Vertical Spindle Grinder 


Extremely Fine Adjustment 
By Releasing Set Screw 


Everyone your salesmen call on is a possible user of 
Rust-Oleum products. Sales add up to large volume 
—repeat business multiplies profits. Rust-Oleum is 
essential in all types of maintenance and many Fractional thousandths adjustment is 
production jobs ... it fills an important need for possible in a newly re-designed vertical 
positive, low-cost rust protection indoors or out. spindle grinder by releasing set screw 
Here’s why Rust-Oleum is a money-maker for “S  agapenig take up oo - 
; X ges nally, on the bearings without tre- 
industrial distributors: ee. wr 6 7 
moving the wheel or any parts. The 
1. It's a long-profit, easy-to-sell, repeat sale line that thrust bearing construction includes 
offers time, labor and money-saving advantages to the threaded nut (‘“N” above). The 
every customer on your books. ; ; : : sd 
é grinder is equipped with precision ball 
2. Rust-Oleum’s powerful sales story, based on exclusive bearings, made in sizes from 4 hp. to 


features, is a practical ‘‘door-opener’’ for establishing 15} ith individual speed of 1156 
new accounts and reviving “lost business.‘’ > Mp. with individual speed O W, 
1750 and 3450 rpm. It may be used 


with a straight wheel for periphery 
grinding, with a cup wheel—or con- 
structed to accommodate a_ plate 
mounted cylinder type of cup wheel.— 


3. It provides lasting protection for metal at substantial 
savings over the best anti-rust methods used previously. 


AND 4. Application is easy. Costly preparation of surface is 
avoided. Wirebrush to remove loose paint, dirt, scale, 


etc. Then spray, dip or brush on. 
PREVENTS Standard Electrical ‘Tool Co., Cincin- 


S. Salesmen require no complicated, technical knowledge. . hi -al Distributi 
RUST 6. Acceptance is increasing—stimulated by proved trade = ee istribution, 
Mae 5. 


paper and direct-mail campaigns that draw inquiries for 
distributors. 
' 7. Our policy of selective distributi i 
° policy of selective distribution assures fast, profit- 
y able turnover on minimum inventory. A simple, yet All-Purpose Work Gloves 
1 powerful, sales program backed by Rust-Oleum’s thor- 
4 oughly qualified field men helps you to get quick results. New Improvements 


Give Higher Wear Resistance 
Write us regarding tested promotion plans based on selec- 9 


tive distributor policy. Your territory may still be open. Research and advancements made in 


materials and production techniques 
are said to give the new “Grab-It’ 
all purpose work gloves higher wear- 
resistance, greater comfort, and more 
styling for use. Available in two styles, 
the fabric-lined gloves have a natural 
rubber, rough finish. No. 660 is rub- 
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hand threaders, 
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reamers - 
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stment 
Screw 


ent is 


‘Ss Heres POWER where your customers want 





vertical 
screw - it—more portable than ever before. New Rit@aID Porta-Power 
ar, ex weighs only 100 pounds, about 24rds what you’d expect! One 
mut Te- man can carry it—it’s a cinch for two men lifting it by the 
. The a handy tool rest bars. Modern style case is made of a new war- 
cludes eS developed alloy metal that matches top grade malleable for 
. The (tat strength and tough durability... saves lugging extra weight 
m. ball Pe oe & . around. 
hp. to Ak = y 
1150, “ : a RIFEID designed for safe, easy operation. Ricaip 
e used ihe a \ ae 3-jaw lathe-type scroll chuck in front, self-centering work- 
iphery : ' mm SS holder in rear turns with pipe. Any 60 cycle, 110 volt electric 
r cOn- : light outlet powers it. Recessed starting switch protects against 
plate bumps; special chuck-wrench ejector removes the wrench 
eel. — Back view of Porta-Power that’s forgotten. 
pati a No upkeep bother or expense. Sealed-in lubrication — no 
ey ™ ; oil to spill. Chuck and workholder ends of drive shaft ride in 
oilless graphite bronze bearings. Motor bearings and reduction 
Four 1“ standard pipe lengths make gear lubrication sealed-in. Heavy adhesive graphite grease, 
wes handy Porta-Power Drive stand. that won’t freeze or melt, lubricates driving gear. 

———— jee It pays you to sell the new Porta-Power. Typical Rizaip 
ments design and quality throughout —for greater performance and 
tance With rimmi> Universal Drive Shaft, Porta-Power Drive durability. Exhaustively tested in factory and field. A profit- 

3 Operates geared die stocks and cutters up to 8." able easy-sale product — write for complete facts now. 
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GOOD SYSTEM!) 


POWER TRANSMISSION 
FROM ONE SOURCE... 


For more efficient, trouble-free 
operation...choose your power 
transmission from ONE source... 
Medart. Because Medart has had 
more than 60 years of experi- 
ence in engineering design... 
and because Medart engineers 
can give unbiased recommenda- 
tions from the entire field of 
power transmission equipment. 











ber-coated throughout, No. 60 has a 
fabric ventilated back. For oily or 
greasy jobs, No. 909 is available with 
a smooth finish Neoprene coating, or 
with ventilated back and Neoprene 
coated palm (No. 93).—Edmont 
Mfg.Co., Coshocton, Ohio.—Indus- 
trial Distribution, May 1948. 
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Wing Nuts 
Made To Close Tolerances; 
Rust-Proof, Resist Corrosion 


Recessed wings for improved finger 

grip, accurate and clean tapped threads 

| and close tolerances feature new wing 

¢ Shatt Hangers e Chain Drives e Rigid Shaft Couplings | nuts of non-ferrous zinc alloy which 

Bicycle Type Sheaves * Set Collars e Flexible Shaft Couplings are rust-proof and corrosion-resistant. 

* V-Belt Drives e Hercules Pulleys * Universal Shaft Couplings | Free of rough edges and imperfections, 

e Cast Iron Pulleys e Wood Pulleys e Medart-Timken-Bearings the wing nuts are available s a full 

* Stee! Rim Pulleys * Shaiting saiediiaiiianens, range of sizes. Their plain bright fin- 

* Ring Oiling Bearings e Friction Clutches e Wire Rope Sheaves - ge men enige. Same Se 

clude: Senior type; from No. 4 to 

* Wick Oiling Bearings e Sprockets e Cut Tooth Gearing 4-in. inclusive; Junior type, No. 4 to 

* Belt Tighteners e Pattern Work e Molded Tooth Gearing fs-in. inclusive—Gries Reproducer 

Corp., New York, N. Y.—Industrial 
Distribution, May 1948. 


Radial Face Mill 
For Cast-Iron; 
It’s Precision Built 
Precision built and permanent, a new 
radial face mill for cast-iron is designed 
f D A R to handle straight facing and heavy 
roughing cuts. It can be used also for 


finish milling and, in many cases, the 
two operations can be combined. The 
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Victor belting in brick and clay plants accounts 
for a substantial part of the 3,000,000 feet they 
use for all purposes. 


food packers specify Victor belting. Total 
belting for all purposes used by packers 
is 2, 883,000 feet. 


Here’s another good market for Victor 
jobbers—the bottling industry uses a 
total of 1,500,000 feet. 





Flour millers use Victor belting for conveying, 
elevating and power transmission. A good por- 
tion of the 11,000,000 feet now in use is Victor. 


VICTOR BELTING... 


2 up 


Industry has accepted Victor as a source of 
strong, durable, efficient belting for conveying, 
elevating and transmission equipment. This 
industry-wide acceptance means a large part 
of your selling job is done. 

Prospective customers, looking at Victor’s 
exclusive features, quickly recognize its supe- 
riority, assuring you easy initial sales. And 
present users, knowing Victor’s dependable 


service, are a profitable source of repeat 
business. 

Victor manufactures a complete line of belt- 
ing—solid woven cotton, canvas stitched, 
balata—each in a full range of widths and 
plies, and all available with special treatment 
for various service. Write today for complete 
details on handling Victor, the complete textile 
belting line. 


Victor Balata & Textile Belting Co. 
53 PARK PLACE, NEW YORK 7 - 300 W. HUBBARD STREET, CHICAGO 10 
FACTORY: EASTON, PA. 
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Send 


for the interesting Dart jobber 
policy. You'll find that it pays. 


E. M. DART MFG. CO. 


Providence 5, Rhode Island 
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blades are of solid carbide, stocked in 
grades E5, E6 and E8, accurately 
ground on the three sides that contact 
the side wall, the bottom of the slot 
and the wedge. ‘They are interchange- 
able and adapted to either right or left 
hand operation. ‘The large number of 
carbide blades provides a wide distri- 
bution of work, which results in longer 
runs between grinds and an effective 
increase in the rate of feed—and more 
production per hour. The face mills 
are manufactured in six sizes, cutter 
dias., ranging from 43-in. to 14-in., 
having from 8 to 28 blades.—Willey’s 
Carbide Tool Co., Detroit, Mich.— 
Industrial Distribution, May 1948. 
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| Tie Boring Bit 
| Easily Repointed 
By An Unskilled Worker 


A new tie boring bit that can be easily 
repointed by an unskilled worker is 
claimed to outlast twelve ordinary car- 
bon stecl bits. Among advantages 
listed for the new tool are fast drilling 
with a minimum of pressure by the 
worker; ability to withstand abuse that 
would shatter most carbon steel drills; 
and ease of repointing after the point 
has struck rock, a spike or a plate.— 
Clark Equipment Co.,,Celfor Tool Di- 
| vision, Buchanan, Mich.—Industrial 
| Distribution, May 1948. 








Better Machines~Better Blades 


Regardless what type hack saw machines and 
metal-cutting band saw machines you use, MARVEL 
BLADES will improve performance. There are sound 
reasons why this is true; practical reasons that are 
easily understood and demonstrated. 


MARVEL High-Speed-Edge Hack Saw Blades, with 

a genuine high-speed-steel cutting edge integrally 

welded to a tough alloy steel body, are both fast- 

cutting and positively unbreakable. This construction 

ly : : ; permits greatly increased speeds and feeds and 

yntact ” ee tauter blade tensioning. Still, they last much longer 
e slot — Se ole than ordinary blades. 


ee MARVEL High-Speed-Edge Hole Saws, with this 
ber of same unbreakable construction and heavy-duty 
distri- arbors, have the extra strength required for drill 
onger press and lathe use...rapidly saw holes from 5" 
ective to 412" diameter thru steel of up to 1's" thickness. 
more 
mills 


utter 
hin make and model saw. Individually boxed, they are 


illey’s protected against kinking, rusting or damage to 
ch.-- ‘ teeth! 


48. 


MARVEL Band Saws are of selected quality. They 
come ready for use, pre-welded to size for each 


Write for Blade Catalog Sheet. 


ARMSTRONG-BLUM MFG. CO. 


5700 BLOOMINGDALE AVE. * CHICAGO 39, U.S. A. 
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SPEEDY SHORTCUTS 


MUCH-NEEDED PULLMAN CARS BY 
USING PERMACEL-77 FoR A 
MASKING TAPE AND STENCIL.. 
SWEATPROOF 77 IS LOWERING 
PAINTING COSTS IN FACTORIES 
THROUGHOUT AMERICA. 


UFACTURERS SPEED 

SHIPMENT oF Home 
REFRIGERATORS BY ANCHORING 
MOVABLE TRAY, ETC., WITH 
PERMACEL~63 CLOTH TAFE, 
THUS ELIMINATING EXPENSIVE 
SEPARATE PACKAGING. NON- 
STAINING 63 GRIPS TIGHT, BUT 
STRIPS OFF CLEAN, 


COLORED TEXCEL TAPES, 
PERMACEL'S CELLOPHANE COM- 
PANIONS, USED BY SOME OF AMERICAS 
MOST MODERN ENTERPRISES FOR. 
SALES, PROGRESS, CONTROL AND 
COST CHARTS, ETC. 


ROCESS 


ENGINEERS 
PROTECT PIPE-SECTION FLANGE 
FACES WITH CARDBOARD DISCS BY 
PERMACEL~66 CLOTH TAPE. 
STURDY 66 HAS THE HIGH TENSILE 
STRENGTH AND FLEXIBILITY DE- 
MANDED BY THIS HARD-WEARING 
. APPLICATION, 


COMPLETE GUIDE TO THE MANY 
TYPES AND USES OF PERMACEL 
TAPES-FULL OF NEW IDEAS, 
SUGGESTIONS THAT MAY SAVE 
TIME AND MONEY IN YOUR 
BUSINESS! WRITE FOR “FACT 
BOOK ON PRESSURE-SENSITIVE 
ADHESIVE TAPES” TO DEPT. ID-5 
INDUSTRIAL TAPE CORP, NEW 
BRUNSWICK, N.J, 


Permeacel iousteiat ares 


INDUSTRIAL TAPE CORPORATION + NEW BRUNSWICK,N.J, 
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Know the Answers 
to quiz on page 128 





1. 


(a) general purpose jacks; for 
common lifting jobs under 20 
tons. 

(b) flange jacks; used to open 
pipe line flanges to renew gaskets. 
(c) journal jacks: ideal for low, 
heavy loads where working space 
is limited. 

(d) hydraulic jacks; widely used 
by contractors, builders,  ship- 
yards, ete. 

(e) screw jacks; the load is cai- 
ried on steel balls. 


. All are advantages of flange jacks. 
. General purpose jacks can be used 


for chain, straight, hook and foot 
lifting. 

Shop- and _ pocket-lifting oni\ 
need agile fingers. 


. The load is raised on both up 


ward and downward strokes of 
the lever bar. 


. Best lubricant is graphite grease. 
. The broader base, solid, makcs 


for sturdiness and safety. 


. The ball-bearing motor truck jack 


will give you “lift” needed fo 
this work. 


8. The cable reel jack handles reels 


17. 


18. 


for winding and unwinding 
cables. 


. The traversing base jack would 


move your bridge. 


. If jack leaks oil when lifting load, 


it’s a worn piston. 


. 4-in. in four hours is a good hy- 


draulic load bearing jack. 


. Foreign or hard substances in the 


lubricant would score balls and 
races. 


. De-waxed jack oil is best; brake 


fluid the worst. 


. Jacks stands aren’t able to lift 


anything. They are used to sup- 
port loads, freeing a jack for use 
elsewhere in the shop. 


. The track jack is for particular 


use in track or road service. 


. (a) Sorry, you’re wrong; four 


types, lever, screw, hydraulic 
pressure and gear. 

(b) Wrong again; most com- 
monly used are the ratchet type 
and screw type. 

(c) True. 

(d) True, see question “7”. 
(e) False; the pump beam must 
be below the release valve. 

(f) True. 

Two thirds its own height is the 
safe “full lift” of a general pur- 
pose jack. 

True. 











ee 





> for 
or 20 
open 
skets. 
‘oa SSO SUPER-SHEAR VS. SUPERIOR CURVED TOOTH FILE. Basically, the Super- 
SS Shear and the Superior are both of the curved-tooth file family. They differ 
a : f > fundamentally in the are of the teeth in relation to the axis of the file. The 
ship- : are of the Superior is “centered,” which makes the teeth symmetrical and 
S$ Car- : : . consequently enables them to perform practically in all directions. Because 
: it can be stroked straight ahead, to the right, or to the left, it is used prin- 
oe cipally when indiscriminate contour filing is necessary as, for example, in 
| foot automobile body work. 
The teeth of the Super-Shear are milled in on an are that is “off- 
oni\ seams : _ : me 
center.” This feature gives the Super-Shear the qualities for both fast 
1 up- stock removal and good finish where a filing stroke toward the left is 
sof practical, 
= PRINCIPLES OF SUPER-SHEAR ARC AND SERRATIONS. The “off-center” 
tooth are provides wide-spaced, deep-gulleted and virtually right-angle 
jack teeth at the left of the file—for fast cutting. The teeth become shorter 
| for and closer together as they terminate in a longer shearing angle at the 
reels right—for finishing. The Super-Shear “smooths as it roughs”—and thus 
ding [? becomes virtually two files in one. 
ould Longitudinal angular serrations break up the filings; help keep file 
clear of chips; eliminate “chatter” and the tendency to “run off the work.” 
load, 
7s USES OF THE SUPER-SHEAR. The Super-Shear is particularly efficient on 
" narrow surfaces, because it keeps many teeth in contact with the work. 
| the Its serrated tooth construction enables it to perform especially well on 
and non-ferrous metals, including the soft types such as lead, babbitt, copper, 
oe and solder; and the relatively harder types such as brass and bronze. It is 
also used on the flat or convex surfaces of aluminum, magnesium, plastics, 
lift hardwood; and on such ferrous metals as cold-rolled steel, cast iron, and 
have. ; Pe be, : annealed tool and die steels. Available in 8”, 10’, 12” and 14” lengths, 
sae in standard, fine and smooth cuts. 
cular 
= Nicholson makes special-purpose files for Brass, Lead, Aluminum, Stainless 
—_ Steel, Foundry Castings, Die Castings, Die Making, Lathe Filing, Curved 
‘om- Filing Aluminum and Shear Tooth Filing—and Swiss Pattern files of all shapes and patterns. 
type with Super-Shear 


OL 
sS-<fo, NICHOLSON FILE CO., 42 Acorm St, Providence 1, Rhode Island 


(In Canada, Port Hope, Ont.) 
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terna-S 


T.M. Reg. U.S. Pat. Off. 


worm drive 


OSE CLAMPS 


practical applications 
WHEREVER AIR, FUEL, COOLANT LINES EXIST 


Urge each of your salesmen to carry an “Aero-Seal" hose clamp in his pocket. 


Showing it to plant operating and maintenance men will stimulate business — 


and profits. Because Aero-Seal" is leak-proof and vibration-proof ... because 


it exerts uniform all-around pressure... because it has extra-long take-up and 


reduces inventory requirements ... because it lowers maintenance costs... be- 


cause it can be re-used many times... it's ‘on the job" in many plants in a wide 


range of fields. You'll find a definite demand for "Aero-Seal" right now. 


— — — —— ——— —— —_— — eres ee as | 
SEND FREE SAMPLE 9 N | 
ame 


Company 








Street Address 








| 
| 
| 
INC. 
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Letters To 


The Editors 


(Continued from page 120) 





mention some very prominent lines 
which meet this specification, and 
which furthermore, represent such ver 
substantial volume to the distributor 
that few distributors would even think 
of dropping them. — 

When distributors suggest to manu- 
facturers of these lines that the protit 
margin should be increased—say from 
20 percent to 25 percent—they are te- 
minded of the fact that the proft mar- 
gin today is infinitely better than it 
was twenty years ago, and it is pointed 
out that to increase the present profit 
margin might conceivably lead to de- 
moralizing price-cutting. It seems ‘o 
me the manufacturers win that arg- 
ment. 

Of course the distributor is free to 
increase prices on small orders; but on 
lines with well-publicized resales such 
action would result in his losing prac- 
tically all of his business from his 
larger customers. It would be neither 
ethical nor lawful for him to charge 
higher prices on small orders from 
smaller customers only, and it would 
be unlawful, if not unethical, for him 
to charge higher prices on small orders 
to all customers if he did so in con- 
certed action with any competitors. 

The foregoing, to my mind, leads 
conclusively to the fact that quantity 
differential pricing offers a clear-cut 
solution to the small order problem. 
Distributors can apply it to those 
product-lines on which resales are not 
suggested by the manufacturers; and 
manufacturers who suggest resales will, 
I am sure, be glad to change to 
quantity pricing if we distributors get 
together and tell them we want it. It 
has successfully been used for years in 
a number of lines profitably handled 
by Industrial Supply distributors. Why 
should it not be applied to those 
product-lines on which we are barely 
breaking even, if not losing money? 

This is all just my slant on the sub- 
ject, and is predicated on the fact that 
Jim Tate and I, and possibly some 
others, are in agreement that small 
orders—retail sales at wholesale mark- 
ups—are the reason for some lines 
being unprofitable. I’d like to hear 
from distributors and manufacturers 
who have better solutions to offer— 
not arguments against quantity pric- 
ing, but arguments for some better 
solution to the small order problem. 

ARTHUR H. Sourer 
Souter, ScuiLuinc & SxiFr, INc. 
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more and more 


in wrenches 


the name is 


BILLINGS 


"Buy Billings from 
Industrial Distributors!" 
This statement is 

told to wrench users 

in full page space, 
each month, in the 
most read 


industrial magazines. 


ILLINGS 


4 





THE BILLINGS *& SPENCER CO., %sHARTFORD |, CONNECTICUT, U.S. As 
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Advantages to Distributors 


DEMING — the COMPLETE line — gives you the 
following important combination of advantages: 


1. A 100% Distributor Policy. Deming Pumps and Water ee 
are sold only through Distributors. 


2. An Exceptionally COMPLETE line that makes it possible for 
every Deming Distributor to meet the lions’ share of demands 
for pumps and water systems. 


3. A High Quality line built to high standards of engineering 
to assure maximum pump performance at low operating cost. 


4. Complete Catalog Service. The Deming “Library of Pump 
Data” in the form of catalogs and bulletins is recognized by im- 
partial authorities to be the most comprehensive and informative 
for Distributors and their customers. 


5. Engineering Cooperation. Deming maintains complete and 
competent engineering facilities and services for cooperation with 
Distributors, when required. 


6. Sales Promotional and Advertising Helps to assist Distribu- 
tors in building increasing volume of pump business. 


Underground Plants: 


A Special Report... 


RECENTLY A GRouP of McGraw-Hill 
technical editors, Washington and for. 
eign correspondents eombined to 
form an “Underground Plants Com- 
mittee”. The committee’s object was 
to compile the first authoritative te- 
port for general industrial readers on 
what America can learn, from actual 
experiment by other countries, about 
putting war plants underground. 

Following is an abridged text of the 
report, especially prepared for readers 
of InpusrriaAL DisrripuTion. It is 
presented in the belief that the sub- 
ject, by its nature, is of particular and 
vital interest to industrial distributors 
and their salesmen, inasmuch as they 
will be among the first to be called 
upon should events compel all indus- 
try to go underground. 

The report demonstrates how large 
are the problems that will be encoun- 
tered, and emphasizes the difficulties 
that will confront distributors who 
may be required to design and equip 
units for underground factorics. 


Most everybody now believes that: 

(1) Our war industry plants, not 
our armed forces, will be the first tar- 
gets in another world conflict 


(2) There’s no defense on earth 
against the terrible new weapons al- 
ready available or coming up to attack 
them; 

(3) All that we can do next time is 
to survive a general holocaust by mak- 
ing our wide-open enemy suffer more 
than our own wide-open industries. 


Only a few thoughtful men in busi- 
ness councils have properly weighed 
the fact that the military experts hold 
out the hope of a defense under the 
earth. Fewer still realize that this 
forbiddingly difficult line of defense 
got a belated but real tryout in World 
War II, mainly at the hands of our 
eventually desperate enemies. 


Germany had as many as 143 such 
plants in operation by V-E Day. Be- 
fore the end, our bombs had created a 
necessity that mothered a surprising 
amount of similar invention in Japan. 
Underground munitions manufacture 
was also under way in Italy, Czecho- 
slovakia, neutral Sweden and allied 
Britain. However, “experiment” is 
still the word for everything so far dis- 
covered. 


Plants Need Planning 





se THE DEMING COMPANY 
511 BROADWAY + + + SALEM, OHIO 


PUMPS AND WATER SYSTEMS 
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This is brought out in highlights 
from the report of the Underground 
Plants Committee: 





w-Hill 
1d for- 
d to 
Com- 
>t was 
ve re- 
-TS on 
actual 
about 


of the 
eadcrs 
It is 
> sub- 
ir and 
utors 
> they 
called 
indus- 


large 
coun- 
ultics 
who 
equip 


hat: 


, not 
t tar- 


earth 
is al- 
ttack 


me is 
mak- 
more 
S. 


busi- 
ghed 

old 
r the 
this 
fense 
Jorld 
* our 


such 

Be- 
ted a 
ising 
pan. 
cture 
*cho- 


FOR SM 
ALL TA 
No. o to No. io 


KEYLESS DRILL 


Elimination of ke 
; Peeds up drilling 7 
“a Strength — mak 

Chucks ideg| for aaeae 


est qual- 


ills, Also ava 
Portable drills, 


For full detaj 
etails 
BULLETIN No. : a 


ilable fo, 


= the round and 
on the square 
Proper insertion of — ”~ 


5 sizes for No. 0 


F j 
or details ask for BULLET, INN 
0.6 





ETTCO TOOL CO. 


600 JOHNSON AVE., BROOKLYN 6, N. Y. 


Boston, Mass. © Portland, Conn, «© Detroit, Mich, ¢ Chicago, I. 


TAPPING ATTACHMENTS 


g 


“Speed, SENSitive tap- 


For full detaj, 
tails ask for B 
ULLE TINN 
0. 2 


OUR SALES POLICY 


Our policy is to encourage and do everything 
possible to promote the sale of drill chucks, tap 
chucks and tapping attachments through dealers. 
Multiple heads and fixtures, foot-operated tapping 
machines and air-operated drilling and tapping 
machines require special engineering and will be 
sold directly to the consumer, but we will protect 
the dealer in all cases where he obtains the inquiry 
or order. 
All dealers will be classified as stocking or non- 
stocking. A stocking dealer is one who carries 
an adequate stock of our tools, and maintains a 
satisfactory volume of sales for his territory. 
Non-stocking dealers are those who have occa- 
sional sales or do not carry sufficient stock. 
Wherever possible, we ask such dealers to pick 
up our tools from the nearest stocking dealer, at 
the same discount he would receive from us. 
Upon request, we will give you a list of stocking 
dealers in your territory. 
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... Wherever pliers are needed 


Whatever the work—when pliers are needed—the 
job can be done better and quicker with Kleins. 

You will want Klein side-cutters, oblique-cutters 
and long-nose pliers for your discriminating cus- 
tomers who know that good tools mean good 
work. The care with which Klein Pliers are made 
assures closely matched jaws—perfect balance— 
just the right spring to the handles—sharp cutting 
knives that stay keen. 

Your order for Klein Pliers—the quality tools good 
workmen ask for—will be filled as soon as possible. 


No. 201. Original pattern 
husky Klein Side Cutting 
Plier. Square nose. Made 
in five sizes—5, 6, 7, 8, 


and 9 inches. 


No. 201 NE. The famous 
“streamlined” Klein Side 
Cutting Plier. Made in five 
sizes—5, 6, 7, 8, and 9 in. 


No. 202. Klein Oblique 
Cutting. Plier (heavy-duty 
pattern). A very useful tool 
that cuts close. Length, 6 


inches. 


No. 203. Klein Long Nose 
Plier. Long reach of jaws 
permifs getting into diffi- 
cult places. Made in 6 and 


7 inch sizes. 


aos | zhe Siete Poetet Test 
u owing the 
ee K loin tee and ‘contain 
ing useful tool informa- 
tion, will be mailed on 

request. 


Since 1857 


que 


20 KLEINE 
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(a) With few exceptions, Ger- 
many, Japan, and Italy moved factories 
underground on the basis of expedi- 
ency and enlarged, or otherwise altered 
to their needs existing caves, mines, 
quarries, and tunnels. 

(b) Working under the handicap 
of wartime shortages in manpower, 
materials, and equipment, our enemies 
had to omit many desirable under- 
ground plant facilities. 

(c) In general, the most desirable 
underground sites were those found in 
the sides of hills or mountains. 

(d) Many of the German and Japa- 
nese underground plants were exces- 
sively damp, with the result that there 
was rapid corrosion and deterioration 
of equipment plus constant discom- 
fort and illness among workers. 

(e) The information on German 
experience with underground plant 
operation emphasizes the necessity of 
providing for underground location of 
supporting facilities, such as power 
plants, transportation systems, and 
storage space. German experience also 
demonstrated the need mj ample stor- 
age space for the raw materials and 
products of underground plants. 

(f) All study of underground plant 
operations to date underlines the need 
of special planning and engineering for 
this type of project. 


Germany 


The first German underground fac- 
torv on record was a precision instru- 
ment plant that was installed in caves 
at Mulhausen, Thuringia, early in 
1917. The only big German war in- 
dustry already underground at the start 
of the Allied bombings in the late war 
were the submarine pens and shops at 
Peenemunde and at  Helgoland. 
Wholesale construction of under- 
ground factories started in 1944. 


Large Plans, Small Progress 


Up to November of that year plans 
were laid to build almost 9,000,000 
square meters of underground floor 
space for armament and component 
industries, at a cost of between 1,500 
and 5,000 million reichsmarks. But 
progress was slow, and by November 
about one-sixth of the 9,000,000 
square meters of floor space was al 
ready in use or awaiting installation of 
machinery. 

The war-end total of 143 German 
underground factories in production 
represented approximately 20 percent 
of the capacity of the airframe indus- 
try, nearly 60 percent of aircraft en 
gine facilities, virtually all V-weapon 
output. 


The Problems 


At least some of the troubles en- 
countered in the German underground 
plants, arose principally because these 
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BRONZE BEARINGS 


PRECISION BRONZE BARS 
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ALIGNMENT BUSHING 


Revolves on Retainer Pin. 


HARDENED RETAINER 
PIN 


Presses into hex bushings. 
























Le 
Cutters revolve against hex bush- 
ing shoulders, 


NOT SOFT CASTING 









HARDENED HEX 
BUSHINGS 


Pressed into casting, absorb radial 
thrust —cannot turn. 








































Exclusive, improved Vincent Dressers and tough, 
long-lasting Vincent Dresser Cutters are just the combination 
to produce clean, accurate dressings at lowest cost. They 
are the right combination for complete customer satisfaction. | 


The improved, exclusive features of Vincent Dressers 
shown above assure more accurate dressings and fewer 
dresser replacements. Special analysis steel, heat treated to 
exactly the correct hardness, provides added dressings from 
every Vincent Cutter. 

Point out these features to 








(use 40 Dressers Of your customers for faster sales... 
Wheels up t° a 7 
face: greater ‘repeats. 



















‘| Dressers O 
* Vineels 1%" to 2 
face. am 
2, Dressers oO, 
wh : els ovet™ 2 







USE THIS CHART TO | 
SELECT THE PROPER 
DRESSER FOR EVERY 
JOB! 


WINN 8 NAT 


STEEL PROCESS COMPANY 

Heat Treaters of Metals—300 Tons Capacity Daily 

Producers of GRINDING WHEEL DRESSERS AND CUTTERS © HSS TOOL BITS 
CONICAL CUTTERS AND HOLDERS * DIAMOND DRESSING TOOLS 
TUBE CLEANER CUTTERS © HIGHWAY SURFACER CUTTERS | 





* 





fay 
\ Ss 
2424 Bellevue Avenue 
188 














Detroit 7, Michigan 
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plants were hurriedly built and not 
completely thought out. Many of the 
German plants in mountain tunnels 
and caves now contain badly rusting 
machinery as a result of seepage, flood- 
ing, and rock falls. 

There were troubles with noise ab- 
sorption, gas proofing, and dust con- 
trol. However, despite the makeshifts, 
there were varying degrees of success 
in combating these troubles, and the 
Nazis achieved a surprising degree of 
success in making the most of their 
hasty construction. 


Two General Types 


In actual development of under- 
ground construction, the Germans de- 
signed two general types: one, a semi- 
underground structure, intended to 
withstand the heaviest known bomb- 
ing attacks; and the other a completely 
underground plant. 

One of the semi-underground types 
was the submarine pen. Generally, 
these sub pens were massive vaults 
with huge wall and ceiling coverages 
of heavily reinforced concrete. One 
at Hamburg consisted of five sections, 
each docking four submarines. It was 
approximately 500 by 475 ft., with a 
roof ranging in thickness from 11 to 
13 ft. By April, 1945, bombs had 
been developed that could penetrate 
this pen. Six direct hits pierced its 
roof, killing 40 persons and damaging 
the equipment. 


“Bunker” Plants 


In addition to such submarine pens, 
the Germans constructed what was 
called a “‘bunker plant,” a semi-under- 
ground structure that permitted manu- 
facturing operations with comparative 
freedom from bombing attacks. It was 
a great dome-shaped structure with a 
reinforced convex concrete roof 9 to 
18 ft. thick. About 80 ft. high, it 
contained four to six stories with ap- 
proximately 1,200,000 sq. ft. of floor 
space, 40 percent of which was under- 
ground. 

Plans for twelve of these bunker- 
type plants were formulated during the 
war. Work on four of them actually 
was initiated, but because of lack of 
manpower, materials, and time, none 
of the projects ever was placed in 
operation. 

The bunker-type construction prob- 
ably represented the most suitable type 
of semi-underground installation de- 
signed by the Germans. Nevertheless, 
these structures suffered from one gen- 
eral drawback—the fear that a new 
type of bomb would be devised to 
penetrate the concrete shell. 


Plants Wholly Underground 


On fully underground plants in 
Germany, the committee has detailed 
information only on those constructed 
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FITTING 
DISTRIBUTORS! 


HERE’S YOUR GUIDE TO 
MORE EFFECTIVE SELLING 


You don’t have to be an expert to sell Laughlin 
wire rope and chain fittings . . . because Laughlin’s 
#140 catalog has been especially designed for dis- 
tributors’ salesmen as well as buyers. It contains 
easy-to-find answers to the questions your customers 
may ask. 

More than a mere listing of products, the Laughlin 
catalog contains such a wealth of information: 
strengths, dimensions, tables, charts, etc., that it has 
become the data book of the industry. Well known 
for quality, the line is the most complete made 
by a manufacturer and full of exclusive fittings 
that really sell. 

Get all your fittings from one source — from an 
inventory that insures immediate shipment from 
stock. 

Where else can you get prompt shipment of so 
many items like these? 


Grab Hooks Turnbuckles 
Slip Hooks Shackles 

Safety Hooks Swivels 

Hoist Hooks “Missing Links” 


Clevis Hooks Safety ‘‘Fist-Grip” Clips 


Thimbles Wire Rope Sockets 
Eye Bolts Weldless Rings & Sling Links 
Ring Bolts 


It’s easy to order from Laughlin — give your cus- 
tomers service without carrying excessive inventories. 

Be sure you have Laughlin’s #140 catalog for 
better selling. You'll like our uniform trade dis- 
counts. THE THOMAS LAUGHLIN COMPANY, 
PORTLAND 6, MAINE. 


Laughlin Protects the Distributor 





THE MOST COMPLETE LINE OF DROP-FORGED WIRE ROPE AND CHAIN FITTINGS 
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Darnell Dependa- 
bility assures sav- 
ings, service, safety, 
speed. A caster or 
wheel for every use. 


Write Today for the new 192 page 
Darnell Caster and Wheel Manual 

































































~ DARNELL CORP. LTD. 60 WALKER ST. NEW YORK 13, NY. 
LONG BEACH 4 CALIFORNIA 36 N. CLINTON, CHICAGO 6, iLL 
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| for the production of gasoline, lubri- 
cating oil, diesel fuel, and similar prod- 
ucts. ‘They included: 

1. Schwalbe No. 1, a hydrogenation 
plant at Oberroedinghausen, West- 
phalia, was located in an existing lime- 
stone quarry. It comprised 22 tunnels, 
15 ft. square, excavated out of the 
limestone cliff. The project involved 
360,000 cubic yards of new excava- 
tion, of which 200,000 cubic yards 
was completed. 

2. ‘The Bergo hydrogenation plant, 
on the Elsterschleiffe, was to have 


| utilized brown coal tar obtained from 


carbonization plants in central Ger- 
many. 

When construction halted at the 
end of the war the tunnels had been 
driven. from 180 to 310 ft. 

3. The Kuckuck hydrogenation, hy- 
droforming, catalytic cracking, and 
alkylation plant at Niedersachswerfen 
near Nordhausen in the Harz moun- 
tains, was one of the most compli- 


_ cated of the underground plants and 


one of four plants built in the tunnels 
at Niedersachswerfen, the others being 
a Junkers aircraft factory, a V-1 and 
V-2 plant, and a liquid oxygen plant. 

At the end of the war about 60 
percent of the Kuckuck excavation was 
complete. Production, first scheduled 
to’ begin in March, 1945, was put off 


continually because of the difficulty 


of erecting large vessels in chambers 
with limited headroom. 
4. Dachs No. 1, at Porta, West- 


| phalia, was a lubricating oil distilla- 


tion and treating plant. At the ter- 


| mination of construction in March, 
1945, the plant was only 80 percent 
| complete. 


Heat And Power 


Steam was provided by two 600-Ib. 
boilers having a capacity of 65,000 


_ Ibs. of steam per hour. Approximately 


3,000 kw. of electrical energy was 
brought in by underground cable. The 
transformer station was installed un- 
derground. 

Cooling water was provided by four 


| centrifugal pumps in two separate con- 
| crete houses on the banks of the 


Weser. Ventilation was provided to 
reduce the hazard of building up ex- 
plosive mixtures at any point in the 


| system. 


5. Dachs No. 3, in Deutsch-brod, 
Bohemia and Moravia, was located in 
a railway tunnel that was under con- 
struction and finished for the most 


| part. + 


| cut again. 


6. Dachs No. 5, at Willingen, Wal- 
deck was to be an enlargement of exist- 
ing slate mines. It was designed to 
make synthetic lubricating oil. Because 
of the difficulty of excavating the 
shale, the plant was reduced to one- 
quarter of its intended size, and later 


Glan 


HIGH SPEED STEEL 


TOOL 


HELP | 
MANAGEMENT . 
ECONOMIZE ON 


_ PRODUCTION COSTS 


Tue distributor who sells the 
GORHAM line has an endless oppor- 
tunity for good business. He is han- 
dling a product with a nation-wide 
reputation for high quality—for out- 
standing performance—for meeting 
the most exacting demands of tough 
production jobs. He is helping man- 


O 


agement boost profits and cut costs 
through the efficient performance of 
GORHAM High Speed Steel Tool Bits. 
All this creates broad new markets 
and an ever-growing volume of busi- 
ness. Sell the line that sells itself... 
sell GORHAM for best returns. 


“BORHAM Standard 
for the Commercial 
Field 


pre eenme | 
GORHAM M-40-B 
for Heavy Cuts in Hard 
Material 


GORHAM Gormet 
for More Abrasive 
Materials 


GORHAM TOOL COMPANY, 14400 WOODROW WILSON, DETROIT 5, MICHIGAN 
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ALLSTAR LIME... 


brings in more cash ! 


Takes no genius to figure it out. Look: In the Star line 
there’s a saw for cutting everything a hack saw or band saw 
can cut—from tool-steels to ham bones. So push Star—to let 
your customers know you’ve got what they want, whatever 
they want! With the complete Star line you just naturally 
complete more sales. 

Selling’s easier, too. From presidents to apprentices, your 
customers know STAR Blades — see 
them advertised in the business and 
shop magazines they read. 

Free Booklet of Hack Saw Hints 
helps your men in the field. Pocket- 
size. Gives specifications, prices, tips 
on selection and use. Available in bulk 
for distribution to your customers. 


CP) 
SY TTT 


Makers of hond and power hock san blodes 


tromes meto/ cutting bond sow blodes and 


the Clemson E-/7 lawn machine 
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7. Dachs No. 7, at Alte Poste near 
Pirna, Saxony, was a planned refinery 
to be erected in sandstone tunnels 
lined with concrete. Erection of equip- 
ment was just starting at the end of 
the war. 

8. Steinbock No. 2, at Unterlo. 
quitz, was.in a slate quarry. It wa: 
to be a catalyst manufacturing plant, 
in addition to having a paraflow unit 
and diethyl benzene plant. 

All levels were interconnected and 
also connected to the outside. This 
construction gave a stack effect and 
the air circulation was very good. How- 
ever, a ventilation system was to be 
installed. Power was to be supplied 
by three locomotives. ~ 

9. Steinbock No. 1, at Heilbron, 
was in a salt mine. The program called 
for building a factory for production 
of V-2 weapon fuel, and various chem- 
icals. 


Natural Cave Plant 


10. Rabe, near Brixlegg, in the 
Austrian Tyrol, was a tetraethyl lead 
plant in a natural cave, about large 
enough to accommodate a commercial 
plant of conventional design and con- 
struction. This is the only reported 
instance of construction in a natural 
cave. The plant was considered im- 
practical by the manager, however, 
and equipment was only beginning to 
reach its site at the end of the war. 

11. The Kematen Works was aug 
into the side of a mountain and con- 
sisted of eight tunnels and cross- 
passages laid out for manufacture and 
assembly “of ailerons and flaps for the 
ME-262. 

12. The Mittelwerke and Nord- 
werke factories near Niedersachawer- 
fen were situated beneath a steep, 
heavily wooded hill that rises almost 
300 ft. above the surrounding country- 
side. The main tunnels are approxi- 
mately 30 ft. wide and 24 to 30 ft. 
high with vertical walls and rounded 
ceilings. 


Other Plants Underground 


Other examples of underground 
plants are 

(a) A large converted mine at 
Kahla, scheduled to produce at peak 
a large share of the German fighter 
plane program, 

(b) Highway tunnels at Leonberg 
and Eschenlohe, engaged in produc- 
tion of ME-262 parts, 

(c) Aircraft engine production 
units in granite quarries near Buda- 
pest and at Neckarelz, and another 
in a tunnel 2,200 ft. long on the out- 
skirts of Berlin. 

The largest and most ambitious 
underground facility in the world was 
located at Niedersachawerfen, in the 
Harz Mountains. Here were manu 
factured V-1 and V-2 projectiles, rock 
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— For greatest efficiency in operation and design, 
your customer's modern machinery and equip- 
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BONNEY FORGE & TOOL WORKS, ALLENTOWN, PA. 
: BONNEY FORGE & TOOL WORKS Please send me full information on the sales and profit 


possibilities of Bonney Tools. ID-248 
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about Chain: 


-] 

There’s more to a chain than materizl, 
pattern and size. Equally important are the experi- 
ence and facilities of the manufacturer who made it. 
For these affect chain quality. 

Nothing will ever lower the quality of ACCO 
Welded Chain, Weldless Chain, or Attachments. 
We will not compromise with quality. On the con- 
trary, our research department is constantly endeav- 
oring to improve the quality of American Chain, 
thereby increasing its service to the user. 


Sell AMERICAN 
. ». the complete chain line 














a York, Pa., Chicago, Denver, Detroit, Los Angeles, New York, 
, Cc Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 

















AMERICAN CHAIN DIVISION 





—. AMERICAN CHAIN. & CABLE 
“eg In Business for Your Safety 
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ets, and parts for engine and rocket 
bombs. One of the tunnels is 75 ft. 


Japan 

As in the case of Germany, Japa- 
nese construction of underground 
plants began late and was done in 
haste. In most Japanese underground 
plants, the inherent dampness wreaked 
havoc with precision machinery and 
with the health, morale, and efficiency 
of the workers. This is brought out 
in the course of the following reports 
on individual Japanese underground 
plants: 

1. The underground units of the 
Nakajima Aircraft Co. at Oya and 
Shiroyama in ‘Tawanchie-gun, were de- 
signed for the production of aircraft 
engines and air frames. Excavation 
was begun in January, 1945, and some 
machinery was put in operation in 
March. The first engine was com- 
pleted in June. By the end of the 
war one-third of the area planned was 
in production. 


Hazards In Operation 


The plant manager reported that 
very serious operational difficulties 
were never overcome. Underground 
areas were cold and damp, causing 
extreme discomfort to employees. The 
atmosphere was foggy. Machinery was 
constantly subject to corrosion. There 
were no cave-ins during war, but sev- 
eral have occurred since. 

2. Shiroyama, of the Nakajima Air- 
craft Co., was located in caverns, and 
operated in conjunction with the Oya 
plant. 

3. The Asakawa plant, operated by 
Nakajima Co., was planned to have 
353,000 sq. ft. of floor space and op- 
erate 1,200 machine tocls for a pro- 
duction of 300 engines a month. It 
was scheduled to be in production in 
July, 1945. At the end of the war in 
August only six of 31 tunnels had 
been completed, with an area of 257,- 
000 sq. ft. excavated. 

The chief problems in this plant 
were wet floors and moist atmosphere. 
There was much illness among work- 
ers, and considerable corrosion of ma- 
chines. When inspected after the war 
the machines were covered with a 
heavy layer of grease and waxed paper, 
but even with this protection many 
were seriously corroded. 


Machines Rusted Over 
4. Gokan, of Nakajima Co., near 


Numata in Gumma prefecture com- 
prised 16 tunnels, each about 600 ft. 
long. About 200 machine tools had 
been installed, with more waiting out- 
side. Floors were wet, and machinery 
was severely rusted. 

5. Yoshimatsu, operated by Naka- 
jima Co., near Matsuyana, 32 miles 
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This low-cost DURO Router-Shaper- 
Carver can be converted from one 
use to another in a few seconds 


An ideal machine for these quick-changing times— 
when the ability to shift rapidly and economically from 
one set-up to another is vital. 

Here is an unusually flexible machine that can be 
used for routing, shaping and carving wood, metal or 
plastics. Combines high speed (20,000 R.P.M.) power 
(1200 watts at the spindle) and solid, heavy construc- 
tion that gives smooth, vibrationless cutting. ls extremely 
flexible—can be transformed quickly into a Shaper or 
Carver. Standard equipment handles 1/4”, 5/16" and 
3/8” bits for routing—5/16" and 1/2” bore shaper 
cutters—and all standard cutters for carving. Has many 
special features including: Specially designed G. E. 
Universal Motors, New Departure Precision ball bear- 
ings, precision machining throughout; Table can be 
instantly adjusted to any height without holding foot 
pedal. Chuck is part of spindle and holds adaptor and 
cutter close to work, thus preventing whip. Many other 
exclusive features. Unusually low-priced. 

Send for Catalog— giving full specifications and 
prices on the DURO Shaper-Router-Carver—and other 
DURO quality Machines including Drill Presses, Circular 
Sows, Band Saws, Flexible Shafts, Lathes, Sanders and 
Electric Drills. 


DURO POOLS 


MACHINE TOOL DIVISION 


DURO METAL PRODUCTS CO., 2659 N. KILDARE AVE., CHICAGO 39, ILL, 


ALSO MAKERS OF DURO HAND TOOLS 
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northwest of ‘lokyo, was one of the 
| most advanced of the Japanese under- 
| ground plants. It was 80 percent com- 
| pleted, and was in production from 
June 15, 1945, until the end of the 
| war. This plant was located in caverns 
| dug by cave dwellers about 1,500 years 
| ago. 
*More than 300 machine tools had 
been installed and another 100 were 
CAR | found outside. Machines were laid 
out in single rows. 
M (@) V J “a S$ Corrosion of equipment became a 
problem almost at once. Each worker 
was required to keep his machine rust- 
5 E L L T fol E M less. Parts were removed as soon as 
‘eee finished to prevent damage. Eventual 
employment here was to have been 
FOR FULL SHIPPING 4,000. This whole establishment was 
well concealed except for a built-up 
area containing five surface buildings. 
3 FFICIE | CY— 6. Yabutsuka, Nakajima Co., six 
miles northwest of Ota, in Gumma 
perfecture was a dispersed location of 
the Ota works. All entrances had 
| caved in. Local Japs said that torren- 
| tial rains had caused the collapse. 
Excavation was started in January, 
1945, by 1,500 men working a 10- 
: hour shift. The plant was inaccessible. 
pase" POWER KING Only one narrow road, barely permit- 
ting the passage of a jeep, led to the 
site. 
= SS | 7. Yusenji, Nakajima Co., was lo- 
cated four miles west of Komatsu on 
| the northwest coast of Japan. The 
| planned area was 214,000 sq. ft., of 
| which 86,000 sq. ft. were ready for 
use, with 100 of 400 machine tools in 


NEVERSLIP | operation. 


This plant was designed to produce 


airframe parts, fittings, and small sec- 

tions of a scouting plane. Production 

Bad? started in June, 1945. Shoring in the 
SLIPPROOF plant was extensive. The cavern floors 



































were dry and, of all the underground 
factories seen, this one seemed to be 
and the best from the standpoints of trans- 
portation, concealment, and working 


ADVANCE SAFETY "| conditions. 


CAR WRENCH Shoring Necessary iiiecte 
| 8. Katsura plant of Mitsubishi Air- 
craft Co., although not strictly an 











OUR customers can select the proper type of BADGER Car | underground plant, made interesting 

Mover to get the utmost in efficiency for their needs. The | use of a railroad viaduct. Space under 

POWER KING for the heavy jobs—the NEVERSLIP for the | a — esse Pi — : oo 

: way was enclosed by the erection o 

average loads—the SLIP-PROOF for lighter work. All BAD- | aid Gals din dak xd eouate 

GER Car Movers are easy and safe to handle—they speed load- trestles. The area enclosed amounted 
ing and unloading, and need practically no maintenance. This | to 25,000 sq ft. . 

is important equipment for shippers and receivers of freight | _ Seventy-two machine tools for ma- 

who have sidings. We give good service on deliveries and sell chining master vods of plunc cagincs 

oa were installed and in operation from 

only thru Distributors. June, 1945. The plant was efficient, 

| clean, well lighted, and dry, with or- 

| derly arrangement of equipment. Ex- 

A D VA y C E C A R M 0 V E R ( f) M PA N Y | ternally, there was no evidence of what 

APPLETON+ WISCONSIN po oy on. : 
— 9. Otani plant of Mitsubishi Co., 


at Otani, six miles east of Kyoto, was 
| located in two abandoned railroad tun- 
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High pressure is duck soup 
for this steam hose! 


New Hewitt Glass Fiber Steam Hose 
withstands high pressure of 


saturated and superheated steam 


Until now, the extreme temperatures 
of saturated and superheated steam 
often caused steam hose to crack 
up after less than a day’s use! 


But that’s all changed now ... 
thanks to new Hewitt Glass Fiber 
Reinforced Steam Hose. This re- 
markable new development is made 
with braids of glass fiber cords 
specially treated and designed to 
withstand the high temperature 
generated by up to 200 pounds pres- 
sure of saturated and superheated 
steam. 


It’s able to do this because Hewitt- 
Robins engineers have discovered 
an entirely new way to treat glass 
fiber cords to make them adhere to 
rubber . . . impervious to moisture 
. . . kink burst-resistant. And last 
but not least, they have developed the 
most durable heat-resisting rubber- 
compounded tube and cover yet known! 


HEWITT RUBBER DIVISION, HEWITT-ROBINS INCORPORATED 


Hewitt Glass Fiber Steam Hose has 
been tested for your customers on 
the toughest steam-handling jobs. 
And it has proved that it can take it. 


Let your customers know about the 
many advantages of this unique 
Hewitt development. No matter 
what their requirements may be, 
there is a Hewitt hose to meet their 
exact needs. For further informa- 
tion, write Hewitt Rubber Division, 
240 Kensington Avenue, Buffalo 5, 
New York. 


HEWITT 


GLASS FIBER 
STEAM HOSE 


«ta 
» SQ 
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Why New Hewitt 
Steam Hose 
Meets Your Needs 


Glass fiber carcass maintains 
maximum resistance to high 
steam pressures . . . does not kink 
or rupture through flexing. 


The tube and cover retain their 
original resiliency and strength 
even under high temperatures 
over long periods. 


3] 


Special treatment of the glags 
fiber cords is responsible for ex- 
treme flexibility and ability to 
withstand constant flexing and 
sharp kinking. 


Qo 


Glass fiber cords are many times 
stronger than any other cord— 
resulting in a high safety factor 
of working pressure to burst— 
yet lighter in weight per foot than 
any other cord reinforcement. 


MAKERS OF INDUSTRIAL HOSE e BELTING e PACKING 
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This beats a magic carpet! 





Air Express can bring you supplies and equipment from 
any U.S. point—overnight. And that’s better than old- 
style magic! Air Express is the fastest way you can find 
to ship or receive. No delays, because shipments go on 
every flight of the Scheduled Airlines. 

What’s more you get special door-to-door service at no 
extra cost. With low Air Express rates, you can use this 
fastest service as a regular procedure. Let Air Express 
keep your business running fast—and smoothly. 


Specify Air Express-Worlds fastest Shipping Service 


e Low rates—special pick-up and delivery in principal U.S. towns and 
cities at no extra cost. 

e Moves on all flights of all Scheduled Airlines. 

e Air-rail between 22,000 off-airline offices. 

True case history: Rubber equipment users regularly get replacement 
by Air Express so machines won’t stand idle. Recent shipment: 

102-lb. carton picked up 5 p.m. the 18th in Noblesville, Ind. Air-rail 

to Dallas, delivered 9 a.m. following day. 799 miles, total cost only 

$26.78. Any distance inexpensive, too. Phone local Air Express 

Division, Railway Express Agency, for fast shipping action. 















AIR EXPRESS, A SERVICE OF RAILWAY EXPRESS AGENCY AND THE 


SCHEDULED AIRLINES oF THE U.S. 
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Rates include pick-up and delivery door 
to door in all principal towns and cities 





nels, 2,160 and 2,200 ft. long respec- 
tively. It comprised gear cutting and 
grinding shops. The tunnels were rea- 
sonably dry, but there was trouble 
with moisture, causing worker illness 
and corrosion of machines. 

10. Kiyotako plant of Mitsubishi 
Co., was in two abandoned street car 
tunnels 5 miles west of Kyoto. It went 
into production in May, 1945. The 
tunnels were 1,970 ft. long and housed 
120 machine tools. 

11. Kukuri plant, of Mitsubishi 
Co., was located in hills 20 miles 
northeast of Nagoya. The planned 
area was 360,000 sq. ft., of which 
270,000 sq. ft. were completed. Tun- 
nels measured 16 ft. wide and 11.5 ft. 
high. They were first cut entirely 
through the hill so that machine tools 
could be handled into each tunnel. 
After the machines were in place it 
was intended to close and conceal the 
entrances to all but three tunnels. 

These tunnels were among the bet- 
ter ones seen in Japan. They were 
very dry, well laid out, had smooth 
floors and seemed roomier than any 
others. 

12. Nikoda, Mitsubishi Co., was in 
hills six miles west of Ueda in Nagano 
prefecture. At the end of the war 
the plant was 40 percent complete. 
Power installations were 20 percent 
complete. 


Bad Air, Bad Transport 


The tunnels here were wet and 
damp. The plant manager said no pre- 
cautions had been taken against worker 
illness or machine corrosion—‘“there 
had been no time to study these prob- 
lems.” Transportation of material to 
and from the plant was to be by truck. 

13. Matsumoto, Mitsubishi No. 1 
airframe works, was placed under con- 
struction several miles southeast of 
Matsumoto in Nagano prefecture. The 
planned area was 252,000 sq. ft. All 
of it was excavated, but only 40 per- 
cent was ready for machinery. 


Bridges Over Chasms 


14. Nukatani, of Mitsubishi Co., 
four miles south of Kanazawa, was 
one of the most unusual plants discov- 
ered. To reach it, one had to climb 
750 ft. up to the opening of the plant. 
Mitsubishi didn’t like the site. It was 
necessary to build roads, dwellings, 
and bridges to span steel chasms. 

Despite these conditions, the plant 
was constructed to house one a the 
most important works to produce ex- 
haust turbines and fuel injection 
pumps. Beginning July 10, 1945, ma- 
chine tools were laboriously pulled up 
the mountain by hand and roller and, 
at the end of the war, 145 machines 
were in place. 

15. Shakutani, a plant of the Mit- 
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REPUBLIC 


BRIGHT CAP SCREWS 
‘Take Hold Pact..Turm up Tight 


From wrench-hugging heads to smooth-turning threads, Republic Upson 
quality bright cap screws offer unfailing accuracy and uniformity. Quick, tight 
assembly is a 94-year Upson tradition — maintained today throughout 20,000 
shapes and sizes in the full line of Upson headed and threaded products. 


REPUBLIC STEEL CORPORATION 


BOLT AND NUT DIVISION e CLEVELAND 13, OHIO 
Export Department: Chrysler Building, New York 17, N. Y. 





ADS AT WORK... 
day and night. Whenever your customers are 
reading their trade magazines, they're reading 
the story of Upson quality. This and similar 
advertisements appear regularly in Hardware 
Age, Iron Age, Steel, Railway Purchases and 
Stores, and Southern Hardware. 





Other Republic Products include Pipe, Sheets; Tubing, Hot Rolled and Cold Drawn Bars— Carbon, Alloy and Enduro Stainless Steels 
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FOR SAFETY PLUS 


- P 


Sor better rubberized Work Gloves, look for the HOOD 
Trade Mark—a sign of quality since 1896. Styles to suit every 


requirement. Send for folder. Order from your jobber. 


HOOD RUBBER CO., WATERTOWN, MASS. 


ge 
a A Division of the B. F. Goodrich Company 





Important 
news to 


DISTRIBUTORS 


HEXACON soldering irons 
are a profitable line for the 
distributor, dealer and user be- 
cause it represents one of the 
most complete lines available 
today. It is backed by famous 
users throughout the world, 
and an aggressive hard-hitting 
sales promotion campaign is 
telling the story to a 
\ ‘quarter ofa million key 
men in industry each < 


ON ELEC 
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subishi Co., is one mile west of Fukui 
city. Work was started in February, 
1945, and movement of machinery 
began in April. Caverns and tunnels 
were very dry, although most of the 
tools were found to be corroded. 


Numerous Other Plants 


Other plants in Japan included: (a) 
the Shinyokoe plant of Mitsubishi 
engine works at Sabae, in Fukui pre- 
fecture, located in stone quarries 300 
ft. above ground level, (b) the Hisai 
plant, located in the low hills south- 
west of Nagoya and producer of air- 
craft and engines; (c) the Takatsuki 
plant of Kawasaki Aircraft Co., lo- 
cated midway between Osaka and 
Kyoto, whose planned machine tool 
capacity was 550, though only 40 
machine tools had been installed; (d) 
Seto plant, of the Aichi Aircraft Co., 
which comprised a planned and com- 
plete floor area of 110,000 sq. ft. ex- 
cavated in 5 areas, under 5 adjoining 
hills. Only 45,000 sq. ft. were in use, 
however. 

In addition there was the Sogo 
Department Store plant of the Sumi- 
tomo Co., in Osaka, a machine shop 
for making propeller parts. A total of 
167 machine tools was operated in the 
second and third basements of the 
store for three months, in what ap- 
peared to be an orderly and well-man- 
aged production line. 

The machines had been lowered 
into the basements through holes cut 
in the sidewalk next to the building. 
Lowering was carried out at night, to 
conceal the operation. 

Finally, there were the two naval 
plants; the Handa plant of Sumitomo 
Co. serving the Tsu naval arsenal 
and characterized by extensive shoring, 
cement spray on the walls, drip guards 
over machines, concrete floors, slop- 
ing levels and drainage gutters; and 
the underground facilities of Hiro 
plant of the 11th Naval Air Depot, 
converted from a large underground 
hangar built in 1940 and an adjoin- 
ing road tunnel. At the end of the 
war 99 percent of the small and 
medium-sized machines for the plant 
had, been moved underground. 


Sweden 


Although Sweden was not in World 
War II as a belligerent, it was geo- 
graphically in a dangerous position. 
Prudence dictated that certain defense 
measures be taken. One of these 
measures involved the decision to start 
airplane engine production at other 
places than the plant at Trollhattan. 

A suitable hillock of solid rock was 
discovered in the alluvial plain within 
two miles of the original plant. Since 
it was cut out of outcropping rock, 
the Swedish underground plant was 
constructed with the general floor level ° 
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The “Acorn” Die has produced billions of 
threaded parts since its introduction in 1909. 
It has given superlative performance in 
thousands of plants where high production, 
high speed, accuracy and thread quality are 
all “‘musts’’. The reason for its popularity is 
its simplicity, ruggedness, and accuracy. Its 
design explains why the “‘Acorn” fills the bill. 


HOLDERS 


fit any machine. 
Lock nut sets die 
at any desired 
adjustment. 





—- 


“ACORN” 
DIE 


with threaded 
prongs. 


arp GREENFIELD 


= ee: presses equally 
VY I on all prongs 
AID" ce 
4 f Lili, | 
TO USE: Just screw up the cap to desired We a o 


adjustment and turn up the lock nut. A 

threaded plug comes with each die. This T 4H R FE A D | N G 
test plug has been threaded by the die with 

which it is packed and insures the accuracy 

of your set-up. “Acorn” Dies are stocked by TO 0 d bt 


your “Greenfield” Distributor. 












When you buy GTD “Gheenfield”, you get a quality 
For the eke ee of product that comes from the world’s largest, 
complete story a ame most modern threading tool plant and its research 
of the staff of threading engineers—PLUS SERVICE 

from the leading distributors and GID 


“ACORN” DIE . “Greenfield’s”’ field men in every industrial center. 


write for booklet! 





2% 5 . i 
2 
mR GREENFIELD, [if 
VREENFIELD TAP and DIE CORPORATION. i acssactuserss | 


Exclusive sales advantages that turn prospects 
into profits, are yours when you offer 
the famous Bristol B-Line. Here’s why ... 


Only BRISTOL Supplies the RIGHT Socket 


Screw for EVERY Application 


The BRISTOL “HEX” Socket... 


protected in production by critical selec- 
tion of alloys.. 


precision threading methods 
testing for hardness and ultimate strength 


... gaug- 
ing for lead and pitch plus 100% visual inspection. Sell it with 
complete confidence. 


The BRISTO “Multiple-Spline” Socket . . . 

exclusive with Bristol ...for unusually severe service 
due to vibration . . . frequent disassembly . . 
wardly located fastening points 
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. awk- 


or where small 
size presents a breakage hazard. Made from the same 
materials ... by the same processes as the Bristol 

BRISTOL'S “B-LINE” 





‘Hex” socket screw but with multiple-spline design which permits 


ightening far beyond the point where shock and vibration can 
loosen screws. 
\ 
e & 
... Your Guide Line to 


BRISTOL Belt Lacing Adds Longer Service to 


‘en Belts... 
Gest © Needs only a hammer and block of soft wood to 


join new conveyor belts quickly, efficiently ... or 
make long-lasting repairs in leather, rubber or woven 
belts up to Pett thick . 


. passes smoothly, easily over pulleys 


ea ee BS sete 


PSS Bia he Satis rok 2 





Aggressive Advertising Backs You Up 


Advertising that puts over Bristol’s exclusive selling points em- 
phasizes user benefits that are backed up to the hilt by the service 
performance of Bristol products. Repeat business is secure. 

A Bristol representative will tell you more about our 100% distrib- 
utor policy ... profit structure . 


. promotion plans. Write: THE 
BRISTOL COMPANY, Mill Supply Division, 126 Bristol Road 
Waterbury 91, Connecticut 
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KLEENSEAL FITTING 


ULLNECK TYPE 


The Modern Fitting with 
etait" 2 BALL IN THE TOP... 





These Grease Fittings (Bullneck Type), were 
originally developed by the Lincoln Engi- 
neering Company forthe United States Army 

}..+.Flush Ball Check — Head can be . 
wiped dean without forcing dirt into Ordnance Department. They incorporate the 
fitting and into bearing. most desirable characteristics of former 


... Large Grease Passage—The larger ee types of high-pressure fittings and permit 
internal diameter permits greater flow : 
of lubricant. 


Z These Features: 





standardization of one, all-purpose fitting 
Bullneck Type). They represent the first 
++» Special Spring Design— Spring cannot ua ( ‘ ‘ ype) ; Y P ; ‘ 
be compressed to restrict flow of the ' major improvement in grease fitting design 
heaviest lubricants. "| that does not obsolete couplers and grease 


_» +. Greater Flow—Less Resistance— The ' guns in general use today—they can be 
larger internal area requires less pres- ‘ j x 
ann ts deer Gs Tele, securely contacted by all commercial hy 


draulic couplers. 
5_+..+ Sturdier Construction—Enlarged neck ee 
size and projecting locking pad protect 


against damage and wear, 


Vholesalers-- 
HERE’S A REAL OPPORTUNITY 


Bring the merits of these fittings to the attention LINCOLN ENGINEERING COMPANY e ST. LOUIS 20, MO. 


of Lead customers ... Explain how they save Leaders in Lubricating Equipment for a Quarter Century 
bearings by keeping dirt out and grease in, 


You'll make a sale everytime, not only for grease 
fittings but for other items in the Complete Line 
of Lincoln Lubricating Equipment. 


See LINCOLN at the 
IPLE MILL SUPPLY CONVENTION © APPLY THE RIGHT LUBRICANT 
® IN THE RIGHT QUANTITY 


@ AT THE RIGHT TIME 
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THE AIR YOU BREATHE SHOULD BE AS PURE AS THE WATER YOU DRINK 



















































LATION 


VENTILATION 


Alert operators have learned that it pays well to provide 
workers with plenty of fresh, cooling air! Records prove 


that people produce more, are happier when working, 








have fewer accidents, keep errors at a minimum, and stay 





on the job longer when they work in a well ventilated 








atmosphere. Now is the time to make suggestions to man- 





agement on improved ventilation for the sweltering months 








to come. If you need assistance, phone our nearby Branch 





Office (consult classified directory), or send coupon. 











FREE—send for your copy on how to make 





7-way savings in industry with ILG ventilation. 

















ILG ELECTRIC VENTILATING CO., CHICAGO 41, ILLINOIS 
2897 N. Crawford Ave., Offices in more than 40 Principal Cities 








(CJ Send FREE copy of “How to make 7-way savings” 
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about that of the surrounding country, 

Since it was cut out of outcropping 
rock, the Swedish underground plant 
was constructed with the general floor 
level about that of the surrounding 
country. 

It consists mainly of parallel bays 
50 ft. wide by about 400 ft. long, 
connected by transverse passageways. 
No roof or wall bracing is required. 
Periodical inspections are made to re- 
move loose pieces of rock that might 
fall through the flimsy inner ceiling 
and injure personnel or machinery. 

There was no need to waterproof 
these rock tunnels. Any moisture that 
seeps through is carried off by the 
conditioned air, which is kept slightly 
drier than normal. No rock is visible 
in the main shops, which are enclosed 
in an inner shell of beaver board, 
poe white. The space between the 

aver board and the rock is used as 
the return passage for the air con- 
ditioning system. 

Since the floors are at ground level, 
the slight fall obtainable allows for 
natural disposal of sewage, which is 
not treated in any way. 

The plant has several emergency 
exits, including the natural exits pro- 
vided by the engine testing shafts. 

Protection was provided against 
poison gas. No difficulty is anticipated 
in providing protection against radio- 
active particles by means of lead baf- 
fles in the shafts and entrances. 

Power supply is from the national 
utility network. A reserve battery light- 
ing system was installed to provide 
illumination in the event of power 
failure. 

Cooling, rather than heating, is 
necessary most of the year. All tem- 
perature control is effected through 
the air conditioning system. 

Special arrangements likewise were 
made for confining dust to the place 
of origin. One advantage of the closed 
air conditioning system is that humid- 
ity can be kept so low that nothing 
rusts. The beaver board shell dampens 
noise effectively. 

Storage areas, such as there are, are 
in the rock close to the shops. 

Water is taken from both the city 
supply and the plant pumping sta- 
tion, which draws from a deep well 
drilled straight down through the 
rock. Fire could be fought by closing 
the gas-tight doors and sealing off the 
air supply. 

Lockers and washing facilities are 
provided in a building at the entrance 
to the plant. The only sanitary arrange- 
ments underground are toilets. There 
is no underground infirmary or first 
aid station. 


Machines And Tools 


Production equipment is all of regu- 
lar type, without any changes for un- 
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ace It is not enough to know the safe working load of a given c 
: , chain. The approximate hitching angle at which the sling Mi KAY 
id- chain will be used must also be considered. Factors such as | H 1 
ing this make it important to “engineer” chain to particular Engi nee red Chai A... 
ns applications. 
are That is where you benefit by handling McKay Chain . . . for * McK-Alloy Chain* * Harness Chains 
with this engineered line, you can always recommend the © Mi-teet vrei , ee oe 
ity exact type, grade and size chain for every working condition. ee Pa csc 
ta- McKay Chain, correctly specified, properly used and regularly © XX Dredge Chain’ * Wagon Cheins | 
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PITTSBURGH 22, PA. 
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*These chains are always proof-tested 






INDUSTRIAL DISTRIBUTION * MAY, 1948 





203 


METAL WORKING 
ABRASIVE 


400K FOR (T..- 
DEMAND /7..- 


You've got a whale of a selling point for Michigan 
Abrasive Belts. 

They’re RED—a sparkling red-wine color. 

That's the famous Michigan Red Coat! 

Your customers can tell at a glance it’s a Michigan 
Abrasive Belt. 

They can tell from their work that Michigan Red 
Coat means— 

SHARPER-CUTTING, CLEANER-CUTTING AND 
LONGER-LASTING ABRASIVE BELTS. 

You, too, can cash in on Michigan Red Coat Belts 
—and all the other PLUS in our line. 

Latch onto this modern up-and-coming line. Write 
for our deal and a Red Coat sample belt* today! 


*Specify size and grit number. 


Dlus- 


DISCS, ROLLS, SHEETS AND 
LAPPING COMPOUNDS 


Michigan Abrasives are supplied in Belts, Discs, 
Rolls and Sheets—either paper or cloth backed 
—and in Silicon Carbide, Aluminum Oxide and 
Garnet—in full range of standard grit sizes. 


Michigan Abrasive Lapping Compounds are 
tops in their field—come in 13 standard grits 
in Silicon Carbide. 


COATED 
ABRASIVES 


MICHIGAN ABRASIVE CO. 


1111 BELLEVUE AVE. ® DETROIT 7, MICH. 
Phone: MElrose 3131 
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derground use. None of the machinery 
is of a nature to cause any consid- 
erable vibration, and noise is no 
greater than in a surface plant. 

The shop layout naturally is con- 
ditioned by the rock structure. The 
50-ft. aisles give adequate space for 
machinery and conveyors but narrow 
connecting passages prevent really effi- 
cient layout. Materials-handling equip- 
ment formerly consisted of an over- 
head monorail system and trucks. For 
peacetime production of tractor en- 
gines, roller conveyors also are being 
introduced. 


Workers’ Health 


Before they had the experience of 
working in an underground plant, the 
workers were decidedly skeptical. Ac- 
tually, however, turnover of employees 
has been no greater than in a normal 
plant. Less than 1 per cent of those 
leaving do so because the shop is un- 
derground. 

Workers’ health has, if anything, 
improved underground. Workers say 
they like the clean, warm atmosphere 
of the plant, particularly during the 
long, dark winter. No special measures 
have been necessary for keeping up 
morale. 

Metalworking industries of the 
lighter, cleaner type obviously are 
particularly suited to underground 
operation. No Swedish industrialists 
have shown any sign, however, of 
going underground in _ peacetime. 
Those who were forced to do so dur- 
ing the war were simply pleasantly 
surprised to find out how painless it 
was, both to the budget and to their 
workers. 

Since the costs of operating an un- - 
derground plant actually are less in 
the long run, there seems to be no 
reason why companies should not be 
willing to invest in such plants. So far, 
however, some sort of compulsion 
seems necessary. 


Czechoslovakia 


Underground factories were built 
in Czechoslovakia during German 
occupation. There were several in Bo- 
hemia, a few in Slovakia, and one in 
Moravia. When Germany evacuated 
the country, these plants were mostly 
destroyed. One of the factories was 
located in the vicinity of the town of 
Litomerice in Bohemia, in an area less 
likely to be bombed. This plant had a 
cover name, “Richard.” 

The labor supply was largely made 
up of poe prisoners. According to 
one who worked in this plant, it was 
an inferno, with no air supply and 
very bad light. 

Italy 


The need to protect Italian fac- 
tories from aerial attack was not felt 
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BAY STATE 
FAPS & RIES 


Quality Products for Precision Performance. 
On Nearby Shelves of Industrial Supply Distributors. 


BAY STATE TAP & DIE CO., MANSFIELD, MASS. 
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RAPID TURNOVER 
with | 
MINIMUM INVENTORY 


mAUREWBULLEYS. 1 


with one 


INTERCHANGEABLE 
BUSHING 


@This one bushing fits all three. 


This new development and application in pulleys was 

designed by Maurey engineers to give pulley users the 

finest in Fractional Horse Power transmission. 

With Maurey V Pulleys and the new Maurey Interchange- 

able Bushing, you can serve more pulley users while 

maintaining a much smaller but more complete stock. 
CONSIDER THESE FEATURES 


@ Minimum Inventories—Less @ Nine (9) Bore Sizes 14” to 114” 
Cost @ Bushings and Pulleys Individ- 
@ Faster Turnover of Stock ually Boxed 


@ Simple to Assemble @ Pulley Diameters 3” to 19” 
Write for Catalogs and Prices 


MAUREYY PULLEYS 


MAUREY MFG. CORP. = 2900 S. Wabash Ave., Chicago 16 
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strongly until the latter part of 1942. 
Extensive plans to decentralize plants 
making war material were then made 
by the government and the plant 
operators. Comparatively little was 
done, however, before the armistice 
was signed in September, 1943. Only 
in a few instances were any plants put 
underground, and solely in natural or 
artificial caverns. 

The only Italian underground plants 
that were the result of systematic 
studies carried out before the war, 
were those of Mount Soracte. These 
— were to be built for Breda, a 

arge manufacturing and engineering 
concern, which was to produce ma- 
chine guns and light guns for airplanes. 
The work could not be completed, 
however, and such modern systems as 
air conditioning had to be replaced by 
hurriedly improvised devices. 


Britain 

The information obtained by the 
Underground Plants Committee in- 
dicates that there were 12 or 15 under- 
ground plants in Britain. Two of these 


were aircraft plants. No details can be 
published at present. 





Stepping Stone 
to Successful Selling 





A Prospect—A dictionary definition 
goes: An indication justifying hope or 
expectation; a future porabability. 

A Promise: An assurance given by 
one person to another that the former 
will or will not do a specified act. 


Prospects are only “indications”, not 
results. I recall a great many good 
prospects that never materialized. 
Sometimes it was his fault, for holding 
out the hope when he was only kid- 
ding me x sl sometimes I was to 
blame, because I trusted too much in 
the “expectation.” 

Mr. Micawber, in Dickens “David 
Copperfield”, always had plenty of 
prospects, but nothing ever came of 
them. He depended too much on 
“hopeful indications”. So, obviously, 
we cannot live on prospects, although 
we must have prospects before we 
make sales. But keep it firmly fixed 
in your mind, prospects are not orders. 

Promises, by definition, are similar 
to prospects, except that they are a 
little more dependable. Unfortunately, 
they too are not always fulfilled. 

You’ve heard the old story about 
the two sparrows. They lived at the 
time when horses were becoming 
scarce and were being replaced by 


(Continued on page 214) 





—three separate and distinct disc-and-seat combina- 
tions are now avaflable so that the proper valve can 
be matched exactly to your need. You can choose be- 
tween a FULL-PORTWAY or a THROTTLE-PORT 
type each with a heat-treated stainless steel plug disc 
of approximately 500 Brinell hardness or a nickel alloy 
radial disc and seat. In addition, seat rings are the back 
seated type with pressure tight joint between seat ring 
threads and line pressure. 


For high pressure service, Fairbanks offers you a rugged new 
line of globe and angle valves with outstanding engineering 
advances that mean improved flow control... longer valve 
life. ..mew freedom from maintenance .. . greater valve 
economy and wider service through interchangeability of 
valve parts throughout the entire line. 


ALL 3 HAVE THE UNIQUE COMBINATION 
OF THESE g FEATURES... 


2. STRENGTHENED BODY — Heavily ribbed bodies for greater rigidity. 
a 


2 SPECIAL STEM ALLOYS — Stems are of a special high tensile strength 
@ bronze alloy which has increased resistance to corrosion, abra- 


sion and distortion. a 


3 RADIAL BONNET-TO-BODY JOINT — which makes a better pressure 
® tight joint. 


4 GUIDED DISC ACTION — A new type of stem and disc connection 

* has been developed for these valves. The shoulder type is im- 
proved by extending the stem below the shoulder. This extension 
fits snugly into a disc recess, acting as a disc guide and prevent- 
ing canting or cocking of the disc. 


For further information, write us or your local Fairbanks distributor. 


Full-Port Stainless Steel 
Plug Disc and Seat 


For severe operating conditions where throt- 
tling is required and FULL-PORT opening is 
also necessary. Provides advantages of FULL- 
PORTWAY with plug type disc and seat. 


Throttle Port Stainless Steel 
Cone-Plug Disc and Seat 


For the most severe operating conditions and 
where constant throttling is required. 75% of 
full flow area is provided by this new Fair- 
banks construction. The depth of the contact 
between the cone plug disc and seat is twice 
that of FULL-PORT type. 


Fig. 0541 


Nickel Alloy Radial Dise and Seat 


For service where throttling is not re- 
quired but pressures and operating con- 
ditions tend to shorten the life of 
an ordinary valve. 


fairbanks 
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* 
tars mark the spots—the service spots! 


SERVICE TODAY MEANS SALES TOMORROW 


Quality and Service are needed today and in vises for all types of work ATHOLL has the 
answer.” With our own Factory and Foundry we can control material going into our cast- 
ings and with experienced men we are producing vises that are different, vises that are 
STRONG WHERE STRENGTH IS NEEDED and have for years given service that has 
satisfied industry. These vises have always been sold through Distributors. Below are shown 
in detail the features of ATHOL VISES that have built thousands of satisfied customers 
who will buy ATHOL’S in the future because of the service they have received. 

EXTRA METAL “A” SPRING SCREW FASTENERS 


A vise is sometimes used as 
an anvil. That extra metal at 
“A” prevents breakage here 


LWKHEK 


Ai 


WY; 


ea. 


ye BUTTRESS 
THREAD 
on Screw—Again 


Strongest Where 
Strain is Greatest. 


NX 


INN 


LA 


We hold the screw tight — 

the front jaw when opening the 

SWIVEL BASE vise. After some usage a vise will 

locks in any position. develop wear at this point, and 

Two fingers will tighten | you must give the handle a half 

it—two men can’t move turn or more before it engages 

it. to start opening the jaws. We 

now insert a washer against the 

CLAMP BLOT a jaw, — a ang and 

: : another washer, with a pin 

Wide work held more firmly in Made with corrugations through the screw. This ae 

vise, due to Long Heavy Horn that and handle attached _pensates for any wear and makes 
gives extra support and rigidity. that is never misplaced. the jaws release instantly. 


THE HOUSE HAT SERVICE BUILT 





The foundry and factory where 
for 80 years the entire vise has 
been made. 


THE COMPLETE LINE 


MACHINISTS 
TOOLMAKERS 
with ratchet handle 
COMBINATION PIPE 
HINGE PIPE 
SHEET METAL 
WORKERS 
STEAMFITTERS 
DRILL PRESS 
MILLING MACHINE 
UTILITY 


me A AR 
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EDWARD HINES LUMBER CO. 
2431 SO. WOLCOTT AVE., CHICAGO 8, ILLINOIS 


Please send complete information on Hines-Shelves, and 
name of nearest distributor. 
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2431 SO. WOLCOTT AVE., CHICAGO 8, ILLINOIS 
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MALLEABLE IRON FITTINGS, STD., EX. HVY. AND AAR e CAST IRON FITTINGS e DRAINAGE FITTINGS « FLANGE UNIONS e FLANGES 
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ow, for the first time, you can join iron pipe without 

threads or welding—and have a “one-piece” system 

as strong as the pipe itself — by using FLAGG-FLOW 
Threadless Malleable Fittings. 

These basically new and better fittings are precision- 
machined for brazing to standard black steel or wrought 
iron pipe. Simply CLEAN-FLUX-HEAT and the silver 
brazing alloy flows by capillary action to form a seam- 
less, permanently bonded joint. 


QUALITY FEATURES AT MINIMUM COST 


But beyond this simplicity of fabrication you gain 
important advantages never before available. FLAGG- 
FLOW means free-flow through smooth, unbroken, 
pocketless cha:.nels that are, in effect, continuations of 
the pipe itself. Thus FLAGG-FLOW gives to iron pipe 
the streamlined, low-friction loss advantages of copper 
tubing or welding — at substantially lower cost. 

In fact, you get qualities previously found only in the 
costliest piping installations at a cost no higher than 
for threaded jobs. 


MAKES TOUGH PIPING JOBS EASY 


Moreover, FLAGG-FLOW gives you complete free- 
dom in layout. No longer need you worry about tight, 
inaccessible spaces — or making rights and lefts come 
together — or forcing fittings to face properly by 
wrenching them into position. FLAGG-FLOW will fit 
wherever pipe will go, giving you tubing flexibility with 
piping strength — easily, permanently, cheaply. 

EVERY FITTING AIR-TESTED 

This is THE FIRST AIR-TESTED, 150-POUND 

MALLEABLE FITTING EVER TO BE SOLD FROM 


STOCK. Every FLAGG-FLOW Threadless Malleable 
Fitting is air-tested under water. Truly, FLAGG-FLOW 


GROUND JOINT UNIONS « BRONZE THREADED FITTINGS e 


introduces a new era in piping. And it is not surprising 
that the originator of the threaded malleable fitting in 
America should be the first to produce the threadless 
malleable fitting — for the name Stanley G. Flagg has 
been associated with leadership in the quality fitting 
field for nearly 100 years. 

The whole story, with engineering and installation 
data of value, is yours for the asking. Write today for 
your copy of the new descriptive catalog. 





FLAGG } FLOW 
Ends these piping 


No pockets to create turbulence . . . No threads to weaken pipe 
wall , . . No distortion strains from strong-arm wrenching . . . 


No loose joints from vibration or water-hammer . . . No special 
skill required for installation . 


ont eemnitiene 


No increased cost over screwed pipe installations. 











STANLEY G. FLAGG & CO., INC. 
1421 Chestnut Street, Philadelphia 2, Po. 


BRONZE SOLDER FITTINGS e- UNDERGROUND TANK FITTINGS 
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COLUMBIAN HOMESHOP VISES 


Sturdily designed, balanced strength and attractive appear- 
ance. A complete range of sizes, jaw widths 3”, 344" and 
4"; jaw openings 314", 4", 4144", for home workshop 
garage and general use. 


COLUMBIAN ‘“‘804’’ STEEL WELDED 
WORKSHOP VISE 
This all purpose vise is all steel fabricated by arc welding. 
Engineered for strength, accuracy, long life and greatest 


usefulness. Jaws. width—4 inches; jaw opening—S5 inches; 
weight — 20 lbs.; finished in bright “Columbian” red. 


Many Columbian Distributors are now successfully suggesting 
types that are particularly adaptable to a wide range of 
jobs. All Columbian Vises carry a good margin and are sold 
only through recognized distributors. 


COLUMBIAN MACHINISTS’ 
VISES 
Columbian Malleable Iron MA- 


COLUMBIAN HINGED 
PIPE VISES 


COLUMBIAN WOODWORKERS’ 
VISES 


CHINISTS’ VISES are guaranteed 
unbreakable! In addition to their excep- 
tional strength, Columbian engineering 
has built into these vises the finest 
mechanical perfection and special fea- 
tures appreciated by users. Made in all 
standard sizes — 3” to 8” jaw widths 
equipped with replaceable tool steel 
jaw faces. 


Columbian Malleable Iron HINGED 
PIPE VISES have self locking unbreak- 
able hooks, tool steel pipe jaws, cold 
rolled steel screws and handles. Sizes 
for holding pipe from %" up to 12”. 
Every maintenance department should 
have one. 


Continuous Screw — Rapid Acting 


Columbian Woodworkers’ Vises are 
finding increased uses in many plants 
particularly for the more ordinary types 
of pattern work. These durable low cost 
vises are sturdily built with jaw openings 
up to 12 inches. 


THE COLUMBIAN VISE 


9025 BESSEMER AVENUE 
THE WORLD'S LARGEST 


212 


& MFG. CO. 


CLEVELAND 4, OHIO 
MAKERS OF VISES 


INDUSTRIAL DISTRIBUTION ¢ MAY, 1948 





WERE GOING TO 
YH BYU gas) CA at the... 





g- 
st 
8; 





«TRIPLE MILL SUPPLY CONVENTION! 


@ We know you're planning to make the most of your time at the convention so we suggest, 
no matter how crowded your schedule is, that you look in on us at Booths 23! and 233; or 





up in our suites at the Traymore. 
@ After a warm greeting and a sincere thank you for your many helps we'll talk about the things 

that are going to swell your business and ours. For the past several months we have worked 

hard and long improving facilities . . . increasing the demand for Palmetto Packings, Basa 

Replaceable Face Hammers, Favorite Reversible Ratchet Hammers and other quality products 
=) . » « strengthening and refining our distribution. Now we have an unbeatable combination— 

MORE AND BETTER PRODUCTION, GREATLY INCREASED DEMAND and EASY 

AVAILABILITY FOR THE CONSUMER. That, Mr. Distributor, is an inkling of what will arch 


eyebrows and it adds up to sense and dollars for you and Greene, Tweed & Co.! 


@ Let's talk about these developments and other matters. Perhaps, too, you'll have a question on 
policy — or a knotty technical problem. Our genial sales manager, Howard Josephson, 
accompanied by technicians and associates will lend an ear and provide an answer to 
anything you care to discuss. 


PALMETTO MECHANICAL PACKINGS 
BASA REPLACEABLE FACE HAMMERS 

FAVORITE REVERSIBLE RATCHET WRENCHES 

PALMETTO ASBESTOS SAFETY CLOTHING 

EMPIRE MALLETS 

MORAN’S COUPLINGS NORTH WALES, PENNSYLVANIA 
EMPIRE SPRING WINDERS U. S. A. 

WALRUS POLISHING LEATHERS 
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ALLIGATOR 37 STEEL BELT wee 


“yUST A HAMMER TO APPLY IT"’ 








{FLEXCO [r= =) BELT FASTENERS AND RIP PLATES 


Men who lace belts like Alli- 
gator because it can be put on with a hammer 
and it drives straight. Its compression grip 
protects the belt ends and there is no ply sepa- 
ration. It embeds in the belt and is smooth on 
both faces. The two piece rocker hinge pin 
greatly increases the service life, and yet the 
joint can easily be separated at any time. 

Made in 12 sizes for joining thin tapes and 
belts up to ¥%” thick. In boxes for narrow belts 
or in long, continuous lengths for wide belts. 
Available in steel, “Monel” and “Everdur.” 


Bulletin A60 gives complete details. 


‘Men who have charge of 


conveyor belt maintenance like Flexco HD 
Belt Fasteners because they make a tight butt 
joint with long life. The recessed plates embed 
in the bek and prevent ply separation. Patch- 
ing and other repairs with Flexco Fasteners 
and Rip Plates save expensive conveyor belt 


replacements and extended shutdowns. 


For conveyor and bucket elevator belts from 


Y,” to 1" thick. Made in steel, “Monel,” 


“Everdur” and “Promal.” 
Bulletin F-100 gives complete details. 


HINGED FLEXCO BELT FASTENERS sz 


| = 


V-BELT FASTENERS 


These fasteners are 
designed for joining open-end (long 
length) V-belting which has a cross- 
woven fabric center. They cannot be used 
to repair endless cord belts. 

The FLEX-V Fastener is made in two 
sizes for A and B belts. Used on light duty 
drives only. 

Bulletin V-14 gives complete details 
on Flex-V Fasteners. 

ALLIGATOR V-Belt Fasteners are for 
normal duty service and are designed for 
joining B, C and D V-belts and the 1” 
and 2” V-belts used in railway service. 

Bulletin V-205 gives complete details 
on Alligator V-Belt Fasteners. 


“CONVEYOR BELTS EASILY FASTENED" 


Where a separable joint 
for conveyor belts is desired the Hinged 
Flexco Fastener should be used. Especially 
applicable where conveyors must be extended 
or dismantled for portable operation. Made 
in one size for belts 4” to 12” thick. 


Bulletin HF-500 gives complete details. 


Flex-V-Belt Fastener 


These cutters greatly speed up 
the preparation of belts for fastening. They 
make clean, square cuts: 

Bulletin No. BC-350 covers the Alligator 
Wide Belt Cutter which cuts belts up to 60” 
wide and 1” thick. 

Bulletin No. BC-300 covers the Alligator 
No. B-8 Belt Cutter for belts up to 2” thick 
and 8” wide. 





the Ford—Model T. The two philo. 
sophical birds were sitting on a tele. 
phone wire near a highway. They 
were sad and hungry. Their main 
source of food supply had about dis. 
appeared. Sorrowfully, they watched 
the Fords go by, listening to the 
“put put” of the motors—an encourag. 
ing sound that reminded them of 
better days. After having sat for a 
long time in silence and deep thought, 
and with heavy hearts, one of the 
birds, turned and said to the other: 

“It all sounds encouraging, Joey, 
but we can’t live on promises. Let’s 
go find a worm.” 

So they worked a little harder for 
their food, looked elsewhere for it~ 
and their descendants still inhabit the 
earth. 

Moral: You don’t need to grow 
feathers, nor perch on a telephone 
wire, to appreciate that neither pros- 
pects nor promises take the place of 
ORDERS. 


SALES HELPS — 
from 


MANUFACTURERS 


BACKSTOP—A new _ illustrated 
bulletin on the company’s backstop 
provides, in four pages, complete, 
easy-to-read information on its con- 
struction and operating advantages. 
—The Falk Corporation, Milwaukee 
8, Wis. 


WELDING AND CUTTING — 
Equipment manufactured by the com- 
pany for welding and cutting is out- 
lined in Catalog No. 48 and includes 
torches, regulators, tips, mixers, hose, 
goggles, adaptors, etc.—K-G Welding 
& Cutting Co., Inc., New York I, 
N.Y. 


BAND SAW-—Just off the press, a 
new brochure describes the manufac- 
turer’s 14-in. band saw and is filled 
with pertinent facts regarding the vari- 
ous models and accessories, fully de- 
scribed and illustrated.—Boice-Crane 
Co., Toledo 6, Ohio. 


FLEXIBLE COUPLINGS — Their 
functions and the principles by which 
they operate, are outlined in a new 
booklet entitled, “Relief From Bear 
ing Wear Grief.” Description and 
illustrations show how the coupling 
compensates for end thrust and the 
three types of shaft misalignment.— 
]. A. Zurn Mfg. Co., Erie, Pa. 
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The Black Manufacturing Company 


1416-1428 WEST BALTIMORE STREET * BALTIMORE 23, MARYLAND 














“The boss is a great guy for havin’ everything neat 
and clean. .. even in the alley back of the plant. Years 
ago he saw the difference between WITT Cans and 
the ordinary ones. Now it’s WITT Cans right down 
the alley . . . a whole line of them.” 


All WITT Cans are hot-dipped galvanized, providing 
the thickest possible coating of pure, rust-proof zinc. 
Corrugations are the super-strong rolling type . . . 
deep, well-rounded, closely pitched . . . assuring free- 
dom from cracks and weak spots. Heavy steel bands, 
top and bottom, absorb shocks, hold the Can firm and 
rigid. WITT Cans come up shining and straight, easily 
outlast ordinary Cans 3 to 5 times. 


When you sell a WITT Can, your 
customer is guaranteed lasting serv- 
ice and complete satisfaction. And 
a satisfied customer will return time 
and again to buy still more and 
more. 


THE WITT CORNICE COMPANY 


CINCINNATI 14, OHIO 


OM 


“ORIGINATORS OF THE CORRUGATED CAN” 
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WIRE ROPE—An attractive, 2-color 
combination catalog and handbook 
for general distribution to wire rope 
users, 119 pages long, has been pre- 
pared and edited by the Technical 
Committee—Wire Rope Institute, 
Washington 5, D. C., Dept. 711. 


IMPROVED LIGHTING—The way 
to cut costs with improved industrial 
lighting is the subject of a folder and 
booklet illustrating various lighting 
applications—The Fostoria Pressed 
Steel Corp., Fostoria, Ohio. 


CHAIN COUPLINGS—Roller chain 
flexible couplings, their design, applica- 
tion, and selection, with cutaway pho- 
tos and drawings, are the subject of a 
new bulletin No. 48-6, issued by the 
manufacturer. — Baldwin-Duckworth 
Division, Chain-Belt Co. of Milwau- 
kee, Wis. 


VISES—A new ten-page catalog on 
the manufacturer’s line includes data 
on hinged pipe vises, woodworkers’ 
vises, jaw caps, line drawings of parts 
for machinists’ vises and specifications 
on utility vises—Prentiss Vise Divi- 
sion, The Charles Parker Co., Meri- 
den, Conn. 

RATCHET WRENCHES — Catalog 
No. 47 describes and illustrates the 
company’s “Red Ratchet” wrenches 
in various types, hopper car wrenches 
and safety car movers, with cues on 
how to order them.—Lowell Wrench 
Co., Worcester, Mass. 


FORM GRINDING — Two folders 
on the subject outline the company’s 
service and form grinding tools and list 
many varieties of drills, cutters, mills, 
etc—J & S Tool Co., Inc., East 
Orange, N. J. 


EJECTOR TOOL SLIDES —A new 
slide film, entitled “Advantages and 
Economies of Ejector Type Tools 
With Carbide Inserts”, deals with fea- 
tures of the horizontal type ejector 
tool in straight and offset design and 
vertical type with square, round, tr- 
angular and rectangular carbide inserts. 
—Super Tool Co., Detroit 13, Mich. 


ALUMINUM PRODUCTS—One of 
the most complete technical helps in 
its field, a new aluminum sheet and 
plate booklet covers 48 pages of tech- 
nical information relative to various 
sheet and plate alloys, gauges and sizes. 
—Reynolds Metals Co., Louisville, 
Ky. 


STAINLESS STEEL — The use of 
oxygen and other modern techniques 
of electric furnace production of stain- 
less steel is brought to the screen in 
full color in a film entitled “Melting 
and Refining of Modern Steels”, a 16 
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SPECIALISTS os ssczen nssvsrs 


..-in Architecture 
and 


..in VALVE 


The architect who designs a good industrial 
plant has to have qualifications different from 
the architect who can design a ‘“‘gem of a home.” 
This is true also of valve manufacture. The best 
valves for resistance to corrosion and contamina- 
tion in pipe lines are made by the valve manu- 
facturer who specializes in valves of corrosion- 
resistant alloys. This is the case with Aloyco. 
We handle nothing but stainless steels and re- 
lated corrosion-resistant alloys—and we make 
nothing but valves. Having maintained this high 
degree of specialization ever since we first started 
in business, we have acquired a skill which as- 
sures the very best in corrosion-resistant valves 
for our customers. 


In our organization are combined a knowledge 
of the chemistry of corrosion and contamination, 
the metallurgy. of corrosion-resistant alloys and 
the engineering and manufacturing experience 
necéssary to obtain best results in the fabrication 
of these materials and the production of valves 
that are mechanically correct. Consult us on 
your requirements. 


ALOYCO 
Gate Valve 
No. 90 





ALOYCO 


STAINLESS STEEL 
VALVES AND FITTINGS 
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mm. movie shot at the company’s 
Brackenridge, Pa. plant.—Allegheny 
Ludlum Steel Corp., Pittsburgh, Pa. 


Wy 


Se FLEXIBLE HOSES—Bulletins Nos. 
27 and 28, recently issued, treat with 
the manufacturer’s flexible _ light. 
weight hoses.—American Ventilating 
Hose Co., New York 17, N. Y., 





7S_ AC ARC WELDERS 
12 models for you to sell. Wide Welding | (aguas 

Range of 125 to 400 amperes makes every shop 4 , 
your prospect . . . from the small i” 
repair and maintenance shop to the 
large, high speed production shop. 

All Marquette Welders have ex- 
clusive A. C. feature of “Balanced 
*olarity” and No “Magnetic Blow”. 

Marquette Welders are easy to 
sell. . . Low Initial Cost . . . Low 
Operating Cost and Highest Weld- 
ing Performance . . . Easy to Operate 

. No moving parts to wear out or 
replace. 





NEW LINES 
taken on by 
DISTRIBUTORS 





George F. Blake, Inc., Worcester, 
Mass., has become an authorized 
distributor of Worthington Allspecd 
Selectors. ; 

Globe Machinery & Supply Co., his 
been appointed distributor for 'I'lic 
Parker Appliance Co. Globe will 
handle the complete line of Parker 
tube fittings, valves and accessorics 
for hydraulic and fluid-handling 
systems. 











ALL TYPES OF ELECTRODE 
Last year over 1 
on Welding Rods, 
getting your share of t 
Marquette has create 


s And GAS WELDING RODS 


61 Million Dollars was spent \ ‘eae 
Fluxes and Supplies. Are you 

his Big After Market? 

d and manufactures a 

complete line of Electrodes ond _, regen 

Rods that cover the entire welding field. 


Marquette Laboratories’ Know How we a 
duced outstanding electrodes . . . leaders 


the field. 








MARQUETTE 


WELDING and CUTTING 


EQUIPMENT 


Four Complete Outfits to meet every need . . . Four additional 
“Starter” Welding Torch Combinations, and Two Cutting 


Assemblies. 


Torch Mixing Sections are of the latest advanced design to 
assure thorough mixture and uniform flow of gases to Provide 
perfect combustion thru the complete range of torch tips and 


gas pressures. 


Cutting Assemblies fit torch handles same as 
tips . . . you can easily shift from welding to 
cutting with the speed of tip changing. 


ACETYLENE GENERATORS 


Explain to your customers how they can save 
70% of the cost of buying acetylene in cylinders. 


The Standard Brass & Mfg. Co., Beau- 
mont, Texas, has been named dis- 
tributor for products manufactured 
by The Parker Appliance Co. 

A. R. Barton & Co., Passaic, N. ]., has 
been appointed distributor of Bay 
State products, which include high 
speed ground and cut thread taps, 
carbon steel taps and adjustable 
round split dies. 

Johnson Welding Equipment Co., 
Chicago, IIl., has been named dis- 
tributor in its district of the com- 
plete line of mild-steel, alloy-steel 
and stainless-steel welding electrodes 
manufactured by the McKay Co. 

Eagle Supply Co., Paterson, N. J., has 
been appointed distributor of the 
products of Bay State Tap & Die Co. 


The following industrial supply 
dealers recently were appointed dis- 
tributors of products manufactured by 
Boice Crane Co.: 


Marquette Generators 
supply a purer acetylene 
for a hotter, more uni- 
form flame . . . and bet- 
ter, stronger welds. There 
is no acetone to cut 
flame heat. Four models. 


¢ Enid Equipment Co, 
Enid, Oklahoma 

e P. M. Herron Hardware 
Auburn, New York 

e Mill Supply Co. 
Watervliet, N. Y. 

@ Ideal Machinery Co. 
Plainville, Conn. 

¢ Mill Supplies, Inc. 
Orlando, Fla. 

¢ Orchard Supply Building Co. 
San Jose, Calif. 

¢ Wilson Machinery & Supply Co. 
Lexington, Ky. 


MARQUETTE HELPS YOU SELL 


Marquette sells Exclusively thru distrib- 
utors. Absolutely NO direct-from-factory 
competition. Marquette’s success is built 
on complete cooperation with the Nation’s 
Leading Distributors. You go Forward 
with Marquette! 


_ MARQUETTE IS 
100% DISTRIBUTOR MINDED 


siesta MANY 
MAROUETIVE’ “Equipment 


™ ACARC WELDERS ELECTRODES 
ACETYLENE GENERATORS ACCESSORIES | 
OXY-ACETYLENE WELDING & CUTTING EQUIP. 
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pany’s 


Ma}; A RESTATEMENT OF THE. 


INDUSTRIAL DISTRIBUTION POLICY 


— 


Ccestcr, 


sem To Industrial Distributors, the name Disston 
$pec¢ 
' stands for high quality products, fair dealing, full cooperation and sub- 
»., has p : — 
r The stantial sales support. These essentials of good manufacturer-distributor 
e will : : . ; , ae ae ‘ 
Parker relationship are the basis of the Disston Industrial Distribution Policy. 
sSOrics 
adling 

- Supply Disston products at prices which will provide distributors with adequate 
Beau- profits when sold in competition with other quality products... and to furnish 
; 97 merchandising counsel and strong advertising support. 
ture 
l., has Avoid competition with the distributor by instructing buyers—through Disston 
f Bay “Salesman, through correspondence, advertising and sales promotion work—to 
high deal with the Disston Distributor direct. 
taps, 
stable Assist the distributor in giving maximum customer satisfaction, by recommending 

items and quantities to be carried in stock, that a profitable turnover be assured 

Pe and the needs of the customer adequately met. 


com- 


y-steel Furnish the distributor with sales assistance in the form of direct territorial repre- 


sentation (a Disstoneer), outstanding sales promotion, product and metallurgical 
engineering service, and market analysis data. 


Help the distributor to dispose of surplus or slow-moving inventories—through 
special cooperative field effort. 


Cooperate with the distributor in the training of his sales organization by supplying 
special sales manuals, and training in sales technique, product features, and their 
applications, markets and other helpful selling facts. 


Supply the distributor with catalogs and literature, and keep him promptly advised 
regarding new items and model or price changes. 


The Disston Name Stands for 
Good Products and a Good Sales Policy 
HENRY DISSTON & SONS, INC., 523 Tacony, Philadelphia 35, Pa., U.S. A. 


Branches: Chicago, Seattle, Portland, Ore.,’San Francisco, Vancouver, B.C. 
Canadian Factory: Toronto 1, Ont. Australian Factory: Sydney, N.S. W. 
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58 Union Street . 


Soll pockege INCHES 





6 x 100 inch units 


Brass and steel precision shim stock in specially 
developed dispensing cartons; save time, waste 
and damage in cutting and handling . . . and 
a larger unit of sale for you. 


6 x 100 inch rolls in these handy cartons 
come in gauges from .001 to .012. Simply pull 
the stock through slot in carton to cut. Heavier 
gauges .015 to .032 in heavy duty envelopes 
(100 inches in four flat sheets 6 x 25). . . save 
storage space, overcome need for flattening 
heavier stock before use. 

Gauges plainly marked on cartons and en- 
velopes for easy identification in your stock 
room and in your customers’. 


SPECIAL ECONOMY CARTON 


Contains 4 rolls, 6 x 50 in these gauges: .001, .002, 
.003 and .005. For replacement use standard 6 x 100 
cartons shown above. 

Write for catalog sheets showing complete line, 
and details of established dealer protection policy 
and cooperation. 





LAMINATED SHIM COMPANY 


INCORPORATED 


Glenbrook, Conn. 








© Bluefield Supply Co. 
Bluefield, W. Va. 
* ee tee Machine & Supp; 
0. 
Albuquerque, N. Mex. 
¢ General Machinery Service 
Norristown, Pa. 
e Clayton Jones, Inc. 
Springfield, III. 
¢ Jordan Equipment Co. 
Columbus, Ga. 
¢ Contractors Supply Co. 
Alexandria, Va. 
¢ Holston Mill & Mine Supply Co. 
Johnson City, Tenn. 
¢ Newing Equipment Corp. 
Endicott, N. Y. 
° — Equipment & Supply 
) 


Nashville, Tenn. 
e Lakeshore Machinery & Supply 
Co. , 
Muskegon, Mich. 
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WYER 


LOOKS AT 


Composite opinion of purchasing 
agents who comprise the N.A.P. A. 
Business Survey Committee. 





The March survey of Purchasing 
Agents’ opinion confirms the change 
in general business conditions reported 
at the end of February, and more 
clearly defines the trends—production 
generally remaining in high gear, al- 
though the inclination to decline is 
more pronounced. Luxury items are 
prominent in the slowing of demand. 
Backlogs of orders are disappearing 
rapidly and, while still substantial 
(52% report maintaining previous 
large order book), 34% show a de- 
crease, compared to 14% increasing. 
This is the result of continuing close 
buying commitment schedules and 
inventory reduction policies. 

Two new disturbing elements—war 
talk and the coal strike—added to the 
uncertainties of the aid to Europe 
plans—have contributed to the de- 
velopment of more cautious policies. 
Purchasing agents’ over-all opinions 
are that, basically, business is sound; 
demand exceeds supply in many prod- 



























TRBS-56 LATHE 


Your power tool departme | 
clude the Sheldon line of lathes, s 


and milling machines. These modera 


ee my) iad ial NO. 8000 
price precision machine tools are SHAPER 


shipped ready to run, are easy to sell, 
and being large units of sale, carry a 
very worthwhile profit. 





NO. 3000 
MILLING MACHINE 


SHELDON MACHINE CO. Inc. 


Manufacturers of Sheldon Precision Lathes * Milling Machines © Shapers 
4232N. KNOX AVENUE + CHICACO 41, ILLINOIS, U.S.A. 
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every 
customer 
IS TWO 


customers 





Every man you call on needs PYRENE 
for factory and for home 


It’s easy to think of every 
customer as John. Business 
Executive, period. You make 
sure, of course, that he has 
the proper Pyrene* Extin- 
guisher for every fire hazard 
in his plant, his office, his 
trucking fleet. 

But John Business Executive 
is John Citizen, too. He has a 
home, an automobile, and may- 
be a summer camp or a boat. 
If he is concerned about proper 
PyrENE protection for his busi- 
ness, why shouldn’t he be 


equally concerned about proper 
PYRENE protection for his 
personal property ? 

You’ll make a lot of 
PyYRENE sales if you remember 
that every customer is two 
customers... because both of 
them know that nationally- 
advertised, nationally-famous 
PYRENE is a product they need 
and a name they can trust! 
There’s a Pyrene Extinguisher 
for every fire hazard. Portable 
and Wheeled Units—Manual 
and Automatic Systems. 


REMIND YOUR CUSTOMERS TO TEST 
THEIR FIRE EXTINGUISHERS REGULARLY 


*T.M. Reg. U S. Pat. Off. 





PYRENE 


MANUFACTURING 
COMPANY 


581 Belmont Ave., Newark 8, N. J. 


*: Affiliated with 


C-0-Two Fire Equipment Company 


INDUSTRIAL DISTRIBUTION © MAY, 1948 








ucts, and production and sales would 
remain in good volume for sevetal 
months, at least, if these disruptive 
conditions could be speedily elimi- 
nated. For the immediate future, ex- 
treme caution is generally advised by 
our reports. 


Prices 


Industrial material prices are almost 
static, with a tendency to lower, as 
competition increases. Worker pro- 
ductivity and production efficiency are 
reported better. Supplies are coming 
into closer balance with demand. 
Some of the fears of cost increases on 
another wave of wage demands have 
been lessened by the easier employ- 
ment situation. Escalator clauses are 
reported dropping off again, which is 
a general gauge of the competitive 
climate. 


Inventories 


Industry is measuring inventories 
with extreme caution. They are some- 
what lower than February, but new 
pressure is being exercised to continue 
the downward trend. Steel production, 
which is the most serious bottleneck, 
is adversely affected by the coal strike. 
Reduction in steel delivery allotments 
will create unbalanced inventories of 
other materials, even with the present 
short commitment policy. Selective 
examination of inventory items is ad- 
visable. 


Buying Policy 


The predominant purchasing policy 
continues within 90-day commitments. 
95% report this policy, with accent on 
the 60-day limitation. The few — 
tions are purchases of critical materials 
from foreign countries, where a longer 
range is indicated by upset foreign con- 
ditions. Purchase order quantities are 
being reduced in proportion to the 
drop-off in order backlogs, and to a 
basis that will maintain current pro- 
duction schedules. 


Commodity Changes 


No important price changes stand 
out, the “downs” overbalancing the 
“ups” by a slight margin. Many more 
items are reported easier to get. 

Increased in price were: acetone, 
aluminum, bottles, coal, coal-tar prod- 
ucts, conduit, die blocks, dolomite, 
felts, formaldehyde, glue, platinum, 
rope, news ink, saccharin, small tools, 
twine. 

On the down side: ethyl alcohol, 
burlap, butyl acetate, cocoa butter, 
cotton goods, some foods, glycerin, 
hides, leather, jute, lead cable, gum 
rosin, rubber, linseed oil, menthol, 
mercury, sugar, tallow, some textiles, 
and yarns. 

In tight supply: steel, aluminum, 
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Im 
drives No. 8 screws to fasten casters to 
frame of food conveyor. 








Fastening handles to Roasterette body 
No. 8 screws driven into clip. 





Screw Driver Model 131 











Aro Model 22LPH. 










Fastening trim bands and reflector 
assembly to room heater body. Aro 
Model 22LPH Screw Driver. 


At left, driving No. 8 screw to attach 
handle on griddle. Aro Model 22LPH. 
At right, Aro Model 3012 Nut Setter 
drives No. 8 nut in broiler unit. 










Setting nuts at right. angle in 
Roasterette. 


PRODUCTION 
UP 25/7 to 40% 


with ARO tools 
on assembly lines 


The Swartzbaugh Manufacturing Co., Toledo, Ohio, 
makers of Everhot electrical products, installed Aro 
screw drivers, nut setters, drills and grinders on 
assembly lines. Production went up 25% to 40%! 

This is one of many companies Aro field engineers 
have helped to find faster and better ways to handle 
tough assembly jobs. Why not let our trained engi- 
neers check your assembly problems? Just write or 
wire... The Aro Equipment Corp., Bryan, Ohio. 


ARO 





AIR TOOLS =& 


Send For Catalog! 


accessories. 


Name 


THE ARO EQUIPMENT CORPORATION, BRYAN, OHIO 


Without obligation, send us your new fully illustrated Air Tool 
Catalog No. 46 which gives complete specifications on all Aro tools and 





Street. 








or attractive proposition, 


Aro Model 22LRJ. 








rf 


2 State 
JOBBERS: > advertisement appears in leading Industrial Publications. 


Drilling holes in stainless steel 
food conveyor body. Aro Model 7027. 














Weinberg & McKee Compiled Catalogs 


ABRASIVE as “4 SUPPLY COMPANY 
Newark, New Jers 
oo STEEL SUPPLY COMPANY 
ita, Kansas 
ALLEN SUPPLY (geal 
Cedar ids, I 
ALLIED TOOL & ABRASIVE COMPANY 
Los Angeles, California 
ALMQUIST oy Os. 
es, California 


Los Ange! 
ANCE CHOR RUBBER COMPANY 


BARRETT TE COMP 
Chi 10, o's 

BA HARDWARE COMPANY 
Joliet, Illino 

WAL R. 


San Francisco, Cal ia 
CENTRAL RUBBER SUPPLY COMPANY 
Indianapolis, Indiana 
CHICAGO PULLEY & SHAFTING COMPANY 
Ch 0, Illinois 
CLARK WARE ~’ rei 
Jamestown, New Yor 
LEVELAND TOO: 


Lé SUPPLY COMPANY 
Corman’, Ohio 

COGGINS & OWENS + mamamaiel 
Baltimore, Marylan: 

CRAMER NARDWARE COMPANY 

North Tonawanda, New York 

CROSBIE COMPANY 
big D. C. 

R. C. DUNCAN COMPANY 
Minneapol's, M'nnesota 
LFELDT MA Y & SUPPLY COMPANY 
Kansas City, Missouri 

THE FAETH aos 
Kansas City, Misso 

FUCHS MACHINERY oy SUPPLY COMPANY 
Omaha, raska 

GALIGHER — oe 
Salt Lake 4 A 

GENERAL M ACHINERY COMPANY 
Pittsburg, Kansas 

GLOBE MACHINERY & SUPPLY COMPANY 
Des Moines, Iowa 

ALBERT GUNTHER INC. 

Baltimore, Maryland 

THE F. HALLOCK COMPANY 
Derby, Connecticut 

HARPER FOUNDRY & MACHINE COMPANY 
Jackson, Mississippi 

HARRIS IRON & SUPPLY COMPANY 
Memphis, Tennessee 

HARRIS PUMP & SUPPLY COMPANY 
Pittsburgh, Pennsylvania 

SAMUEL HARRIS COMPANY 
Chicago, Illinois 

HART INDUSTRIAL SUPPLY COMPANY 
Oklahoma C'ty, Oklahorra 

HARTFIELD-HEALY COMPANY 
Buffalo, New York 

HAVEN SAW & TOOL COMPANY 
Oakland, California 

HAYS SUPPLY COMPANY 
Memphis, Tennessee 

HOUSCH INDUSTRIAL SUPPLY COMPANY 
Evansville, Indiana 

INDUSTRIAL SUPPLY COMPANY 
Richmond, Virginia 

INDUSTRIAL SUPPLY COMPANY 
Salt Lake City, Utah 

IOWA MACHINERY SUPPLY COMPANY 
Des Moines, Iowa 

JONES & AUERBACHER, INC. 

Newark, New Jersey 

— & KOETZLE, INC. 


LINDQUIST HARDWARE COMPANY 
Bridgeport. Connecticut 
MACHINERY & SUPPLY COMPANY 
Kansas City, uri 
MACHINERY SALES & SUPPLY COMPANY 
MACHINISTS TOOL & SUPP ANY 
LY C 
Los Angeles, Californi oan 
MANUFACTURERS SUPPLY COMPANY 
Grand Rapids, Michigan 





610 W. VAN BUREN ST. 


NEWELL Soa gal COMPANY 


San Francisco, Calif 
ag me ge — é "COMPANY 
na 
MeJUNKIN SUPPLY ee 
eameoien. | West V 
ICA i SUPPLIES COMPANY 
Cincinnati, 


METROPO LITAN. SUPPLY CORP. 
Los Angeles, California 

F. MEYER & BROS. COMPANY 
Peoria, Illinois 

MEYER gS rrrcaiel 
Chicago, Illin 

MID-STATES INDUSTRIAL CORPORATION 
Rockford, Illinois 

MILL SUPPLY & MACHINERY COMPANY 
St. Louis, Missouri 

MIZE SUPPLY COMPANY 
Shi ABRAMS, Vi — 


&B 

New York City, New York 

W. S. NOTT CO) 
Minneapolis, Minnesota 

OLIVER ABRASIVE & TOOL COMPANY 
Buffalo, New York 

PACIFIC TOOL & SUPPLY COMPANY 
Oakland & San Francisco, Calif. 

PATRON TRANSMISSION COMPANY 
New York City, New York 

PEDERSEN BROS. COMPANY 
Chicago, Illinois 

PERTH AMBOY HARDWARE COMPANY 
Perth Amboy, New Jersey - 

PHILLIPS & EASTON SUPPLY COMPANY 
Wichita, Kansas 

PRODUCTION TOOL & SUPPLY COMPANY 
St. Louis, Missouri 

PULVER MACHINISTS SUPPLY COMPANY 
Chicago, Illinois 

RAILEY MILAM, INC. 
Miami, Florida 

RICKERT INDUSTRIAL SUPPLY COMPANY 
Milwaukee, Wisconsin 

STACY SUPPLY COMPANY 
Springfield, Massachusetts 

STANDARD EQUIPMENT & SUPPLY CO. 
Hammond, Indiana 

STANDARD MACHINISTS SUPPLY COMPANY 
Pittsburgh, Pennsylvania 

STANDARD-SHANNON SUPPLY COMPANY 
Philadelphia, Pennsylvania 

STANDARD SUPPLY & EQUIPMENT COMPANY 
Baltimore, Maryland 

STAR MACHINERY COMPANY 
Seattle, Washington 

STEEL SALES & SUPPLY COMPANY 
Kansas City, Missouri 

STELLHORN COMPANY 
Toledo, Ohio 

WM. H. TAYLOR COMPANY 
Allentown, Pennsylvania 

TAYLOR SUPPLY COMPANY 
Baltimore, Maryland 

TERRE HAUTE HEAVY HARDWARE 
Terre Haute, Indiana 

GEO. S. THOMPSON, INC. 
El Paso, Texas 

TOOL SHOP HARDWARE COMPANY 
Detroit, Michigan 

TRACY, ROBINSON & WILLIAMS 
Hartford, Connecticut 

TRIPLEX SUPPLY COMPANY 
Milwaukee, Wisconsin 

TRANTER MANUFACTURING COMPANY 
Pittsburgh, Pennsylvania 

WARNER HARDWARE COMPANY 


J. . WARREN & COMPANY 
ot, New York 





Syracuse, New York 

J. T. WING & COMPANY 
Detroit, Michigan 

YARROW INDUSTRIAL SUPPLY COMPANY 
Philadelphia, Pennsylvania 

ZONNE ELECTRIC TOOL COMPANY 


Los Angeles, California 


© Tools Made of HIGH SPEED STEEL, are priced in red. 


WEINBERG & MChEE, Ive. 


CHICAGO 7, ILL. 





224 


INDUSTRIAL DISTRIBUTION © MAY, 1948 












building materials, chain, lead, zinc, 
nails, methanol (good grades), some 
lumber, and tin. 

Easier to get: some types of auto- 


mobiles, brass, bronze ingots, con- 
tainers, cotton twine, small motors, 
fuel oil, pine oil, polystrene, thermo- 
plastics and valves. 


Employment 


Employment is down, the greatest 
number (34%) reporting lower pay 
rolls than at any time since the war— 
15% more than February. These tre- 
ports do not cover the more recent lay- 
offs caused by the coal strike. Over- 
time and extra shifts are fading out of 
the picture. The more efficient em- 
ployees are being retained and are 
accelerating productivity. Northern 
California is heat hit by the power 
shortage, and its limitations om indus- 
trial production. 


Canada 


In general business, production has 
leveled off with the trend to go lower. 
Backlogs are holding up better than in 
the United States. Prices are on the 
downgrade. Inventories continue to be 
reduced. Employment is down. Buy- 
ing policy duplicates that of the 
States. 





FROM THE 


wa FILES ws 


25 YEARS AGO 


Arrangements were being completed 
by four big national associations for 
their conventions, scheduled to meet 
in Cincinnati May 15 to 19. There 
were four then, yes: The American 
Supply & Machinery Manufacturers’ 
Association; the National Supply & 
Machinery Dealers Association; the 
Southern Supply & Machinery Dealers 
Association; and the National Pipe & 
Supplies Association, who were to 
meet in the same city on May 15 
and 16. 

The lead editorial in Mrtx SupPLies 
reported “Marked Development in 
Power Transmission of Recent Date.” 

B. H. Ackles, manager of the sup- 
ply department, T. B. Rayl Co., De- 
troit, urged united action by distribu- 
tors on cash discounts and freight 
allowances. 

Advertising problems of mill supply 
dealers still plagued the trade. 
(Continued on page 230) 











For “Special” and “Hard-to-get’ Fastenings 


Come to HARPER STOCKS 
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Resistant to Rust and Corrosion 
































“ : Bolts Over 5000 different types and sizes of non-ferrous and stainless steel fastenings 
‘et are carried in Harper stocks at New York and Chicago for immediate ship- 
“4 Nuts ment. Many are often considered “special” or “hard-to-get”—but Harper 
- Screws has them; and they are in stock for you because of a conistent, 25-year 
aa) Wesh policy of constantly adding odd and unusual items to stock. 
& — All Horper fastenings are corrosion resistant; many are non-magnetic, 
he Rivets non-sparking; can be used again and again, give longer service, speed 
TS Nails dis-assembly, stand up under adverse conditions where other fastenings 
& “freeze” or fail. 
ce 
” Phone ot Were tor “special” or “hard-to-get” 
-to-get” fastenings for 
5 Brass immediate shipment from aatenten pe for the Marper ceadian si A 
Bronzes complete specifications and prices on.the widest assortment of non-ferrous 
ES and stainless steel fastenings available. 
in Monel Metal / THE H. M. HARPER COMPANY HARPER 
: Stainless Steels / 2622 FLETCHER STREET, CHICAGO 18—Phone: Independence 4100 
p- 585 WASHINGTON STREET, NEW YORK 11—Phone: Watkins 4-4610 
4 SN he eam C8490 + Hee York 
it \aaniversaty/ 





HARPER SPECIALIZES IN EVERLASTING FASTENING S* 


Reg. U. S. Patent Office* 
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products hy caRBORUNDUM 





Because correct application of abrasives leads to 
improved operating efficiency, it is an important 
factor in purchasing preferences of many abra- 
sive users. The Carborundum Company devotes 
considerable attention to the correct use of the 
products it supplies. 


Our product application engineers continually 
study, appraise and chart abrasive applications. 
Field engineers determine the most practical 
methods of applying abrasives in unusual cases. 
The net cumulative result of this knowledge 


TRADE MARK 


\TWON 


af abrasives 


and experience is channelled to suppliers of 
abrasives by CARBORUNDUM. It is a firm 
basis for your authoritative handling of your 
customer’s abrasive applications. It creates a 
potent selling tool by offering better grinding, 
sanding or finishing at lower cost to users of 
abrasives by CARBORUNDUM. 


Adding to your status as a supplier, it is an- 
other example of the cooperation that helps 
you build volume and profits in abrasives. The 
Carborundum Company, Niagara Falls, N. Y. 


Abrasives by 
-CARBORUNDUM 


TRADE MARK 
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- - CAE the Sign of the Shears 


Y CONLUTY aLO one 


. tailors stitched long tight trousers 
and trim tail coats for the dandies of 
the day. It was 1848 when Zachary 


Taylor was elected President . . . the 
United States signed a Treaty of Peace 
with Mexico . . . gold was found in 
California. 


Also, in 1848, Jacob Wiss forged a 
few pairs of shears a month in his 
modest shop. Today the factory of J. Wiss 
& Sons Company manufactures thousands 


of pairs of scissors and shears a day... 
more than any company of its kind in the 
world. 


We owe our century of success to high 
standards of quality and workmanship 

. and to the loyalty and cooperation 
of our customers. To them: our thanks 
and our pledge to continue manufacturing 
only fine quality products for the next 
hundred years. 


13%48—Quality for a Century —1048 


J. WISS & SONS COMPANY NEWARK 7, N. J. 
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250+ STEAM PIPE UNIONS 


\. 
3 90° * y 


yur TO 


pDOUS LIQUIDS 
ERWRITER LAB: APPROVED FOR HAZAR 
UND 


gi ivi4 
| Te 


ee 
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SEAT--GROUND JOINT--CLOSE TOLERANCE 


“ “ “ 
% , % and 4, made from approved solid bar steel. 


“ : 
made from solid bar and high grade steel forgings. 


1 forged steel parts throughout. 


From raw steel to finished product every operation is handled in our 
plant . . . assuring you of the highest quality union at the lowest 
possible price. More than 100,000 square feet of space is devoted to 
quality controlled, high speed production. 


REPRESENTATIVES IN PRINCIPAL CITIES 


QUARTER ORIGINATORS OF 
c STEEL PIPE UNIONS 
thc deca AT POPULAR PRICES 
)F PROGRESS 


CAPITOL MFG. & SUPPLY CO., COLUMBUS, OHIO 
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Power. TOOLS 
(UMEDIATELY AVAILABLE / 


The top-quality Mall Tools are backed by over a quarter of a century of “know-how”, 
National, Business and Trade Paper advertising, and generous factory cooperation to assure 
quick sales and profits. Every purchaser of these tools becomes a potential buyer of Mall 
Backing Pads, Polishing Bonnets and Abrasive Discs. 


New Heavy Duty 


BALL-BEARING 7” 


Mall Dobisher 


®@ Powerful 

@ Lightweight 

@ Up-to-the-last-minute 
design 

@ Latest engineering 
advancements 


3 Tools In One 

The detachable polishing 
pad is quickly interchanged 
with a sanding disc or drill 
chuck for drilling metal or 
wood. 
Three times more powerful than many other polishers because the lightweight, 
streamlined die cast magnesium housing permits a larger universal motor. A 
statically and dynamically balanced armature assures other tor operation. 
The life sealed ball bearings are lubricated for life. 


New Heavy Duty 


BALL-BEARING 7” 


® Powerful 

@ Lightweight 

@ Streamlined Design 

@ Life-sealed Ball-bearings 
®@ Positive Spindle Lock 





3-Purpose Tool can be used 
for Sanding, Wire Brushing 
and Grinding by simply inter- 
changing the attachments. 


A fast-cutting production tool with totally enclosed commutator, comfortable 
handles, thermal overload fuse and enclosed switch. Armature is statically and 
dynamically balanced to assure ther performance. 


Write TODAY for literature and prices on MallPolishers, MallSanders, Mall 
Screwdrivers, Mall Flexible Shaft Grinders and MallDrills. 


ORIGINATORS of Disc Polishing Equipment for Automotive Work. 


MALL TOOL COMPANY 


7802 South Chicago Avenue Chicago 19, Illinois 
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Manufacturers of files earned $7,- 
647,000 in sales in 1921, as compared 
with $17,617,000 two before 
(just after the end of World War 
One,) and $5,608,000 in 1914 (just 
before the War begun). 

Bombay, Indian importers of elec- 
trical machinery appealed to Miu 
Suppuigs for assistance in securing 
catalogs from American manufactur- 
e 


TS. 

Albany Hardware & Mill Supply 
Co., Albany, Ga., permanently closed 
its branch in Brunswick, Ga. 


10 YEARS AGO 


Supply Sales in May of 1938 rose 

for the first time since August 1937, 
Business gains were reported by dis- 
tributors in every section of the coun- 
try. 
"Saaihees of George F. Motter’s 
Sons, and George F. Motter’s Sons 
Supply Co., York, Pa., gathered for 
their 100th anniversary banquet at 
the Hotel Yorktowne. 

Distributors of Memphis, Tenn., 
took a prominent part in the machin- 
ery and power show held in that city’s 
Ellis Auditorium. Exhibitors included: 
Reichman Crosby Co., Lewis Supply 
Co., Hayes Supply Co., Pidgeon- 
Thomas Iron Co., J. E. Dilworth Co., 
and Industrial Supplies, Inc. 

Buhl Sons Co., of Detroit, added 
Richard Stibick to its industrial sales 
force. 

Eugene F. McCarthy,  secretary- 
treasurer of Beals, McCarthy & Rog- 
ers, Inc., Buffalo, N. Y. was named 
director of purchases, succeeding 
Arthur B. Paull. 

Ducommun Metals & Supply Co., 
Los Angeles, Calif., made E. Wayne 
Abel director of purchases for the 
company. He had been manager of 
the mill supply department. 





























"I'VE Come To EXPLAIN ABOUT THAT MIXUP 
Tek Him, “ 











FEA IN ADS LIKE THESE... . 


AMAZING NEW CHARTS ANSWE 
HARTS LIKE THESE. - - “owe PAINTING QUESTIONS! 

















(WRITE QUANTITY — GET TOUR FRET COPY NOW! 
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Full page ads in colors are carrying power- 
ful Valdura sales messages for you in 20 
leading trade magazines! Valdura is no 
only backing you up with the biggest ¢ 
most powerful advertising program i 
B plant superintendents, maintenance history, but you benefit too, by s 
and painting contractors have needed namic features as the amazing 
. Now available for the first time! Lists Maintenance Painting Charts! 
primers and finish coats for every need. 
ts using the “wrong” type of paint. Gives 
e facts about various Valdura paints. 10 
ent charts now available for 15 different in- 
ties and institutions. Every man selling Val- 
a paints needs a complete set. Have you yours? 
not, write today! 
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AMERICAN-MARIETTA CO.—VALDURA DIVISION—43 E. OHIO ST.—CHICAGO II, ILL. | 
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LOAD -MOVERS 


All Steel Construction — No King Pin — 
Large Lubricant Reservoir — Dirt Protected 
— 88 Super-accurate Balls in 5°’ Dia. 
Machined Raceways — Hardened Steel 
Spanner Bushings in Roller Bearing Wheels 
— Metal and Plastic Wheels 1000 Lbs. 
Capacity for frequent use — 1500 Lbs. for 
average and 2000 Lbs. for occasional use 
— Cushion Rubber: 

4" Dia. 220 Lbs. — 6” Dia. 310 Lbs. — 
8" Dia. 400 Lbs. Capacity. Other Models 
from 300 Lbs. to 4000 Lbs. Capacity. 


STANDARDIZED 


New in the field of Materials 
Handling Equipment is the econ- 
omy feature of standardization 
and mass production ... the re- 
sult of extensive study and re- 
search. 


AVAILABILITY 


No waiting . . . just order! Market 
Forge Materials Handling Prod- 
ucts are ready for “off-the-shelf” 
shipment. 


DISTRIBUTORS! Attention! 
Write for complete details. 
Meet us at Booth 16 at Atlantic City 








/MATERIALS 
HANDLING | 


SINCE 1807 


Sy 











WRITE FOR 
MANUAL 1001 MH 


PRICE LIST 


F. O. B. EVERETT, MASS. 
SWIVELS 





Overall} Aluminum , 

- . Cushion 
Height and Plastic 
A |Semi-Steel Rubber 





5%""| $7.50 | $8.50 | [$6.75 





7%""|.$8.75 | $8.75 | $9.50 





9%'"| $9.00 |$10.75; $10.50 





RIGIDS 





Model 


Overall | Aluminum 


n Cushion 
Height ani 
Dia. | "A | Semi-Steel 


Plastic Rubber 





464 


4" 15%""| $5.00 | $6.00 | {$4.25 





466 


6" 17%") $6.25 | $6.25 | $7.00 








468 





$8.25 | $8.00 

















8” 19%") $6.50 








$Boll Bearing Wheels. 


QUANTITY DISCOUNTS 


1-3 Net, 4-6 less 5%. 
7-12 less 10%, 13-25 less 15%. 


WRITE Today for These Complete Manuals: 

1001 MH LOAD-MOVERS (Casters) 

1002 MH LOAD-PACS (Running Gear) 

1003 MRK LOAD-CARRIERS (Floor Trucks) 

1004 MH LOAD-VEYOR (Portable Conveyor) 
1005 MH LOAD-LIFTS 

1006 MH LOAD-SKIDS 

1007 MH SEMI-SKIDS AND JACKS 

1008 MH STANDARDIZED MAT (Hand. Equip- 


ment) 


1009 MH SPECIALIZED Mat. (Hand. Equip- 
ment) 
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May 3-7—American Foundrymen’s 
Association Convention and Exhi- 
bition, Convention Hall, Philadel- 
phia. 


May 3-7—International Exposition 
of ‘Textile Machinery, Equipment 
and Supplies, 71st Regiment Ar- 
mory, New York. 


May 4-6—25th Midwest Safety Con- 
ference and Exhibit, Sherman Ho- 
tel, Chicago. 


May 15-22—International Petroleum 
Exposition and Congress, Exposi- 
tion Grounds, Tulsa, Okla. 


May 17-22—National Marine Exposi- 
tion, Grand Central Palace, New 
York. 


May 31-June 12—Canadian Interna- 
tional Trade Fair, Canadian Na- 
tional Exhibition Park, Toronto. 


June 1-3—Petroleum Industrial Elec- 
trical Association and Petroleum 
Electrical Supply Association Adol- 
phus Hotel, Dallas. 


June 7-12—International Exposition 
of ‘Textiles, Trimmings and I‘actory 
Equipment, Grand Central Palace, 
New York. 


June 26-Sept. 11—International In- 
dustrial Exposition, Million Dollar 
Pier, Atlantic City. 


June 28-July 2—American Electro- 
platers’ Society Industrial Finishing 
Exposition, Convention Hall, At- 
lantic City. 


July 1—International Trade Mart, 
New Orleans. 


July 6-10—2nd International Store 
Modernization Show, Grand Cen- 
tral Palace, New York. 


July 16-24—American Road Builders’ 
Association Show, Soldiers Field, 
Chicago. 


Aug. 27-Sept. 11—Canadian National 
Exhibition, Exhibition Park, To- 
ronto. 
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THE VISE OF EXPERIENCE 


Parkers are unit packaged —tfactory-new The progressive dealer sells Parker Vises by more than name. He 
to you—kept new in stock—delivered points out the features that have made that name mean superior vise 


new to the customer! Parkers go to market performance throughout industry. 
only through leading distributors. ; : . ; ; s 
Parkers are action vises—with quick, firm grip—-swivel base, brake- 


type-locking at any desired point in a 360 swing——have renewable 
steel jaws covering entire top of vise—solid-cast underportion for extra 
strength— non-pinching tension spring handle. 

There’s a size to suit every job—the big——the tough—the small — 
the precise. And soon the Parker line will be rounded out with a line 
of hinged pipe vises and woodworking vises—so that industry may be 
completely served. The Charles Parker Company, Meriden, Conn. 


PARKER VISES 


America’s First Vise Maker 
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Shippers and receivers of freight need 
this easy, speedy way for 














moving cars 


You'll find fast sales action because 
quick approval is given by shippers 
and receivers of freight to ATLAS CAR 
MOVERS. The reason is simple—these 
buyers are quick at seeing operating 





ATLAS 
CAR 
MOVERS 

















advantages and they sure find it in 
ATLAS CAR MOVERS. That is why 


there are so many in use throughout industry. Wherever you see side 
tracks and shipping platforms think of ATLAS and a sale . 


some very good profit. 


Every season of the year is a celling season for ATLAS and there is 
no time like the present for getting ATLAS CAR MOVERS to work for 


you. 


The Regular Heavy Duty Model No. X and the New 
Streamline Model S-X car movers will straddle a 
160-pound rail. The rail guides will keep the mover 
from slipping off of the rail, thus making it easy 
for a quick follow up. These movers are identical 
although the S-X is lighter due to streamlining. 


The Atlas Model No. 8 is a single spur mover and 
the Atlas Model No. VIII is a double spur mover. 
These models do not have rail guides and are more 
efficient on an old track that is flattened out or 
where there is no space for a railguide. These 
movers have the same compound leverage as the 
other Atlas movers. 


Be sure you have adequate stock to take care of 
demand—we will give you immediate delivery. 


Atlas Perfect Spurs—made of the best 
steel obtainable, heat treated properly to 
withstand the tremendous strain placed 
on them. They can be turned when neces- 
sary, thereby making use of all four 
edges and giving longer wear. 


The key te the power and 
speed of ATLAS Car Movers 
is the “compound tever- 
age.’’ This is the principle 
of a forward push instead 
of an uplift being exerted 
in the moving operation. 
The section witbinthe 
circle (see picture at right) 
is the part that does that 
big power developing job. 
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1421-25 South Second St. 





APPLETON-ATLAS CAR MOVER CORPORATION 


Milwaukee 4, Wis. 


Formerly Appleton Car Mover Co., Appleton, Wis. 





Sept. 13-17—Instrument Conference 
and Exhibit, Instrument Society of 
America, Philadelphia. 


Sept. 27-Oct. 1—Third National Plas- 
tic Exposition, Grand Central Pal- 
ace, New York. 


Sept. 28-Oct. 1—Iron & Steel Engi- 
neers Exposition, Cleveland. 


Oct. 4-9—Fifteenth Southern Textile 
Exposition, Textile Hall, Green- 
ville, S. C. 


Oct. 12-16—Fifth National Chemical 
Exposition, Coliseum, Chicago. 


Oct. 25-30—National Business Show, 
Grand Central Palace, New York. 


Nov. 29-Dec. 4—National Exposition 
of Power & Mechanical Engineer- 
ing, New York. 


OBITUARIES 








































Wallace M. Carroll 


Wallace M. Carroll, 
Chandler & Farquhar Co. 


Wallace M. Carroll, salesman for 
the Chandler & Farquhar Co., dis- 
tributors of Boston, Mass, died on 
February 21. 

Mr. Carroll began with the company 
as a boy and worked for them for 
more than 30 years. He had been, in 
turn, inside and outside salesman. 


Ralph E. Conder, 
Boston Firm Executive 


Ralph E. Conder, advertising man- 
ager of the Boston Woven Hose & 
Rubber Co., Mass. died on February 
18. -Mr. Conder was associated with 
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the company for 42 years. 




















This was a real “problem” job, but the Carmet-insert draw die above solved it. 
It not only turned out 50% more stainless steel parts per day, all perfect com- 
pared with considerable spoilage before . . . it also produced 50,000 parts, with - 
no - re-working, sonspertd to less than. 2008: wees for the total life of the die-it 
_replace pect unusual results..fror 


INDUSTRIAL DISTRIBUTION © MAY, 1948 





Western 


Socket 
Cap and Set 
Screws 


= manufacturer bringing out 
new or improved products of metal 
is influenced by the modern stream- 
line trend to use flush-with-surface 
fastenings. That hands you a ready- 
made market for Western Socket 
Screws. There are no more satisfac- 
tory screws for eliminating unsight- 
ly and dangerous protruding bolt 
heads. Their electric heat-treated 
alloy-steel strength and _ holding 
power mean that fewer are needed, 
assembly is faster, time and expense 
saved. It pays you to push Western 
Socket Screws now—write today for 
catalog and prices. 





Western Automatic 








W. B. du Mont 


|W. B. du Mont, 
_duMont Corp. Executive 


W. B. du Mont, president and di- 


| rector of The du Mont Corp. of 
| Greenficld, Mass., died on March 22. 
| Mr. du Mont founded the company 


bearing his name for the manufacture 


| and distribution of Keyway Broach 


Kits and other time-saving tools. 


Born in Sheffield, Ala., Mr. du 


| Mont journeyed to Greenfield at an 


carly age and was identified with the 


| development and growth of the tap 


and die industry. After completing 


| the apprentice training course at 
| Greenfield Tap & Die Corp., be be- 


came a member of the sales depart- 
ment and, later, the export depart- 
ment. Following a term of service in 
the U. S. Navy during World War 
One, he rejoined Greenfield Tap & 
Die as export sales manager, visiting 
all parts of Europe, South America, 
Mexico and the West Indies. 

In 1925, he was made general sales 
manager of Greenfield, and later be- 
came vice-president in charge of sales 
and a director. In 1939, he resigned 


| and became vice-president and a di- 


rector of Threadwell Tap & Die Co. 


| of Greenfield, then chairman of the 


board. He resigned in 1946 to found 
the du Mont Corp. 


| Arthur Crane Lewis, 
| Templeton, Kenly & Co. 


Arthur Crane Lewis, former vice- 
president in charge of sales for Tem- 
pleton, Kenly & Co., died at Toronto, 
Ont. February 23. He had been with 
the company’s Simplex Jacks division 
since January 1944. Mr. Lewis was 
62 years old. 


Machine Screw Company 


722 Lake Ave.; Elyria, O. He became associated with the 


firm in 1912 and went to Canada to 
open its Canadian plant. Shortly after 
(Continued on page 240) 


Precision Screw Products, Parts and Assemblies Since 1873 
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added strength ) = 


Harrington Peerless Hoists are of steel construction 
throughout. All gears are made of alloy steel, with 
machine-cut teeth, heat treated, and each 

hoist is individually tested. Frames, covers, and 
hand wheel are of rolled steel, non- 
breakable, yet light in weight. These unique 
features, plus the Harrington exclusive 
rotary lock, are some of the reasons 

for Harrington dependability and 


low-cost maintenance. 
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« See the complete Harrington 
line’ Write for Catalogue P-1 
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GILMER SALES POLICY 


This is what the Gilmer Sales Policy offers: 
1. A “buy-through-Distributor” policy; no factory 
sales in competition. 


2. A_widely-experienced District Manager affords 
frequent direct sales help. 


3. Engineering assistance when needed from fac- 
tory power transmission specialists. 


4. Distributor protection. 
5. Uniform discount schedules. 
6. A profit on every sale. 


7. Full jobber profit on non-stocking Special Pur- 
pose Belts. 


M AHL HLIM ANI 91a aHL 


8. Catalogs, direct mail, and national advertising 
in a balanced program. 


9. Monthly bulletins from the factory. 
10. Stockroom and merchandising aids. 


BELTS 


HOSE and PACKING 


ADVERTISED TO YOUR CUSTOMERS 
Telling them to “Get in Touch with your 
Gilmer Distributor.” In current issues of . 
FACTORY MANAGEMENT & 
MAINTENANCE and MILL & FACTORY 


NISYWW idl 





the outbreak of World War I, he 
D a © M O N D- -S ‘ M - L E x entered the Canadian Army and was 
feed as a Major. After the war 
he joined the Railway Power & Eng. 


STEEL V | oe - S | | Corp., Ere — the gene 
| tion unti when he returned to 
SLIDE | the U. S. for Templeton, Kenly. 














| Vietor P. Gairoard 


have |\greater strength (22.0 22%. 


Victor P. Gairoard, who for many 
years had charge of the southwestern 
territory of Kraeuter & Co., Inc., of 
Newark, N. J., died in his 69th year on 
March 7. 

; | Mr. Gairoard, a brother of Camille 

— of sae Gi L. Gairoard, president of Kraeuter & 

/ a Co., and the Kroydon Co., began his 

hardware experience with the National 
Shear Co. of New York in 1897. 

In 1905 he represented Kracuter of 
Newark, then a concern of about 20 
men, and J. Wiss & Sons Co. of 
Newark. He traveled for these con- 
cerns until 1942—when he resigned 
from the Wiss company to take charge 
of the southwest territory for Kraeuter. 











Removable hardened 
steel jaw inserts 
































One piece non- 


pinching handle _E. Jack Hogsed, 
és W. Bert McDonough Co. 


FE. Jack Hogsed, who traveled 
Western Tennessee, Alabama, Louisi- 
ana, Mississippi, and Western Florida 
for several years for the W. Bert Mc- 
Above is given the “inside story” of the Solid Steel Slide on | Donough Co. was critically injured in 


‘ an automobile accident near Attalla, 
DESMOND-SIMPLEX Vises that makes them much stronger Ala, on February 20. Mr. Hogsed was 


than ordinary iron slide vises. hospitalized in Gadsden, Ala., and died 
Other major features are shown also, all of which are worthy on I ebruary “is as Pr nape _ 

; : ; i injuries received in the accident. 

of close study. But, above all, is Desmond’s long experience in He had made his headquarters in 


making vises for practically all requirements—machinists’, com- Birmingham, Ala. for several years. 














Body casting extra 
heavy semi-steel Swivel base 
360° 





























bination pipe, welders’, filers’, drill press and milling machine, 
utility or garage, and woodworkers’ vises. | James Hallas, 


Don’t forget, too, that there is good profit in pushing Desmond | Chattanooga Salesman 


Grinding Wheel Dressers and Cutters—the only complete line ‘James Hallas, 64, a salesman with 
of such products. the Chattanooga Belting & Supply Co. 
: for the past 13 years, died on March 2. 
Write for complete catalog today. Mr. Hallas had been a salesman in 
the Chattanooga area since 1922 and 
THE DESMOND-STEPHAN MFG. COMPANY, URBANA, OHIO traveled extensively in the tri-state 
area. 

a He is survived by two daughters, 
two sons, two grandsons and one 
granddaughter. 


Desmond | | ae 6 ca 


Manhattan Rubber Executive 


5 | M a L E X : ‘VV i Ss F 4 Walter C. Clapp, manager of the 

Product Sales Department of the 
= 7 Manhattan Rubber Division, Raybes- 
tos-Manhattan, Inc., Passaic, N. J., 


died on March 6 at the age of 48. 
GD Mr. Clapp had been associated with 
lf 2 Manhattan Rubber for 34 years, start- 


BALL BEARING ie HAND TOOLS WHEEL TYPE SUMPL ing as an office boy. He is survived by 
DRESSERS CUTTER TYPE DRESSERS DRESSERS steei-suve vises | his wife and a son. 
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TRADE 
MARK 


ABRASIVE Anti-Slip 


LOOR COATIN 


CHECK THESE SALES-MAKING FEATURES: 

















Standard Color 
GRAY. Also Red, 
Black or Yellow. 


Cash in on the big demand for this 
popular all-weather, all-surface Anti- 
Slip Floor Coating. Indoors or out, 
summer or winter, wet or dry, greasy 


Provides your customers with im- 
portant safe-footing protection. 


Steady and repeat demand. 

Unlimited potential sales. 

Fast turnover and attractive mark- 
up. 


Factory representatives available 
for direct missionary work. 


 Hard-hitting sales literature yours 
for the asking. 


Sold through wholesalers only. 
Nationally advertised. 





SELL the much-in-demand Hil-Gri 


e Stop Slipping Accidents 
e Stop Fire Hazards 
e Reduce Maintenance Costs 


Oil-Dri and Oil-Dri — (ALL-PURPOSE) — 
absorb dangerous oil and grease ac- 
cumulations when sprinkled on oily or 
Qrease covered floors. Recommended by 
leading safety engineers and insurance 
companies throughout the nation, 
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Absorbs all types of oils, greases 
and fats from floors. 


and fats, plus water and soluble 
oll solutions, 


or oily—non-slip Oil-Dri Abrasive Floor 
Coating STAYS NON-SLIP! Painted on 
with a brush. Dries quickly. 


Oil-Dri Corporation ....... 


520 N. MICHIGAN AVE. @ CHICAGO 11, ILL. 





TAY) SOCKET SCREW PRODUCTS |Z 


Reg. U. S. Pat. Off. 


DISTRIBUTORS ... 


ee here are the products that sell 
Knurled Socket Head ised and stay sold! 


Cap Screw 

U. S. and Foreign Pat's Pending Yes, these Products sell fast and stay sold . . . make friends 
for you . . . assure a steady, repeat business. To make your 
sales effort easier, we provide complete plant facilities, 
effective sales promotion activities, consistent business 
paper advertising and prompt, courteous service to you and 
your customers. 


“Unbrako” Socket Screw Products—manufactured from 
high-grade alloy steel, to close tolerances—have these 
outstanding advantages: (1) INTERNAL WRENCHING... 
that promotes compact designs . . . saves space, weight, 
materials and costs. (2) KNURLING . . . an exclusive 
“Unbrako” feature—which on the head of the “Unbrako” 


“Unbrako" Any type of “Unbrako” 


Hollow Set Screw with Screws can be furnished in 
Knurled Cup Point ae brass, stainless steel, monel, 
Pat'd and Pat's Pending ‘ bronze, or whatever your 

customer's requirements may 


rling of Socket Screws 
‘inated with “Unbrako” 
934. 


“Unbrako" Square Head 
“Unbrako" Stripper Bolt Sut Sosou, 
"Unbrako" Hollow Set or Shoulder: Screw with 


Knurled Head. 
Patent Applied for. 


Screw with Knurled Threads. 
Patented. 





Cap Screw speeds assembly—and on the threads or points 
of the “Unbrako” Set Screws assures positive Self-Locking. 
(3) SELF-LOCKING ... all of our patented “Unbrako” 
Set Screws, regardless of point, are excellent Self-Lockers. 
Sizes available in a full range of diameters, lengths, thread 
series and or types of points. 


The popular “Hallowell Line is of sturdy steel . . . 
welded or hydraulically riveted—and this fine, ready-made, 
most serviceable equipment is practically indestructible— 
combines unusual utility, convenience and neat appearance. 
There are hundreds of styles from which to choose, making 


it possible to meet the most exacting needs of your 
customers. 


Ask for the “Hallowell” and “Unbrako” Catalogs and keep 
them handy for ready reference. 


JENKINTOWN, PENNA. BOX MEM 
—=- BRANCHES —— 


Fig. 732 “Hallowell” 
Steel Work Bench. 


Pat'd and Pat's Pending 


BOSTON © DETROIT © INDIANAPOLIS © CHICAGO © ST. LOUIS * SAN-FRANCISCO 


Fig. 1855. “Hallowell” 
Tool Stand. Furnished 
with or without drawers 
and casters. 


Fig. 2207. “Hallowell” 
Enclosed Tool Stand. 


702—Atlantic City 


Fig. 200M. “Hallowe 
Steel Stool with h 
sonite Tempered Pre 
wood seat, 


Fig. 2222. “Hallowell” 
Foreman's Desk. 


Fig. 200 M.H.B. 
“Hallowell” Steel 
Stool with Hinged 
Type back rest. 


Fig. 768. “Hallowell” Non-Tilting 
Steel Platform Truck. 








carbide cutting tools are 


More} Makers / 


----4 REASONS WHY 


t A COMPLETE LINE — Wide range of tools of all types 
to meet a wide variety of needs — saves ordering from 
several suppliers. Performance through design. High 
quality a feature of each tool, therefore more saleable. 


ATTRACTIVELY PACKAGED — W-S Tools are easy to 
stock, easy to find, easy to identify. Every tool is pro- 
tected with molded plastic tip. 


NATIONALLY ADVERTISED — Leading industrial pub- 
lications carry big, attractive, hard-hitting Wendt-Sonis 
advertisements that help you sell more . . . result in 
more profits for you. 


FULL PROFIT MARGIN — Generous discounts assure 
you of a liberal profit on the Wendt-Sonis line. 


WRITE TODAY for Revised Catalog 646 showina com- 
plete line and details on how you can profit with the 
W-S line of carbide cutting tools. WENDT-SONIS 
COMPANY, Hannibal, Missouri; 580 N. Prairie Ave., 

Hawthorne, Calif.; 1361 Lake St., Chicago, Illinois. 
Warehousing Facilities: Eastern Carbide Corp., 909 
Main St., New Rochelle, N. Y. 


WENDT-SONIS COMPANY, xannisat, missouri 


and 580 North Prairie, Hawthorne, California 
tek Sn, hemm g@eked & ° CENTERS ° COUNTERBORES . SPOTFACERS 
on’ h @aek 2 am gekek Ge) e DRILLS e END MILLS e FLY CUTTERS 
TOOL BITS . MILLING CUTTERS . REAMERS ° SPECIAL BITS 
eer GSS math sh. ccm geren &. 
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W. Heath Talmadge 


Economy Steel Co. 
Names Talmadge Manager 


W. Heath Talmadge has been ap- 
pointed general manager of the Econ- 
omy Steel Co., steel distributors and 
warehousers of Los Angeles, Calif. 

Mr. ‘l'almadge has been in the steel 
business on the West Coast for the 
past 22 years, as sales and general 
manager of Pacific Northwest stecl 
companies. He will direct the Econ- 
omy Company’s reorganized steel sales 
staff. 

He is a mechanical engineering 
graduate of the University of Wash- 
ington, and a member of the American 
Society of Mechanical Engineers. 


Kester Solder Co. 
Names Hamilton & Upgren 


George R. Hamilton has been ap- 
pointed direct factory representative 
for Illinois, Indiana and Wisconsin, 
and L, (Roy) Upgren has been pro- 
moted from sales statistician to district 
sales manager for the aforementioned 
states, plus Minnesota and the Dako- 
tas, in recent changes in personnel at 
Kester Solder Co. of Chicago and 
Newark. 


General Hardware Mfg. Co. 
Purchases Tools, Machinery 


The General Hardware Mfg. Co., 
117 Duane St., New York City, has 
purchased the tools and machinery of 
the Nork Products Co. of Los Angeles, 
Calif., and will manufacture the com- 
plete Nork line of calipers, scribers, 
dividers and wiggler sets. 





rm w 





Ww: General Electric mercury lamps, 
light costs less than with any other 
light source. One 400-watt G-E mercury 
lamp gives 16,000 lumens, as much 
light as a 750-watt filament lamp. High 


Why Planned Lighting costs less 
with G-E Mercury Lamps 


light output means fewer fixtures to buy, 
less maintenance expense. Rated life of 
G-E mercury lamps is extra long—up to 
6000 hours, depending upon wattage and 
number of starts. 


IMPORTANT REASONS why it pays 
to stock and sell G-E lamps 
1. Complete line—over 10,000 types and sizes. 


2. Consistent advertising pre-sells G-E lamps 
to your trade. 


. Steady demand, good profit margin make 
G-E lamps a top-notch money-maker. 


. Quality assured by more than 480 tests 
and inspections. 


. Service of G-E lighting engineers conven- 
iently available. 


.General Electric research works con- 
stantly to make G-E lamps 


Stay Brighter Longer! 


FREE BOOK! Gives application data, 
typical installations, and advan- 
tages of G-E mercury lamps. Write 
General Electric, Nela Park, 
Cleveland 12, Ohio. 


G-E LAMPS 
GENERAL (QELECTRIC 
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Cutting Grinding Costs for Customers 
—Increasing Business for Distributors 


HAT’S what 32 ALUNDUM abrasive is doing. It’s ability 

to cut costs on tool, surface, cylindrical, centerless and 
internal grinding is making it a real business getter for 
Norton distributors. 


32 ALUNDUM abrasive is entirely different from any other 
abrasive — made differently by a unique Norton-developed 
process. There’s no crushing to size — each grain forms in 
the electric furnace as a single complete, multi-pointed 
crystal. The result is a wheel that’s sharper — that cuts both 
faster and cooler. 


And the grains of 32 ALUNDUM abrasive are over 99% 
pure fused alumina — no non-cutting slag or pores. This 
means greater resistance to dulling — fewer dressings, 
longer wheel life. 





32 ALUNDUM grinding wheels are exclusively Norton — 
only Norton distributors have the cost-cutting 

a advantages of this sensational new 

Ae abrasive at their command. 


W-1160 
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Adequate Wheel Stocks 


At the Norton Worcester plant and 
on the shelves of the Norton ware- 
houses in important industrial centers 
the stocks of grinding wheels are 
larger and more varied than ever 
before in Norton history. 


Expert Engineering Service 


Norton abrasive engineers and field 
engineers, supplemented by special- 
ists from Worcester, are available the 
country over to help distributor sales- 
men in solving grinding problems and 
in selecting the most efficient wheels 
for their customers’ jobs. 





Sih ONLI OU 


eae ee 


EXCLUSIVE WITH NORTON DISTRIBUTORS 











Modern, Progressive Research 


The Norton research laboratories are 
the largest and best equipped in the 
grinding wheel industry. The staff of 
over 135 scientists and technicians is 
constantly developing new and im- 
proved grinding wheels. 





oe 


Aggressive Advertising Program 


Attention-getting advertisements in 
the leading technical publications 
plus extensive direct mail plus a 
wealth of helpful informative 
literature keeps the Norton name 
constantly before grinding wheel 
users everywhere. 
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Yarnall-Waring Co. 
Appoints Four To Sales 


Recent appointments in the Yarway 
sales organization of the Yarnall-War- 
ing Co., ‘Philadelphia, Pa., include the 
naming of R. S. Pollard, as sales man- 


ager of the steam trap division. For- 
merly, Mr. Pollard was with Pyle-Na- 


tional Co. 

Other sales personnel named by the 
company include the appointment of 
Leland C. Campbell as Southwestern 


representative, working from the 
Dallas sales office; Howard R. Wun- 


ker, sales representative in the com- 
S an e ga pany’s new Cincinnati office and J. 

Frank Long, sales representative in 
the firm’s new St. Louis office. 


Lincoln Electric Co. 
Appoints Cable, Roscoe 


H. E. Cable and J. S. Roscoe have 
been named district managers, respec- 
tively, of the Pittsburgh and Chicago 
offices of the Lincoln Electric Co. 

Mr. Cable has been associated with 
the company since 1943 and has been. 
active in the Pittsburgh area as a weld- 
ing engineer. He was first employed 

4 , by the Horsburg & Scott Co. of Cleve- 

manila ) ' land. In 1932 he went to Pittsburgh 

as district engineer for the National 

shes tng y Aluminate Go. as an industrial water 

blocks ee: treatment engineer. In 1938 he was 

transferred to become general man- 

ager of Aluminate Chemicals, Ltd., 

Toronto, Canada, where he continued 

until entering the welding field with 
Lincoln. 

Mr. Roscoe joined Lincoln follow- 
ing his graduation from Ohio State. 
He was made district manager of the 
Syracuse office until his present ap- 


a block for pointment to direct sales for Lincoln 
in Pittsburgh. 

every purpose 

. . . designed to fit 


your needs . . . with prompt, 
efficient service. 





Send for complete catalog... 


MADESCO 


TACKLE BLOCK COMPANY 


EASTON, electric motors and parts at Oakland 


Peter Meagher, salesman for pumps, 


Mill Supply Co., Pontiac, Mich., ex- 
plains the local demand for water 
pumps. 


PENNSYLVANIA 
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LYON Gravity Roller Conveyors— 
12”, 18°, 24° widths —10 foot lengths — 
= straight and 90° curved sections — ad- 
ad ..- gabon snag uae justable trestles — easy to install, take 
a down and re-install. Ten- 
vith ; 
een. foot sections as low as 
eld- 
yed 
2ve- sig 
igh While the limited supply lasts, you can get immediate 
nal delivery on these high quality LYON conveyor units. 
iter 90° CURVED SECTIONS After that we will have to make shipments on an 
a 12”, 18”, 24” Widths. See order blank allotment basis. ; 
~ ouin SAVE MAN HOURS-A good, flexible, easy-to- 
ith For 12”, 18" & 24" § move conveyor system will often pay for itself quickly in 
See cltenateias man hours saved. No engineering is required. Just 
om put them to work any place. 2 
e. 
he 
. Temes iY ON METAL PRODUCTS, INC. 


jfeme) i9)4 Me) aie): 
FURTHER DETAILS 


Lyon Metal Products, Incorporated 
553 Monroe Ave., Aurora, Illinois 





Pleose ship the following through your LYON dealer: _ 
10 FT. SECTIONS 


— - —_ —_ a ———+ — 
Cle — BS - 
- + — - —+ — 5 
| 24" — one 





90° CURVED SECTIONS — 


No. |. Width | 
as eee | 

| 18” 
_ 





FRESTLES 

|Get. No. | With 

ee ce 
ith Pikass 0.0. Packery, Prlece echjoct to Change without aatiee. 


Quantity | Cat.No. | Width | Price, Each | 


553 Monroe lAve., Aurora, Illinois 
Branches and Dealers in All Principal Cities 


ad 


| 


} 





FIRM NAME 





ADDRESS 





CITY. 





SIGNED BY 





TITLE 





Designate the LYON dealer through whom this order 


is to be placed. 


DEALER 





CD Check here for further details, including prices and discounts. 
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The TIME for your customer 
to consider the cost of belt 
maintenance is when he buys 
a new belt. If, by paying a 
few cents more to get quality, 
he can get more years of 

m trouble-free operation; that’s 
good business. 

The WAY to get a mini- 
mum maintenance belt is to 
specify Schieren Duxbak. 
Here’s why a Schieren Dux- 
bak drive costs less per foot 
per year. 

LESS STRETCH — Free- 
dom from uncombined tan- 
ning materials lets internal 
fibers draw down nearer par- 
allel during the currying op- 
eration ... reducing stretch. 

GREATER LOAD CA- 
PACITY AT LOWER TEN- 
SION—The clean, full grain 
surface of Schieren Duxbak 
belt assures better pulley 
grip, enabling the belt to do 
more work with less strain. 
Result—longer belt life and 
less wear on bearings. 

Write for information on 
belting, leather packings or 
leather specialties of all 
_— $C-24 


“CHAS. A. SCHIEREN COMPANY 


Tanners and Manufacturers Since 1868 


80 Years in Business 


Chicago Distributors Display At P. A. Exposition 


“ON TAP” at the Crerar, Adams & 
Co. booth were O. H. Stadheim, Pyrene 
Co.; M. A. Arenz and J. D. Besant, 
both of Crerar, Adams & Co. 


POPULAR PERSONALITIES on 
tour of the Charles H. Besly Co. dis- 
play included: R. O. Bolstad of Besly, 
Al Miller of Procunier Safety Chuck 
Co. and Andy Abbott of Cleveland 
Twist Drill Co. 


CHICAGO INDUSTRIAL DISTRIBUTORS with eo in the recent 14th 


Annual Products Exposition put on by the Chicago P. A 


Association included this 


symmetrical display by Supplics, Inc. Left, R. O. Lundberg, Henry Disston & Sons; 
and Bill Burk, Arch Williams, Bill Wesley and E. L. E ckholm, all of Supplies, Inc. 


GUIDES ON HAND to discuss and 
note down inquiries on the B. R. Paul- 
sen Co. exhibit at the show included 
H. C. Ellison, B. C. McCarron and 
Earl Paulsen, all employed by the 
company. 
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PEDERSEN BROS. Tool & Supply 
Co. booth, featured, besides its air tool 
display, J. C. Blackmore, Standard 
Pressed Steel Co.; H. G. Lang, Roy 
Pedersen and B. L. Knaak, of the com- 
pany. 








HES. SOTAVENTO 


the finest yacht on the seas-- 


on 
dis- 
sly, 
uck 
and 
tth 
his 
ns; 
nc. 
The SOTAVENTO on builder's trials — under U.S. Flag 
? His Excellency’s Ship, SOTAVENTO, designed and built for President 
Miguel Aleman of Mexico by Higgins, Inc., is today's ultimate in the building 
and fitting of luxury yachts. Higgins chose the best of everything for this craft 
++. 80 Columbian Tape Marked Pure Manila Rope was used throughout. 
The clean smooth lines give this yacht distinction of appearance to match 
its superlative construction and fitting. Drawing 10 ft. 6 inches, the vessel has 
168 ft. overall length, with beam of 28 ft. Twin Diesels give 1800 HP on the 
shaft, providing 17-knot speed. Cruising range is 4000 miles. The ship is 
highly electrified, and air conditioned throughout — including crew's quarters. 
Master's and guests’ accommodations contain seven double staterooms and 
six baths. 
That the Higgins Yards put Columbian Rope aboard was only natural... 
it is standard practice on all Higgins vessels to equip with Columbian — The 
Rope of the Nation, 
ply 
oo COLUMBIAN ROPE COMPANY 
ae 320-50 Genesee St., AUBURN, "The Cordage City”, N.Y. PU RE M ANIL A ROPE 
ymi- a 
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Looking for 
Locks? 


Laok to CHICAGO for all your needs’ 


a Why lose time shopping around when 


one source of supply—CHICAGO Lock 
Company—offers you a full line of quality 
locks? 

For example, in Cabinet, Locker and 
File Cabinet Locks, CHICAGO'S newest are 
pin tumbler models specially designed for 
maximum protection and long, trouble-free 
operation. Cabinet and Locker Locks are 
available with spring and “dead” type 
bolts. Also in single-bitted disc-tumbler, and 


double-bitted criss-cross tumbler models. 


BETTER BUILT—INSIDE AND OUT 


CHICAGO Locks are economy priced! 
Famous for top security, smooth operation 
and easy installation. There are many 
other CHICAGO Locks for both new and 
replacement use. Padlocks that lock both 
sides of the shackle— Drawer Locks—Utility 
Cylinder Locks—Switch Locks. So write to- 
day for your free copy of our complete 
catalog and price sheets. Our design and 
engineering departments are at your serv- 
ice for help with your lock problems. No 


cost or obligation. 





2024 NORTH RACINE AVENUE 
CHICAGO 14, ILLINOIS 
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DRILL HIGHLY ABRASIVE MATERIALS WITH 


SOLID CARBIDE 
TWIST DRILLS= 


You'll Find Type “C” Ace Drills More Efficient 


Only through Ace Drill Corporation's you peak efficiency when drilling abra- 

unique “ground from the solid” process sive non-ferrous metals and plastics. 

is the solid carbide twist drill possible. The economy of using solid carbide 
Ace TYPE “C” Drills are solid carbide twist drills is evident in the continuous 

and are constructed with a heavy web production possible with these harder, 

and fast spiral, polished flutes to assure more wear-resistant drills. 


Ace produces Hi-Brinell drills for drilling hardened steel and spiral fluted 


drills with spiral fluted carbide tips for abrasive non-ferrous material. 


x WRITE FOR THE DESCRIPTIVE FOLDER x 


ACE DRILL corporation 


MANUFACTURERS OF GROUND-FROM-THE-SOLID DRILLS AND REAMERS 
DETROIT 27, MICHIGAN 
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JEFFERSON... 


the COMPLETE LINE of UNIONS 
featuring the RECESSED BRASS SEAT 


EASIER TO SET UP PER- 
MANENTLY LEAK-PROOF 
RECOGNIZED AND ACCEPTED 
WHEREVER PIPING IS USED 
F. R. Body 


All Jefferson Unions and Flange Unions in all 
styles are designed around the Jefferson 
Recessed Brass Seat—a metal-to-metal spheri- 
cally ground seat located away from the run 


F. R. Body Retires 


way of the fitting. This design and construc- 
tion assures a permanently tight joint which 
can be made up leakproof without undue 
pressure. Threaded pipe ends cannot come 


in contact with the seat no matter how far. 


they are screwed in. 


The advantageous features of Jefferson 
Unions are easy to demonstrate. Your cus- 
tomers will appreciate the better, easier piping 
installations they can make with tried and 


From Bethlehem Steel 


I’. R. Body has retired from the sales 
department of Bethlehem Steel Co., 
Bethlehem, Pa. Mr. Body has been 
connected with the bolt and nut indus- 
try for over 50 years, and has spent 
47 years in sales work. 

He was first employed in Septem- 


proved Jefferson Unions. 


ber, 1896 as a clerk in the offices of 
J. H. Sternberg Co., bolt and nut 
manufacturers, Reading, Pa. Shortly 
thereafter, the company and four other 
concerns merged to form the Ameri- 
can Iron & Steel Co. and it was with 
this company in 190] that Mr. Body 
began his long career as a salesman 
in the Lebanon office. Upon purchase 
of that company by Bethlehem Steel 
in 1917, he was transferred from Leba- 
non to the sales department at the 
Bethlehem office. 


Complete details of the Jefferson line are 
available on request. 


JEFFERSON SPECIALTY UNIONS 


Available in 45° and 90° Union Elbows and Union Tees— 
save labor and pipe joints. 


Bridgeport Firm 
Announces Changes 


Henry F’. Kalweit, new president of 
The Bridgeport Safety Emery Wheel 


All Female Uni T ; > 
with Union on the Run. Male Union Tee with 90° Elbow All Female... Co. Inc., Bridgeport, Conn., an- 


—— ae ls ete eee Sot me te Bale-Fo- nounces management and _ policy 


changes by the company which in- 
JEFFERSON FLANGE UNIONS dedee six point Rosen of expansion 
and intensified marketing, and com- 
plete reorganization of the firm’s man- 
ufacturing departments. 

Mr. Kalweit, former controller of 
the company, replaces John T. Kil- 
bride, who recently resigned as presi- 
dent and member of the board. Other 
management changes include William 
G. Schultz, who becomes vice-presi- 
dent in charge of sales and the ma- 
chinery division, and Frank B. Laurich, 
vice-president in charge of the wheel 
division. 

Mr. Kalweit reports that with the 
installation of new equipment, pro- 
duction capacity has been increased 
approximately 25 percent. 


Style “‘B’’, 3-part Flange Style “‘E’’, 2-part Flange 
Union for test pressures Union for test pressures 
up to 2000 Ibs. up to 6000 Ibs. 


Style “‘D’’, 2-part Flange 
Union for test pressures 
up to 4000 Ibs. 


JEFFERSON UNION CO. 


601 West 26th St., New York 1, New York 
Factories at 


LEXINGTON 73, MASS. LOCKPORT, N. Y. 
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& let's show you 


Be sure to see us at Conference Booths #433- 

435 at the Triple Mill Supply Convention. Find 

out how Simonds Abrasive Company's com- 

plete line enables you to meet every grinding 

need. Discover how product quality plus pow- 

erful selling aid can pave your way to steady 

profits. Our representatives will gladly ex- 

plain this selling set-up to you. THERE'S A 
SIMONDS 
ABRASIVE 
GRINDING 

WHEEL 
FOR EVERY 
INDUSTRIAL 
REQUIREMENT 





Fou 
SIMONDS q 


year ool 


MONDS ABRASIVE COMPANY 


SIMONDS 
SIMONDS a 


- = a 


PHILADELPHIA, PA. 








SIMONDS ABRASIVE COMPANY ¢ TACONY AND FRALEY STREETS ¢ PHILADELPHIA 37, PA. 
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AT 
Lewis Gordon 


Sylvania Electric 
| Appoints Three To Sales 


Lewis Gordon has been named di- 
| rector of the International Sales Di- 
| vision of Sylvania Electric Products, 
| Inc., and Garlan Morse and Frederick 


An EXTRA HAND 
° a have been ‘long oe 7 
for production men | 2s: Goce 


tively, of the company. 


: . , | Previously, Mr. Gordon was assist- 
Skinner Power Chucks and power chucking equipment give a | ant to the vice-president in charge of 


production bonus to any turning equipment. In this day of | sales. He has been a sales executive 


high production, they give a hand where it is needed most. with the company since he joined in 
1931, as manager of New York sales 





1. They increase production by reducing the chucking time. 
2. They help eliminate operator fatigue. 


Production men also appreciate this extra hand—that in- 
creases output —that reduces cost. 


Skinner Power Chucks, the simplest Power Chucks made, 
have but four moving parts—a wedge and three jaws. This 
guarantees accuracy throughout a long life and eliminates 
costly maintenance. The special wedge angle, developed by 
Skinner, gives tremendous gripping power and unusual safety. 


district, when he opened the first New 
York City office. He has been man- 
ager of national domestic accounts in 
lighting sales for many years. 

Mr. Morse, who has been directing 
sales activities for both divisions, will 
now devote his entire time to the 
merchandising policies, sales promo- 
tion, and distribution problems in- 
curred by the expanding production 
volume of the firm’s Lamp Division. 

Mr. Fulle, with over 20 years ex- 


Once a Skinner Power Chuck grips the work, it will not release 
even tf the air is completely cut off! It will hold positively, un- 
der the heaviest cuts and highest speeds, until the operator 
wishes to remove the work piece. 


& 
Complete details on Skinner 
Power Chucks, rotating and non- 
rotating air cylinders, valves, fil- 
ters and all other Skinner chuck- 
ing and vise equipment are con- 
tained in Catalog No. 60. Write 
for your free copy today. 


TheSkinnerChuckCo. CUCe 


346 CHURCH STREET, NEW BRITAIN, CONN. of euauty 


HAND & POWER OPERATED MACHINE CHUCKS~AIR CHUCK 
EQUIPMENT~FACE PLATE JAWS~MACHINE VISES 





Garlan Morse 
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@ Today's powerful pneumatic or electric Im- 
pact Wrenches deliver a constant series of high 
torque rotary impacts. To withstand this terrific 
day in and day out punishment impact sockets 
must be extra strong...extra tough. Williams 
impact Supersockets are just that. Made of super tough alloy steel and specially 
heat treated, they incorporate all the refinements of years of impact wrench 
manufacturing and usage. 


Williams Impact Supersockets are adaptable to all socket locking methods and 
exceptionally close tolerances are maintained through accurate machining of 
the nut and square drive openings. This assures less impact torque loss, less 

wear of the socket itself and consequently, greater operating efficiency. 


Remember, standard mechanics hand sockets and power type sockets designed 

for use with powered, clutch type nut setters are not recommended for impact 
wrenches. Impact wrench manufacturers recommend the specially designed 
heavy-duty impact socket for use with their tools. 


Impact Supersockets are available in seven Drive sizes, 1/4”, 3/8”, 1/2”, 5/8”, 
3/4",1" and 1-1/2”, with Hex openings from 3/16” to 3-1/2”. Actually, over 100 
different sockets. Can be used with power nut runners as well as impact wrenches, 


J. H. WILLIAMS & CO., BUFFALO 7, N.Y. Distebulort Everywhere 
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The Caster with a Stubborn Streak 








Like a spoiled brat, it balks and drags— 
refusing to be led, pushed or pulled. 
You go one way, it goes the other. 
And when you force the issue with brute 


strength, it shrieks to high heaven. 





Every Bond caster is designed to meet a 
specific operating condition. This Bond all- 
steel caster is made to stand up under severe 
treatment. Double ball races provide easy 
swivelling . . . smooth steering on the turns. 
It’s pressure lubricated. 

Get the caster that’s exactly right for each 
operation. Get the free Bond catalog K-36. 
Sent on request. 


BOND FOUNDRY & MACHINE COMPANY 
MANHEIM + PENNSYLVANIA 


o> 


seis 


a PObeeecec ibe ete cece 
seaicsoepsecnesecetsne 


eS 
sos 


Visit us at our confer- 
ence booth No, 218 
at the Triple Mill 
Supply Convention, 
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Fred Fulle 


perience in the lighting field, will as- 
sume the same responsibilities for the 
Fixture Division. Mr. Fulle most re- 
cently supervised production and sales 
of the Wiring Devices plant, whose 
manufacturing facilities have now been 
consolidated by the company. 


Construction Gains In °47 
Cited By Commerce Dept. 


New construction put in place dur- 
ing 1947 has been estimated at $12,- 
878 million, an increase of 30 per- 
cent over the total for 1946, according 
to the Construction Division of the 
Department of Commerce. 

In December, 1947, alone, new 
construction was estimated at $1,215 
million, a less-than-seasonal drop of 
6 percent from the revised November 
figure, and a gain of 34 percent over 
the volume in December 1946. 

The level of new construction in 
the last two months of 1947 gave 
general support to the estimates for 
1948 announced in mid-November 
of last year. These figures, a joint esti- 
mate of the Department of Com- 
merce and the Department of Labor, 
indicated that total new construction 
in 1948 probably would reach $15.2 
billion, or an 18 percent gain over the 


total for 1947. 










Linder To Represent 
Black Mfg. Co. 


H. F. Linder has been named fac- 
tory representative of the Black Mfg. 
Co., Baltimore, Md. Mr. Linder will 
represent the Black Arrow line of paint 
spray equipment and welding appara- 
tus in Northern California and the 
entire state of Nevada, with the ex- 
ception of Clark County. He will 
make his headquarters at San Fran- 
cisco, Calif. 
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Now available with 








B&G SERIES 1531 
UNI-BUILT 
CENTRIFUGAL PUMP 


SEND FOR THESE CATALOGS ON THE COMPLETE B & G Series 1531 Pumps are now offered with a new fea- 
LINE OF B & G CENTRIFUGAL PUMPS ture—a Mechanical Seal as an alternate to the conventional 
type of stuffing box or packing gland. 

The Mechanical Seal adds materially to length of trouble- 
free service, especially where the aay Sp liquid contains 
foreign matter which is damaging to the ordinary stuffing 
box. The Mechanical Seal is se/f-/ubricating and eliminates 
the customary leakage through the packing gland. 

The unit is easily serviced. Removal of a few bolts per- 
mits separation into three parts—motor, bearing bracket 
sub-assembly and pump body. 

All parts are machined to rigid specifications and ac- 
curately assembled. 
Positive uniformity 
throughout means 
quick and easy re- 
placement in the 
field. High hydrau- 
lic efficiency is ob- 
tained throughout 
the capacity range 
and all pumps are 
shop-tested for con- 
ditions of head and 


B & G SERIES 1510-1515 PUMPS B & G SERIES 1522 PUMPS capacity specified. 


CENTRIFUGAL PUMPS 











G 


BELL & GOSSETT CO. + Dept. AN-35, Morton Grove, Illinois 


* REG. U. S. PAT. OFF. 
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... AND THE BETTER BELT 


is METALITE* 


Back of the brilliant success story of the backstand-belt method, lies 
the equally brilliant production record of Behr-Manning Metalite* 
Cloth Backstand Belts for grinding, polishing and finishing. For the 
metal finishing industry has had to be shown the advantages of the 
belt method by competitive tests — tests which so consistently 
— production increases of 2 to 4 times the old set-up wheel 
method. 


Metalite Cloth Belts have sold the belt method because, as their 
name implies, they're right for metal. Their fast-cutting abrasive is 
genuine Norton Alundum grinding wheel grit, and each sharp, tough 
crystal is twice anchored with Behr-Manning's own Durabonded* 
ane that grips and holds under heat or pressure. Write or wire 
or phone us for your own free demonstration of the belt method 
with better Metalite Cloth Belts. 


* Reg. U.S. Pat. Of. 





TORS 
[MANNING DISTRIBU 
TO BEHR-M your 


isi 7 ells” 
BM advertising regularly — — B F r p F \ \ ) ' : 
= 
magezines — American Mac’ i j 


we \ 
Factory Purchasing. Supervision, Too! 


Journal, Production, (DIVISION OF NORTON COMPANY) 


Sine Tel ve tok TROY, N. Y. 


Engineer, Tool & Die 
Metal Finishing, Pi 


chine Shop end Machine Tool Blue Book. 


INDUSTRIAL DISTRIBUTION © MAY, 1948 








Specifications on orders are checked 
before shipment to customers by L. D. 
Sies, Jr., and J. C. Grant, inside sales- 
men of Mills & Lupton Supply Co., 
Chattanooga, Tenn. 





Farm Equipment Sales Up 
Despite Shortages 


The farm equipment industry faces 
its greatest year in the next twelve 
months, according to Frank R. Pierce, 
president of Dearborn Motors Corp., 
the division of Ford Motor Co. which 
produces farm tractors and imple- 
ments. 

Mr. Pierce’s “rose-colored” outlook 
for the industry is based on; (a) his 
belief that markets for agricultural 
ee ga will hold their current high 
evels and (b) that farm wage rates 
will remain at a level high enough to 
stimulate farm mechanization and the 
application of modern power machin- 
ery to more farm activities. 

Mr. Pierce reports that the war left 


| a deficit in tractors above 300,000. 


Meanwhile, farmer income has risen 


| to record levels. Therefore, Mr. Pierce 


reasons, because farmers have the 
wherewithal and manufacturers are 


| able to produce in quantity now, more 


tractors should soon be appearing 


| “down on the farm.” 





Typing orders at Theo. C. Ulmer, Inc., 
Philadelphia, Pa. is the joh of Marie 
Laurilliard. 





ft Sol SIMP 


and “the Low Cost iting’ 








Every Jack Need 
It’s Simple to Sell SIMPLEX 


SIMPLEX RATCHET LOWERING JACKS 


These jacks provide speed and safety for all 
types of heavy-duty lifting or lowering. Every 
model lifts full capacity on the cap or on the 
toe of the jack—an important feature, exclu- 
sive with Simplex! Double lever sockets 
speed work in cramped quarters. Available 
in 14 dels with capacities from 5 to 35 
tons! Also geared jacks in 3 models at 25 
and 35 tons capacity. 





SIMPLEX SCREW JACKS 


Cut friction 88%! Inexpensive but highly effici- 
ent jacks on cap lifting jobs. A single chrome- 
moly ball nested under the non-slip cap, actually 
reduces friction 88% — ‘ball won't flatten, cap 
can't slip, even under heaviest loads! Broad base 
housing increases stability. Available in 31 mod- 
els, ratchet and 4-way head types; capacities 10 
to 24 tons. Also Planer Jacks for machine shops 
and tool rooms. 


SIMPLEX — — 

- enter Hole 

Mydrentio-Sache Hydraulic Puller 

Patented center 

hole principle plus 
or all types of hydraulic action 

heavy duty jacking greatly shortens 

jobs. Available in time required for 

8 models with ca- pone pulling and 


pus 
7 dg 3 to models, capacities 
: from 30 to 100tons. 


Hydraulic ease of 
operation, plus 
ower and safety 


ing jobs. Five 


MORE SIMPLEX JACK LEADERS 


TRENCH and TIMBER BRACES — Unbreakable, quickly 
adjustable, for protection of pipe laying crews and construc- 
tion workers, 

SIMPLEX UTIL-A-TOOL — “The Tool of a Thousand Uses"’ — 
A necessity in any shop. 

SPECIAL PURPOSE JACKS — PUSH-and-PULL JACKS, 
STEAMBOAT RATCHET JACKS and many others for every 
jacking job. 








Simplex “Extras” _— 
Mean Extra Sales for You 


For more jack sales, better profits — follow the 
lead of alert distributors now cashing in with the 
complete Simplex line. Get maximum volume by 
selling “the low cost of lifting” that Simplex 
efficiency provides. 


There’s a Simplex for every job— equipment 
designed to push jacking efficiency up and costs 
down. Quality, plus durability, ease of operation, 
safety and versatility make Simplex the first choice 
of jack users in all fields. 


That's why Simplex distributors can count on 
customer satisfaction that brings extra jack sales, 
extra jack profits twelve months a year. 


Send for illustrated Bulletins on Industrial and Construction Jacks, 
Utility Jacks, Railroad Jacks, Mine Jacks, Oil Field Jacks. 


Simplex 
LEVER - SCREW - HYDRAULIC 


Jacks 


| ee a ee ee 
1036 S. Central Avenue, Chicago 44, Illinois 
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Rapids-Standard Co. Board 
Elects Sebastian 


A recent election meeting of the 
board of directors of The Rapids- 
Standard Co., Inc., manufacturers of 
material handling equipment in Grand 
Rapids, Mich., installed James R. 
Sebastian as president and general 
manager. Mr. Sebastian was general 
manager. 

He succeeds Lloyd C. Backart, who 
was named chairman of the board of 
directors. Mr. Backart, who also was 
sales manager, will continue in that 
capacity to direct merchandising oper- 
ations and long range planning. He is 
a member of the 1949 Materials Han- 
dling Exposition committee. 

Mr. Sebastian will direct expansion 
of the company’s manufacturing oper- 
ations. A new plant, containing 52,000 
sq. ft. of floor area, now is under con- 
struction in Grand Rapids and will be 
occupied by the company next Sep- 
tember. 

Other officers elected at the board 
meeting were: Secretary-treasurer, 
Roger S. Calvert; vice-presidents, Paul 

; : F. Millett, Howard R. Pearl, and 
RATIOS % Robert L. Gunnell; and assistant secre- 
35:1 - — and treasurer, Eugene L. Hum- 
mel. 





Locating Nuts And Bolts 
Made Easy At Federal 


In the latest warehouse unit to be 
built by the Federal Pipe & Supply 


Co., Fresno, Calif., the heaviest. stock 
C A iL A C ‘ T Y is that represented by nuts and bolts. 
Two or three carloads is a sumch stock 
in this item that the firm carries at one 


rod uction with time, and often it was a difficult prob- 


lem to locate a particular size or pat- 


tern—until the firm introduced a new 
ZC system that has the problem licked. 
COC, Lt (Ss “er, The central part of the floor, where 


the nut and bolt stock is stored, is laid 


out in numbered areas. Small tags are 


700 STANDARD WORM HOBS! made, which carry numbers cor- 


responding to the numbered areas on 
In Stock Ready for Use send A ist the warehouse floor. 


Get our 12 page Bulletin Mounted on the wall is a stock loca- 


sions in detail. These hobs 
are not for sale, being solely 
for customer use. 


Jobbers! 
Please Write 
for 
Prices, Details 

etc. 


A h F deral Pi ; & Suppl 
Brap Foote GEAR WoRKS | Sa wey aren ly val 
riage bolt stock control board for the 
location of lot #51. 
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NEW LOW PRICES 
Almost Down to H.S.S. 


Now you can get the better finish 
and longer wear of carbide on 
many jobs where carbide has been 
regarded as too costly! 





All sizes in stock, ready for immediate shipment. 
STRAIGHT SHANK — STRAIGHT FLUTE 





STOCK NO. OF | SHANK STD. PKG.| PRICE 
NO. e FLUTES DIA. . A. QUAN. EACH 


NRS-1 Yn” $3.75 
NRS-2 Y%," 4.00 
NRS-3 Yn" 4.00 
NRS-4 %x2" 4.25 
NRS-5 Vy” 4.25 
NRS-6 Va" 475 
NRS-7 Ye" 4.75 
NRS-8 '%Q" 5.00 
NRS-9 Ke" 5.50 
NRS-10 Te" 5.75 
NRS-11 Ae" 5.75 
NRS-12 Ae" 6.25 


A 
STANDARDIZE ON SUPER = te 6.25 
Super leads in carbide tool developments and carries 4 ee ee ee pt iY? —_ 
large stocks of frequently used carbide tools for tolerance, plus .0005”, minus .0000”. 
: Mene: ait a. 


r 


STANDARD AND SPECIAL P. E R Carbide “Jools 


US ee 


21650 Hoover Rd., Detroit 13, Michigan . 
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5210 San Fernando Rd., Glendale 3, California 
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FOR SMOOTH, 


if 


ACCURATE BENDS; 


RIGHT ON 
THE JOB 


‘ 
i 


& 


GREENLEE HYDRAULIC BENDER 


Whatever the job location, the port- 
able GREENLEE Hydraulic Bender can 
be taken right to the spot where the work 
is to be done. 

Bends are quickly made exactly 
where and when wanted .. . tailored 
to the exact requirements of the in- 
stallation. For example, the GREENLEE 
Bender owned by Griffin Electric Com- 
pany of Owensboro, Kentucky, is 
shown above oi job location where 
it was used to bend various sizes of 
conduit from 4” to 4%". 

No time was lost waiting for fittings, 
job moved swiftly, efficiently with 


big savings of labor and materials. 
Today your customers are vitally 

interested in this kind of equipment 

that speeds their jobs, cuts labor and 

material costs. Tell them about the 

GREENLEE . . . one-man operated . . . 

quickly and accurately bends pipe up 

to 4%", rigid and thin-wall conduit, 

tubing, bus-bars. Compact, portable. 

Get complete sales facts ,, 

now. Write Greenlee 

Tool Co., Division of 

Greenlee Bros. & Co., 

1925 Herbert Ave- 

nue, Rockford, Illinois. | 


GREENLEE 


YOUR SALES OPPORTUNITIES WITH THE 
Hydraulic Conduit, Pipe and” Bus-Bar Benders * Steel and Copper Tube Benders * Hydraulic 


Pipe Pushers «* Knockout Punches and Cutters « 


GREENLEE LINE 


Radio Chassis Punches « Joist Borers 


Cable Pullers «© Spiral Screw Drivers * Automatic Push Drills * Auger Bits ¢ Expansive 


Bits ¢ Bit Extensions * Draw Knives 


264 


Chisels and Gouges «* And Many More 
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| The board for locatin 








| visions—one division for machine 


bolts, one for carriage bolts, and one 


| for nuts. The machine bolt section, 


for instance, is laid out with vertical 
columns corresponding to the bolt 


| lengths. It is divided horizontally by 


spaces corresponding to the standard 
diameters. Pins are driven at the inter- 
section points, 

To show how the system works: 
Suppose a case of 3-in. bolts, 4-in. in 


| diameter, is to be placed in stock. The 


stock man decides it is to go in space 


| #75. He goes to the 3-in. length 
_ column, runs his finger down that to 


the 4-in. dia. line, and hangs the tag 
on that pin. Then he puts away the 


| stock. 


Sometime later he is called upon to 


| get out a case of 3-in. by 4-in. bolts. 
| He runs his finger down and across as 
| before, and observes that tag #75 is 

hanging there. Thus he knows, im- 
| mediately, just where the lot can be 
| found on the floor. If there is no tag 
| on that pin, on the other hand, he 
_ knows the firm is temporarily out of 
| that size. 


Carriage bolts are handled similarly. 
the nuts is 
divided up, with vertical columns cov- 


| ering sizes and horizontal columns 


carrying the description. 


Langhammer Receives 
Achievement Award 


A. J. Langhammer, president of the 
Amplex division of the Chrysler Corp., 
recently was given the Stevens Insti- 
tute Award for outstanding achieve- 
ment in the development and use of 
powdered metallurgy in the produc- 


| tion of bearings and machine parts for 


American industry. 
The award was made at a banquet- 


| meeting held in his honor in the Au- 
| ditorium Administration Building of 
| the Institute, and was attended by 
| representatives 


of other technical 
schools and engineers from many of 
the leading industries. 


. J. Langhammer 
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Tools is not on 
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century ago, 
“Hole-shooter” was a Mil- 
Today's Milwaukee-built 
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performance t 
You'll get new ideas on how to build 

a bigger and more profitable tool busi- 
ss if you send for our new catalog. 
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Most large or small shops are equipped with ne 
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MILWAUKEE ELECTRIC TOOL 

5340 West State Street 

Milwaukee 8, Wisconsin 
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WHEN YOU NEED 
CAST IRON PULLEYS 


With a record of more than 50 years service to some of the 
largest manufacturers in the United States, 
Pyott Foundry & Machine Co. can be relied upon to fill your 

cast iron pulley requirements promptly. Pulley range 

is from 3” up to 102” in diameter. Both solid and split 

iron pulleys for ordinary double belt service are 

machine molded up to 72” in diameter and up to 

24” in face width. Larger sizes or unusual designs 

are swept or floor molded requiring no 
patterns from customers. 


Pulleys may be had with solid rim and hub, 
solid rim and split hub, or split rim and hub 
and in single or multiple arm types from 
Pyott’s standard patterns. Wide faced 

conveyor pulleys are standard products 
of Pyott. All pulleys are accurately machined 
and bored to meet shaft size requirements. 


Advantages of Cast Iron Pulleys 


Accurately machined and balanced, they are 
smooth running and distortion-proof under 
heavy loads. They may be operated at speeds 
up to 6,000 FPM and can be made to 
produce flywheel effect when desired. 


‘rite for catalog and discount sheet. 


PYOTT FOUNDRY & MACHINE CO. 


328 N. Sangamon Street ¢ Chicago 7, Illinois 


CALL ON 


YOTT 


SPROCKETS - GEARS + PULLEYS + SHEAVES 
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View of the main building and steel ware- 
house of Salt Lake Hardware Co., Boise, 


Idaho. 


Salt Lake Hardware 
Moves Into Boise Plant 


The Salt Lake Hardware Co., Boise, 
Idaho division, now is well settled in 
its new building in that city, which 
has a population of approximately 
50,000, and the chief industries of 
agriculture, mining and lumbering are 
expected to be a fertile field for the 
distributor of industrial equipment, 
tools and supplies. The new quarters 
are located at 702 South Eighth St. 

The building is a_brick-concrete 
structure, with four story main ware- 
house and adjacent one-story building 
for general steel warehousing. The 
total floor space in both parts of the 
building is 87,000 sq. ft. The plant 
facilities are fireproof; the only wood 
in the building, in fact, is in the stock 
bins. Steel would have been used 
there, too, but it wasn’t available. 

Every part of the warehouse is 
served by stackers and similar power 
equipment and, wherever practicable, 
stock is handled on pallets. 

Thirty-six people are employed at 
the Boise plant, including nine sales- 
men. Carl Terry is division manager. 


Exports in °47 
Set $19.6 Billion Record 


Goods and services in the amount 
of $19.6 billion were exported from 
this country last year, a new peacetime 
record, according to a report on the 
balance of payments issued recently 
by the Department of Commerce. 

Price increases were largely re- 
sponsible for the rise of almost $5 
billion over 1946, the department com- 
ments. They were an influence also 
in the increase of almost a billion regis- 
tered in our imports—in fact, the 
department believes the rise in value 
of imports was entirely due to price 
rises. 

Government grants and loans were 
used to finance the export surplus of 
$11.3 billion—our imports having 
risen to $8.3 billion in 1947. 

American tourists, incidentally, 
spent more than half a billion dollars 
“over there” last year—which ex- 
ceeded the total spent in 1929. 
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You'll get more sales, more new customers with the 
complete Coffing line because it includes a hoist to 
meet every need, whatever the market. Each model 
is engineered for “specialist’’ performance, for dura- 
bility and long operating life . . . to work faster, 
MORE SAFELY and efficiently. 


Steady Advertising Helps You Sell 


When you sell a Coffing Hoist, you sell top quality 
... customer satisfaction. And right now you get the 
extra promotion power of the biggest advertising 
campaign in Coffing history. Coffing ads appear 
month after month in publications covering markets 
that spell sales and profits for you. 

Check these Coffing Hoists—Check the markets 
that are yours with the complete Coffing line. Then 
check with Coffing and watch hoist sales shoot up! 


Chemicals 


mero! producind 


textiles 


- ||\COFFING HOIST COMPANY 


DANVILLE, ILLINOIS 





NEW! COFFING HOIST-JACKS 


ARE HITTING THE TOP 
IN ALL MARKETS! 


Nationally intsoineed ee a Peto 4 
tile Cottn 

— soa that handles scores of 

is . 


lift, pull or stretch jobs in shops an 


air work, on 
ies, in general rep ' a 
atin garages, and in all industry 


i a jack; with- 
ates with stand as 
pero as a hoist or 4 puller. 


bs. 
1 HJ-2—4000 } 
Model HJ-1— Capaity with double stand. 


2000 Ibs. c4P- 
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multitude of applications in bulk stations, tank truck 
and industrial plants. Illustrated are three exampl 
3600, K, and F — each representative of varying p 


FOR PRESSURES TO 60 LBS. P.S.I. 
CAPACITIES FROM 40 TO 200 G.P.M. 





“Y 
FOR PRESSURES TO 150 LBS. P.S.I. 
CAPACITIES IN 30, 40, 50 G.P.M. SIZES 





FOR PRESSURES TO 300 LBS. P.S.I. | 
CAPACITIES FROM 1 TO 300 G.P.M. i 


Sead for Catalog oun 
Complete Line 


IMustrating and describing pumps built 
to handle pressures up to 1000 Ibs. p.s.i., 
capacities 34 to 300 g.p.m., at speeds 
up to 1800 r.p.m. 






t 








‘and capacity ranges. 


FIG. 3600 MARV—A gen- 


‘eral purpose motor driven unit 


designed to handle thin or 
heavy viscous liquids at slow 
speeds. Has built-in relief 
valve, oil enclosed gear guard, 
babbitted bearing support,bed 
plate and coupling; fitted for 
standard motor frames. Other 
models rated also from 40 to 
200 ¢.p.m. 


FIG. 1K with Packed Box — 


Supplied in 30, 40, and 50 


- $p.m. sizes with companion 


flanges. Especially suited for 


| fuel supply of transfer work. 
New Roper venturi suction and 
- discharge principle’ minimizes 


to 50 g.p.m. sizes. 


FIG. 1F — Features four-port 
design offering eight optional 
piping arrangements. Hy- 
draulic self-lubricating prin- 
ciple prolongs pump life; can 
be direct connected or belt 
driven; ideal for pumping 
clean liquids of all kinds. 


* Other models — including re- 


lief valve models — available 


"in 1 to 300 g.p.m. sizes. 





GEO. D. ROPER CORP., 335 Blackhawk Park Ave., Rockford, ill. 
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D. D. Hamilton 


Hamilton To Manage 
Koppers Building Materials 


R. R. Holmes, sales manager for the 
Tar Products Division of Koppers 
Co., Inc., has announced the appoint- 
ment of D. D. Hamilton as manager 
of the division’s Building Materials 
Section. In his new position, Mr. 
Hamilton will be particularly con- 
cerned with sales of roofing, Plasti- 
pitch protected metal and protective 
coatings. 

At the same time, Mr. Holmes an- 
nounced the appointment of Thomas 
]. Battle as assistant to Mr. Hamilton. 
Mr. Battle will *be assigned to the 
merchandising of protectice coatings 
for industrial maintenance which will 
be handled through distributors. 





Thos. J. Battle 


Auto Plants Turn Out 
3,500,000 Cars In °47 


American automobile plants pro- 
duced more than 3,500,000 passenger 
cars in 1947—not nearly enough to 
satisfy the accumulated demand. Fac- 
tors which limited production included 
the shortage of parts and materials, 
notably steel. 

A new record was made in truck 
production, though, and the combined 
output of almost 5,000,000 units com- 
pares favorably with production in 
pre-war years. 








DELIVERING MORE DOLLARS 
INTO DISTRIBUTOR’S HANDS 


Here's another example of 
Reliance national advertising in 
leading trade popers that is build- 
ing spring lock washer sales for 
Reliance Distributors. Write for 
Price List 501. 




















- A. S. A. SPRING 
* LOCK WASHERS 


; | when you call a RELIANCE DISTRIBUTOR 


American Standards Association specification Spring Lock Washers are 
carried in stock in all sizes and series,—i. e. Light, Medium, Heavy, and 
Extra Heavy,—in the Red Seal Package, for prompt delivery by your 
Reliance Distributor. Play safe and order Reliance Spring Lock Washers 
to the A. S.A. specification and be sure the bolted assembled parts on 
your products stay tighter longer. We will be glad to furnish the name 


of your nearest Reliance distributor upon request. 
Oo Oo 4) oO 
Wtanrce 1) ee 
E Ne RO} \| orrices ano prant MASSILLON, OHIO 
— ~~ Sales Offices: New York « Cleveland « Detroit + Chicago « St. Louis » San Francisco * Montrec 


EATON MANUFACTURING COMPANY 








—at the Triple Mill Supply Convention, Atlantic City, April 26—27. 


| 


( You'll find a warm welcome at Reliance’s Conference Booth—No 401 ) 































LOWELL 


PRODUCTS FOR PROMPT DELIVERY 
REVERSIBLE RATCHET WRENCHES 








Handles made from strong alloy steel castings. 
The Pawls cut from steel and specially heat treated, 
and with crushing action, give the strongest strain 


LOWELL 


RED RATCHET 
WRENCHES 





small as 6 inches in length. 


We suggest you start checking 
your territory TODAY. 


LOWELL CAR MOVERS 


EASY TO USE 
ACO SAFE, STURDY 
AFETY 


AND SLIPPROOF 
WEIGHT 16 LBS. 


They 


move 





orders 
your 


way 








537/-inch A Because 
Selected White weed 
H ICKORY Satisfy 


HANDLE 


Sell 
The head is short, compact and powerful. Weight so distrib- Them 
uted that balance is pefect . . . always right side up. The Today 
simplest, easiest-to-handle car mover on the market. 
1869 An old-established institution with a record 1948 


of more than 76 years’ continuous operation 


LOWELL WRENCH CO., WORCESTER, MASS. 





possible. There are all sizes in the Lowell family, as” 
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J. C. Jackson, in charge of city deliver- 
ies, checks the day’s business with 
George W. Etheridge, manager of the 
mill supply department of Teague 
Hardware Co., Montgomery, Ala. 





Exports In 1947 
Set All-Time Record 


Of total United States exports for 
the year amounting to slightly over 
$14 billion, five commodity groups 
accounted for the major share. In the 
order of their volume sales, they were: 
Machinery and vehicles, $4,456,700,- 
000; textile fibers and manufactures, 
$1,807,800,000; vegetable food prod- 
ucts and beverages, $1,743,100,000; 
non-metallic minerals, $1,531,700,000; 
metals and manufacturers, $1,356,- 
100,000. 

Total exports showed only slight 
change from November to December, 
and were limited to a $5 decline. 
Shipments in many hard goods were 
up, however, and included steel mill 
products, iron and steel manufactures, 
industrial machinery, construction and 
conveying machinery, mining, well 
and pumping machinery, textile ma- 
chinery, automobiles, parts and acces- 
sories, and nearly all chemicals. 
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“TI understand he has a violent temper 
and won’t tolerate criticism of his 
lines” 



















































e're grinding out 


BSALES LEADS 
for you! 


Every 3M Representative is an abrasives ex- 














i) ne 





pert, with wide experience in the industrial field. 
Much of his time is spent in helping manufactur- 
ers find the abrasive method best suited to their 
particular job. His experience is supplemented 
by that of 3M’s technical and engineering staff. 
He has available at each of eleven 3M Branches a 


« me fully equipped demonstration room in which 
ps “~, grinding tests are made on actual production 
. samples.* 

r What does this have to do with you? Just this— 
); when manufacturers see how 3M Abrasives cut 
; finishing costs as much as 50%...double or 
; treble output... produce better finishes and 
t eliminate finishing operations .. . they are quick 


to expand their 3M installations. Their orders 
go to the distributor salesman who is on the spot 
with a complete line of 3M Abrasive Belts. 


*For more sales aud more repeat sales, tie the 





selling efforts of your own salesman in with those of 
your 3M Representative. Feel free to ask the help of 
your 3M Representative and to use the facilities of 
your nearest 3M Demonstration Room in solving 
your customer's grinding and finishing problems. 
There is no charge for these services. 


3M 


BACKSTAND BELTS 


Made in U.S.A. by 


MINNESOTA MINING & Mec. Co. 
Saint Paul 6, Minn. 
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RECORDING 


RESEARCH 





| © Zou MORE HOLES PER GRIND 
\ USE Doulle Cicle TOOLS 


e Tr IMMEDIATE DELIVERY—-COMPLETE STOCKS 


\ nN CALL YOUR Chicago Latrobe DISTRIBUTOR 
' : © Loulle Cicle- 


' DRILLS > REAMERS + CARBIDE TOOLS 
COUNTERSINKS - COUNTERBORES - SPECIAL TOOLS 


| oe | | 
CHICAGO-LATROBE 
\\ i - ‘TWIST DRILL WORKS 

411 WEST ONTARIO ST. © CHICAGO 10, ILLINOIS 
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like this! 








OTHER FAMOUS 
MILLERS FALLS BLADES 


Imagine selling 
a high-speed blade 


T LOOKS like a twisted, bent, battered old blade. Actually, it’s an 

amazing new blade by Millers Falls. We deliberately tortured it to 
show you its extreme flexibility and its freedom from breakage in any- 
thing approaching normal use. We then straightened it, put it in a 
frame, and did a lot of useful cutting with it. . 

Imagine having a high-speed blade like this to sell your customers! 
You may have it as part of the Millers Falls hack saw blade line. It’s 
an all-purpose high-speed hand blade we’ve named ‘“‘Blu-Flex’’@ It com- 
bines the fast, long-lived cutting qualities of the famous ‘‘Blu-Mol” 
with extreme flexibility and unbreakability. It insures getting every 
last bit of cutting value out of every blade. And there’s plenty of that! 
The sharp teeth are hardened and tempered by an entirely new process 
that gives remarkable uniformity . . . the consistent uniformity any 
blade must have to provide maximum value. 

Price? Same as “‘Blu-Mol’”. Profit? Just as much per blade with 
a far greater volume potential. 

You know the Millers Falls line. If you’re not carrying it, ““Blu-Flex’”’ 
is another good reason why you should be. 

Still other reasons are not far off. 


MILLERS FALLS COMPANY 
Greenfield, Massachusetts 


MILLERS FALLS 
TOOLS 





**Blu-Mol”® High-Speed Hand and Power 
“Double-Life’@ Double-Edge High-Speed Power 


“Tuf-Flex”@ Hand 


Tungsten High-Speed Hand and Power i 
It’s new! 


Standard Steel Hand — All-Hard and Flexible 


Metal-Cutting Band Saws 









It’s “Blu-Flex”! 
It’s Millers Falls! 
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Because Ottemiller products are expertly made of fine ma- 
terials, they offer an extra ingredient . . . customer con- 
fidence. Users know that, when assemblies are made with 
Ottemiller fasteners, there’s no chance of wobble or bind- 
ing. They recognize Ottemiller’s uniform accuracy and 
repeatedly specify Ottemiller Products. Our large stocks 
and modern facilities make it easy to fill their orders. 


CAP SCREWS—Hex, filister, 
round or flat heads with coarse 
or fine thread, in steel or brass. 


SET SCREWS—Cup and oval 
point, case hardened are regular. 
Other points rapidly supplied. 


MILLED STUDS—From 3” to 
14” diameter, with coarse or fine 


thread. 


COUPLING BOLTS — Precision 
milling assures true faces on heads 
and nuts. 


SCREW MACHINE PARTS—Made to blue print or 
sample with Ottemiller precision. 


WILLIAM H, 
= 


ad 
* J 
s 


YORK, PENNA. 
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E. K. Kelly and R. M. Bull 


| Gordon Equipment Co. 


Expands Its Services 


The Gordon Equipment Co., a 
comparatively new distributor of in- 
dustrial equipment, tools and supplies 
in Fresno, Calif., reports an increase in 
its engineering services. The company 
specializes in power transmission 
equipment. 

R. D. Gordon owns the firm, and 


| E. K. Kelly serves as manager. One 
| outside and two inside salesmen are 


employed, with R. M. Bull on the 


| counter. 


| Rust-Oleum Corp. Offers 


“Slide-Card Guide” 


The Rust-Oleum Corp. of Evans- 
ton, Ill., makers of rust preventives, 
has just brought out a handy new 


| pocket-size, slide-card guide designed 


as an aid to quicker, easier use of the 


| company’s catalog. 


Though the new pocket guides are 


| available gratis, only those firms who 


already have the company’s catalog 
would derive any real help from the 


| guide. The purpose of the guide, 
| which is 74-in. by 4-in. in size and 
| printed on durable all-weather stock, is 


to assist—by means of sliding “win- 
dows”—in the proper and intelligent 


| selection of Rust-Oleum products. 


The card is so designed that in 


| setting one reading at “mild,” “moder- 
| ate” or “severe” it will immediately 


indicate to the reader the proper selec- 
tion of items to combat rust caused 
by alkali—acid solutions, abrasion, 
brine, dampness, fumes, heat, salt 
spray or salt air. 


Smith Named To Sales 


| By National Tube Co. 


E. E. Smith has been appointed 


| manager of sales of National Tube 
| Co. for the southeastern area. James 


R. Boax was appointed manager of 
sales at Houston, Tex., to succeed 
Mr. Smith. 

Mr. Smith will have general super- 
vision of the five divisions, with 
headquarters at Dallas, Tex. 








DUFF-NORTON 


.-the world’s largest and most complete line of 





Every Customer is a Prospect for Jacks— and there’s 
a Duff-Norton Jack for Every Customer Requirement. 


Every customer jack requirement furnished with utmost satisfaction 
from one manufacturer—that’s the service Duff-Norton offers you. 
To be assured of the right jack for your customer's application 
makes jack ordering easy and profitable. Helps build goodwill, too, 
through satisfied customers. 
Need Jacks To— With the Duff-Norton line to help make quick sales, your salesmen 
will want to check jack requirements on every call, and incidentally, 
@ Shove, lift Ponty — " cash in on a lot of steady repeat business. Write today for Catalog 
ig or voting 203-A and sales promotional material that will help you sell more 
© Position and support jacks. It's free, of course. 
fabricated sections 
temporarily 


@ Move loads | +cHET pYDRAULIC 
"horizontally mnacks sacks 
© Adjust material for 


—S 
DUFF-WORTOM 


mS $f THE DUFF-NORTON MANUFACTURING CO. 


Pittsburgh, Pennsylvania 
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DOUBLE 


your profits 
on abrasives 


by carrying 


CLOVER COATED ABRASIVES — in all 
grains, grades, backings of paper and 
cloth, coatings, sizes and shapes—in 
rolls, sheets, belts and discs. Also resin- 
bonded fibre discs. 


: L% 5 ‘ s 
LOVER COMPOUND 
WING cainping . poLSHms 


Set x 


CLOVER LAPPING AND GRINDING 
COMPOUNDS — in twelve grades from 


microscopic fine to very coarse. 


When you concentrate on CLOVER 
Abrasives...you buy at lowest prices 
and sell at maximum profit. 

Selling abrasives is stable business. 
Sales are obtainable throughout in- 
dustry. Repeat business is enormous. 
Write for full information. 


FREE! 


Complete Handbook, 


without propaganda, | 
on Coated Abrasives. | 


CLOVER 


Vbidiite. 


| 
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H. K. Clark, president of Carborundum is in the driver's seat at the ground-breaking 
(“cement cutting” to be exact) ceremonies held recently for the firm’s Building 
Number Two, which will house its Coated Products Division. 


‘Carborundum Co. Breaks Ground For Plant 


The recent ground breaking cere- 


monies for Building Number ‘Iwo at 
the Carborundum Company’s Wheat- 
| field, N. Y. plant took the unique 
| form of “cement cutting” when H. K. 
| Clark, president of the company, 
pressed the lever on a concrete cutter 
| that knifed a diamond disk through 
concrete which is being removed to 
make way for the foundation of a new 
building which will cover about 190,- 
000 sq. ft. 
Planned to be ready for occupancy 
in September, Building Number Two 
will house the company’s “Making 


Machines”, one of which will be about 
57 ft. wide and 400 ft. long. When 
threaded, the machine will contain 
over 13 miles of paper or cloth .used 
for backing in the manufacture of 
coated abrasives. This new home of 
the firm’s Coated Products ‘Division 
will be 829 ft. long and 230 ft. wide. 

The new building will unite build- 
ings Number One and Number Three, 
bringing together approximately 400,- 
000 sq. ft. of floor space for continu- 
ous flow production from the receiving 
of raw materials to the shipping of 
finished products. 





Railway Express Agency 
Receives Safety Awards 


Thousands of Railway Express 
Agency drivers throughout the United 
States will receive, this year, the Na- 
| tional Safety Council’s Safety Driver 
Awards for safe driving during 1947. 

For many express drivers the award 
will represent as many as 13 consecu- 
tive years of safe driving. Each of the 
winning drivers will receive his choice 


“National Safety Council, Safe 
Driver,” embossed with the Council’s 
familiar figure of the “man behind 
the wheel.” A numeral indicates the 
number of years of safe driving the 
recipient has accomplished. 
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of a cap badge or lapel pin enscribed, . 


Allis-Chalmers Advances 
Carden and Smith 


George H. Carden and T. G. Smith 
have been named respectively man- 
ager of the Allis-Chalmers Baltimore 
district office and resident represen- 
tative at Beaumont, Tex. 

Mr. Carden, who had been Wash- 
ington district office sales representa- 
tive since 1943, started with Allis- 
Chalmers in 1930, following his grad- 
uation from Alabama Polytechnic In- 
stitute. 

Mr. Smith, with Allis-Chalmers 
since his graduation in 1930 from 
North Carolina State College, for- 
merly was sales representative in the 
company’s New Orleans office. 








Exclusive BWH ROTOCURE Process 
of Continuous Vulcanization Means 


This is the exclusive BWH ROTO- 
CURE Process of continuous vul- 
canization. It does away with the 
overlaps occurring every 30 to 40 
feet in the old-fashioned flat press 
curing, eliminates the possibility 
of operational weakness caused by 
such overcuring. 


Cured Continuous 


Uniform Cure 


NO “SPECULATION” ON THIS WHEAT BELT! 


The operator of a big grain ele- 
vator required leg belts that would 
elevate wheat at the rate of 50,000 
bushels per hour. 


A BWH distributor surveyed 
the problem. He recommended a 
BWH Damascus Belt, 74 inches 
wide—11 ply, made by the famous 
ROTOCURE process of continu- 
ous vulcanization. A 367 foot belt 
was installed, with 1,468 buckets 
attached. The belt was run at a 
speed of approximately 864 F.P.M. 
with a 60” head pulley and a 36” 
boot pulley. Scale tests proved 
that this belt not only lived up to 
service specifications but exceeded 


them. So it’s no wonder a dupli- 
cate BWH Belt was specified as 
a replacement! 


Here’s why belts made by the 
ROTOCURE Process are con- 
stantly making just such outstand- 
ing performance records: 

1.ROTOCURE eliminates the 
press overlaps which occur 
every 30 to 40 feet in belts made 
in a flat press. And actual tests 
prove such overlaps may reduce 

flex-life as much as 40%. 

2. ROTOCURE eliminates me- 
chanical distortion, which oc- 
curs at press ends in flat-press 
curing. 


Another Quality Product of 


3, ROTOCURE eliminates un- 
even stretch, because this proc- 
ess maintains constant, uniform 
stretch control during curing. 


. ROTOCURE eliminates over- 
cure caused by press overlaps in 
rubber covers of conveyor belts, 
makes them uniformly abra- 
sion-resistant. 


7 5 + A 


HAVE YOU A JOB WHERE STAMINA COUNTS? 


Bring us your toughest problems 
— we're specialists in solving 
them. Consult your nearest BWH 
distributor or write us direct. 


Boston Woven Hose & RUBBER COMPANY 


Distributors in all principal cities : 


PLANT: CAMBRIDGE 
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P.O. BOX 1071, BOSTON 3, MASS 











FOR INDUSTRIAL DISTRIBUTORS 


SERVICE—One of the first questions asked today is — “How 
soon can we have a completed catalog?” 


The answer lies largely in the size of the ultimate catalog. 
However this Catalog Department today has approxi- 
mately four times the capacity of one year ago—due to 
the enlargement of its quarters and the addition to its 
staff of compilers. The result—catalogs in less time 
than at any time before. 


WORKMANSHIP—Adequate schooling attends all those 
engaged in compiling, schooling in typography, copywriting 
and account relationship. 


Compiling has become a profession as a result of proper 
consistent training and education coupled with actual 
on-the-floor experience. That is why Cuneo-built 
catalogs represent a standard of workmanship. 


QUALITY OF PRODUCT—To insure clearness of reproduction, 
letterpress printing is used exclusively. 


Furthermore the paper stock is carefully selected and 
tested to meet rigid catalog use. The binding is per- 
formed in a plant with the best, latest and most efficient 
equipment—so that no flaw can be the result in the 
process. 


You too can point with pride to a Cuneo-built catalog by writing, 
phoning or wiring today— 
QUALITY 


rT) IV ISCOMSIN — oSESSc 
Lia CUNEO PRESS /ic 


239 EAST CHICAGO STREET MILWAUKEE 1, WISCONSIN 
CHICAGO @ PHILADELPHIA © NEW YORK @ SAN FRANCISCO 
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Ben S. Barker, Jr. 


Barker Outlines 
Distributor Relations 


The subject of relations between 
the manufacturers and the distributor 
can be divided into a three-fold pur- 
pose, according to Ben S. Barker, Jr. 
of Pye-Barker Supply Co., Atlanta, 
Ga. Mr. Barker outlined the three 
purposes during his recent speech be- 
fore the Southeastern Traveliers Club 
at their regular meeting. 

Mr. Barker headed the three with 
the manufacturer’s responsibilities. 
Among these he listed the manufac- 
turer’s obligation to make the best 
product he could, on the best ma- 
chines and by the best methods avail- 
able—and his product must measure 
up to and be superior to any similar 
product on the market. In that re- 
gard, Mr. Barker believes, packaging 
of the product is coming into greater 
prominence as industry moves into a 
competitive market. Here Mr. Barker 
cited the efforts of the American Asso- 
ciation, as well as all the distributor’s 
associations, to encourage manufactur- 
ers to improve their packages and car- 
tons. 

The problems of coordinating the 


| training of distributor salesmen also 
| had to be met effectively. Reduced 
| to its essentials, Mr. Barker thought 


the manufacturer must help by: (a) 
Providing the planning and (b) fur- 


| nishing the facilities and personnel; 


the distributor by: (a) Furnishing his 


| own personnel and (b) providing time 
| for training. “Manufacturer’s sales- 
| men must work with the distributor’s 
| salesmen in the field,” Mr. Barker 


emphasizes. 

The distributor’s responsibility, pri- 
marily, was to act as a local warehouse 
for the manufacturer. His sole pur- 
pose, in Mr. Barker’s opinion, “is to 
have merchandise readily available to 
customers in a local area.” The dis- 
tributor must have financial responsi- 
bility, a good name among prospective 
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OF 
METAL CUTTING SAWS 


WHachmadler—uNBREAKABLE HAND 


BLADES — made of Molybdenum High Speed Steel 
— backs toughened so as to give them flexibility, and 
teeth edges hardened for durability. 


Migh S esd Genuine 18-4-1 High Speed Steel 

Hand and Power Blades, possess excellent cutting 
properties, great wearing and abrasive resistance 
qualities. 


Mo ‘Sp eed, — Hand and Power sizes. Molybde- 
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toughness in relation to their hardness, keen cutting 
edges, high efficiency. 


Standard BLADES, hand sizes, the ordinary 


grade of hack saws made better. Can be furnished in 
the solid all hard type or the hard edge flexible 
back style. 








M. and bdg E Flexible Back—our special heat- 
treating method tempers only saw teeth, producing 
an unusually hard cutting edge — used for hard and 
soft steels and non-ferrous metals. 


D wsomaclenr Narrow Metal Band Saw Blades in 


100 foot coils for use on Do-All, Grob, Tannewitz and 
other band sawing machines — for accurate contour 
work and straight cutting. Packaged in our Safety 
Box. 


Ship-aTo6th—Fite-nara teeth designed with 


extra long gullet — ideal for soft sticky metals, hard 
and soft woods, plastics, and like material. 


Wood 6 BAND SAWS — Saws which re- 
tain their keen edge longer — give more cuts per 


saw — cut straighter and last longer than the ordinary 
Wood Band Saw. 





. 


a 
NEW FAMILY ADDITION - LENOX Precision-MaAster GROUND FLAT STOCK 





AMERICAN SAW & MFG. CO. « SPRINGFIELD, MASS. 
ee % % i 
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The Line of 
DISTRIBUTORS PREFERENCE 


JACKSON DESIGNS 
FOR DURABILITY SO 
DISTRIBUTORS CAN 
SATISFY USERS... 


The very nature of 
‘Jackmanco’ products sug- 
gests hard service. Wheel 
barrows, drag scrapers, and 
concrete carts are not items 
of equipment which are 
carefully handled in«the 
field. They must be ‘tough’ 
because they are roughly 
used. 

‘Jacksons’ seventy-two 
years experience in building 
this type of equipment has 
dictated the kinds of mate- 
rials to use and the way to 
use them so that these prod- 
ucts will ‘stand the” gaff. 
Regardless of the kind of 
service, users demand maxi- 
mum performance. The 
fact that ‘users’ call" for 
‘Jackmanco’ equipment is 
well known by Jackson Dis- 
tributors. 


Established 1876 


HARRISBURG, PA. 


BARROWS .. CONCRETE CARTS 
..DRAG SCRAPERS .. MORTAR 
PANS .. MORTAR MIXING 
_ BOXES . . SALAMANDERS . . 
LAWN ROLLERS 
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| on products. 
| data available on those two subjects 
| and you'll have armed them with the 
| best selling tools, Mr. Etheridge be- 


customers for service and dependabil- 
ity, and a sales force in the field cover- 
ing industries where the product is 
used. Moreover, the distributor must 
take full advantage of every sales pro- 
motional idea the manufacturer has to 
offer. 


Etheridge Advises 
Data For Salesmen 


G. W. Etheridge, manager of the 
industrial supply division of Teague 
Hardware Co., Montgomery, Ala., be- 
lieves in keeping salesmen completely 
informed on the status of the firm’s 
inventory and the latest information 
“Give them the best 


lieves, and adds, “information on in- 


| ventory applies especially to critical 
| items. A promise of delivery which 
| cannot be kept is a fast way of losing 


friends.” 

The Teague firm helps its salesmen 
directly by supplying them with 
weekly information on classes of items 


| in stock. Every two weeks or there- 


abouts, Mr. Etheridge calls in his 
salesmen to a general meeting at 
which he informs them of present in- 
ventory, of items which are in critical 
supply, and reports on the probable 
delivery dates on ordered merchandise. 

Nor does he neglect opportunities 
at the meeting for pushing new items. 
“I have found that when I display 
new products and point out the selling 
features at these meetings, there is 
always a great show of interest,” Mr. 
Etheridge remarks. “Salesmen want 
new or additional information and, 
generally, I have the sales ammuni- 
tion they want.” 











The Charles Parker Co., Meriden, 
Conn., has appointed Roger. W. King 
as Parker Vise representative for New 
England and Western New York. 














More tap volume, more tap markets, greater customer satis- 
faction — they all go together for a Besly Distributor with the backing 
of Besly’s “Helping Hand”. 

Besly’s Engineering counsel has helped tap users in all fields 


s'' from 


m 
to set new standards of tap performance ...to achieve clean, accurate hoard nordened BIONS 4 «special 
rf A . 3-Week delivery © 
threading at consistently lower cost. Such counsel is but one of many bor stock. emING COUNSEL ined 


fi : ° : EXPERT ENG! entative is o facto nufacture 
reasons why Besly Distributors are getting — and holding — maximum * Every Besly Represe’ helt as the mo 
. v' 


tap volume. x CONTRO minimum stock 


ENTOR 
3. BESLEY INV turnover 


Plan today to let your Besly Representative tell you the full evassures maximuM 
story of the complete Besly program ‘ 
that builds tap sales by and through jal around. CE "kinds of “spe 


r) 
other special threads. 
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CHARLES H. BESLY & COMPANY * 118-124 North Clinton Street, Chicago 6, Illinois 


Factory: Beloit, Wisconsin 
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Saves hours of time and hard work, and avoids parts break- 
age, in removing and replacing bearings, races, pinions, col- 
lars, pulleys, gears, sleeves, hubs, fly wheels, shafts, and 
other close-fitting parts. OTC is the only COMPLETE line of 
Pullers, Attachments and Special Tools. APPROVED by all 
leading bearing manufacturers. 


INDUSTRIAL MAINTENANCE SET No. PE-20 


—developed especially for use on heavy machine tools, 
turbines, marine engines, mining machinery and other heavy 
equipment. Includes GRIPOMATIC PULLER of 70,500 lb. 
rating, Heavy Duty PUSH-PULLER with Extension Legs, Pull- 
ing Attachments and Heavy Duty Box Wrenches. Other OTC 
MAINTENANCE SETS of smaller capacity to provide com- 
plete pulling equipment at minimum cost for all factories, 
mills, utilities, R.R. shops, construétion’ contractors; etc. Handy, 
sturdy service boards available. 


YOUR CUSTOMERS WANT OTC TOOLS 
7 


OTC TRADE JOURNAL ADVERTISING IS 
DIRECTING THEM TO OTC DISTRIBUTORS 


OWATONNA TOOL CO. 


312 CEDAR STREET, OWATONNA, MINN. 
THE ONLY COMPLETE PULLER LINE 


oo ea 
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Carolyn Carlson, “hello girl” at Factory 
Supplies Co., Rockford, Ill. is an added 
attraction to the effective showroom 
display the firm maintains. 





Three-Day Sales Session 
For Riechman-Crosby Co. 


The Riechman-Crosby Co., Mem- 
phis, Tenn., held a three-day sales con- 
ference recently at the Chisca Hotel, 
at which Richard Alcott, vice-presi- 
dent of the firm, presided. 

The main object of the conference 
was to discover methods for increas- 
ing the sales volume of the firm over 
its pre-war level. Methods for gaining 
that end included proposals for more 
efficient marketing and better sales 
direction, along with ways of decreas- 
ing the cost of distribution, both to 
the manufacturer and the distributor. 
The project was undertaken in line 
with the general theme established by 
the three Supply & Machinery Manu- 
facturers Associations at their group 
meetings. 

Manufacturers appearing on the 
program included: Yale & Towne 
Mfg. Co.; Westinghouse Lamp Di- 
vision; American Pulley Co.; Republic 
Rubber Co.; Yarnall- Waring Co.; 
Chain Belt Co: Alexander Bros., Inc; 
Henry Disston & Sons; Hunter Fan & 
Ventilating Co. and the Lunken- 
heimer Co. Motion pictures, shown 
to illustrate their subjects, were pre- 
sented by Alexander Bros.; American 
Pulley Co.; Henry Disston & Sons; 
Yarnall-Waring Co. and Tennessee 
Coal, Iron & Railroad Co. 

A general discussion was held by 
the salesmen to present ideas. James 
A. Farnham and C. W. Hoover, Jr., 
both salesmen, talked on elevating and 
conveying equipment for soybean and 
cottonseed operations. 


Reltool Appoints Winfrey 
Sales Representative 


Walter E. Winfrey Co. of Cam- 
bridge, Mass. has been appointed sales 
representative in Eastern Massachus- 
etts, Rhode Island, New Hampshire 
and Maine for the Reltool Corp., Mil- 
waukee, Wis. The Winfrey Co. will 


] bs Heovy Duty BOX WRENCHES 
Se a 


PULLING ATTACHMENTS GRIPOMATIC PUSH-PULLERS udelell len) Livia 1291174) Vanlelel es 


represent the complete line of Reltool 
metal cutting tools. 
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INDUSTRIAL DISTRIBUTORS 


The Barnes line is sold only through industrial 
distributors. As a result, the entire Barnes sales 
program and sales policy is planned to develop 
and maintain profitable business for Barnes dis- 


tributors. 


In every case, the distributor has the assurance 
that he is selling top-quality band saws and hack 
saw blades .. . and that prompt deliveries can 
always be made to his customers. He has the 
cooperation of Barnes’ sales engineers who work 
in his interest in solving many of his customers’ 
metal sawing problems. He knows that territorial 
assignments are so planned that he is assured 


of a steady and substantial volume of business. 


BARNES METAL CUTTING BAND 


In addition, Barnes backs up the distributor's 
efforts by well-planned advertising and mer- 
chandising help. A consistent and wide-reaching 
schedule of trade publication advertising has 
been maintained constantly. Up-to-the-minute 
literature such as the “Handbook of Metal Saw- 
ing” and sales helps such as the “Hack Saw 
Production Calculator” provide further promo- 


tional impetus to sales. 


Barnes has worked with and for industrial dis- 
tributors for many years . . . is doing it today . .. 
will continue to do so in the future. That's why 
the Barnes line is a valuable asset to leading 


distributors throughout the country. 


SAWS and HACK SAW BLADES 


ESTABLISHED 1919 


W. 0. BARNES CO., INC. 
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OLD 
FAITHFUL 


from TEXTILES 
to HOT STEEL... 


There’s an Old Faithful Crayon 
for every industrial marking 
job—special markers designed 
for‘ a specific need—each a 
product of 113 years of Crayon 
manufacturing experience. 


The entire line of Old Faithful 
Markers is sold through lead- 
ing jobbers from coast to coast. 


Write for Free Crayon Guide 
‘Dept. ML-34 


Products of Industry show 
RICKER ! 


INDUSTRIAL SUPPLY CO 


RICKEAT 


FORMERLY CAMM BLADES MACHINERY CO. 


At the Rickert Industrial Supply Co. booth at the Products of Industry Show in 
Milwaukee were left to right, J. A. Nock, company salesman; 7 Twichwell, 
Chicago Screw Co.; J. C. Mitchell, Henry Disston & Sons, Inc.; F. M. Correll, 
Rickert Industrial Supply Co.; Art Oldin, Chicago Screw Co.; F. ¥. Milad and 
A. G. Rickert, Rickert Industrial Supply Co.; Tex Rasmussen, Johnson Bronze Co.; 
E:. K. Ball, Rickert Industrial Supply Co.; Earl W. Daugherty, Whitman & Barnes; 

F’, Schlumpf, Carboloy Co. -Inc.; Chas. B. Rickert, Precision Grinding Wheel 
Co.; Chet Smith, Whitman & Barnes; John Lohmiller, Rickert Industrial Supply 
Co.; Al Anforth, Brown & Sharpe Co.} Dave Bristol, O. K. Tool Co.; Chet Hiera, 
Scully-Jones & Co.; E. A. Cook, salesman, Rickert Industrial Supply Co.; Armand 
L. Nevers, Osborn Mfg. Co.; and John Buday, Portable Saw Department, Nordberg 
Mfg. Co. ’ 


(CORDES SUPPLY co. 


Gees een en, ; 
| SOCKET ger on IL 


The: Cordes Supply Company booth at the Milwaukee Auditorium’s Products of 
Industry Show had a ten man sales team. They included left to right, standing, 
Graham Paxton, Armour Abrasive Co.; Robert Mein, Cordes salesman; John 
Toughy, Manufacturer’s Brush Co.; Phil Bear, Barton Straw Works; Henry Poplin, 
Cordes salesman; Robert Hovet, Safety Socket Sctew; Walter Sicarz, Morse Twist 
Drill; Milton Anderson, Cordes salesman. Seated, left to right, Les Anderson, Cordes 
salesman, and Albert C. Zieman, manager, industrial supply department, Cordes 
Supply Co. 








A. Schrader’s Son 
Appoints Connors P. A. 


John J. Connors recently was ap- 
pointed purchasing agent for A. Schra- 
der’s Son division of Scovill Mfg. Co., 
Tnc:, Brooklyn, N. Y., following the 
death of Clarence Wilcox. 
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Darnell Corp. 
Advances Johnson 


C. B. Johnson has been appointed 
division manager of the Chicago office 
of Darnell Corp., Ltd. Mr. Johnson 
had been assistant to L. J. Clarke, who 
died recently. 





MOTORS 


ftom | to 200 hp! 


mand 
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)TALLY ENCLOSED fan-cooled motor, with TWO VACUUM PUMP units, with standard Allis-Chalmers ONE OF THREE Allis-Chalmers Direct 
Texrope V-belt drive, used on grinder of large motors, installed in the research laboratory of aircraft Current motors driving blowers in a 
midwestern metal-working plant. plant in eastern U. S. large glass products plant, 


Get More Profits With a Complete Motor Line! 


Ve LUME SALES mean bigger profits...and 
high volume results only when you sup- 
ply a major share of your customer's motor 
demands, With an Allis-Chalmers motor fran- 
chise you can supply a// of your customer's 
motor needs from one through 200 hp! 
The Allis-Chalmers line of motors is uni- 
versally used and liked in every major indus- 
try. It meets all conditions of motor oe od 


ads reaching millions every month. 

Here's the complete lineup: squirrel-cage 
and direct current from one through 200 hp; 
wound rotor from five through 200 hp; syn- 
chronous from 40 through 200 hp. Mechan- 
ical modifications: open, splash-proof, ver- 
tical, flange-mounted, enclosed fan-cooled, 
and ‘explosion proof, 

Let us give you the full story of Allis- 


ments .. . high starting torques, power factor Chalmers motors, including the profit story. 
corrections, adjustable speeds, and general Write today. ALLIS-CHALMERS, MILWAUKEE 
purpose use. In addition, it is promoted in 1, WISCONSIN. A 2447 
} Texrope is an Allis-Chalmers trademark 
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Dealer Sales Organization GENERAL MACHINERY DIVISION 
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DISTRIBUTORS are 
doing a FINE JOB with 
PHILADELPHIA 
CHAIN HOISTS 


... the line that covers 
all hoisting requirements 
from i to 20 tons 








With Spur Gear Hoists, Screw Gear Hoists and Differential 
Hoists with which to meet industrial hoisting needs, 
‘Philadelphia’ Distributors have at their command a line 
that they can depend on for greater safety, efficiency and 
economy . . . a sturdy line that saves in labor, time and 
maintenance. 





These advantages are achieved with design and construc- 
tion details which are easy to demonstrate to prospective 
customers. Distributors looking to ‘Philadelphia’ as their 
source of supply and using the many features offered as 
their sales ammunition are cashing in on their efforts . . . 
and building good will among their customers. 





Specifically, ‘Philadelphia’ offers: a hollow load sheave 
shaft of bronze-bushed malleable iron . ..a solid one- 
piece driving pinion shaft, heat treated and ground... 
completely enclosed bearings, as well as other features 
which contribute to long-lived service and outstanding 
performance. 





Full cooperation with Distributors 
is assured by ‘Philadelphia’. 


An 18-page complete catalog is available 
describing the complete ‘Philadelphia’ line 
of hoists. 


Ask for Catalog 4-A. 


PHILADELPHIA CHAIN BLOCK & MFG. CO. 
Mascher & Norris Sts. 
PHILADELPHIA 22, PA. 
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Ivan A. Sneed 


Ohio Brass Co. 
Names Ivan A. Sneed 


Ivan A. Sneed has been appointed 
valve representative in the Southwest 
for The Ohio Brass Co. of Mansfield, 
Ohio. Mr. Sneed will handle the 
Louisiana, Mississippi, Oklahoma, 
Kansas, Arkansas and Texas territory. 
He will make his headquarters at 201 
North Haskell Ave. in Dallas, Tex. 

A native of Texas, Mr. Sneed had 
been in the Dallas branch of Ameri- 
can Radiator & Standard Sanitary from 
1934 to 1940. He then joined the 
W. C. Hummelbaugh Co., represent- 
ing them first in Dallas and later in 
New Orleans. 


National Supply Co. 
Names Heywood to Sales 


H. E. Heywood, a veteran of 35 
years in the oil industry, has been ap- 
pointed manager, general sales office, 
of The National Supply Co. at Toledo, 
Ohio. He will assist in the overall 
operation of the sales office and con- 
tinue supervision of the Inventory 
Control Department. 

Mr. Heywood joined the company 
in 1923, taking charge of the East 
Tulsa Warehouse. Later he became 
manager of the Tulsa store. He was 
assistant purchasing agent at Tulsa 
1931-39 and was named manager of 
inventory control at Toledo in 1940. 

Alvin B. Geddes, sales representative 
in the Calgary, Alberta area, has been 
appointed district manager in Can- 
ada for the National Supply Co., Ltd., 
with district headquarters at Calgary. 

Mr. Geddes joined National Supply 
in 1943 and was Calgary store man- 
ager until last August 2, when he be- 
came area sales representative. 








VISIT OUR BOOTH 


502-4 
AT THE 
TRIPLE MILL 
SUPPLY CONVENTION 
ATLANTIC CITY 
APRIL 26 TO 27 


THE [UFKIN fPULE ('OMPANY 
SAGINAW, MICHIGAN. «. NEW YORK CITY 
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that have the Biggest 
onsumer Demand... 


@ BUILDS REPEAT SALES! In over 30 gor ready sales— 
years’ experience manufacturing belt lacing DEMONSTRATE 
products exc/usively, Clipper has developed __ the Clipper No. 9 
the world’s finest belt hooks. These are renee 
made of the highest quality belt hook wire, 

produced solely for our use. Longer satis- 

factory service is assured. When these top 

quality hooks are applied with a modern 

belt lacer such as the Clipper No. 9 Portable, 

you have the best combination—one which 

saves the most money for your customers— 


BUILDS REPEAT SALES! 
CLIPPER BELT LACER COMPANY, Grand Rapids 2, Michigan 


} 
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Scientific action of jaws forms perfect loops 


for maximum size LUBRIHIDE connecting pins. : 
Scientific action of jaws. 


A = = ; 
-BELT LACT MSG) EQUIPMENT 
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OFFERS YOU 





These Fast Moving Nationally Accepted Profitable Lines 


HACK SAWS 


HAND AND POWER BLADES 


C).. a 
BAND SAWS 


METAL CUTTING - WOOD CUTTING 
also Linotype and Dry Ice bands, Band Saw 
Knives, and Butcher saws. 


TOOL BITS 


KUTAL SPAR-KING SPARGROUND 


COMPASS SAWS 


WOOD CUTTING - METAL CUTTING 


Spartan High Speed Steel and Kutall Special 
Alloy High Speed Steel are power blades. 
Flexard hand blades have extremely hard cut- 
ting edge with spring temper back making 
them unbreakable. The All Hard and Flexible 
types are general purpose hand blades. All 
have the Spartanized heat treatment. 


Made from the best obtainable steel. Spar- 
tanized heat treatment and their teeth mill 
accurately, evenly and carefully. Furnished in 
Die Cutting, Skip Tooth, Flexible Metal and 
Spring Temper Metal Cutting and Wood Cut- 
ting Styles. 


This line now one year old and has proven 
itself as a repeat order line from coast to coast. 
Kutall Bits for general purpose work, Spar-King 
for the higher grade jobs and for extra special 
work to give you Sparground. 


NEW FOR 1948 


Here is a line of blades made in three styles 
that will find ready sale to your trade. Metal 
cutting made in 14 and 24 teeth, Metal and 
Wood cutting made in 14”—10 teeth. This is a 
combination blade. Also regular Wood Cutting 
blade. All specially Spartanized for toughness 
and hardness. Handles and blades also pack- 
aged and sold separately. These handles are 
of cast aluminum well balanced and light. 


Sold only through Distributors with 
Full Protection to Stocking Distributors 


It Might Pay You to Write Us 


SPRINGFIELD 7, MASS. 
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OLD HICKORY 


STEEL GRIP 





The Nation's No. 1 


Welders 


Built right, special heat-resist- 
ant leather. Entire back one 
piece, no burned-out seams. 
Wool heat breaker inside. 


MADE INUSA 


HEREVER men work, there you will 

find immediate sales openings for 
STEEL-GRIP SAFETY APPAREL. 

Management, in small and large plants 

of all kinds, realizes the importance of this 


protection, recognizes the quality of STEEL-. 


GRIP and makes purchases that result in 
good profit. 

This complete line of SAFETY AP- 
PAREL, that covers all needs from head to 
toe, makes it possible for you to supply 
every requirement. 

We have been a source for SAFETY 
APPAREL for more than 35 years. Each 
item in our extensive line has been devel- 
oped in quality, in comfort, in durability, 
to be ideally suited for the need. 


@ Included in the line are GLOVES, MITTENS, APRONS, 
HANDGUARDS, ARM PROTECTORS, FLAME- PROOF 


CLOTHING, LEGGINGS, SPATS, and FINGER GUARDS. 


SAFETY APPAREL 
FOR ALL PARTS 
OF THE BODY 











There are more than 


4300 items in our line. 


OLD HICKORY 


STEEL GRIP 


GLOVES COMPANY 








R. O. Branyon 


Bethlehem Supply 
Advances R. O. Branyon 


R. O. Branyon recently was ap- 
pointed store manager at the Bethle- 
hem Supply Company’s branch at 
Bakersfield, Calif. Formerly, Mr. 
Branyon was manager at the firm’s 
Santa Maria branch. 

Bob Herrod, trained at Bakersfield 
and formerly assistant store manager, 
has been made salesman of industrial 
supplies. 


Installment Credit 
Still Climbing 


The Federal Reserve Board reports 
that credit granted to installment buy- 
ers increased by $423,000,000 in De- 
cember, just two months after Govern- 
ment controls were dropped. ‘The total 
of installment credit outstanding in 
December was $6,152,000,000, only a 
quarter-of-a-billion below the record 
high set three months before Pearl 
Harbor. 

Undoubtedly, the holiday season 
had something to do with the credit 
rise. Installment credit on automobile 
sales, for instance, rose about 5 per- 
cent, and credit increased, also, for 
such articles as furniture, refrigerators 
and washing machines. Charge ac- 
counts jumped 9 percent, an increase 
the board describes as “somewhat 
more than the customary seasonal 
amount in December.” 


Sales Of Machine Tools 
Show February Rise 


Machine tool orders in February ran 
ahead of the figure for January, which 
showed an increase over the total vol- 
ume moved last December. New or- 


| ders also are above the number regis- 


tered in January; and shipments picked 
up some, too. 

Unfilled orders increased in the 
month, and cancellations were few and 
scattered. 


1640 GARFIELD BLVD. + DANVILLE, ILL. 
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ATLAS 


packaged For SKF Distributors: 


yom A NEW SOURCE OF 
There was atime when Suc Distributors 
had to stock Atlas balls in bulk, and spend 


a lot of time counting them one by one or 
by pounds to fill orders. These balls often 




















corroded from handling or neglect and 
were a total loss. NOW, ALL THAT HAS 
BEEN CHANGED. Small quantities of 
balls are conveniently packaged to fill 
little orders as well as BIG ones . 
quickly. Loss due to rust is eliminated 
because the balls are untouched from the 
moment they leave the factory’s expert 
care until they are used. Merely look at 
the label on the carton! So many boxes, 
so many balls per box, and— presto! —the 
1. Just the thing for small orders. order is filled in jig time with the least 
effort. That’s packaged profits for you— 
2. Easy to stock. another merchandising service to & 


Distributors. 
3. No rust from handling. errs 


4. Ball touched t ae 
ee Atlas Ball Division 


ee cai F INDUSTRIES, INC. 


SIZE .| OF BALL Front St. & Erie Ave. Phila. 32, Pa. 


INCHES 


NOTHING SO ACCURATE THAT COSTS 
SO LITTLE. 
@ Made + | high chrome content 
steel—and finished to spherical 
accuracy within 1/2 of 1/10,000 
of an inch. 
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When you find a customer or prospect with 
a particularly tough hose job . . . where a 
stronger, safer hose would give longer serv- 
ice, or where conventional hose fails to sur- 
vive the punishment it just can’t take, econ- 
omically ... get Mulconroy on the job. You 
can have every confidence ihat one of the 
Mulconroy special hose constructions will 
prove to be the right solution by providing 
the necessary increased resistance to tem- 
perature, pressure or wear... or the combi- 
nation of all three. 


Since 1887, usiconroy 


Hose Specialties have been “trouble shoot- 
ing” for every industry ... and staying on 
as standard equipment. Through the ingen- 
ious application of metal in various forms; 
insulation; and special methods of construc- 
tion, they are given unequalled strength, 
durability and safety without imparing flexi- 
bility or adding excessive weight. They 
have demonstrated in thousands of installa- 
tions that... “Mulconroy Starts Where 
Others Stop!” 


Just a few of the many available Mulconroy 
Hose Specialties are described here. Cata- 
logs and other illustrated literature are yours 
for the asking. This material will make you 
familiar with the various constructions and 
their applications. Send for it, today. 


MULCONROY COUPLINGS 


Built to enhance the efficiency 
and safety of all types of Mul- 
conroy hose. Illustra 

Pattern Male Coupling for all 
“Dynamite” and “New Process” 
hose. Other styles for all-metal 
hose and tubing. 





Style 82i—Male 
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“DYNAMITE” 


ARMORED, INSULATED STEAM HOSE, 
Style 801. For pressure 4 to 150 lbs. Tube is 
special heat-resisting rubber compound, rein- 
forced with continuous spiral or steel wire, 
and insulated by woven asbestos lining. Can- 
not buckle or collapse. Carcass is extra strong 
combination of rubber and duck. Cover consists 
of multiple layers of braided wire, surrounded 
by, spiral of half-round galvanized steel. Sizes 
1 


to 3”, 





“IMPERIAL DYNAMITE” 


ARMORED, INSULATED STEAM HOSE, 
Style D-46. For steam pressures up to 200 Ibs. 
and, superheat steam temperatures up to 400° F. 
Specially compounded tube is insulated by a 
lining of woven asbestos and reinforced by con- 
tinuous spiral of steel wire—cannot buckle or 
collapse. Body of hose consists of heavy section 
of high quality woven asbestos, providing 
superior strength and insulation. Cover is 
formed by multiple layers of braided galvanized 
steel wires, surrounded by external spiral of 
half-round galvanized steel, Sizes 4%” to 2”. 





“IMPERIAL NEW PROCESS” 


CORD COVERED STEAM HOSE, Style NP- 
46. For super-heat steam temperatures up to 
400° F. and working pressures up to 200 Ibs. 
Tube is asbestos lined and spiral wire rein- 
forced. Carcass is formed entirely of high- 
quality woven asbestos, surrounded by multiple 
layers of braided galvanized steel wire. ‘“‘New 
Process’? Cord Cover is braided from hard 
twisted cotton cord, especially treated to ropist 
oils, acids, chemicals, ete. Sizes %” 


“FULLPAK” 


FLEXIBLE ALL-METAL HOSE, FULL.-IN. 
eae ASBESTOS PACKED, LACED 

WOUND, Style 830. For steam 
Z| pM up to 250 lbs. and temperatures 
up to 500° F. Also air, water, peamnente. gases, 
creosote, asphalt, tar, etc. for either 
suction or discharge. Full-Interlocked, asbestos 
packed, flexible metal tube, with cover of 
tightly braided steel or bronze wire, and outer 
half- — steel or bronze wire spiral. Sizes, 


diyte 829, Laced—Same as above except for 
omission of outer-half round spiral. 

Style 828, Plain—For temperatures up to 500° 
F., and where external wear is not severe. 
Sizes 5/16” to 4”. 


UU 
MIMI 


peavtageeet 10) 





“CORRUTUBE” 


FLEXIBLE, ALL-METAL CONTINUOUS 
WALL HOSE, Style 948. For services demand- 
ing extreme flexibility, highest resistance to 
fatigue under all temperatures and pressures, 
and complete freedom from leaks and _ seepage. 
Carries steam, air, oil, acids, chemicals, gases, 
etc. Non-burnable. Provides simplest one- 
piece all-metal line between two points involv- 
ing maximum movement; and assures long, 
safe maintenance-free service. Sizes 5/32” to 
2”. Available in lengths up to 100’. 

Style 949. With outer steel casing to withstand 
extreme abrasive wear. 





HYDRAULIC HOSE ASSEMBLIES 


COMPLETE UNITS, READY TO INSTALL. 
Mulconroy’s “VICTOR” High Pressure Hose, 
with sealed-on couplings. Furnished plain, or 
with short or continuous outer wire guards. 
Quickly installed on all types of equipment. 
Safe, durable, economical. Hose has tough, 
cil-resistant tube and cover, with braided wire 
reinforced carcass, Couplings are brass or 
malleable iron. Sizes 4” to 2”, with working 
pressures ranging from 10,000 lbs. for the 4” 
size to 800 Ibs. for the 2” size. 
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CAATTAL 


INDUSTRIAL 


BRUSHES AND BROOMS 


-.+.-- ORDERED 


over and over again 

















i Md Mick \ 


iRED p| \ by Industrial America... 





f. “n Ati of Vi 

ty HAIN } nit i 
Keil HV AWC | ‘hy This listing is only partial . . . wherever people gather or work, 
ie art cleaning and maintenance equipment is needed. CAPITAL is the 
‘ line that fills the need and gives the distributor good returns .. . 
Here is your huge the entire industrial world is your prospect list. CAPITAL Industrial 
PROFITABLE Market... Brushes and Brooms have a well earned reputation for good wearing 
Metal Working Plants qualities and under test have outlasted similar equipment. Get your 
share of the huge amount spent annually for maintenance equip- 

ment—let us tell you how. 


ici 













. - « Power Plants... 
Paper Mills . . .Road 


and Building Contract- | 
ors ...Mines...Tex- | 
tile Mills... Public | 
Buildings . . . Hotels | 
. .. Schools . . . Ga- | 


rages... Railroads... | Cement Set Floor Brush 
Packing Plants... : 


| Warehouses Air- on Beef Washing Brooms—Hide 
viv Brooms — Fibre Brooms — 
| es Whisk Brooms — Textile 
a Brooms—Warehouse Brooms 
aailiaiaes — Coach Brooms — Janitor 

Brooms—General Industrial 

Fe — Parlor Brooms — Push 
Floor Brushes—Window and 

oe Car Washer Brushes — 
. Counter Brushes — Scrub 
mes Brushes—Special Brushes 
—Street Rolls 











Brooms — Street Sweeping 
Brooms — Wire Brushes — 





Coil Broom Will Broom Bench Duster 
INDIANAPOLIS BRUSH & BROOM MANUFACTURING COMPANY 
CORNER BRUSH AND BROOM STS. Established 1890 INDIANAPOLIS 7, IND. 











| 
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1S ONE REASON WHY 
DISTRIBUTORS PREFER 


















BOTH of THESE 


ARE 
REGULARLY STOCKED, 
CATALOG-PRICED 

























Standard 


PUTNAM 
Wi- Speed 
END 
MILLS, 










HERE 


extremes in sizes of 


are two 











end mills that typify the 











wide range of the Putnam 





Line. It is this completeness of line 








that sells distributors on Putnam — 








and keeps them sold! They know that 








end mills most frequently required by their 





customers can be supplied in all specified 





types and sizes from the standard Putnam 








line—promptly and at all times from their own 








full stocks. 











They appreciate, too, Putnam end mill quality, superior 









cutting performance and dependability . . . the universal 





acceptance of Putnam End Mills in the industry. These are some of the many 





reasons why leading distributors prefer the Putnam end mill line. The Putnam 








franchise offers you an exceptional opportunity for greater end mill sales ... 








and substantial profits! 


eS) 


CHARLEVOIX 
























2981 QOVENUE 


MICHIGAN 





DETROIT 7, 
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Franklin A. Miller 


Raybestos-Manhattan 
Names F, A, Miller 


Franklin A. Miller, sales manager 
for Grey-Rock products of the U.S. 
Asbestos division of Raybestos-Man- 
hattan, Inc., has been appointed head 
of the corporation’s new Department 
of Marketing and Merchandising. 

As director of the new department, 
Mr. Miller will coordinate and super- 
vise the merchandising policies, adver- 
tising, market research, public rela- 
tions and publicity programs of the 
corporation’s several divisions on their 
automotive asbestos and rubber prod- 
ucts. 

Mr. Miller and his staff will have 
headquarters at the corporation’s New 
York offices at 120 Broadway, where 
he will be assisted by J. W. Brush, 
Jr., present merchandising manager of 
the Raybestos division. 

Mr. Miller was in the advertising 
business before he became associ- 
ated with Raybestos-Manhattan. For 
a number of years he was with Chilton 
and, later, with McGraw-Hill. 


Labor Turnover 
Nears Zero 


Figures released recently by the 
Bureau of Labor Statistics indicate 
that quitting and hiring of workers 
seems to be approaching the vanishing 
point. New workers taken on in De- 
cember ran at about the rate of four 
in 100, while the number who called 
it “quits” in December dropped to 
less than three in 100. 

Previous periods of high employ- 
ment never achieved such stability, 
nor have hiring and separations stood 
at such low levels before, not since 
1939 and 1940. The explanation for 
so few “hires” can be found in the 
calibre of labor on the loose for the 
types of jobs available. The low quit- 
rate is probably due to the general 
uneasiness among workers about what 
the future will bring. 


NEW LINE OF 


MORSE-ROCKFORD CLUTCHES 


al 


‘LaTestT ‘addition to the famous Morse line of 
: Mechanical Power Transmission Products are 
oon new. + eee Compact ee ameter 
Over-Center Clutches. 


: the same over-center principle as heavy- 
duty tractor and hoisting clutches many times 
their size, these compact clutches can be adapted 
toa great . paraher of applications. Driving cups 


NOW AVAILABLE! 


and plates adapt the basic clutch to sleeve type 
and cut-off applications. 


Rockford toggle-type, over-center clutches 
have been used successfully in a wide variety of 
operations. Examples of applications are air com- 
pressors, dusting machines, feed grinders, pack- 
aging machinery and spraying equipment. 

A few franchises to handle the complete line 
of Morse-Rockford Clutches are now available 
to qualified distributors. Address: Morse-Rockford 
Sales Division, Morse Chain Company, Dept. 
154, 7601 Central Ave., Detroit 8, Michigan. 
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Rockford LMS Clutches 
(for plate sprocket 
drives) 


: i Rockford LMT Clutches 
on? ‘ (for thru-shaft drives) 
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Rockford LMV Clutches 
(for ‘‘V’’ belt pulley 


drives) Rockford LMC Clutches — 


(for cut-off drives) 


woqee——---- 


etna iin amir Sees 


‘MORSE 


MECHANICAL 


| POWER TRANSMISSION 
PRODUCTS 





A PRODUCT OF 


Silent Chain 
_— I 


DETROIT 8, MICHIGAN 


BORC WARNER 


MORSE CHAIN COMPANY > 
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Among Metalworking’s most important buyers 


more than 600 American Machinist advertisers 


are building acceptance foryour products andyou 


CLOSE 


THE ORDER 
MAKE A 


SPECIFIC 


CREATE PROPOSAL 
PREFERENCE 
AROUSE, 


INTEREST 
CONTACT 


ad 
\ 
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E think you'll agree that the metalworking plants to 
which you sell the most are the plants that welcome 
you out in the shop . . . where the production equipment 
and supplies you sell are used. 


And right now, in the advertising pages of American 
Machinist, manufacturers of the lines you sell are among 
more than 600 advertisers who are making your welcome 
among metalworking plant production executives still more 
certain. 


This advertising, busy making new contacts for you, arous- 
ing interest in your products, creating a definite preference 
for the lines you sell, saves you time and helps to make 
you money. It will keep on doing so every month this year. 
And don’t forget this: when you’re too busy to see every- 


| T 
vnmen| Salesman 


ADMITTANCE 


THIS 1S YOUR 10? SALES PARTNER IN YOUR BIGGEST MARKET 









one in a metalworking plant you ought to see, American 
Machinist advertising is covering them for you . . . remind- 
ing them of the reasons why they should seek you out 
when they want to buy. 


Don’t forget this, either: in those plants where the pur- 
chasing agent is dead set against “backdoor selling,” your 
suppliers’ advertising in American Machinist will always 
be out in the shop working for you. For this is a produc- 
tion man’s magazine. 


American Machinist is read by more metalworking pro- 
duction executives than any other metalworking publica- 
tion. And the selling power of its advertising pages has 
drawn to it a larger advertising investment than that en- 
trusted to any other publication in its field. 





*Weuld you like to see some examples of the advertising your suppliers 
ere running in American Machinist? Just write to American Machinist, 
giving us names of the manufacturers who make the products you sell, 
and we will send you copies of their recent advertisements. 










The McGraw-Hill Magazine of Metalworking Production 


McGraw-Hill Building, New York 18 
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| Quick-Return Spiral 





The spring in the handle 
puts an extra push into 
the sale of this “Yankee” 
Driver. The“quick-return” 
feature keeps the bit in 
the screw slot, helps one 
hand do the work of two, 
easier and faster. Gives 
you an “extra” to talk 
about that’s a real talking 
point any place where the 
assembly line needs an 
extra push. Ask your men 
to show a “Yankee” 
Spiral Screw Driver... 
and let it earn its weight 
in orders. 


Quick-Return Style 
Nos. 130A, 131A, 135. 


Standard Style (without 
Quick-Return Spring) 
Nos. 30A, 31A, 35. 


Accessories available: 
Extra Bits, Drills, 
Sockets, Countersinks. 


Write today for a copy of the 
“Yankee” Tool Book 


YANKEE TOOLS NOW A PART OF 


STANLEY 


THE TOOL BOX OF THE WORLD 





NORTH BROS. MFG. CO. 


Philadelphia 33, Pa. 
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Jack London, Jr. and G. O. Adams 


Acme Saw Works 
Expands Facilities 


Twelve salesmen are employed out- 
side and four on the counter since 
Jack London, Jr. and B. A. Gillies 
bought the Acme Saw Works & Sup- 
ply Co. of Los Angeles in 1946. 
Other men in the growing organiza- 
tion include; Oran W. Rice, vice-pres- 
ident and G. O. Adams, buyer of 
industrial supplies. ; 

Mr. London was discharged from 
the Air Corps just about the time 
he and Mr. Gillies decided on the 
purchase. Mr. Gillies had been vice- 
president of the Grumman Aircraft 
Co. of Long Island, N. Y. 

The Acme company, of which Mr. 
London is president and Mr. Gillies 
the treasurer, is the distributor of vari- 
ous supplies and accessories, including 
grinding wheels, coated abrasives, files, 
hack saws, metal cutting saws, wood 
saws, wood knives, portable electric 
tools, light machine tools, electric 
welders, and contractors’ equipment 
and supplies. An extensive and grow- 
ing service department is maintained, 
particularly for band saw filing and 
welding. 








The morning mail has just brought 
numerous orders to A. B. Williams, 
Jr. manager of the supply department 
of Columbus Iron Works Co., Colum- 
bus, Ga. 
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THE RIGHT 


FOR EVERY JOB 


LEMPC 


... enables you to select the correct pressure 
for every job: press fitting, assembling, bend- 
ing, straightening and die try-outs. Pressure 
builds from 0 to 60 tons in just four seconds. 
Movable head permits rapid centering of 
ram over work. Adjustable bolster accom- 
modates large and small jobs. Strong, sturdy 
construction assures safety factors in excess 
of the limits of the 
press. 
LempcoPressurematic 
Presses are made in 
electric and hydraulic 
models, in 20, 40 and 
60-ton capacities. Each 
will pay for itself many las 
times over in your . cola “ewer Ip wed 
shop. Write for fully- "O08 Ly hed 





Pressurematic 
Press 


: 
Exclusive 
Automatic Pressure 
Centrol—stops ram 
travel at pre-selected 
pressure. Prevents 
costly spoilage, 











illustrated catalog. 


LEMPCo 





5742 DUNHAM ROAD e BEDFORD, OHIO 




















ARMSTRONG-BRAY 


WIREGRIP 


PLATEGRIP 


FLEXGRIP 


SUREGRIP 


Complete lines of products that sell every day 


WIREGRIP Belt Hooks—come on cards with 
extra blue aligning strips that assure per- 
fect alignment of hooks and also prevent 
hook loss from handling. Wiregrip Hooks 
can be applied with any standard make 
lacing machine. 6 sizes. 


ARMSTRONG-BRAY & CO. is a manufac- 
turer of staple items, of products needed 
daily where power belts, conveyor belts 
are used, wherever gears, wheels or pul- 
leys turn. It is from such products that in- 
dustrial Distributors enjoy continuous 
daily sales and profit. It is on such items 
that distributors must be ever mindful of 
handling, billing and similar indirect costs. 


ARMSTRONG-BRAY Lines are complete— 
not just one but both types of belt lacing; 
not a few gear and wheel pullers but 
many fast-selling industrial automotive 
and special types. By standardizing on 
Armstrong-Bray products you can get all 
your needs from one reliable source, can 
avoid the expenses of buying, from many 
suppliers, can save in buying, transporta- 


tion, clearing, checking and handling costs 
—more profit on every sale. 


STEELGRIP Flexible Belt Lacing—is easily 
applied, anywhere by anyone. All you 
need is a hammer. 12 sizes. In standard 
boxes with 2-piece rocker hinge pins and 
a gauge pin included. Handy packages 
and long lengths are available. 


PLATEGRIP FASTENERS for heavy duty 
ee and elevator belts—available for 
belt icknesses of 4" to 112". These 
PLATEGRIP FASTENERS are exceptionally 
strong and easily applied with special 
hand tools. PLATEGRIP FASTENERS make 
a tight joint that is flexible and strong. 
This type of joint not only distributes the 
load uniformly across the belt but also 
conforms readily to shape rollers, trains 
or crown pulleys. 


Write for Catalog 


ARMSTRONG-BRAY Gear and Wheel 
Pullers provide an easy and efficient way 
to pull wheels, gears, pulleys, bearings, 
etc. from shafts: they save time, save irre- 
placeable parts, prevent battering of ma- 
chines and equipment. 12 types, 41 sizes 
and capacities including: CHAINGRIP 
universal pullers, STEELGRIP Rigid Arm 
Pullers and 2 or 3 drop forged steel arms, 
and many automotive, refrigeration, oil 
burner and other special purpose pullers. 


ARMSTRONG-BRAY & CO. 


5356 Northwest Highway 
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Chicago 30, U. S. A. 































Lynn, Massachusetts 


ELECTRIC 


DIVISION 


OF 


CONSOLIDATED 


LAMP 


Here’s a line that is a natural for your 


kind of trade. 


Universal Demand —Fast Moving 
— Steady Repeat Business — Everyone 
you do business with uses Fluorescent 
tubes and Incandescent bulbs. 
CHAMPION has been making fine 
lamps for nearly fifty years. Champion 
Lamps have the quality that wins the 
repeat orders. 


Maximum Volume At Maximum 
Discount — Champion’s selling policy 
is to get the lamps to you at lowest cost 
—no rules, regulations or red tape. You 
get all there is in it when you sell 
Champion Lamps. 


There’s real volume and profit in 
lamps when you sell CHAMPIONS. 
Ask us to give you the whole story. 
Write today to 
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. you order hack saw blades from your regular 
hack saw blade maker, be sure to get blades with tough teeth 
and strong backs. Whichever type you prefer, you'll find 
that INGERSOLL “18-4-1” and INGERSOLL D-B-L Steels 

give you blades with tougher cutting edges, higher impact 
resistance and relative freedom from decarburization. 
So for tough blades that give a smooth, easy cut, take 
advantage of Ingersoll’s lifelong research in special steels! 
Specify hack saw blades made of INGERSOLL “18-4-1” 
or INGERSOLL D-B-L Hack Saw Steel. 


INGERSOLL Steel Division 


BORG-WARNER CORPORATION e NEW CASTLE, INDIANA 


Plants: New Castle, Indiana 
be = = Minois 
jamazoo, Michigan 









INGERSOLL 
“18-4-1 

INGERSOLL 

a 


Hack Saw 
Steels 


SPECIAL STEELS FOR SPECIAL USES 









*Furnished in INGERSOLL 
D-B-L "5-4" and INGER- 
SOLL D-B-L 2, "6-5". 





INGERSOLL 


Alloy Steels Soft Center Steels IngAclad Stainless-Clad Steel 
Stainless Steels and Sow Steels 
18-4-] ond Molyb- 


denum and D-B-L Hock Sow Steels 


Armor Plate Shovel Steels 
Knife Steels 


TEM-CROSS Steel 


Clutch Plate Steels including 


Tillage Steels 








When this | 
Shovel § {4/7 


Goes to Work ; OY .. EN 


4 
_ you see the 
y-) g, difference! 










a 


Aa 








Blade finishes are blac 
except moiders’ Shovel: 
which may be hed wit 
either face or ba: 


ENGINEERING 





4 PRODUCTION 


J An Ingersoll Shovel looks like any other good shovel in you 
stock. But when your customer puts that “Guaranteed-Not-To-Sf 
blade to work he finds the big extra value. 
% Shovels, like plows, are tillage tools. They have to be able to 
“take it.” That’s why Ingersoll Shovels are made of special 
& Tem-Cross Tillage Steel. Tem-Cross Steel is cross-rolled to 
8 produce an interlocking mesh-grain structure and then heat-tre: 
B under precise control. That guarantees split-proof and curl-pr: 
blade edges! That makes Ingersoll Shovels, Spades, and Sco. 
easier to sell and more satisfactory in use. Specify “Ingersoll 
on all your shovel orders. 


“INGERSOLL 


SHOVELS - SPADES - SCOOPS 


Si tt 
























































@ Sturdy built of quality materials 
@ Simple to adjust 
@ Rust-resistant 
@ Sensitive Diaphragm 
@ Clean Seat construction 
@ Renewable Seat 

easily accessible 
@ Self-contained 
Strainer 


Ask 


Your 
MILL SUPPLY DEALER 


TYPE "B”" 
For Water, Air, Steam, Oi! and Gas Lines 
4” through 2” Pipe Sizes 
Write for your free copy ef our new 
1948 Cataleg for complete details on 
CASH-ACME Products. 


asllAChe ee gg 


A.W.CASH VALVE MANUFACTURING CORPORATION 
6662 EAST WABASH AVENUE DECATUR, ILLINOJS, U. S. A. 





















, DIGWELL 


POWER 


BRAND BRAND 














FBMAANyYZz 


TUFF TEMPERED 














Customers ask for durable, 
tough Magor brands by name. 





Magor meets every need. 








MAGOR 


CAR CORPORATION 
SHOVEL DIVISION 


(| 50 CHURCH ST., NEW YORK 7, N.Y. 
—— 
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Hall & Co. Celebrates 
First Year On Radio 


Hall & Co., distributors of indus- 
trial equipment, tools and supplies in 
Spartanburg, S. C., recently celebrated 
its first year on. the air with two fea- 
ture broadcasts. One program, over 
Station WORD, is a 15-minute news 
broadcast, “across the board” at 1:00 
pm with Sterling Wright. The other 
program, broadcast over station 
WSPA at 2:00 pm, features Beth Bar- 
ton, vocalist, with Hal Moore at the 
organ. 

Hall & Co. commercials open and 
close the programs, and each day the 
company features something new to 
appeal to the general public and busi- 
ness. 

President Fred Hall reports the 
radio advertising program has increased 
retail trade. Moreover, the company 
has received an unexpected response 
from other selling sources. The splen- 
did results received since the programs 
hit the air has convinced the com- 
pany they must continue them. 

Temporarily, the firm has suspended 
its plans for construction of a new 
building until construction and mate- 
rial costs are lower. 


Vincent Succeeds Baumann 


At John H. Graham & Co. 


J. E. Vincent has succeeded Martin 
M. Baumann as northwester represen- 
tative of John H. Graham & Co., Inc., 
of New York, N. Y. Mr. Vincent will 
make his headquarters in Seattle, 
Wash. 

Formerly active as a specialty sales- 
man, Mr. Vincent now will travel 
Washington, Oregon, Nevada, Idaho, 
Utah, Wyoming, Colorado, North Da- 
kota and Montana. 

Mr. Baumann now is in charge of 
the Pacific Coast territory, traveling 
California, Arizona, New Mexico and 
part of Texas, with headquarters in 


Los Angeles. 





J. E., Vincent 











4218 WISSAHICKON AVE., PHILADELPHIA 29, PA. 


By combining American Reduction Drives and 
American Conveyor Pulleys, your customers get 
many unique advantages that help them modern- 
ize appearance, improve performance, and reduce 
installation and operating costs on their conveyors. 


American Reduction Drives save space—the Unit 
mounts directly on the shaft of the driven machine. 
These Drives are compact, weigh less than ordi- 
nary drives, are neater in appearance. No 
“old-fashioned’’ supports or foundations are 
needed... installation is usually made in a 
matter of minutes. Any driven speed below 154 
rpm is quickly obtainable; and once on the job, 
American Reduction Drives reduce maintenance 
costs because the primary belt drive absorbs 
damaging shock loads. 


Rugged American Welded Steel Conveyor Pulleys 
combine light weight with high strength for long 
service life. Their true-running qualities result 
in efficient performance, less belt wear. They are 
easily, quickly installed because of their inter- 
changeable hubs—and when combined with 
American Reduction Drives, installation of the 
complete Unit can be made with assembly line 
speed. Best of all, complete American Reduction 
Drives and American Conveyor Pulleys can be 
sold right from your stock shelves! 


Decide to cash-in on these easy-selling advan- 
tages, now. For complete engineering and instal- 
lation data that helps you sell, just drop us a line. 
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pead All Abou! 


The NVew PRENTISS VISES 


The Prentiss Vise Division starts off with 
their own New Equipment. New Patterns, 
Jigs, Machinery ete. insuring a CONTINU- 
OUS PERMANENT SUPPLY of Prentiss 
Vises. We are laying the foundation for the 
continuation of a long and successful career 
for PRENTISS DISTRIBUTORS. The 
Sales Policy is 100% through Industrial 
screw firmly in position. Distributors with full protection to the 





stocking distributors. 


The Prentiss Features 


Removable and renewable steel jaw faces that cannot work loose but 
can be easily replaced. 

Improved Swivel Base. A Split ring squeezed against hub on the vise 
body. Has greater holding power and freer action than other types. 

New style screw with larger and stronger head and an improved 
locking device eliminates any lost motion or play. 

The Combination Pipe Vise Series has been completely redesigned, 
including new solid type pipe jaws. 

Interchangeable Parts. All parts are made to exact dimensions, hence 
will be interchangeable. 

Catalogues, Distributors catalogue pages and mail folders are avail- 
able, backed by our intensive advertising campaign. 

All Prentiss Vises are now PACKAGED IN INDIVIDUAL 
CARTONS OR BOXES. 








Improved Swivel Base 


IN A FEW SECTIONS TERRITORIES ARE OPEN. 
PRENTISS VISE DIVISION ARE YOU INTERESTED? 


OF THE CHARLES PARKER CO., MERIDEN, CONN., U.S. A. 


PRENTISS VISES 


MACHINISTS @® TOP SWIVEL JAW @ COMBINATION PIPE ® HINGE PIPE © WOOD WORKERS ¢ UTILITY 
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HERE'S WHY 
NEOPRENE PRODUCTS DO 
SO MANY JOBS SO WELL 


XHE @ 
Are N 


They resist 
SUNLIGHT AND WEATHERING—in a 
closs by themselves in resistance to 
rubber's worst enemies. 





They resist 
OLS, SOLVENTS, MOST CHEMICALS — 
set the standard for oil resistance 
throughout industry. 





They resist 
ABRASION, CUTTING, CHIPPING—ore 
tough and durable under severe serv- 
ice conditions. 





They resist 
HEAT— are exceptionally stable ot 
temperatures up to 250° F. 





They resist 
OXIDATION by air, oxygen, ozone— 
have outstanding resistance to aging. 





FREE! THE NEOPRENE NOTEBOOK— 


Interesting stories...new, unusual applica- 
tions of neoprene. Write E. |. du Pont de 
Nemours & Co. (Inc.), Rubber Chemicals 
Division C-5, Wilmington 98, Delaware. 





Better rubber 
made with Du Pon 





products are 
+ NEOPRENE 


That’s why it pays fo sell 


NEOPRENE SHEET, GASKETS and PACKINGS 
They resist deterioration from heat, oil, grease, 


steam, and most chemicals. 


HEN you sell your customers 

neoprene gasketing and pack- 
ing materials, you can be sure of 
complete customer satisfaction. 
And that means repeat business. 
Neoprene’s resilience assures an 
efficient seal against either rough 
or smooth surfaces. And neo- 
prene’s low cold flow assures a 
permanent seal. 


The advantages of neoprene pack- 
ings and gaskets are real sales 
ammunition . . . advantages your 
customers will want to know about 
. . . advantages that will make 
your selling job easier. Ask your 
manufacturer for full information 


on neoprene gaskets and packing 
or write: E. I. du Pont de Nemours 
& Co. (Inc.), Rubber Chemicals Di- 
vision, Wilmington 98, Delaware. 


Tune in Du Pont “Cavalcade of America” 
Monday nights—NBC Coast to Coast 


PRENE 


REG. U, 5. PAT.OFF. 
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Levi Wty DIXON Mlzan 


EVERY INDUSTRY 
YOUR MARKET... 


Manufacturing, construction, min- 










SATISFIED 
USERS MEAN 
REPEAT ORDERS 

























trial hose application. 


REPUTATION ... 
PLUS ADVERTISING... 





under severest working 
conditions. 


ing, agriculture, chemical and Case gen oof Gian peed . 
food poccening. pateetousn pro- ucts, they stay sold. They Be 
ducing and distribution ... on in te anal air @ 
aro big users of the quallly service their outstanding —_ 
couplings, nipples, monies ond value and economy by seal b 
clamps in the Dixon iine. These s savtag Gua, testhle ent = ‘ 
a style and sive for every indus- hese replacement cosh roy 





“BC 
PAVES THE WAY 
Same 
Since 1916, Dixon’s name and thet 
* 2 made 
reputation for quality have joint 
steadily grown in recognition stres 
and respect wherever industrial 3 f 
h is used. i , ize: 
a bee 3 Consistent os Modern, high-speed machines 
vertising in leading publications : 
. ‘ of every required type pro- 
covering all fields, continues to ; i 
vide unequalled production 
promote this acceptance for ei = 
. facilities. A complete cad- 
Dixon products. a . 
mium plating department 
adds thorough protection and 
fine appearance to most 
Dixon products. Careful in- “B 
spection before shipment as- Con 
Boss 
ADVANTAGES sures clean threads, correct Stro 
EASILY DEM- fit and smooth finish. tes 
ONSTRATED... pe 
Superiority in conven- - 





ience, safety and effi- 

ciency are so plainly 
evident in Dixon couplings, nipples and clamps that they virtually 
“sell on sight”. They look better because they are better. 





EXCLUSIVE FEATURES ... another reason for Dixon 
leadership. These include the “Boss” Offset and Interlocking 
Clamp: “Cor-O-Zig Corrugations on stems and shanks; safety 
locking device on the “Air King” Coupling: the original ground 
joint, washerless union in hose couplings; and many others. 


AN ESTABLISHED POLICY FOR 
DISTRIBUTOR COOPERATION 


Our business has been built on the proposition of fair, square 
cooperation with distributors and their salesmen. 


you to keep Dixon products selling, and the Dixon factory busy, 
you can rely on us to back you up all the way... by maintaining 
quality: intreducing new products or improvements; giving tech- 
nical advice and promotional assistance; and filling all orders 
promptly and efficiently. 





COUPLINGS - NIPPLES 
MENDERS - CLAMPS | 
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. make a sale, the buyer is your customer. Because we depend on 
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“GJ-BOSS” Ground Joint 
Female Coupling Style X-34 


For all high or low pressure steam, 
air and fluids, including oil, hy- 
draulics, butane, etc, Washerless 
construction — soft-to-hard metal 
seal between stem and spud, that re- 
mains permanently leakproof. Fur- 
nished with efficient ‘Boss’ Offset 
and Interlocking Clamps. Sizes 44" 
to 6". Cadmium plated—rustproof. 





“BOSS” Washer Type Female 
Coupling Style W-16 

Same as “’GJ-Boss”’ Style X34, except 

that seal between stem and spud is 

made by washer instead of ground 


joint union. All “Boss’’ Couplings 
are designed to provide unequalled 
strength, efficiency and safety, and 
to prevent damage to hose ends. 
Sizes 4" to 6”. 





“BOSS” Male Coupling, MX-16 


Companion coupling ot both ‘’GJ- 
Boss” and ‘Boss’ Female Couplings. 
Strong, durable, efficient. More con- 
venient and economical than regular 
iron pipe nipples, as each size fits 
same size straight end hose. Fur- 
nished with powerful ‘Boss’ Offset 
and Interlocking Clamps. Sizes 14" 
to 6. Cadmium plated. 





“GJ-BOSS” Ground Joint 
AIR HAMMER COUPLING 


Washerless construction, exceptional 
strength and the powerful grip of 
the “Boss” Interlocking Clamp make 
this one of the most efficient 
couplings for rock drilling and all 
other heavy-duty air hose service. 
Cadmium plated—rustproof. Also 
made in washer type. 


a ate 


“GJ-DIXON” Ground Joint 
AIR HAMMER COUPLING 


Strong durable, economical. For all 
outdoor air hose jobs, from rock 
drilling to riveting. Washerless con- 
struction, with large wing nut to 
facilitate connecting and disconnec- 
ting. “Dixon” two-bolt clamp is 
easily attached and tightened. Cad- 
og plated. Also made in washer 
pe. 








“AIR KING” Quick-Acting 
AIR HOSE COUPLING 


A universal type coupling for outdoor 
and indoor service. Plain yet sturdy 
construction—no parts to foul-up or 
get out of order. Has patented lock- 
ing device. Hose ends; male and fe- 
male pipe ends. Sizes 4" to 1”. 
Malleable iron (cadmium plated) and 
bronze. 





“DIX-LOCK” Quick-Acting 
AIR HOSE COUPLING 


An exceptionally strong, durable yet 
light-weight coupling for riveting, 
chipping, pavement breaking and 
general factory service. Compact, 
Streamlined design. Hose ends, 34" 
to 34"; male and female |.P.T. com- 
binations, 44” to 34”. Has renew- 
able sleeve and spring. Steel and 
bronze. 





“3500” STEEL NIPPLE 


For use in all services on hose from 
Y%" to 1”. Machined from cold- 
drawn steel bar stock, | an- 
nealed to give it toughness and dur- 
ability. Made with large capacity 
bore, in all sizes; deeply corrugated 
shank with smoothly rounded end; 
and collar back of hex portion to en- 
gage extended fingers of ““Boss” or 
“Air King’ Clamps. 


“NO. 2500” SPRAY HOSE 
COUPLING . . . For General 
Spraying and Car Washing 
A light-weight, compact coupling, 
machined from strong, long-wearing 
steel bar. Shanks are deeply corru- 
gated and have smooth, large ca- 
pacity bore. Clamp is of tough mal- 
leable iron and has extended fingers 
to engage collar at top of shank. 
On sizes up to 1, male is furnished 
with either 4" standard 1.P.T. or 
¥%4"" garden hose thread; while fe- 
male has 34" garden hose thread 
only. On the 1” size, both are 

made only with 1.P.T. 








“KING” COMBINATION NIPPLE 


Fits straight end hose. Connecting 
end has standard |.P. thread; shank 
has two-way “Cor-O-Zig” corruga- 
tions—one half spiralled, other half 
zig-zag, a combination that assures 
easier insertion in hose and greater 
holding power under clamp pressure. 
Sizes 4%" to 10”. Malleable iron 
(cadmium plated) and brass. 





“KING” SHANK COUPLING 


For suction and water hose. Abso- 
lutely uniform in quality, threading 
and dimensions. Shanks have deep, 
clean-cut corrugations. Heavy and 
light patterns. All malleable iron, 
cadmium plated; malleable iron (cad. 
plated) with brass nut; and all brass. 
Sizes 144” to 8”. 





“KING” Single and Double Bolt 
HOSE CLAMPS 


Strongest of their kind and easiest to 
attach. Made of durable malleable 
iron, cadmium plated. The Single 
Bolt type bends easily, conforming 
perfectly to the contour of the hose 
and exerting equal pressure as bolt 
is tightened. The Double Bolt style 
has quadruple takeup. Long, double- 
tongue saddles bridge space between 
bolt lugs. Both styles for use on 
heavy or light wall hose. Can be 
furnished in all brass where non- 
sparking is a requirement. 


THE “BOSS” OFFSET and INTERLOCKING CLAMP 


Provides the strongest and most efficient means of attaching couplings to hose. Bolt lugs and 
interlocking extensions on each clamp section, instead of being in alignment, are in offset or staggered 
relation to each other. This causes the clamp to grip evenly and securely around the entire hose circum- {| 
ference—no possibility of pinching or straight line leaks. Reinforced fingers extend forward and inward, 


to engage collar on coupling stem, anchoring entire coupling to hose and eliminating blow-offs. 


“Boss” Offset and Interlocking Clamps are furnished with Styles X-34, W-16 and MX-16 couplings, 
described above. Sizes 1” to 3”, four-bolt offset; 4” to 6”, six-bolt (3-section) offset; 34” and smaller, 


DIXON 


VALVE & COUPLING CO 
Main Office and Factory: PHILADELPHIA, PA. 


BIRMINGHAM * LOS ANGELES * HOUSTON * 


two-bolt interlocking. 
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CHICAGO * 
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eS building that BUFFALO Beltings can do for you? co) 


f 





ASL! 
; 
STIRS j 
3 j 


OST TE era i 
35 ne 
STE EGARS 


Sia cuedas latina 2. hee ties 


them started on using 


BUFFALO Geacegor Selting” 


qualities under heavy usage. 
“They’ve just installed Buffalo 
Solid Woven Cotton Belting in one 
or two bad spots, and I can leave 
them secure in the knowledge that 
BUFFALO will work well for them 
—and help me, too, with another 
order for BUFFALO when the time 
another replacement 
somewhere else in the Mill.” 


“This flour mill was having too 


much lost time from belting 


failures. 


“I proved to them the better- 
wearing qualities of BUFFALO 
Solid Woven Cotton Belting. Care- 
fully selected yarn and controlled 
comes for 


insures a firm grip for 


bolts 


weave 
bucket 


and extra wearing 


Why don’t you, too, take advantage of the business 






OFFER THESE BUFFALO PRODUCTS 
a e 
Buffalo Solid Woven Buffalo RF & C 
Cotton Belting | (rubber-covered) Belting 
* o 


Buffalo PlasTex Buffalo Glazed 
(plastic impregnated) (nitro-cellulose coated) 
Belting Belting 


& 
Buffalo Latex Belting (neoprene synthetic or natural) 











Write for further information and samples 


PS) BUFFALO WEAVING & BELTING CO. 


BUFFALO 7, N.Y. °* NEW YORK 
PHILADELPHIA ° SAN FRANCISCO 


le ile Vcie) ud 


DETROIT . 
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Arthur A. Ellis 


Ellis Will Represent 
Frederick Johnson Co. 


Arthur A. Ellis, recently in Govern- 
ment civilian work, will succeed Ed 
Maher as Eastern Division representa- 
tive of Frederick Johnson Co., Seattle, 
Wash. selling agents for manufactur- 
ers of tools and allicd hardware lines. 

Mr. Ellis’ territory will include 
Colorado, Wyoming and New Mexico, 
with E] Paso. 


Horner Named Sales Head 


By Allen Mfg. Co. 


Willis D. Horner has been ap- 
pointed sales manager of The Allen 
Mfg. Co., Hartford, Conn., and H. D. 
Cram has been named assistant sales 
manage”. 

Mr. Ilormer has been associated 
with the Allen company for 13 years. 
He first served as field representative 
in New York, Connecticut and New 
Jersey where he became well ac- 
quainted with industrial supply dis- 
tributors. In 1946, Mr. Horner was 


named field sales manager, coordinat- 





Willis D. Horner 


























FOR FAST, EASY CUTTING 


of Sheet Metals 
Sid [STANLEY | Whe Geeleld Mitte wood 


Reg. U. S. Pat. Off. 
HARDWARE * HAND TOOLS * ELECTRIC TOOLS 


® Included in the line of Stanley Electric Tools are portable and 
bench type UNISHEARS with capacities of 18, 16, 14, 12 and 8 


gauge hot rolled steel, other materials in proportion. 


Sold only through Industrial Distributors. 





STANLEY ELECTRIC TOOLS, 516 MYRTLE STREET, NEW BRITAIN, CONNECTICUT 
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CARLSON RULE 
/ 


Buy a 








aud 


WITH 

10-SECOND 
BLADE 

CHANGE 









BY GETTING 
AN EXTRA 
BLADE 








With a Carlson Rule you can buy an extra blade 
for about 4 the cost of a new rule. When a blade 
is accidentally damaged or numerals.become worn, 
you don’t have to buy a new rule. Just get an extra 
blade and insert it without opening the case. 
Presto, in 10 seconds, a “‘new”’ rule for 2 the cost! 


CARLSON & SULLIVAN, INC., Monrovia, Cal. 










HERE’S an ITEM 
in a Class by Itself 


HEADQUARTERS 
FOR— 





SAVER" 
Pulley used 
on bucket 
elevator 





Used asa 
tail pulley on 
belt 





conveyor 









Distributors sell- 
ing “BELT-SAV- 
ER” Pulleys know 
by actual expe- 
rience that they 
are rendering an 
outstanding ser- 
vice to their customers. By replacing ordinary pul- 
leys with “BELT-SAVER” on conveyors and buck- 
et elevators carrying hard or abrasive materials, 
conveyor belt life has been tremendously increased. 
Case after case is on record and open to complete, 
careful investigation showing actual improved belt 
life increases of from 25 to 40%. Continued repeat 
orders from distributors prove that “BELT-SAVER” 
is in a class by itself. Full details on request. 


PULLEYS 


BEARINGS 


l  nomeaamereann 


CONVEYORS 


(& mF 


SPROUT-WALDRON & CO. 


MUNCY, PA. 


Manufacturing Engineers Since 1866 
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H. D. Cram 


ing the activities of Allen district repre- 
sentatives and working closely with 
supply firms in promoting sales. 

In his new position, Mr. Horner 
will have charge of all sales activities, 
including new business, sales promo- 
tion and advertising. 

Mr. Cram has been representing 
The Allen Mfg. Co. in the New Eng- 
land territory for 13 years, and became 
very well known in the socket screw 
field. His new position involves the 
coordination of both inside and out- 
side sales. 


Keyser To Manage 
Shakeproof Sales 


Charles F. Keyser, Jr. has been ap- 
pointed manager of distributor sales 
for Shakeproof, Inc., Chicago. He has 
been associated with Shakeproof in 
various sales and advertising capacities 
since 1937. 

Mr. Keyser’s offices will be located 
at the main plant at 250] N. Keeler 
Avenue, Chicago 39, Ill. 












Charles F. Keyser, Jr. 
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Beating Chuck 


N) Jacobs Plain 
We _ portable tool 


ey, of alt 
dard equipment with 98% © 


stam 
> It's because ™ 


1 other chuck 
id today 







builders 9 the worl . 

ee: 

offers such 3 powertul, ‘ ~ 
accurate durable gr? a Zz 


so low a price. The Jacobs 











dnils, 

en capacities rd 

Serticulasly desley p= ae 
Tight: and enedier presees 

Harttord ¢ 

Manufacturing Company : 





Connecticut 





This advertisement, in full color, is now running in 
leading metal-working and industrial magazines 





Powertully and dramatically, the unbeatable 
gripping power of Jacobs Chucks is being brought 
home to your customers in advertisements like the 
one reproduced here. Striking reprints are available 
to you in full colors, as self-mailers under 

your own imprint. By repeating and emphasizing 

the facts they state, you can effectively tie 

in every personal call with Jacobs’ national 
advertising...and build steady profits around the 
finest chuck on the market. Watch for later announce- 
ments concerning Jacobs’ complete program 

for merchandising and distributor-helps. The Jacobs 


Manufacturing Company, Hartford 2, Connecticut. 


If it’s a JACOBS ...it holds 
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IMPROVEMENTS ... 


~ON Te 








HACK SAW BLADES cud BAND SAWS 


Made by G. W. GRIFFIN CO., Franklin, N. H., Hack and Coping Saw Blade Specialists since 1880 
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MULTI-DUTY—"A” or “B” SECTION 


Pitch Diam. 
“B’’-Belt; 1 2 


BORE RANGE 
Y" to 4" 


“Cc” SECTION 


NUMBER OF GROOVES 
3 4 5 7 8 9 


BORE RANGE 
~2' 10 5" 


“D” SECTION 


NUMBER OF GROOVES 
5 6 7 8 9 10 ll 


BORE RANGE 
1" TO 6" 


"SURE-GRIP” 
SHEAVES 


NOW avaitaste rrom STOCK 


IN SIZES INDICATED 


SONS COMPANY 
CHAMBERSBURG, PA. 


BRANCHES: 
BOSTON, MASS. + NEWARK, N.J. * PITTSBURGH, PA. 
CLEVELAND, OHIO + DETROIT, MICH. 
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ALBANY 
LUBRICATING 


PRODUCTS 3 





YOUR STEADY 


PROFIT BUILDERS! 


Continuous customer prefer- 
ence for over 79 years of the 
high quality line of Albany 
Lubricants, today adds up to 
quicker turnover and steady 
PROFITS. — Display the full 
line! Promote the full line! 
Watch your sales—and profits 


—go UP. 





@ ALBANY GREASE 


A cooling lubicant for operating tem- 
perature from 110° F to 200° F. 





@ ALBANY PRESSUREGREASE 


A superior waterproof mineral oil 
grease of high viscosity. Comes in 
Liquid, Soft, Medium, Hard. Graphite 
Pressuregrease comes in Soft and 
Medium. 





@ ALBANY BEARING LUBRICANT 


(Ball or Roller Bearing) 

—Will not separate or oxidize assur- 
ing long life to bearings. May be 
used in hand grease guns. 





@ ALBANY GEAR LUBRICANTS 
Retards wear, quiets gears. Water- 
proof. Will not drip when gears are 
idle or in motion. 





@ ALBANY ROPE DRESSING 
Penetrates the strands thoroughly. 
Lubricates and preserves the core. 
Waterproof. 





@ ALBANY PENETRATING OILS 
(Clear and Graphite) 
Quick-acting. Cuts rust as well as 
lubricates. Loosens sticky valves, 
eliminates squeaks. 





FREE: 


Send For Your Copy Of The 
Albany Recommendation Wall 
Chart. It’s Helpful And Informa- 
tive. 








ADAM COOKS SONS,> 


Wr-s 4) Wany Lubricating Prothhaco 
LINDEN, NEW JERSEY 
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Harry L. Adams 
Adams Advanced By 
Weatherhead Co. 


Harry L. Adams, Weatherhead Co. 
executive, has been elevated to the po- 


sition of vice president in charge of | 


operations at the Cleveland, Ohio, 
firm. 

The newly appointed vice-president 
was born in Danville, Pa. and com- 
pleted his engineering studies at 
Drexel in Philadelphia. Previously he 
operated his own company, Kalama- 
zoo Screw Products, and was con- 
nected, formerly, with such firms as 
Brown & Sharpe, Bantam Ball Bearing 
and General Electric. 

A member of the National Screw 
Machine Association and of the So- 
ciety of Automotive Engineers, Mr. 


| Adams joined the company in 1933 as 





an engineering specialist on screw ma- | 


chine operations, and later became 
assistant to the president on manu- 
facturing. 





Sam Lane and Perry Hill of Battey Ma- 
chinery Co., Inc., Rome, Ga., assemble a 
new saw for a customer. Sam saw service 
in the Air Forces. 
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FOR FAST GRINDING, POLISHING, 
SHAPING, DEBURRING, CHAMFER- 
ING, SQUARING, CONTOURING, 
etc., ON ALL METALS, PLASTICS, 
CERAMICS, WOOD, BONE, RUBBER, 
GLASS AND OTHER MATERIALS. 







Model 50-D 
Combination 


The HAMMOND 50's are available in 
many combinations in bench, floor and 
with self-contained dust collector. All 


employ cool, fast cutting abrasive belts. 


Model 
50-A 
Combination 
* WRITE TODAY FOR NEW 
20-PAGE CATALOG No. 325 
SHOWING COMPLETE LINE— SOME 


ote 


TERRITORIES STILL OPEN. 





1610 DOUGLAS AVE. @ KALAMAZOO, MICH. 
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| ROPES ON A POWER SHOVEL “WAR VY 
17'S 700 STIFF. HERE WE ) Bf </f 
AN a 
RECOMMEND USING U-W & p 
6*/9 FILLER WIRE P 
en | CABLE WHICH IS MUCH 

























and 
All MORE FLEXIBLE 
elts. 
a For longest and best service, always specify 


U-W LAYRITE (Preformed) IMPROVED PLOW STEEL 


del We invite you to let UPSON-WALTON engineer your tough rope jobs. 











0-A 
tion | 
you Copyright 1947—The Upson-Walton Company | 
OME | 
THE UPSON-WALTON COMPANY | 

ood Manufacturers of Wire Rope, Wire Rope Fittings, Tackle Blocks, Brattice Cloth | 
= Main Offices and Factory: Cleveland 13, Ohéo | 
= 114 Broad Street 737 W. Van Buren Street 241 Oliver Building | 
—— New York 4 Chicago 7 Pittsburgh 22 | | 
ICH. | 
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* NATIONALLY-USED 
* INDUSTRY-PROVED 
* A COMPLETE LINE 





YOUR MEN CAN SELL 


THis "PROFIT LINE” 


Gasweld Equipment 
conforms fully with 
standards of Under- 
writers’ Laboratories. 







Choice dealer 
territories still 
open. Write 
for details. 


Build extra sales volume with Gasweld equipment 
... It’s a fast-selling, good-profit line. Increasing 
use of welding and cutting tools opens many 
new markets. 

All operations are simplified by Gasweld’s 
exclusive FREE-FLOW jet mixer. It assures superior 
performance. Forged headsand rearends of torches 
stand more hard use—/onger—with less maintenance. 

Distributors get maximum results and profits 
through our tested plan of sales co-operation. 
Give your men another good line to sell. 


Wall Chemicals Division of 
THE LIQUID CARBONIC CORPORATION 
3110 South Kedzie Avenue Chicago 23, Illinois 


Write today for free copy of 
the new Gasweld Catalog and 
full information on prices and 
discounts. 
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CLOVER 
SOAPSTONE 
CRAYONS 


In the opinion of metalworkers, 
Clover Crayons go to the head of 
the class because they’re “natu- 
rally” best. Cut with the grain 
from only top-grade soapstone, 
Whittaker’s Clover Crayons 
write smoothly...legibly... 
permanently .. . on all metal sur- 
faces. Free from all impurities, 
these crayons will hold a fine, 
long-wearing marking edge 
without flaking. 








Clover Crayons top the class 
with dealers too! They sell 
quickly in case lots, make repeat 
business easy to establish. Write 
to Whittaker today for samples 
and price list of moneymaking 
Clover Crayons. 


WRITES WHITE * STICKS TIGHT 


@ 3993 zy TTAB - 
Witice ‘ Cia é Divi /s, ie. 





260 WEST BROADWAY, NEW YORK 13, N. Y 


Plant: South Kearny, New Jersey 
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STANDARD 
WITH MOST 
OF THE 
BEST 
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A GOOD NAME SPEAKS FOR ITSELF 


Among outstanding boiler manufacturers in all parts of the country, Consoli- 
dated fittings have been standard for many years. 





Consolidated water gauges, compression gauge cocks and pop safety valves 
are available in rough or polished brass, nickel or chrome finish. Pop safety 
valves are also supplied in black baked enamel finish. 

Water gauges are supplied with glass and guard rods for any center tapping. 
Shanks are available in any length from standard to 22” long under hex, in %— 
Yo—% inch pipe thread sizes. 





Fusible plugs are made of red brass, filled with pure tin—conform to A.S.M.E. 
specifications. 








BRASS COMPANY . 
DETROIT 9, MICHIGAN SS: 
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You Can Sell 
All 3 Departments 


PRODUCTION 
TOOLING, and 
MAINTENANCE 


on FOREDOM 


FLEXIBLE SHAFT 


MACHINES 


our 26th Year of 
Service to Industry 





5 quickly interchangeable 
handpvieces tyres—pencil sizes and 
larger—some with flexible wrist—see arrow 


Pencil-size handpieces for the hard-to- 
reach places. Larger, ball-bearing hand- 
pieces for the heavier jobs, all quickly 
interchangeable. Flexible shafts which 
really ARE FLEXIBLE. 
models as well as bench models. 


3 WAYS Right! 


1. For de-burring, grinding, finishing, pol- 
ishing and other light production jobs 
—particularly valuable on irregularly 
shaped parts. 

2. For grinding, finishing and touching up 
dies, molds, jigs, etc. 

3. For touching up set-ups without disas- 
sembly, removing high spots on gears, 
identification marking of equipment, 
etc. 

Write for Catalog No. F-285 


FOREDOM ELECTRIC CO. 


27 PARK PLACE NEW YORK 7, N. Y. 








Grover L. Dillon, Jr., 


Supply Co., Raleigh, N. C., 


shown with his 
father, Grover, Sr., secretary of Dillon 


started 


with the company when he was in prep 


school. 


A Duke U. grad, young Mr. 


Dillon is a leading golfer in the state 
and won the Eastem North Carolina 


Golf Championship. 





| Memphis Y. M. C. A. 


Suspension 





Re-Elects T. Walker Lewis 


T. Walker Lewis, 


Lewis Supply Co., Memphis, 


president . of 
Tenn., 





was recently clected to serve for the | 
14th consecutive term as president of | 


the Memphis Y.M.C.A. 


McElhany Named To Sales 
By Bethlehem 


E. P. McElhany has been appointed 


assistant to the vice-president 


in 


charge of sales for Bethlehem Pacific 


Coast Steel Corp. 


A native of Seattle, Mr. McElhany 


started at Bethlehem’s Seattle plant 


in 1939 following his graduation from 


the University of Washington. In 
1941, after two years in the sales de- 
partment as a reinforcing steel de- 
tailer, he was transferred to the order 
In 1944, he was pro- 


moted to sales engineer and a year 


department. 


later was transferred to the general 


offices in San Francisco as chief clerk | 


in the sales department. 


E. P. McElhany 
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RETOOL FOR 


ol. 


“ond Oat 


WITH 


NORTHERN 


HIGH-LIFT ELECTRIC 


HOISTS 





Faster, safer work handling 
is required to get the most 
good from higher speed, 
carbide-tipped cutting tools. 
NORTHERN HI-LIFT 
ELECTRIC HOISTS 
cut load and unload time 
—assure steadier production 
—cut setup time. 


Also OVERHEAD CRANES 
—TRAVELATORS and 
other NORTHERN 


rial handling equipment. 


mate- 


aces oe seeen st 


X 
‘ LET US SEND YOU \ 
‘BULLETIN NO. 116-H 


cy 
* 
F 


‘eaeee== 


NORTHERN 
ENGINEERING WORKS 


2615 ATWATER ST. 


DETROIT 7, MICH. 











ON PIPE THREADING TIME 


with 


TOLEDO rtHreapvers 


POWER DRIVE 


Thousands of mechanics today are saving time and labor 
on pipe threading and cutting jobs ... by using a Toledo 
Power Drive to operate Toledo Tools! 

Actual working figures show that a Toledo Power 
Drive saves up to 80% of the time required for a pipe 
threading or cutting job—as compared with hand opera- 
tion. For example—one man using a Power Drive with 
Toledo Tools can cut a 2” thread in 18 seconds, 4” 
threads in less than 2 minutes, 6’’ threads in 3 minutes, 
and 8” threads in less than 4 minutes. These figures can 
be reproduced regularly on the job! 

The Power Drive is not a pipe cutting or threading 
machine. It’s a portable device that enables you to use 
electric power to operate Toledo hand threading and 
cutting tools. It’s highly efficient... easy to operate... 

does the job fast... and cuts costs!’ Shown here with a 
Toledo Model 2BR Threader, capacity 2%4’’ to 4’ 
pipe. Other Toledo models for every Pipe Tool need 
... preferred on the job for nearly half a century! 

The Toledo Pipe Threading Machine Com- 

pany, Toledo, Ohio. New York 

Office, No. 2 Rector Street Building. 


RELY ON THE LEADER 


TO 


FOR PRECISION PIPE TOOLS 
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TRACE MARK 


REG.U.S.PAT. OFF. 


@ FRANKO “INNERLOK” 
@ FRANKO “FINETEX” 


14 Reasons Why 
MOTO-T00L SELLS FASTER 


4. ORIGINALS 


@ FRANKO “MULTIPLE WOVEN” 
@ FRANKO “SIFTER BRUSH” 








“Pocket-Size Machine Shop” Produces Profits 


Dremel’s famous Moto-Tool . . . the little electric grinder 
that dees big jobs .. . proved itself during the war by help- 
ing to set production 
house, Remington Arms, Ford and — plants . 
by the Armed Forces. Wherever bench work is done in 
removing metal, polishing or grinding by hand, there is a 
market for another Dremel Moto-Tool . . 





1 Electric, Westing- 





demand for Dremel accessories. 


LOOK AT THESE 14 MOTO-TOOL FEATURES 


@ Patented automatic 
chuck tock pin. 

e instant-action, 
wrenchless chuck. 
© Oil-less, seated, 
trouble-proof bearings 
@ Oversize armature 
shaft, harden 

ground and polished. 
@ 1(10-volt, universal 
type motor. 


@ Easily replaced 
commutator brushes. 
@ Dust-filtered 
air-cooling system. 
@ About 27,000 
R.P.M. Cuts cleaner 
saves cutters. 
‘e Sturdy, shockproof 
bakelite housing. 
@ Housing has “‘pen- 
cil-type”’ finger gri 





DREMEL MFG. CO., « 


320 


-. also used 


- and a continuous 


@ Sliding snap 

type switch. 

@ Handy hanger 
hook; cord pro- 





tector. 
@ Weighs only 13 oz. 
ne shaped to fit the 


nd. 
@ Dynamically bal- 
anced for vibration- 
less operation. 


APPROX 
27,000 
R. P.M. 





MOTO-TOOL KITS PROVE POPULAR 


Moto-Tool Kit No. 2, with 23 accessories (high speed stee) 
cutters, grinding wheels, polishing accessories) and 
heavy-duty professional Model 2 Moto-Tool in natura) 
finish, hardwood case . . . list price $23.50. Moto-Too) 
No. 2, with one emery point. . . list price $16.50. Moto- 
Tool Kit No. 1 is again available . .. has Model } 
Moto-Tool and 34 accessories .. . list price $17.50. Model 
1 Moto-Tool with one wheel point . . . list price $9.85 


Write Today for Catalog and Distributor Prices 
Dept. T-438-E ¢ Racine, Wis. 
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Here’s a big, profitable 
market for you! 


Stainless Steel 


MACHINE SCREWS 
and Hexagon Nuts 


a 


Manufacturing facilities on 
premises assure you of 
prompt delivery ... 


In scores of industries, old and 
new, the demand for stainless 
steel fasteners is increasing 
every day. Profit from this large 
and growing market by selling 
the Allmetal line. We carry the 
largest stock in the country of 
stainless fasteners and can as- 
sure you of prompt delivery. 
To make your selling job 
easier, Allmeétal stainless fast- 
eners are nationally advertised 
in leading industrial publica- 
tions and directories. Write to- 
day for our free 83-page catalog. 


Nationally Advertised! 


Purchasing 
Electronics 
Electrical Manufacturing 
Product Engineering 
Chemical Engineering 
Industrial Equip. News 
New Equip. Digest 


Largest, most complete stock 
in the nation... : 
SEND FOR FREE CATALOG : 














A tedbhaah & 2 Oe Oe ee 





ALLMETAL Bm 


SCREW PRODUCTS CO., 


INC. 


33 Greene St., New York 13 


“Specialists in Stainless” 


















USE THESE ADVANTAGES 
to increase your sales! 


“Selling” Advantages 
‘of these EVERLASTING 









Sealing valve (left in both units) has: 
UNIMPEDED STRAIGHT-THROUGH BLOW 
SELF-POLISHING, SELF-LAPPING DISC 
CONSTANT DROP-TIGHT SEAL 


NON-WEDGE CONSTRUCTION TO 
PREVENT STICKING OR JAMMING 






Fig. 4001/ 6561, EVERLASTING Angle- 
way blow-off unit with lever-oper- 
ated sealing valve. 





Blowing valve (right in both units) has: 


TOUGHNESS TO WITHSTAND 
REPEATED BLOW-OFF SHOCKS 


HIGH RESISTANCE TO EROSION 
AND ABRASION - 


NO POCKETS TO TRAP AND HOLD 
SOLIDS 






















These valves fully meet the require- 
ments. of the A.S.M.E. Code. Fig. 4001/4061, EVERLASTING Straight- 
way ty blow-off unit with lever- | 
oper sealing valve. 
| 

| 





Today industry must take advan- 
tage of every aid to more efficient 
operation. When you see the im- 
! mediate interest shown in the effi- 
ciency and safety advantages of 
these new EVERLASTING Duplex 
k Blow-off Units, you'll quickly see 
why it's to your advantage to 
stock and sell them! 


In each of these units, two fine 
EVERLASTING Valves known for 
their tight seal and long life are 
combined to assure a remarkably 





safe and efficient blow-off service. 
Their performance is something to 
be talked about . . . something 
you, the EVERLASTING Distribu- 
tor, can take advantage of in 
your sales story. 


Take advantage, too, of our pol- 
icy of aiding our EVERLASTING 
Distributors by nation-wide adver- 
tising. Every month full-page ads 
in trade papers throughout the 
country show your prospects the 
advantages of EVERLASTING 


Valves. Each request to us for fur- 
ther information receives a reply 
which includes the name of the 
nearest EVERLASTING Distributor. 


It will be to your advantage 
to get a supply of our illustrated 
literature covering the complete 
EVERLASTING Line. Send for it 
today! 


NOW ADVERTISED 
NATIONALLY 
















EVERLASTING VALVE CO/APANY 
49 Fisk Street, Jersey City 5, N. J. 


with full page ads 


Trade-Mark ‘‘EVERLASTING’’—REG. U. S. PAT. OFF. Ev-320 








EVERLASTING VALVES GIVE “EVERLASTING” SERVICE 
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THE ORIGINAL — YE 


1 THE MOST MODERN { 





OVER 5,000 


SHAPES and 
J 25) ae 


CHROME STEEL 
Precision 


SWISS 
FILES 


Send for 
Pocket Catalog SF 


TODAY MORE THAN EVER 
YOU GET MORE VALUE 
FOR YOUR MONEY AND 
YOU GET THE FILE YOU 
NEED FOR A_ SPECIFIC 
PURPOSE — no substitutes, 
no “near as good”. That's 
why more and more are 
exclusively using GROBET 
Chrome Steel SWISS FILES 
—the oldest name in files, 
and the undisputed leader 
where precision is de- 
manded. 


May we send you a supply 
of these catalogues SF— 
for use of countermen, 
salesmen, good customers? 





GROBET FILE CO. of AMERICA Inc. 






421 Canal Street 








1812 d 
she, 





New York, 13 N. Y. 





IMPORTERS OF GROBET SWISS FILES “0°” mens. OF GROBET ROTARY FILES 
Plants: New York © Chicago 

















holds his business. 
resale that counts. 


Don’t speculate on untried, unbranded bargains—always be 
sure with Fitler’s proven top quality. 


Look for the patented blue and yellow yarn trademark on all 


Fitler Brand pure Manila Rope. 


THE EDWIN H. FITLER CO. 


PHILADELPHIA 24, 
Manufacturers of quality rope since 1804 
LOS ANGELES ° 
HOUSTON ° 


NEW YORK ° CHICAGO ° 
NEW ORLEANS ° 





ae “TO HAVE AND TO HOLD 


The Dealer who has FITLER ROPE is the one who 
For in customer relations it is the 





PA. 


SAN FRANCISCO 
PORTLAND 
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Paint is the specialty of Buddy Strick- 
land and Gene Harris of Tornado Sup- 
ply Co. of Anniston, Ala. 





Lester of Westinghouse 


Retires After 43 Years 


Bernard Lester, assistant manager, 
headquarters, Industrial Sales Depart- 
ment, Westinghouse Electric Corp. 
has retired after 43 years of service 
with the company. Mr. Lester intends 
to open his own consultation service in 
the sale and distribution of machinery 
and cquipment for managers of me- 
dium-sized and small industrial equip- 
ment builders and supplies. His serv- 
ice will emphasize distribution and 
sales. 

In addition to his recent position at 
Westinghouse, Mr. Lester has served 
as commercial engineer; manager of 
the small motor division; assistant in- 
dustrial sales manager; manager of the 
re-sale department and special repre- 
sentative since joining Westinghouse 
in 1905. 

A graduate of Haverford College, 
Mr. Lester became a pioneer in the 
training of industrial salesmen and 
developed and taught the first formal 
college course ever given in “Selling 
Industrial Equipment,” established at 
the Graduate School of the Univer- 
sity of Pittsburgh. 

He is the author of such works as 
“Applied Economics for Engineers,” 
and “Sales Engineering,” in addition 
to “Marketing Industrial Equipment,” 
the standard reference book on the 
subject, both for students and busi- 
nessmen. 








Bob Gardner, vice president, and Thomas 
Cheney, treasurer of the recently estab- 
lished firm, The Valley Equipment Co., 
Fresno, Calif., distributors of power trans- 
mission equipment, enjoys a few minutes 
in the sun with John Morris. 











NATIONALLY ADVERTISED 
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“ GET ACQUAINTED with Wayne Industrial Air 

at Compressors and the plan that helps you sell ‘‘Depart- 

- mental Units’’ to industries in your territory. Wayne 

as Compressors are backed by NATIONWIDE SERVICE and a 

a a strong business paper advertising campaign with litera- Write today for Wayne 

‘6 ture and sales training aids that assure increased sales Industrial Air Compressor 

ng and profit for you. Prospects for air compressors every - Catalog and booklet 

1- one 
where .. . now you can sell them. Ask about the Wayne “The Wayne Auxiliary 


- Franchise in your territory. Unit Plan.”’ 


THE WAYNE PUMP CO. ¢ FORT WAYNE 4, IND. 


BRANCH OFFICES IN 
ALL PRINCIPAL CITIES. 





for your protection 


a aie sa a 


WAYNE INDUSTRIAL AIR COMPRESSORS 
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WRITE FOR 


WILLEY’'S OFFERS YOU 


WILLEY’S NEW AXIAL FACE MILL 


BULLETIN FM-90 


WILLEY’S CARBIDE TOOL CO. 


1342 W. Vernor Highway 





Faster 


CAST 
IRON 
MILLING 


More Blades—Faster Production—Longer Runs 
Between Grinds—Less Down Time. 

Accurately Machined—Interchangeable Blades— 
Body. Forged Tool Steel—Hardened Wedges. 

The Economy of Solid Carbide Blades—Special- 
ized Design—The Fastest, Most Durable Cutters . 
for Cast Iron Milling. 

Standard technique in regrinding blades. 


Detroit 1, Michigan 











2 MACHINES 


I 


= that are NEEDED 






— for a Full 
Range of 
Tool- Die- and 
Machine-Shop 
Work 


e The Milwaukee DIE FILER 


— for straight-line, sharp corner filing, sawing 
and lapping. 


e The 
Milwaukee 
PROFILE 
GRINDER 


—for precision 


‘ey! 


ie 


8g 


grinding of curved 
and irregular pro- 
files. 


You can SELL BOTH MACHINES 
Write for Bulletins 


RICE PUMP & MACHINE CO. 
Division of Milwaukee Chaplet & Mfg. Co. 
1031 S. 40th Street 


MILWAUKEE 


Milwaukee 4, Wisconsin 


DIE FILERS * PROFILE GRINDERS 
































TIME - MONEY 
MACHINERY 
EQUIPMENT 


POWERFUL, EASY-TO-USE 


CLEMENTS 


CADILLAC 


portable electric 


on Nit Teme cele) B- 
GET DAMAGING DIRT OUT OF 
HARD-TO-GET-AT PLACES BY 
BLOWING & SUCTION 


Manufactured by 


CLEMENTS MFG. CO. 
6624S. NARRAGANSETT AVE. 
CHICAGO 38, ILL. 


ASK YOUR MILL SUPPLY DEALER OR WRITE US FOR COMPLETE DATA 
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BAD ACTORS . . . and how! 











ADVERTISING 


Their real names are DUST, LIME THIS 
DIRT, and GRIT—villains in 
every shop, mill and factory 
... in yours, too. Embedded 
in machinery and equip- 
ment, they'll slow up pro- 
duction, cause undue ma- 
chine wear, breakdowns. 
Like thousands of others, 
you'll applaud the way a 
CLEMENTS - CADILLAC 
combination blower and 
suction cleaner can 
help you avoid such 
tragedy. 


DESIGNE® TO 
STIMULATE 
BUYING INTEREST 
IN THIS NEEDED 
AND MUCH-IN-DEMAND 
CLEANING TOOL 





APPEARS MONTHLY 
IN LEADING 
INDUSTRIAL 
MAGAZINES 








IF YOU 
WANT A 


SELLER 
WRITE US 
FOR DETAILS 


HP 
WLLUSTRATED 
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Nothing 
like an 


* 






EAGLE” HYDRAULIC PUMP OILER 


One of many good reasons why mill- 
wrights, mechanics and machine opera- 
tors have preferred Eagle Hydraulic 
Pump Oilers for many years is the ease 
of operating—the thumb on the lever 
controls the flow of oil—any oil—a 
drop or a full stream—and it works all 
the time. 


Still another reason is the sturdiness, the 
serviceability and the durability built 
into all Eagle Oilers . . . seamless drawn 
steel bodies; double seamed bottoms; de- 
tachable welded steel spouts—straight, 
angle or flexible styles, all interchange- 
able; positive-acting hydraulic type 
pump; ground brass plunger. 


Oil With An “Eagle” Oiler 
Order from your Distributor 


EAGLE MANUFACTURING 
COMPANY 


Dept. MS548 
Wellsburg, West Virginia 
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ONLY THE E-ZEE STILLSON 
can grip, tol pipe’ 
WITH ONLY ONE SETTING 


THE E-ZEE STILLSON IS THE ONLY STILLSON 
THAT CAN DO ALL THIS: 


@ grip and work three sizes of pipe, up to 
1”, with one setting of the adjustment 
nut.* 
















PIVOT ACTION 


@ grip and work two sizes of pipe, up to ee 


' 2”, with one setting of the adjustment WORKING 3 SIZES OF PIPE — 
nut.* WITH A SINGLE SETTING. 







FINGER - TIP PRESSURE 








@ grip and work pipe when jaws are open 
wider than pipe diameter. AT POINT ‘‘A" GIVES 


@ grip and work with jaw opening nar- WMIREDIATE RELEASE, 
rower than pipe diameter. 











Sizes 
Available: 
6” 8” 10” 











J | 7 

® — — — + oe when jarred, “trom a test made with 14” 14” 18” 24” 
m or dropped. model. All other models have 
empec, PP same proportional flexibility. 






ONLY THE E-ZEE CHAIN TONG 
can turn pipe right or left at one setting 


WITHOUT ADJUSTMENT 


sees Turns pipe right or left at one setting—without adjust- 


ONLY THE ment 
E-ZEE 8 Has ratchet action 


sien Has 25% greater chain wrap than any other wrench 




































CHAIN TONG . ‘ . 
sees Chains will not jam under pressure 
WRENCH . iain , 
----Permits handling pipe in corners, coils and banks, where 
offers all these no other wrench can operate Sizes 
plus features §—§ ..... Adjustment nut and bolt is provided for those rare cases pers 
1% 3 







where a tight chain is required. 


















THE E-ZEE MODEL RN 


An automatic self-adjusting and 


E=ZEE SLIP JOINT PLIERS 


@ Alloy Steel Drop Forgings 

@ Milled Jaws insure a Clean 
Tooth Form 

@ All Pliers are Heat-treated 
and Hardened 

@ Available in Dull Nickel 
Plated Polished Finish with 
Drawn Blued Handles 

Sizes Available: 6” 8” 












self-locking wrench . . . covers 
practically the entire range of 
5 open end wrenches. Perfect 
ratchet action. 8” size will take 
nuts from 7/16” to 15/16”. 

Sizes Available: 6” 8” 
















E-ZEE TOOL MANUFACTURING CORPORATION 


136 LIBERTY STREET, NEW YORK 6, N., Y. 
FACTORY: 148 WEST RIVER ST., PROVIDENCE 1, R. I. 
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SYVZRON 









—the Piston 




















Profits for you—savings for your customers. 
tion any way you look at it. 


Write for information 








A Good Combination! 


Dependable Gasoline Hammer 


ELECTRIC PAVING 
_ HAMMERS BREAKERS 


100% 
Part Self-Contained ‘9 


Save Money and Time! 


Drilling anchor bolt Busting concrete 
holes for Machinery digging clay, shale 
and Shafting. Cut- and frozen ground, 
ting holes for steam, cutting asphalt, driv- 
water and air lines. ing ground rods and 
Scaling off rust and sheathing, and tamp- 
old paint. ing backfill. 


SYNTRON CO., 900 Lexington, Homer City, Pa. 


ah 





A good combina- 














YOU GET 8 IMPORTANT SELLING FEATURES 













2. Self-priming, high suction 








4. Self-adjusting carbon 









. Barrel pump. 


2 
3. Refueling unit. 
4 







Bowser Rotary Hand Pumps are 
profitable fast sellers for many 
jobbers serving industry, garages, 
farms, contractors, etc. They 
handle most liquids. Easy crank- 
ing—10 g.p.m. capacity. 


Write for Prices, Discounts, Details. 


BOWSER, INC. 


| 1369 Creighton Ave. ¢ Fort Wayne 2, Indiana 


| LIQUID CONTROL SPECIALISTS 
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- 10 g.p.m. instead of 7. 5. Stainless steel vane springs. 


lift. 6. Handles from naphtha to 
3. Nonrusting aluminum ro- No. 50 oil. 
tor. 


7. Easy cranking handle. 


vanes. 8. A Bowser-built pump. 
IMMEDIATE DELIVERY IN 7 MODELS 
1. Pump only. 5. Barrel pump and 


meter. 


6. Barrel pump and drip 


pan. 
. Refueling unit with 7. Barrel pump with 
8-gal. meter. meter and drip pan. 


Meter has 8-gal. dial. 
Can be set back to 
0” from any posi- 
tion. Totalizer records 
to 9,999 gals. 





SINCE 1885 


Checking the day’s sales is P. H. Con- 
nell, while R. C. Bryan and H. G. 
Brock, all of Alabama Machinery & 
Supply Co., Montgomery, Ala., 
look on. 





Aro Appoints Salesmen 
For Air Tool Division 





; The Air Tool Division of The Aro 
| Equipment Corp., Bryan, Ohio, te- 
| cently augmented its field sales per- 
| sonnel by the following changes and 
additions: 

J. W. Littleton, formerly division 
manager in Cincinnati, has been 
placed in charge as manager of the De- 
troit territory. 

L. O. Barrett, of the Cleveland of- 
fice, replaces Mr. Littleton in Cincin- 
nati. 

C. Hoffman, of Indianapolis, has 
joined the factory sales force as a 
special sales representative. 

E. A. Granzow of Chicago has been 
made assistant to E. J. Somerville, di- 
vision manager in that city. 

E. T. Fairchild has been appointed 
assistant to G. M. Gille, in the St. 
Louis territory. 

B. Broekhuizen has been named 
representative in the Atlanta territory 
under J. McEwen Cherry, territory 
manager. 

H. J. Connell has been appointed 
assistant to A. B. Schuhl, manager of 
the New York office. 

W. Y. Smith has been named to the 
Boston office as assistant to T. F. 
O’Malley, manager in New England. 

































Marv IIten writes up an order at his desk 





at Oakland Mil) Supply, Pontiac, Mich. 








ee 


oe be | er ‘ ro / 
Hey mister, youre losing Something: 


—and yolire losing something too! 
... Up to *6.00 PER DAY 
per man if you sand by hand 


Here’s the way to get the speediest and best sanding 
job! Use a Sterling Portable Electric Sander for refin- 
ishing metal cabinets and boxes — for sanding all types 
of surfaces — for general maintenance and repair work. 

The Sterling requires only one-third the time you 
now take with slow, tedious hand methods. Ask for a 
demonstration — see what fine work it does on flat or 
curved surfaces — even hard-to-reach places — see 
how easy it operates — and how light it is (only 8 Ibs.) 
and how it saves you money! Call your distributor, today! 


STERLING’~SANDER 


PORTABLE ELECTRIC 





etegrane ater enisenceseage epee ren teseconege, 





SAND CABINET WORK — EASILY, IN SECONDS! 


Write for illustrated folder! 


STERLING TOOL PRODUCTS CO. 
1336-F Milwaukee Avenue, Chicago 22, Illinois 
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ew... BETTER: 
Lua Dud SOCKET SET SCREWS 


with 


GROUND 
THREADS 













Super-smooth precision- 
ground threads are now 
standard on “Blue Devil”’ 
socket set screws. 


FIRST CHOICE with 
those who want top 
quality. 

Look for the blue rib- 
bon on the ‘“‘Blue Devil’ 
socket set screw package. 


The new ground thread makes an even better ““Blue “Blue Devil’? socket set screws are available in 

Devil” socket set screw. Hardened blanks of special five standard point styles: cup point, oval point, flat 

alloy steel are precision-ground to produce a super- point, cone point and half-dog point. Full-dog point 

smooth thread that enables faster, easier starting is available as a special screw. “Blue Devil’ socket 

in assembly. screw products are manufactured by Safety Socket 
Screw Company, Chicago. 


Darth * SAFETY SOCKET SCREW COMPANY 
x 


_ ie nde 
4440-46 N. KNOX AVENUE ° CHICAG®) 30, ILLINO 
11 Park Place 816 W. Fifth Street 





CONVENTION 
ISSUE 











IDEAL DISTRIBUTOR NEWS 





TO HELP 
YOU SELL 
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DEMONSTRATIONS SELL MORE 


IDEAL’S TRAINING 
PROGRAM BIG HIT 
WITH SALES GROUPS 


Thorough Grounding in Basic 
Product Advantages Makes 
Selling an Easier Job 


The Ideal training program 
is meeting with high enthusi- | 








asm from distributor sales| W 


groups all over the country. 
Many salesmen report that | 
the program has given them 
new ammunition resulting in 
greater sales and increased 
income. 


Salesmen Ask Questions 


Interest has been so great 
that in some cases meetings 
scheduled to last an hour and 
a half or two hours have con- 
tinued into overtime sessions 
—with all the questions com- 
ing from the audience. 


Cover Markets and Products 


These meetings have one ob- 
jective—to help salesmen of 
franchised Ideal distributors 
sell more and earn more. The 
Ideal representatives who 
conduct them have themselves 
undergone special training. 
They know their products 
and markets. After attending 
the meetings salesmen are 
equipped to answer every 
question that the customers 
throw at them. 





FREE DIRECT MAIL 


Don’t overlook this oppor- 
tunity to use this direct mail 
and make Ideal’s national ad- 
vertising your local advertis- 
ing. Three new direct mail 
pieces for May are available 
for mailing: one each on 
Thermo-Grips, Live Centers 
and Wire Strippers. All are 
self-mailers, imprinted in two 
colors. Folders are furnished 
free, by Ideal, with the dis- 
tributor’s name imprinted on 
reply cards. All he does is 
stamp, address and mail 
them. 








' bs 


CLEANERS 


SO CAN YOU BY 
TYING IN WITH 





CURRENT DRIVE 


William A. Holman (left), Ideal representative and Glenn 
Root, Indianapolis Graybar Electric salesman, all set to 
demonstrate Ideal “Tank Type” Cleaner. Six cleaner orders 
totaling over $1,300 were taken in addition to regular busi- 
ness. (Cleaner is small enough to fit in trunk of most cars.) 





Ideal Introduces New 
Etcher Model 


Latest addition to the Ideal 
line is the new “Universal” 
model metal etcher, competi- 
tively priced to really “sell” 
the lion’s share of the market. 
The etcher quickly and easily 
marks anything made 
steel, iron, or their alloys. 
The unit is enclosed in a 
metal case. When opened, the 
cover forms a work plate. A 
“C” ground clamp is provided 
for etching large sized parts. 
Four etching heats—120-, 
240-, 420-, and 700-watts. 











Find Sales Tips In 
“Wire-Nut” Ads 


Valuable tips on new pros- 
pects and markets for Ideal 





|*Wire-Nuts” are to be found 
jin current trade journal 


advertising. 


| Featuring testimonials from 
of | 


satisfied users, the ads actu- 
ally play a double role, from 
the sales standpoint. You can 
use them in selling other 
“Wire-Nuts” prospects in the 
same field—or get ideas for 
prospecting new customers in 
related fields for increased 
earnings. 





The “New Look” in Thermo-Grip Display 


(GbFAL . 
“Try it,” invites new Thermo- 
Grip display that builds sales 
through demonstration. 





| A new display unit that lets 


your customers actually use 
the Thermo-Grip is now 
available. 

The display consists of the 
Thermo-Grip unit and pliers 
and a large three-color card 


|that invites the prospect to 


try out the equipment him- 
self. Simple directions for use 
are also included. The pros- 
pect coming into your store 
can make a soldered wire con- 
nection or solder a lug on a 
cable. 


Because he convinces himself 





of the unique advantages of 


ADVERTISEMENT 
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Distributor Salesmen Find 
Cleaner In Action 
Sells itself 

Sales jump when prospects 
see the Ideal Tank Type 
Cleaner do its speedy, 
thorough job. They want to 
try it—and they step right 
into a sale as they get the 
fee] of truly modern indus- 
trial cleaning. 


| This sales tip comes from dis- 


tributors’ reports of cases 
where special forces in the 
field have concentrated on 
cleaner sales. The Ideal 
Cleaner can be carried in a 
salesman’s car. Once demon- 
strated, it stands up to all 
arguments and comparisons. 


Good Profit 


With an excellent profit mar- 
gin on every cleaner sold, dis- 
tributor salesmen find that 
extra effort pays off hand- 
somely. A market survey 
shows that there are 184,000 
industrial plants, 28,000 
hotels, 18,000 theatres and 
241,000 service stations—to 
mention just four classifica- 
tions—that are potential buy- 
ers of Ideal Cleaners. Many 
of these are large enough to 
be multiple purchasers. 


Strong Sales Promotion 


Free displays on both “Tank 
Type” and “Hand Type” 
Cleaners are available to dis- 
tributors carrying a mini- 
mum stock. 

Powerful national advertis- 
ing, backed by direct mail 
(supplied free with name im- 
printed to distributors) sup- 
ports the effort to make 1948 
the banner sales year for 
Ideal Cleaners. 





Thermo-Grip, minimum sales 
effort changes the prospect 
into a buyer. 























IJAD 





"KEE-HAH-pa im 


is QUICK 
Automatic 
Powerful 
and 
Portable 


YOUR BEST 
CUSTOMERS 
WILL LIKE 


“KEE-HAH-~p 


BECAUSE 


The NEW Model 3-A QUIJADA 
Portable Power Pipe Threader is 
the ONLY Machine that has ALL 
these NEW automatic features: 


@ AUTOMATIC Front and Rear Chucks. 
@ No Chuck Tools or Adjustments. 

@ Motor and Gears ALL Ball Bearing. 

@ Automatic Oil Flow and Control. 

@ Automatically Reams AS It Threads. 
@ 6 Die Heads (12” to 2”) 

@ Easily Portable — Strong and Fast. 

© Reversible 2 H.P. Motor, Oil Sealed. 


WRITE FOR CATALOG 





TOOL COMPANY, INC. 
5472 Alhambra Avenue 
Los Angeles 32 


Export & cable address: “’C.1.$.C.0.” 
319 E. 4th St., Los Angeles 13, Calif 


(el itzelaalts) 


















Marc A. Buettell 


M. A. Buettell Promoted 
By Ideal Industries 


At a recent meeting of the board of 
directors of Ideal Industries, Inc., of 
Sycamore, Ill., Marc A. Buettell, assist- 
ant general manager, was elected to 
the position of vice-president. 

Mr. Buettell is a graduate engineer 
and has been with Ideal for 14 years. 
His new duties will be that of coordi- 
nating the work of the engineering, 
production, sales and finance divisions. 





Columbian Rope Co. 
Elects Metcalf Chairman 


H. G. Metcalf was elected chairman 
| of the board of directors of Colum- 
| bian Rope Co. at the recent annual 

meeting of stockholders held in 

Auburn, New York. Mr. Metcalf, who 
| has served as vice-chairman of the 
board for the past seven years, suc- 
ceeds his brother, Edwin F. Metcalf, 
who has been chairman since 1928. 

Columbian Rope, founded in 1904, 
is one of the largest manufacturers of 
cordage and allied products in the 
U. S. It also operates fiber baling sta- 
tions in Davao and Tacloban in the 
Philippine Islands. 


Putnam Tool Appoints 
Douglas Straith 


Douglas Straith recently was ap- 
pointed field sales and service engineer 
for The Putnam Tool Co. He will 
work out of the home office and plant 
of the company in Detroit, Mich. 

Mr. Straith was associated formerly 
with Republic Aircraft Division, Avco 
Mfg. Corp., Detroit, serving for the 
past seven years in its tool engineering 





and purchasing divisions. 


INDUSTRIAL DISTRIBUTION © MAY, 1948 














Celebrating Our 25th Anniversary 
in Our New Home 


BOLTS e NUTS 
SCREWS e RIVETS 
THREADED PRODUCTS 
SCREW MACHINE PARTS 
All Types and Sizes 
Made in All Materials 
Send Us Your Samples and Blue Prints 


IMMEDIATE DELIVERY 
ON EMERGENCY ORDERS 


Catalog on request. 


125 Church St., New York 7, N. Y. 
COrtind 7-0311 

















WHITING, INDIANA (CHICAGO) 





Fedewatd 





ACID CORE SOLDER 














A free flowing and easy-to-use 
ACID CORE SOLDER for auto- 
motive and general work. You 
don’t have to add any flux... 
the flux is in the solder. 
Comes in all commercial sizes 
and quantities. 


Fede 


METALS DIVISION 


AMERICAN SMELTING 
AND 
REFINING COMPANY 











What! Replace Over 300 Sizes 
of V-Belts with 


Only 4 Reels of VEELOS? 


Por four reels of Veelos, the link V-belt, into your 
stockroom and you can supply as many as 316 sizes. 
Belt replacements of any length for any type drive 
are always immediately available for your custom- 
ers. Veelos is easily uncoupled and made endless 
... Saves installation time. 

When you stock Veelos on reels, you end costly 
V-belt inventory. No need to stock spare sets of 


"(4 THE LINK 


V-BELT 


belts for each size drive. Obsolescence and deteri- 
oration are eliminated. Stock records are simplified. 
Standard reels of Veelos hold 100 feet . .. save 


storage space, 


Veelos is available in all standard sizes, fits all 
standard grooves. Sales engineers located in princi- 


pal cities. 


NEW VEELOS CATALOG describes 14 distinct 
advantages of Veelos. Page after page of pic- 
tures show Veelos at work in a wide variety of 
industries. All the facts and full engineering 
data are given. Your free copy sent on request. 


MANHEIM MANUFACTURING & BELTING CO. 
MANHEIM, PENNSYLVANIA 


VEELOS is known as VEELINK outside of the United States 


ADJUSTABLE TO ANY LENGTH + ADAPTABLE TO 
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For 
PACKING 
with 
BACKING 
See 


Waen your customers ask for 
Linear Packings they know 
they are getting the best that 
precision engineering can pro- 
duce. Linear specializes in 
packing—a complete line that 
meets practically 100% of seal- 
ing problems encountered. In 
handling Linear you are as- 
sured of service, quality and 
profit. 


Assestos, flax, jute, sheet, 
gaskets, moulded fabric, semi- 
metallic, duck and rubber, and 
moulded synthetic rubber are 
only a few of the quality- 
controlled mechanical packings 
flowing daily from Linear’s fac- 
tories to meet the increased 
demands of industry. 


Linear welcomes new busi- 
ness from old and new custo- 
mers alike. Our price basis will 
permit and encourage you to 
compete aggressively — with 
good profit to you. Our engi- 
neering experience and knowl- 
edge are at your disposal to 
aid in training your sales force. 


On standard types or hard-to- 
get items, let Linear serve your 
packing needs! 


TLY ENGINEERED P 


eid See ee 
AAMAANANAAAANANAnnAANA 


LINEAST 


PA 





Safest because: 
Hooks are rigidly 
held in accurate align- 
ment by patented steel 
binder bars before, during and 
after application, distributing ten- 
sion uniformly across the belt, 
assuring maximum traction and 
minimum wear. Patented 
binder bars lap over belt end, 
prevent fraying. Sizes for all belts. 
Cost no more than ordinary belt 

hooks. Write for circular. 





Safety Lacing Machines Apply All Makes 


“SAFETY BELT-LACER CO. 


5388 N. MENARD AVE. CHICAGO 30, U. S. A 








4e Weuw “AUTOMATIC” LP 200 
PACKAGED FLOAT SWITCH 


When You Sell 
a new pump— 
sell an LP 200 
Float Switch 
with it 


BUILT TO SERVE WELL— 


The “Automatic” LP 200 
Float Switch is a_ sturdy, 
simple, quality switch for con- 
tooling pees operations (in or out) on 
sumps and . It has two poles, with 
double-break, snap action, silver to silver 
contacts, adjustable float ‘lever, accessible 
terminals, stainless steel shafting, rigid 
drip-proof steel case. It successfully meets 
all float switch competition at anywhere 
near the price. Your customers will like its 
onan: arti you will like its easy sala- 
ility and repeat business. 
PRICED TO SELL-AT A GOOD PROFIT 
—LP 200 s > built and priced to fit the 
market—it will be consistently advertised 
—it’s a real business builder. Write us today 
for prices and discounts on LP 200—also 
L 210 Float Switch for replacements. 





A COMPLETE SWITCH 
READY TO INSTALL 
1. LP 200 Float Switch 


2. Lifetime Glass 
Float, 4“ diam. 


3.4 ft. of Ye" Float 
Rod 


4. Two Rod Stops 
5. Bracket for Wall 
or Pipe 

6.V Bolt for 1“ 
Pipe Mounting 
SOOO A Ae 4 


é 
‘ AUTOMATIC CONTROLS . 


| are used by “all leading : 














Eeea 
AUTOMATIC CONTROL Company) ftcmgimeamuaiag 


1019 UNIVERSITY AVE., ST. PAUL 4, MINN. - 





6 tp ay bp by by be hn 
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in a BOICE-CRANE 
POWER TOOL 
FRANCHISE 


© The steady, tremendous demand. 


© The terrific number of leads from 
national advertising. 


As the world’s largest manufacturers 
of certain equipment, Boice-Crane 
offers the lowest prices on a quality 
line. 


The complete line includes many 
items not available in others. 


The recognized flexibility and sturdi- 
ness of Boice-Crane equipment. 


A few territories open. 
Write, phone or wire 


BOICE-CRANE 
COMPANY 


939 CENTRAL AVENUE, TOLEDO 6, OHIO 


BOICE-CRANE 
BAND SAW 


BOICE-CRANE 
THICKNESS PLANER 


BOICE-CRANE 
‘SPINDLE SANDER 


BOICE-CRANE 
SPINDLE SHAPER 


BOICE-CRANE 


__GAP-BED LATHE | 


ok 
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BOICE-CRANE 
DRILL PRESS 


BOICE-CRANE 


TILTING-ARBOR 


BOICE-CRANE 
-SAW-JOINTER 


BOICE-CRANE 
SIX-INCH JOINTER 





BOICE-CRANE 
BELT SANDER 

















REG.U-S 


\¥ 


Judged by any standard . . SNAP- 
TITE has no equal. Snaps on! Snaps 
off! Saves liquid, air, steam and time. 


SNAP-TITE is a swivel connection for 
air, water, oil, grease and steam. Avail- 
able with automatic shut-off valve in 
coupler and nipple, eliminating turning 
on and off the main supply valve. Re- 
placeable ‘‘U’’-type packer assures posi- 
tive seal. Sizes 1/44” to 1”. 

If you use hose, you need a SNAP-TITE 
Coupler. Write TODAY for catalogue. 





French 
St. 
Erie, 
Pa. 


ZY 
PAT OFFIGE 





R.E. DIETZ COMPANY 


NEW YORK 





334 


OUTPUT DISTRIBUTED THROUGH THE JOBBING TRADE EXCLUSIVELY 
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A man necds room to stretch at his 
desk, thinks Charles W. Nixon, vice- 
president of Industrial Suppliers, Inc., 
LaGrange, Ga., and he has room to 
spare. 





Marshall Supply 
Promotes Fred C. Robbins 


Fred C. Robbins recently was pro- 
moted from purchasing agent to gen- 
eral sales manager of the Marshall 
Supply & Equipment Co. of Tulsa, 
Okla., succeeding Fred R. Dibert, who 
is on an extended leave of absence 
due to illness. Mr. Robbins is suc- 
ceeded by Carey W. Dickerson as pur- 
chasing agent. 

Allen C. Curtis has been named 
assistant sales manager at Marshall 
Supply & Equipment Co. 


Cangro And Bernstein 
Form Own Company 


Victor J. Cangro and Abraham M. 
Bernstein, formerly sales manager and 
store manager, respectively, of the 
Patron Transmission Co., Inc., have 
formed a partnership under the trade 
name “Cangro ‘Transmission Co.” 

The new firm is located at 197-199 
Mott St., New York 12, N. Y. and 
will be distributors for power trans- 
mission equipment and conveyor sup- 
plies. 








Sales Manager Harold Von Rolf was 
formerly with Bethlehem Steel’s ship- 
building division. 











Today’s shortages may be 


tomorrow's surplus! 


Today we're experiencing shortages of 
many products. 

Tomorrow will be a different story. 

Output of American industry is up 100% 
over prewar. Production is catching up to 
demand. Our buyers’ market is just around 
the corner. 








It's time to start selling! 


Aggressive, intelligent salesmanship — 
nothing else—will balance increased pro- 
duction with a comparable increase in sales. 


American industry, on the basis of the 
sales force required to market its products 


prior to the war and in view of the 1948 CLE VELAND [HAIN 


estimated national income of 200 billion 
dollars, needs one million new salesmen imme- 


diately. Employment and training of this The Cleveland Chain & Yf% Co. 
Cleveland 5, Ohio 

‘ ; 5 Associate Companies: David Round & Son, Cleve- 

For, unless we start selling now, today’s land $, Ohio * The Bridgeport Chain & Mig. Co., 

Bridgeport 1, Conn. * Seattle Chain & Mtg. Co., 


shortage will be tomorrow’s surplus. Seatdle 8, Wash. +« Round California Chain Co., 
PaP. So. San Francisco and Los Angeles 54, California 


— Woodhouse Chain Works, Trenton 7, N. J. 


VRS 
Since DR 1869 


Vice Pres., Charge of Sales oT MT TTI 


> ° # 
Tyg wo 





group should be our principal concern today. 


a 


Certifiea 
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RECOMMEND 


RAY - 
ILLS 


jp * Tapping capacity 0 to PORTABLE 


%”" with one tapper. 

















* Torque control—may be 
adjusted to protect any size 
tap. This assures safe bot- 
tom-hole tapping. 


* Spring clutch drive 
eliminates slippage and 
wear . .. provides smooth, 
quiet, positive operation. 


* Compactly built—af- RRS... -Coolant Systems 


fords maximum visibility of 


tapping operation. - = for all types of 


* Furnished to fit any ae | Machine Tools 
Drill Press. : : 


Write for further details and 


circular. ... Stand-by Pump 


Come in and see us — at the i H 
MILL SUPPLY CONVENTION, Units in case 


COMMANDER MANUFACTURING CO.) “oT “Bye tPi25 built-in pumps fail 
4217 W. KINZIE ST. CHICAGO 24, ILL. | 


Product of COMMANDER ... Sacldere of the MULTI-DRILL GRAY: “MILLS CORPORATION 


1949 RIDGE AVENUE EVANSTON, ILL. 

















Help Your Custo. 
mers To Higher 
Production At 
Lower Cost! 


DUAL PRIME CENTRIFUGAL STANDARD 
VARIABLE SPEED 
@ TRANSMISSIONS 


* Gasoline, Electric or 
belt—power models. 


% Sizes from 112” to 
10” 


* Capacities from 
3,000 to 200,000 
gallons per hour 





The outstanding features, plus unbeatable SPEEDS INSTANTLY 


strength, stamina and service built into CMC Boosts Production 25—40% 
i 2 Standard gi ti the right 
Pump models will attract and hold your custo : —~ ge _  engeonand pg Re me 
mers. You get quick sales and big profits with ton s simple. Finger-tip control | pivots 
CMC. Write for Bulletin 1P-147 and details about stalled and adapted to new or old equip- 
— ment, See and buy through your distribu- 
our Distributor plan. og Standard’s po es any A “6 sizes— 
r.) is described in Catalog 


CONSTRUCTION MACHINERY Co aie 
WATERLOO. IOWA TRANSMISSION EQUIPMENT CO. 


78 W. Union St. Pasadena 1, Calif. 
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New Atlas 
8” and 10” 
TABLE SAWS 


New Atlas 
24” JIG SAW VERB Yona ves Bl ava  Loleloh dele dite Male ally 


For Manufacturers, Contractors, y New Atlas 
: Ps «BELT and 
Commercial Shops, Schools DISC SANDER 





New 
TLAS 12%" 
onnen DRILL, $59.00 


ATLAS 15” 
BENCH DRILL, $69.00 


New Atlas 
12” WOOD LATHE 


New Atlas 
WOOD SHAPER 


THEY’RE COMING YOUR WAY... 
6 brand-new Atlas woodworking tools . . . pre- 
cision-built throughout . . . for the easiest and 
fastest tool sales you’ve made for many a year. 
They are the kind of tools the professional and 
commercial craftsmen have long been waiting for 
. . . built to exacting standards . . . with every 
latest feature for accuracy, easy operation, and 
long service life. And they’re priced right for 
today’s market. Send the coupon below, or a note 
on your letterhead, for full details. 


SEND FOR FREE CATALOG 
ATLAS PRESS COMPANY 
510 N. Pitcher St., Kalamazoo 13D, Mich. 


Kindly send latest literature on Atlas woodworking 
tools to: 


NAME____ 





ADDRESS 





CITY, STATE___ 
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Wyco Streamflex 
New Cabinet Models 


Wyco Handy-Matic 
Repairman’s Special 


Wyco Single Speed 
Geleders odel 3-A 





New! Fast Selling! 


Complete line of Single and Multi- 
ple Speed Flexible Shaft Machines 


Mill Supply Houses are the logical 
outlet for distributing the Wyco 
Flexible Shaft line. 


We know your problems and can intelligently help you to secure 
profitable results selling this complete Flexible Shaft line. 

All Wyco models from 1% H.P. to 14 H.P. come complete with 
essential accessories and are made direct drive or in three or 
four speed belted types with guarded pulleys or in fully enclosed 
models. Also a complete line of Flexible Shafts with ball bearing 
couplings to connect to your customers’ own motor. 

Only Wyco Flexible Shafts have a patented, non-metallic, graphite 
impregnated inner-liner, giving cool and vyibration-less operation 
and longer core life. 





There’s no service problem, ‘‘no grief’’ in selling the Wyco line! 
For maintenance and repair work we offer a new combination 
model, the Wyco Handymatic (see illustration.) This sells as a 
“complete package,’’ with 25 accessories and 2 dozen supplies 
included in the price. Ask for the complete Wyco Catalog. You 
do mot need a price sheet.—All machines show the advertised 
selling prices. It is easy to sell the Wyco line. Put the Wyco 
line in your new general catalog. 


(copy standing with all catalog printers) 
Also loose leaf catalog sheets and mailing circulars available. 


And remember, the Wyco policy is, strictest loyalty to our 
distributors. 


Write for literature now. 


WYZENBEEK & STAFF, INC. 


844 West Hubbard Street .. ....Chicago 22, Illinois 














your customers to 





reduce production costs, in- 
crease machine life, eliminate 
unnecessary repairs, down- 
time for hand oiling ... 
accidents and fire hazards 
> RECOMMEND TRICO 
Visible, Automatic Oilers and 
help yourself to REAL PROF- 
ITS. 


FOR YOU 





R. G. Walker and James M. Wright do a 
“question and answer” routine to brush up 
on V-belts at Hall & Co., Inc., distributors 
of Spartanburg, N. C. 





Tyson Bearing Corp. 
Names Seven To Sales 


George C. McMullen, who has been 
with the Tyson Bearing Corp., Massil- 
lon, Ohio, for 16 years, has been ad- 
vanced to the position of vice-president 
in charge of sales, one of a number of 
recent new sales appointments made 
by the company. 

W. H. Oexle joins Tyson in the 
capacity of general sales manager after 
twelve years with L. S. Starrett Co. of 
Athol, Mass. 

Herschel J. Deal, vice-president, is 
in charge of the midwest territory and 
will make his headquarters in Chi- 
cago. Mr. Deal began his career with 
the firm in 1933 as a metallurgist, 
and progressively advanced in various 
production and sales capacities. 

Ivan C. Mann, formerly manager of 
replacement sales, is assistant sales 
manager. 

R. R. Flaisig is the Tyson represent- 
ative in the southern Ohio territory. 
His headquarters are at the factory. 
Formerly he was with the Open 
Hearth Division of Republic Steel. 

E. M. Smith is in charge of the 
northeastern territory with headquar- 
ters in Philadelphia. 

Carl M. Behm is now the company 
representative in northern Ohio. For- 
merly, he was a sales representative for 
Bearing Distributors, Inc., Cleveland. 





TRICO OILERS MEAN: 


Good profits 

New markets 

User acceptance 

Steady repeats 

Minimum investment 
Exclusive selling features 
Strict ““THRU THE WHOLE- 


Moore-Handley Hardware 
Names Two Directors 


Colonel William J. Rushton, presi- 
dent of the Protective Life Insurance 
Co., and Jelks Cabaniss, of the Birm- 
SALER” policy ingham law firm of Cabaniss & John- 
Supporting promotional pro- ston, recently were elected directors 
gram of Moore-Handley Hardware Co., 
WRITE FOR CATALOG Birmingham, Ala. Directors re-elected 


included William W. French, Wil- 
el RICO EO> TFR'<o FUSE MFG. CO. 





liam W. French, Jr., George J. 
Hearne, Jr., Brownlee O. Currey and 
Milweukee Wisconsin Joseph H. King. 
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Headquarters for the 


MOST COMPLETE LINE 


of DROP FORGED STEEL 
VAL «+ Allon 8 whe ee 





Vocr provides one convenient, economical 
source of supply with the most comprehensive 
line of drop forged steel piping materials any- 
where available to industry. Here will be found 
everything needed for the safe and efficient 


control of oil, steam, water, air, gas, and am- 





monia at high or low pressures and temperatures. 

More drop forged steel Valves, Fittings 
and Flanges are made by Vogt, and deservedly 
so, because Vogt makes them better! 


HENRY VOGT MACHINE CO. 


INCORPORATED 


Louisville 10, Ky. 


Branch Offices: NEW YORK e PHILADELPHIA 
CLEVELAND e CHICAGO e DALLAS 


DROP FORGED STEEL VALVES, 
FITTINGS ano FLANGES 
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PRECISION 
MACHINIST 
LEVEL: 


For over 33 years, 
a "leader" in the 
sion instru- 

ze field. 








Pat’d. & 
Pats. Pend. 


“Hallowell” Solid Steel Collars, attractively proportioned throughout, are precision- 
machined so faces run perfectly true . . . are also highly polished all over . . . yet 





they cost less than common cast iron collars. 3°’ bore and smaller are made from 
Solid Bar Stock and fitted with the famous “Unbrako’ Knurled Point Self-Locking 
Socket Set Screw .. . a set screw that, once tightened, holds and stays tight to 
make sure the collar won’t shift on the shaft. “Hallowell” ... a “buy word” in 





shaft collars are available in a full range of sizes for 
IMMEDIATE DELIVERY 
“Unbrako” and “Hallowell” Products are sold through Industrial Distributors. 


OVER 45 YEARS IN BUSINESS 


STANDARD PRESSED STEEL CO. 


JENKINTOWN, PENNA., BOX 519 ¢ BRANCHES: BOSTON «¢ CHICAGO «+ DETROIT 
INDIANAPOLIS ¢ ST. LOUIS « SAN FRANCISCO 





“the Outstanding Basic 
provement in FLEXIBLE SHAFT 


im 
Machinery in 25 Years” 





The NEW Strand Rotoflex 4-speed gear drive Flexible Shaft 
Machine (shown upper right) is another step forward in 
Strand quality precision tools for faster, easier, more eco- 
nomical production work. The Rotoflex 4-speed gear drive 
employs a patented, new type of quick change gear drive 
utilizing 4 positive speeds by a unique and easy method of 
instantly changing from one speed to another. Rotoflex ma- 
chines are powered with totally enclosed ball-bearing motors 
having speeds from 850 to 9000 R.P.M., depending on motor. 


Standard type Strand machines, (lower right) give portable 
rotary power at constant speeds with dependable results in 
all grinding, buffing, drilling, wire brushing and rotary filing 
operations. Hundreds of types and models from Y% to 3 H.P. 
available with suitable attachments for your specific re- 
quirements. 





Illustrated, machinist level 

in sie 6, 8, 12", 18", 
and 18", with ground and 
graduated vial. Write for 


Ider describi ies line : 
Ask for Bulletin No. 43 and Catalog No. 30 ef Hall levels. ‘eal 


Distributors in all principal cities 


N. A. STRAND & CO. Hall: ears 


5014 NO: WOLCOTT AVE. 1119 E. 47H” 
CHICAGO 40, ILL. 














INDUSTRIAL DISTRIBUTION © MAY, 1948 








Passing strands of Wickwire Rope through a special roller 
head causes them to set in a wave-like pattern. The result 
is WISSCOLAY Preformed—a rope that not only lasts 
longer than non-preformed rope, but is kink-resistant; 
easier to cut, splice and install, and safer to handle. 


Before any order of WISSCOLAY Preformed is run off, 
samples are subjected to several tests—most important of 
which is the Strand Helix Test. Individual strands are 
placed between the plates of the testing apparatus and 
checked with a micrometer. These tests are made by in- 
spectors whose approval demands that the helix diameter 
be controlled within the closest of tolerances in meeting 
the specified standard. 


This and countless other tough tests, coupled with over 
125 years of wire-working know-how, make Wickwire Rope 
the logical choice of rope users who demand the utmost in 
performance, safety and long life. 





Wickwire Distributors and Wire Rope Engineers in key 
cities everywhere are ready to help solve your wire rope 
problems and to provide prompt delivery of the rope you 
need. Wickwire Rope is available in all sizes and construc- 


tions—both regular lay and WISSCOLAY Preformed. 


THIS 82-PAGE BOOK ON WIRE ROPE IS FREE. 
WRITE FOR YOUR COPY TODAY! 
Thousands of wire rope users have found that the informa- 


tion packed in the pages of “Know 
Your Ropes” has made their work eas- 





ier. It’s full of suggestions on proper 
selection, application and usage of wire 
rope. It’s easy-to-read and profusely il- 
lustrated. For your free copy, write— 
Wire Rope Sales Office, Wickwire 


Spencer Steel, Palmer, Massachusetts. 





WICKWIRE ROPE 


A PRODUCT OF THE WICKWIRE SPENCER STEFL DIVISION OF THE COLORADO FUEL AND IRON CORPORATION 


WIRE ROPE SALES OFFICE AND PLANT—Palmer, Mass. EXECUTIVE OFFICE—500 Fifth Avenue, New York 18, N. Y. » aeeeiaeiniemeel 


SALES OFFICES—Abilene (Tex.) * Boston * Buffalo * Chattanooga * Chicago * Denver « Detroit * Emlenton (Pa.)+ Fort Worth » Houston» New York ¢ Philadelphia « Tulsa 
PACIFIC COAST SUBSIDIARY—The California Wire Cloth Corporation, Oakland 6, California 
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LIGHT DUTY 





CHUCKS 
a ve 
one 
FOR PRECISION 
“*" PRODUCTION 
MEDIUM DUTY 
cHuCKS Westcott Chucks are pre- 
independent -ciSiON built to meet the 
(sizes, exacting requirements of 
metal working. You can 
recommend Westcott with 
confidence. Now available 
“iia in the most used sizes. 
2” 
Complete catalogue, No. 
700, for your trade. 
Convenes 
mete  WESTCOTT CHUCK C0. 


600 E. Walnut St. Oneida, N. Y. 































































Better Saws from 























Huot Drill Index 


JOBBERS, DEALERS! 


Here is an item that can’t miss. A 
drill stand and indexed container 
made in 11 sizes. The HUOT Drill 
Index is a compact, convenient and 
orderly drill index designed and 
priced to sell on sight. 


















Write for Literature Today 



















| 551 .N. Wheeler St. Paul 4, Minn. 
342 





Better Heat Treating 
Heat-treating is an im- 
portant phase of saw 
making. Skilled heat- 
treaters, supervised by 
a competent metallur- 
gist insure the quality ‘ 
of every Chicago Saw. 





Send for Bulletin 107 










CHICAGO SAW WORKS 


5030 S. Wentworth Ave., Chicago 9, Il 
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ee . at ye : 
A. L. Reagan and Vance Stamps, Jr., 


Knoxville Belting & Supply Co., a a 
customer’s order “‘on the double.” 





=} le lzlz| 





Toledo Equip. & Supply 
Plans New Building 





Following the firm’s recent incor- 
poration, expansion plans for a new 
building now are underway for the 
Toledo Equipment & Supply Co., 
Toledo, Ohio. Officials of the firm, 
which deals in petroleum equipment 
supplies, are searching for a site for a 
building to cost $30,000. 

James C. Meyers, former owner, 
will serve as president of the company; 
William R. Adams as vice president; 
Roland Winkler as treasurer; and 
Harry Gruber as assistant treasurer. 


Flexible Tubing Corp. 
Begins Operations 


Flexible Tubing Corp., organized 
late in 1947, has just announced its 
entry into the flexible tubing field. 
Laboratory, design engineering and 
manufacturing facilities will all be 
centered in Branford, Conn. 

President and treasurer of the com- 
pany is Frederick K. Daggett, former 
sales and engineering manager of the 
Spiratube division of the Warner 
Brothers Co. of Bridgeport, Conn. 
Secretary is Joseph B. Morse, New 
Haven attorney and member of the 
law firm of Pond, Morgan & Morse. 
Assistant treasurer of the firm is Alex- 
ander K. Murphy, formerly of the 
New Haven Clock Co. 


Lewis Supply Co. 
Issues New Catalog 


The Lewis Supply Co., Memphis, 
Tenn. recently issued its first catalog 
since 1942. The catalog, No. 48, 
shows 25 colored inserts and was pub- 





lished by Weinberg-McKee. 
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wame JOHN DOE MILL SUPPLY CO. aooress 1234 DISTRIBUTION ST. _ 





Territory NO. ABC 








SALESVI U.S.A. XYZ 
SAWS SHAPER BAND SAWS | , CUT-OFF DRILL 
654 ' 880 


24105} 1600 1630 MOTORS| ACCES. | TOTAL SALES 


a" | 17" | Ms | Hs $ $ 


_|7Z|¥ 
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Successful Delta-Milwaukee’ Distributors 
Sell Straight Across the Board 


DELTA 


Match the spread of the Delta 
line against the spread of Delta 
markets and applications — and 
you have a winning combination 


This sales analysis card from the Delta- 
Milwaukee distributor-performance file 
is typical of what can be done — when 
you make the most of the big profit 
opportunity offered by this remarkably 
diversified line of light machine tools. 


With Delta-Milwaukee tools, you have a high- 
unit-sale line that meets a variety of industrial 
applications—in working metals, plastics, or wood. 
You can fill the tooling requirements of almost 
every department of large plants: Parts production, 
assembly, tool shop, maintenance shop, foundry, 
pattern shop, shipping, research or experimental. 
And, you can sell all the main or supplementary 
equipment of smaller establishments—sign shops, 
pattern shops, repair shops, cabinet makers, up- 
holsterers, and other service shops. 


These are ready-made markets, not only for Delta- 
Milwaukee tools, but also for the supplies they use 
and often use up. You can develop additional mar- 


MILWAUKEE 
\V/e 


kets in your territory, by taking advantage of Delta- 
Milwaukee’s versatility. Many a Delta-Milwaukee 
distributor has opened up new avenues of profit, 
by using his ingenuity to pioneer new applications. 

Ask the Delta-Milwaukee district man how you 
stack up against your market opportunity. Then, 
analyze your sales performance yourself—customer- 
by-customer and salesman-by-salesman. This shows 
you the weak spots in your sales coverage — and 
helps you do something about it. 


With this information, you're in a better posi- 
tion to help the Delta-Milwaukee district man to 
be of greater help to you. You can spot the sales- 
men he should work with more intensively. You 
can get his suggestions for building your volume 
on specific tools, 


To enjoy the security of a diversified business, 
take full advantage of Delta-Milwaukee’s flexibility. 
Sell all the Delta-Milwaukee Machine Tools to 
all the prospects — all the time. 





DELTA MANUFACTURING DIVISION 
ROCKWELL MANUFACTURING COMPANY 
MILWAUKEE 1, WISCONSIN 


General Sales Office 6 NORTH MICHIGAN AVENUE, CHICAGO 2, ILLINOIS 
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CONSUMER 


For over thirty years, machinists have relied on De-Sta-Co long-life steel 
Spacers and Shims for milling, slitting and gang-saw set-ups and for: 
shimming gears and bearings. Dealers are capitalizing on the value of 
this name synonymous with quality. They know that plenty of satis- 
faction goes along in every De-Sta-Co Precision Package. 


De-Sta-Co Spacers are packaged in standard sizes from %" to 4” hole 
diameters, up to 544” O.D., thicknesses from .001” to .125”, all with key- 
way. Shims are stamped and coined to commercial tolerances in the same 
sizes, without keyway. Spacers packed in handy plastic kits of 19 grad- 
uated decimal thicknesses; they’re safe to stock, preferred in the shop. 


Special spacers—thicknesses greater than 





-125*°—available in popular sizes, machined 
bar stock, hardened and ground, with stand- 
ard keyways and thickness identification. 


There’s the same preference for De- 
Sta-Co Shim Stock and Feeler Stock. 
They’re Precision Packages, too. 























Don’t Delay. Write Today. 





Write for catalog and price list. 





DETROIT STAMPING COMPANY 


332 Midland Ave. Detroit 3, Mich. 


























THE TOOLS OF GOOD CRAFTSMEN 


For many years the name DASCO has been a guarantee 
of fine tools. All are made of the best steel . . . diamond 
point tested for hardness . . . electrically tempered. They 
are nicely finished and individually numbered for easy 
reference in re-ordering. 


SOLD BY LEADING JOBBERS 



















t DAMASCUS STEEL PRODUCTS CORP. ¢ ROCKFORD, ILLINOIS 























344 INDUSTRIAL DISTRIBUTION © MAY, 1948 


THE £13.48 TURNER 


a 


FOR 
NEW IN PRINCIPLE, DESIGN, AND PERFORMANC, 










WITH “CARBURETOR CONTROL” 
















Features the exclusive adjustable air 
syphoning tube which enables the 
pot to operate at a pressure of only 
20 to 30 pounds as compared with 
40 to 60 pounds for old style models. 
Tube can be moved back and forth 
in the burner... permits instant bal- 
ancing of the gas and air mixture by 
actually syphoning air from the out- 
side to meet widely varying fuel and 
job conditions. Important because 
it means more perfect combustion... 
a more intense flame, concentrated 
at the proper point and not distrib- 
uted over the entire coil . . . elim- 
inates carbonization... insures 
longer coil life. Turner No. 275 Fire 
Pot will melt 20 pounds of lead in 3 
minutes; has fuel capacity of 9 pints; 
takes 6” melting pot. 


COMPARE THESE FEATURES 


@ Flame control valve adjusts the 
flame to any desired heat. 





® Construction assembly permits 
quick, easy accessibility and cleaning. 


®@ Burner coil is made of extra-heavy 
seamless steel tubing. 


@ Tank is of unusually strong con- 
struction... pump is heavy blow- 
proof brass. 


Made by the manufacturers of 
the nationally known line of 
Turner Blow Torches. 


THE TURNER BRASS WORKS 






































a 


TALK THESE 
7 FEATURES 


@ All steel construction — weight 
95 Ibs. 

@ Capacity 10,000 Ibs. in “low” 
gear and 1900 Ibs. in"high" gear. 
@Rope capacity 175 ft. (%") 
to 475 ft. (%"). 

















The first thing the buyer says, when you show 
him the HANDIWINCH, is: ‘‘Let’s get Miss Johnson 
over here, and write up this order!”’ 


Then, as you give him your full HANDIWINCH 
story, his imagination runs riot. He sees one man 
carrying this amazing little winch around, setting 
it up anywhere, and then . . . hoisting loads up 
to 10,000 lbs. . . . dragging big pumps and motors 

.. spotting freight cars . . . loading or unloading 
heavy stuff .. . handling hundreds of jobs single 
@ Cut steel gears throughout. handed! So if he orders a dozen HANDIWINCHES, 
@ Self-lubricating bronze bear- please try not to act surprised. 
otend brake, free spooling... Here’s the hottest piece of small equipment in 
all finest operating features. * industry. It’s yours to sell. And your selling is 
@ Also available with 24” drum. 6 taal . 
* backed by HANDIWINCH advertising in 29 leading 
Ee '* trade papers. A deal? Let’s go! 


American Hoist 


and DERRICK COMPANY 


St. Paul 1, Minnesota 


Plant No. 2: So. Kearny, N.J. + Sales Offices: NEW YORK « PITTSBURGH *¢ CHICAGO « NEW ORLEANS ¢ SAN FRANCISCO 


. . - 
soi - Sai. 


8 J OES 


AMERICAN BLOCKS AND SHEAVES GENUINE CROSBY CLIPS 


All types, all sizes, from 1Y%2 to 250 tons. Blocks World's largest-selling drop-forged wire rope 
feature armored construction: thick side plates, fasteners. National advertising, high profit, prompt 
heavy pins and axles, forged steel hooks and shipment make sales sweet and easy. Sizes for 
shackles. Make sure your buyers specify AMERICAN. all wire rope— Ye to 3 inches. 


EARS gh Ta ELE I IE RR SSN SR McA ER Sr NS oe 
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NEW 


JUSTRITE 
FLEXIBLE HOSE 
ATTACHMENT 


The new Justrite flexible metal 
pouring hose fits all models 
of Justrite safety cans of ¥2 gal. | 
and larger capacity made since Converts any | 
November, 1945... gives an JUSTRITE SAFETY CAN | 
added measure of safety and iin avngianaaeel 
convenience in pouring flam- inte @ 
mable liquids... makes these , FLEXIBLE SPOUT CAN 
cans even more usuable. | 
The attachment is easily bolted on or removed. Hose may be 
turned to any convenient position for easy pouring... it’s rigid 
enough to remain there. The new Justrite flexible hose attachment 
lists at $1.98. Every user of Justrite safety cans will want several now! 


JUSTRITE MANUFACTURING COMPANY 


20€3 N. Southport Ave. Dept. A-1 Chicago 14, Ill. 








DURBIN-DURCO, Inc. | 
PULLING TOOLS -+- WIRE STRETCHERS - ROPE HOISTS | 


New! Improved! Reinforced! Guaranteed! 
DROP FORGED — MALLEABLE LOAD BINDERS 


PATENT PENDING 

















MODEL DF1 for 5%” to %” MODEL DF2 for 3%,” to 1%” MODEL DF3 for if to 5%” | 
chain. Safe pulling test chain. Safe pulling test chain. Safe pulling test 
16,000 lbs. 19” handle. 20,000 lbs. 20” handle. 24,000 pounds. 22” handle 
Weight each 10 Ibs. Weight each 12 Ibs. Weight each 15 lbs. 
MODELS DF1, DF2 and DF3 are rugged, safe Load Binders featuring Never Spread 
Mouth. An exclusive feature designed and developed by Durbin-Durco engineers. 


CERTIFIED MALLEABLE LOAD BINDERS — 5 SIZES 





Equipped with 
Drop-Forged Hooks 


( A OURBIN-DOURCO INC. ST.LOUIS. MO. ) 


Durbin-Durco Load Binders guar- Wt. Each 
antee safe performance at their MIDGET No. 1—1 Swivel...” chain. .......214 lbs. 
respective pulling tests. Should a DELTA No. > Swivels. .¥e” or %” chain.... 7 lbs. 
. 1—2§ 
1—2°§ 




















defect develop in any part, that DIXIE No Swivels. .7%” or 44” chain... .10 lbs. 
part will be replaced without LONE STAR Swivels—%", 4” or 54” chain.14 lbs. 
charge upon its return to us. LONE STAR 2—2 Swivels. .4%”", 4” or 54” chain.17 lbs. 


WRITE FOR CATALOG 


) DURBIN-DURCO., Inc. 


Specialists in Pulling Tools « Wire Stretchers » Rope Hoists 
| 6611 OLIVE ST. ROAD Sst. LOUIS Ss, MO. 
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M. A. Boyle 


Boyle Heads Solder Div. 
Of Alpha Metals, Inc. 


M. A. Boyle has been appointed 
sales manager of the Solder Division 
of Alpha Metals, Inc., Brooklyn, 
N. Y. Mr. Boyle advances from the 
post of sales promotion and advertis- 
ing manager, a position he has held 
since joining Alpha two years ago. 

As sales manager, Mr. Boyle will 
continue his duties as a_ travelling 
consultant to manufacturers. 


SKF Makes Charlotte 
District Headquarters 


In a move to facilitate service to 
Southern industries whose postwar 
expansion has resulted in greater de- 
mands for anti-friction bearings, SKI’ 
Industries, Inc., has made over its 
branch office at Charlotte, N. C. into 
a district headquarters with a terri- 
tory embracing two states and parts of 
three others. 

R. R. Zisette, general sales manager, 
reports that the Charlotte district, for- 
merly a branch of the Atlanta district, 
will include all of North and South 
Carolina, 74 counties in southern Vir- 
ginia, 30 countics in castern Tennessee, 
and two in northern Georgia. 


U.S. Steel Supply Co. 
Purchases Frisco Warehouse 


United States Steel Supply Co. has 
purchased a warehouse at 1940 Har- 
rison St., San Francisco, from Colum- 
bia Steel Co. The warehouse and its 
facilities will be in charge of Frank B. 
Stewart, assistant district manager. 

Clifford W. Lord, district manager, 
will have jurisdiction over the San 
Francisco warehouse and the one in 
Los Angeles. 














~ 


Everybody 


LIKES 
TO 
MAKE 


... and it's easy when you sell Johnson Bearing Bronze. Here’s 
why—you sell a complete line . . . UNIVERSAL Bronze Bars, 
General Purpose Bearings, Electric Motor Bearings, Ledaloyl, 
Self-Lubricating Bearings and Babbitt. You give your customers 
everything they need . . . you make more profit per call. When 
you sell Johnson Bronze you find a quick acceptance among 
your trade. No other Bearing Bronze enjoys such wide and 
consistent advertising. Then too, you will enjoy the friendly 


co-operative treatment we give our distributors. Want more 
details? Then write today. 


JOHNSON BRONZE COMPANY 


535 S. MILL STREET © © © NEW CASTLE, PA. | 
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HELP YOUR CUSTOMERS | 


ELIMINATE [ With an unfelliag supply 
of premium steel, 


JOHNSON nationwide, 


3 ' streamlined service on 
high-quality specialty steel 
lf fs -€" = wires isin high gear.... 


and with it JOHNSON 


unexcelled quality. 


fi SA "ie Laboratory supervision 
ra j Hi ae // i from mine to finished 
Dll i Bist ilies f CaF product. 


There is a Johnson 
office near you, and 
warehouse stocks in 
Worcester, Chicago 
and Los Angeles. 


JOHNSON 


STian AMO WIRE COMPANY, INC. 
WORCESTER 1, MASS. 


New York Philadelphia Cleveland Detroit Akron Chicago 
Atlanta Houston Tulsa Los Angeles Toronto 
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Drilis won’t slip in this 

chuck because the harder the 

work the tighter the chuck 
grabs the drill—chewed-up 
shanks are eliminated, drill 


costs reduced. Sizes up to 74"’ 


can be adapted to most any HELPS YOU SELL 


drilling operation. 


METAL CUTTING TOOLS 


Here’s the way to get the most out of Metal Cutting 

Tool Sales—new accounts—repeat business. It’s : BECAUSE OF 

no trick with Lake Shore quality, types, and service } ° . 

to cover your market thoroughly and profitably. The : 1. Established quality ; 

Lake Shore line gives you the kind of backing you : 2. Complete stocks of stand- | 

should have particularly in these days. We can : 

furnish tungsten carbide as well as high speed steel : : 

types. | 3. Fast delivery 
Some. desirable territories open. ' 























ard types and sizes 


Write today for complete details 


K. 0. LEE co. q a _- ak: ae © Light Duty and Heavy Duty Plain Milling Cutters ¢ Stag- 


Gered Tooth Side Milling Cutters « Standard Side Milling 
A Cutters ¢ Helical Plain Milling Cutters * Convex and Concave 
BERDEEN, oF DAK. Cutters * Woodruff Keyseat Cutters * Half Side Milling 


Cutters © Corner Rounding Cuttérs * Angle Milling Cutters 


































& K. O. Lee Company 5s 8 * Side Milling Cutters * Metal Slitting Saws * Shell End 
1130 First Ave. S. E., Aberdeen, So. Dak. Mills « T-Slot Cutters « End Mills 

7 Please send us the illustrated bulletin 

r Jescribing “K-O” Keyless Drill Chucks. 8 Write for Catalog. 

Sane : LAKE SHORE TOOL WORKS 

Bada a 816 N. KOSTNER AVE. 

Row State & Chicago 51, Illinois 





eet 
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Get More Production 
Per Man with... 





CURTIS 


Mh a ROR 


"le speed, ease of hand- 
ling and accurate con- 
trol of Curtis air-powered 
Hoists and Cylinders 
step up production. Curtis Air Hoists provide: 


Low original cost 


One-man operation 


Wherever a lifting, pulling 
or pushing operation is 
involved, CURTIS Air 


Immunity to abuse by overloading 
Capacities to 10 tons 
Light weight 


‘ ‘ Lowest operating expense 
Hoists save time and P — 


labor; cut load-handling 
costs. 


Finger-tip control 





Pendant, bracketed or rope-com- 
pounded types 


Send for Bulletin C-7 on Curtis Air Hoists, 
Air Cylinders and Air Compressors. 


poco co ne rrr 1 
} CURTIS PNEUMATIC MACHINERY DIVISION of Curtis Manufacturing Company 
| {1911 Kienlen Avenue, St. Louis 20, Missouri 


| 
| I ns s dotiicevisascsecavsecenanbers 


Please send me Form 


PNEUMATIC MACHINERY DIVISION; &-7 0» Curtis Air 


Hoists, Air Cylin- 
of Curtis Manufacturing Company P ders and Curtis Air 
1911 Kienlen Avenue St. Louis 20, Missouri | Compressors, 


94 Years of Precision Manufacturing |. 


INDUSTRIAL DISTRIBUTION © MAY. 

















Fit direct to 14 





man Lathes. 


and well built. 


able in 5” and 6” 
Independent Chuck 


subject to prior sal 





600 E. WALNUT ST. ON 


The Chuck With the Red Name Plate 


WESTCOTT 


Threaded 
Chucks 


“—§ thread 


spindles of South Bend 9’, Atlas 
10”, Logan, Clausing and Crafts- 
No adapter neces- 
sary. These Chucks are accurate 


3 Jaw Universal Chucks are avail- 


sizes. 4 Jaw 
s are made in 


6” and 8” sizes. All sizes in stock 


e. 


Send for Catalog 


WESTCOTT CHUCK COMPANY 


EIDA, N. Y. 




















DIENER 


Adequate Fire Protection 
is @ NECESSITY .. 





gasoline, etc. always present a potential fire hazard 
and the proper DIENER equipment will minimize the 
possibility of costly damage. DIENER Fire Fighting and 


will insure property pro- 
tection for your customers 
and we will be glad to 
give you all facts and de- 
tails on our line — write 
today. 





PERFECTION 
EXCELSIOR CAN 


For storing excelsior, straw, 
waste, paper for packing, and 
other combustibles — also helps 
to keep packing material neat 
and clean and prevents waste 
and floss. Made of heavy gal- 
vanized steel. Useful in manu- 
facturing plants, airports, gaso- 
line stations, etc. 








Fire hazards should be kept to a minimum especially 
where combustibles are stored. Rags, alcohol, waste, 


Fire Prevention Equipment 











FIRE PREVENTION EQUIPMENT 





FOAM TYPE FIRE 
EXTINGUISHER 


2% Gal. cap. Ejects 
20 gals. of thick, dur- 
able foam which has a 
burning fh effect on 
burning liquids. This 
the thick’ k cine tl ont 
e ck air-tight 
blanket of foam cuts off 


vital necessity where 
Senetine. naphtha, oil, 
—— grease, or lac- 

8 ‘used and stored. 


GEO. W. DIENER MFG. C0.1°422,%: Monizsio Av. 
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Ray Neal of R. C. Neal Co., Inc., 
host to Harold Hollister (right) of Inger- 


played 


sollRand in Painted Post, and his son 
Douglas Hollister, at a recent get-together 
held by the Buffalo, N. Y. firm. 





Burditt Named To Sales 
By American Wheelabrator 


The American Wheelabrator & 
Equipment Corp. of Mishawaka, Ind. 
has appointed George I’. Burditt sales 
engineer to join John N. Harpex in rep- 
resenting the company in the Pitts- 
burgh, Pa., territory. 

Mr. Burditt is a graduate mechani 
cal and industrial chemical engincc 
from Kansas State College. lormerly 
he was associated with Gustin Bacon 
Co., Kansas City, Mo., in a devesop 
ment engineering capacity. Prio to 
that he was a civil engineer with the 
U.S. Soil Conservation Service. 

He is a member of the Amerean 
Chemical Society and the Amenean 
Acoustical Society. 


La Barge & McKim 
Form Own Company 


lormation of the La Baige & Me- 
Kim Co., Buffalo, N. Y. dealer in 
industrial supplies, was announced 
recently by Frank E. La Barge and 
W. W. McKim. 

The company’s offices and ware- 
house will be located at 1200 Kensing 
ton Ave. Mr. La Barge has been in 
the industrial supply business in But- 
falo for several years. Mr. McKim, 
formerly, was general manager of the 
Buffalo Tool & Dic Works. 





he 
eh 
i & 





One of four of the special demonstrator 
trucks of the Mall Tool Company of 
Chicago, which will tour the country and 
call on distributors to familiarize salesmen 
with their sales and servicing of company 
products. 











~~ 


~ 








Industry’s 
$6 Billion 
= Problem 


son 
ether 


Rust, corrosion and deterioration take an estimated $6,000,000,000 
annual toll. Much of this loss can be prevented by the use of 
corrosion-resistant equipment and protective coating materials. 

Koppers is one of the largest manufacturers of specialized 
coatings to protect metal, concrete and masonry. These coatings 
are waterproof, resistant to chemical fumes, sunlight, and in- 
dustrial atmospheres. They have an unequalled performance record 
in virtually every industry. Application requires no special skill. 

Koppers Protective Coatings include: Bituplastic,* Bitumastic 
No. 50, Bitumastic Super-Service Black, Bitumastic Tank Solu- 
tion, Bitumastic Black Solution, and Bitumastic Hi-Heat Gray. 
*Trade Mark Reg. U.S. Pat. Of. 


KOPPERS COMPANY, INC. firssuncn 9, Pa. 





KOPPERS 
od CORREA A Oy Wil, (Chale). 
INDUSTRIAL MAINTENANCE 

ARE SOLD THROUGH 
INDUSTRIAL DISTRIBUTORS 
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CALDER DRESSERS and CUTTERS 





A Dresser Size for Every Job 


SOLD ONLY THRU DISTRIBUTORS 








iT 


® Tool Steel Cutters 


® Dresser has Right and Left 
hardened Threaded Bushings 


® Extra Dresser Weight 
Easy to Sell... 
Everyone Likes Them 


Also a Fine Line of Guaranteed 
Diamond Dressing Tools 


CALDER MANUFACTURING COMPANY 


LANCASTER, PA. 














BALL 
BEARING 
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FAST SALES... 
VOLUME SALES 


to every company 
handling box cars! 


The Monarch One Man 
Car Door Opener fills a 
long-ielt need for saving 
labor, reducing acci- 
dents, speeding loading 
and unloading sched. 
ules. The Procter and 
Gamble Company, Cin 
cinnati, says, “We have 
established your car door 
opener in our safety 
manual, which means 
that we will order these 
openers for our plants 
and mills all over the 
country.” 


® Reasonably priced for 
quantity sales, generous 
discounts. Sales promo 
tion literature and cuts 
available. Write us to 
day. 





Hy! $22.50 Each 
F.0.B. Bowerstown 


THE NOLAN COMPANY 
OEPT. MS Bowerstown, Ohio 
Formerly The Mining Safety Device Co. 

















HEAVY-DUTY 


VALLEY crinvers 


Accuracy and Performance | 3 
Records already established 


In the 27 years that Valley Grinders have been used by | 


many of the country’s largest industrials, they have estab- 


lished fine records where accuracy and performance | 
count. These grinders are all powered by Valley Motors | 
and every unit is built to a single high standard of quality. | 


This means complete satisfaction in service which builds 
profitable demand fér these efficient, low-cost tools. 





Valley Electric Corp. | 


4221 FOREST PARK BLVD. e ST. LOUIS 8, MO. 
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WITH THE FAMOUS 
RUBBER POPPET 







.. save their 

cost many times omer in service 
inated Ideal for jet 

type pumps. Ask for bulletin 401. 


Onder from your Yobber 


WHITE MACHINE WORKS 
| FORT WAYNE 1, INDIANA 











> 
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MANUFACTURING 


Builders of Quality Vises for over 40 Years 


COMPANY [fx‘t's'o 7 














Announces 


A Brand New 
COMBINATION VISE 


Here is a brand new item with features and advantages calculated to 

- ae provide you with a new field of sales and profit opportunities! Every 

eee fe eat uri? 1g vise-user will recognize the quality and use-ability of this new vise. 
The extra-heavy geared swivel base—replaceable long tool steel pipe 


jaws—extra heavy semi-steel castings for added rigidity—all these 
NEW RIGIDI points are real sales clinchers. Write for distributor information and 
detailed descriptions of all YOST Vises. 
a, 
MODERN DESIGN ~~ 







An Important 
Addition to | 
a Famous 
and Complete 
Line of Highest 
Quality Vises 














The New YOST Combination 
Vise is unconditionally guaran- 
teed. Sold only through Mill 
Supply Distributors 











Below, more Quality Vises from the YOST line 









YOST Drill Press Vise YOST Machinists’ Vise YOST Stationary Ma- 





— compact, eliminates — solid tool steel, chinists’ Vise—bolts 4 
need for special jigs. welded jaws, geared places for rigidity, 
swivel base. guaranteed throughout. 








| ~“¥ 
YOST MANUFACTURING CO. jane?’ Usa. 
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Selling TIME 
sells ‘Budgits’ 


‘Budgit’ Electric Hoists sell themselves 
ence you've convinced the man who 
owns the plant or shop just how much 
time and money he'll save when these 
sturdy, speedy hoists do his lifting 
for him. 


Your markets are not restricted to 
shops or factories. Warehouses, stores, 
schools, stockyards, hospitals, farms, 
dairies, unloading and loading plat- 
forms, garages, service stations—any 
place where load handling is a big 
part of the day’s work, is a likely 
place for selling one or more ‘Budgit’ 
Hoists. 


Bring out the safety features of 
portable ‘Budgit’ Hoists — how they 
relieve the men who do the lifting 
from all fear of sprained backs, 
strained muscles, rupture. How the 
worker is free to turn his energy into 
increased production. How this is like 
adding fifteen minutes to every hour 
in the day. 


Saving time — money — is the 
basic feature of selling ‘Budgit’ Hoists 
these days when both mean so much 
to American industry. 


Have you enough copies 
of Bulletin 371 If not, 
write us for as many as 


you need. 


‘BUDGIT 


Hoists 


MANNING,MAX WELL & MOORE, INC. 
MUSKEGON, MICHIGAN 


JAN NING 


TRADE MARK 


Builders of ‘Shaw-Box' Cranes, ‘Budgit' and 
‘Load Lifter’ Hoists and other lifting specialties. 
Makers of Ashcroft Gauges, Hancock Valves. 
Consolidated Safety and Relief Valves and 
‘American’ industrial instruments. 
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Ralph M. Gattshall 


Republic Rubber Observes 


25 Years with Lee Corp. 


Youngstown’s Republic Rubber 
plant plans this year to celebrate its 
| 25 years of affiliation with the Lee 
Rubber & Tire Corp. with a special 
advertising program. It will also ob- 
serve the establishment of Republic’s 
“five-point” sales policy. 





Be TARRORS 


{ AKKG 





* SFIN GRILL 





WITH CEMENTED CARBIDE TIP 


amen Sepia 1 


iT 


LAG SCREW EXPANSION SHIELD 


Ralph M. Gattshall, southern dis- | 


| trict manager of Republic, with head- 

| quarters at Atlanta, is chairman of the 

| committee arranging the observance. 

| Other members are Vice-Presidents 
O. S. Dollison and H. W. Croysdale 
and A. Brill, E. M. Ikert, G. L. Smith 
and Cari Zieme. 

Mr. Gattshall joined Republic in 
1922, just before it was acquired by 
Lee, and was advertising director and 
manager of district sales from 1924 
to 1934. 
trict manager in 1934. 








Cutting tools on exhibition at a recent 


products show staged by Rudel, Carey & | 


Briggs, N. Y., are explained to Andrew 
Carey, R. C. B. president and G. Cheston 


Carey, Carey Machinery Co., Baltimore, | 


| Md., by Don Grant, salesman. 


He became southern dis- 


= 
d ae. 
3 44 pm St wp 








LITTLE MAJOR TURNBUCKLES 


— SEE YOUR JOBBER — 


_ARRO EXPANSION BOLT CO. 


MARION, OHIO 
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The Pp. and Q. 


OF AN ALEXANDER 
DISTRIBUTOR FRANCHISE 


Alexander has definitely geared its franchise to assure maximum co- 
operation and service to its distributors. Look over some of these 
“96° and “O's.” 


Pro DUC The foundation of the plan is the complete line 


of Alexander famous leather beltings, packings 
and industrial leathers which have national acceptance with the consumer. 


QUALITY is the primary factor in this line—which embraces 
MONOEBELT, FLEXOCONE, TENTACULAR AND DUPLEX leather belts, 
all of patented construction—and other oak and special-tan leather 


belts. Also leather packings and industrial leathers. 


Je _—a a series of comprehensive features to assist 


the distributor. The free services of competent sales 
engineers. Management-directed sales meetings. Complete protection 
for distributors, for example 


QUERIES resulting from our continuous campaign of national 


advertising are referred to the distributor covering the territory from 
which they are received. 


Prorit Our pricing policy provides a substantial margin of 
profit. In addition, the Alexander patented leather 


belts, having consumer acceptance, offer such a 





QUICK turnover as to permit exceptionally low inventories which 
means a greater margin of profit on stock investment. 





ALEXANDER BROTHERS 


406 NORTH THIRD STREET, PHILADELPHIA 23, PA. | "°°" 


Franchise may 





be available 


BRANCH OFFICES in your ner 
rou wer NEW YORK + CHICAGO + CHARLOTTE + DALLAS| 
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HARGRAVE 
NO. 530 CARRIAGE CLAMP 


No waits! No delays! High level production now assures 
fast shipment from stock of top-quality Hargrave 7530 
Carriage Clamps . . . the best buy ever offered in a 
Carriage Clamp. No other Carriage Clamp on the market 
offers your customers so much value. 
The frame is made of a powerful new metal far stronger 
- than malleable . . . is Individually Power Tested. Solid 
steel pin is same as furnished on our forged steel carriage 
clamps the past four years. Avoid returns of clamps that 
can’t take it! Keep the confidence of your customers 
by recommending Hargrave Carriage Clamps . . . they'll 
increase your sales! Available in popular sizes. 


Write for catalog of complete line. 


_f)_ 4032 Montgomery Rd. 

f _ Cincinnati 12, Ohio 
HARGRAVE 

The Cincinnati Tool Co. 











SHERMAN 


HOSE 


COUPLINGS || Fo; PRODUCTION 


gael a MAINTENANCE 
REPAIR 


Soldering Paste 
Sodering Sticks 
Sodering Oil 
Sodering Flux 
Stainless Steel Polish 
Sodering Liquids 
Sodering Syrup 
Sodering Acid 
© Solid Sal Ammoniac 
Our Check Charts will help your customers 
—show melting point of all soders — our 


Bricati i fs gi e ; Technical Staff will advise and consult with 
cg gaeeghe: bes - Y : ey you on intricate and unusual problems. 


ee tT tT yt a 


hee 


URRERNPeReaeame: 





4 ” For customer se Investigate! 
and repeat ‘ Steam al t 


handle Whit er-. | Sherman cast hones 
: ’ at S| water hose couplings 
flex Cordage Tuya available from %" up 


” 


to 6”. 


Sherman long shank 
for steam and air hose 
prevents blowing off 
or leakage. Available 
sizes 14" to 4". 
Immediate Delivery. 
Write for Bulletin 


Lo ‘ Fa 
Waitock CoRDAgE H. B. SHERMAN errr wr 
COMPANY 7S Manufacturing Company We. aes ave 
46 SOUTH ST., NE of u BATTLE CREEK MICHIGAN CHICAGO 314: ILL. 


da. 




















& 
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& Magnolia © 


...a@ Mame with user acceptance EVERYWHERE! 





TIN-BASE BABBITTS (lead free) 


Adamant Super Genuine 


(Especially strong and tough. 
not crack.) 


Will 


LEAD-BASE BABBITTS 
Magnolia Anti-Friction Metal 


Graphite treated—suitable for 90% 
of all bearings.) 





Power Nickel Genuine 


(For heaviest loads and high heat. 
Non-squeeze. ) 


Defender Babbitt 
(For moderate shock loads.) 


D-Z-L Pyramid Babbitt 
(For sustained heavy pressures and 


high initial heat.) 


(Toughest, strongest and most ex- 
pensive.) 


MAGNOLIA ISOTROPIC DIE-CAST MACHINED BRONZE 


Has none of the defects of sand castings. Over 450 sizes always in 


stock. Its superior quality insures repeat business. Sizes from 


1” to 16” O.D. and lengths from 13” to 40” depending upon 
diameter. 


Microphotos show the difference . . . the top one by 


ordinary sand cast methods .. . the lower, by Magnolia’s exclusive SAND-CAST 
Isotropic Die-Cast method, both from the same heat. Note the com- 
plete dentritic crystallization and absence of segregation in the 


Die-Cast picture. 


BOTH FROM 
SAME HEAT. 


Shipments Prompt. ... Service Flexible 
We cooperate actively with our distributors. 
Some desirable distributing points ave still open 


Write us if you are interested DIE-CAST 


MAGNOLIA METAL COMPANY 


18 West Jersey Street, 
ELIZABETH 4, NEW JERSEY 


MAGNOLIA METALS 


A Profitable Line to Carry! 
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EVERY PLANT NEEDS at least one of these time-savers for 
handling heavy materials. Factories, warehouses and ma- 
chine shops, alike, welcome faster handling of steel plates, 
pipes, bars and rails as well as timber, barrels, drums and 
heavy crates. 

Your sales staff can dig up plenty of sales for these crane 
accessories. which have been featured in many material- 
handling publications. Send for a set of catalogs today and 
ask for dealer's discounts 


No. 117 
portable bench grinder 


$4 A95 
Designed for the home 1425 


work shop this light duty, self-con- 
tained portable electric grinder 
is being widely bought for light, 
touch-up work, breaking corners, 
de-burring, etc.; for laboratories, 
homes. While no production tool, 
and not designed for continuous 
operation it’s a lot of grinder for 
the money and a fast seller— 
capable shade pole motor, one 
fine, one coarse 43” x 3” grinding 
wheels, 1-piece cast ‘aluminum 








housing with front switch cord 


and plug. 110-120 AC. 


Write for Catalog Sheet 
and discounts. 


SPEEDWAY MFG. CO. 
1832 S. 52nd Ave. Cicero, Ill. 


DOWNS — & HOIST CO. 


MALTY £Ppc 540 W. VERNON AVENUE 
Ee ee me LOS ANGELES 37, CALIF. 
“| Electric Cranes @ Hand Cranes @ Jib Cranes @ Sheaves @ Sheave Blocks 
Plate Grips @ Plate Hooks @ Crane Trolley Hoists @ Crane Wheels @ Crane 
End Truck Units @ Jib Crane Fittings @ Automatic Mechanical Load Brake 
Crane Hook Blocks 
a IE 


2 OUTSTANDING VISES 


priced competitively 
to sell on sight! 









































WILTON 


Precision Built 
Vise Dependable Utility Vises 


The Torco is by every stand- 
ard the stand-out vise in the 
low priced field. Precisely 
threaded spindle, no wobble, 
no dead motion. Available 
with or without pipe jaws 
and swivel base. 


Guaranteed for five years, built to last 
for a generation! Exclusive Wilton com- 
pletely enclosed design keeps out chips 
and dust. Grease-packed spindle and un- 
breakable nut. Front moves on broached 
key way, no wobble. Replaceable, pre- 
cision-milled jaws. Finest vises built in 
2” to 6” size. 

For catalog and discount information write to 


Wilton Tool Mfg. Co. 


936-D Wrightwood Ave. ¢ Chicagol4, Ill. 


WILTON VISE 


ALSO POWRARMS AND PISTON SETTERS 





ORDER THROUGH YOUR JOBBER 


EMBURY MANUFACTURING CO. 


WARSAW, NEW YORK 
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CWE DRIVER FITS ALL SIZES OF 
REED & PRINCE RECESSED-HEAD SCREWS 


Wheeche: auto-race driving or screw-driving — 
you waste time and speed when you have to change 
drivers! When you use the Reed & Prince ONE 
DRIVER method, you do not need to change drivers 
for varying screw sizes. There is no fumbling, no 
shifting, no wasting time. Remember, ONE Reed & 
Prince driver fits ALL Reed & Prince recessed head 
screws and bolts. Good workmen appreciate this fast, 
modern, efficient method — and it shows up to ad- 
vantage on your time sheet. 


REED & PRINCE 


MANUFACTURING CO. 
CHICAGO, ILL. WORCESTER, MASS. 
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MANUFACTURING 
Recessed and Slotted 
Wood Screws Sheet Metal Screws 
Machine Screws Stove Bolts 
Also 
Cap Screws Set Screws 
Machine Screw Nuts Wing Nuts 
Rivets and Burrs Rods 
Screw Drivers and Bits 
Specialties 

















Standardize 
on KESTER Cored Solders! 


POSITIVE FLUX UNIFORMITY 


Formerly personnel director of the Car- 
boloy Co., Inc., Detroit, Mich., F. C. 
Ritner has been advanced to the po- 
sition of vice-president in charge of 
personnel. 








| .Goodyear Tire & Rubber 
Holds Sales Meetings 


Annual  sales-engineering confer- 
ences of Goodyear Tire & Rubber 
Co.’s mechanical goods division were 
scheduled to be held this month in 
Lincoln, Neb., and New York City. 

A four-day conference in Lincoln 
at the Cornhusker Hotel will be held 
Build customer confidence for the company’s district sales man- 

Rielle i q agers and field representatives in the 

: y ny S pooce western division. 
that is instantly recognized The New York meetings for sales- 
as an outstanding men of the eastern division will be 
and dependable solder held at the Park Central. Upward of 
150 salesmen will attend, including 
: 30 executives and department heads 

uniform flux core. from Akron. 

Available in various gauges and 
specialized industrial cores Edsall Named To 


to fit individual problems. National 4-A Post 
Have your customers 





with a scientific and 


Richard L. Edsall, vice-president in 

take advantage of charge of research of the James 

our expert engineering service. Thomas Chirurg Co., Boston and New 

No obligation to you. York advertising agency, has been ap- 

pointed to the National Committee 

on Research of the American Associa- 
tion of Advertising Agencies. 

Mr. Edsall is a former National 
Membership chairman of the Ameri- 
can Marketing Association and also 
has been secretary and a member of 
the board of the association’s New 
England Chapter. 


KE STER 1% KESTER SOLDER Hickman To Direct 


SOLDER COMPANY Goodrich Sales Personnel 
4214 Wrightwood Awe. John R. on a /- 
nieatinainme pointed director of field sales person- 

nel of The B. F. Goodrich Co. Mr. 

Factories also at— Hickman succeeds Dale Kramer, who 


Newark, 0. 5. has been granted a temporary leave 
Brantford, Conede of absence for reasons of health. 
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No. 44A 
COILTROL 
Fire Pot 


CLAYTON & 


1716 DIXIE HIGHWAY 


LAMBERT 


Great firepower is held in 
precise temperature control 
by flame adjustment valve 


on detachable coil unit, 


MFG. CO. 
LOUISVILLE 10, KY. 








WATIONALLY 
ACCEPTES 


odvertised 7 
trade POPE 
gmail stor 

- standard he 
and shapes sid 


nk. ‘ 
sha maximum 


minim 

millions 
a hw 
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you ovr orn 


use ever 
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st us send 
plete catalog: 


vu. FORD". 


742 West First Street 


pide 
Cooter 


Davenport, lowa, U.S.A. 

















Electric 
Hoist. Capacities 
250-, S00- and 1000- 
ibs.:; hook, bolt or 
trolley suspension. 


Torpedo 





Differential Hoist 
Capacities one-half, 
and one-ton. A fast- 
selling low-cost 
hoist, with a large 
market. 


MATERIALS 
HANDLING 
EQUIPMENT 


A top quality line of hoists and trolleys 
that will cut materials handling costs in 
any plant. Sell Conco units with full 
confidence of long-life and quality per- 
formance. Conco has been a leading 
name in the materials handling equip. 
ment field ror a quarter of a century 
Write for full information on this profit 
able line. 





i 


I-Beam Trolley in Spur Gear Hoist. 
four models, plain High speed, high 
or geared types in quality. in capaci- 
capacities from \, ties ranging from 
through 10 tons. \%, through 2.0 tons. 


ENGINEERING WORKS 


Division of H. D. Conkey & Co., Division St.. Mendota. Illinois 
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Vital Aid for 
Flat Belt Drives 


BAR - PASTE - LIQUID 


@ Benefits to users of CANTOL Belt 
Wax: no slippage . . . suits all types of 
belting . . . free from injurious ingredi- 
ents . . . keeps belting pliable in all 
atmospheres and under all working con- 
ditions . . . makes belting moisture proof 
. . . fills pores and seals belt against 
foreign matter . . . a slight application 
is sufficient . . . penetrates and preserves 
life of belting. Regular use can save on 
operating expense for your customers— 
makes for easier traction and saves on 
belting costs. Get booklet for complete 
details. 

* We Urge Users to Buy Thru Their Distributor 


e 
CANTOL WAX PRODUCTS COMPANY 
BLOOMINGTON, INDIANA 














AGE /, 7 ELECTRODES 


STAINLESS 


W- found out a long time 
ago that welding stainless 
steel is not always as sim- 
ple as it looks. So we set 
out to study the problems 
and find the answers. 


Since then we have developed 
a complete line of PAGE- 
Allegheny Stainless Steel 
Electrodes and Gas Welding 
Rods. More important, we have 
collected a valuable fund of 
information about welding 
techniques. Through PAGE 
Field Service men, this infor- 
mation is always available to 
PAGE distributors and their 
salesmen. 





For a complete line 

of stainless steel electrodes 
and up-to-date information 
about their most efficient use 


04 re ] Monessen, Pa., Atlanta, Chicago, Denver, Detroit, Los Angeles, New York, 
Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 
ee 


PAGE STEEL AND: WIRE DIVISION 
AMERICAN CHAIN & CABLE 
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VALVES ARE THE ENGINEER'S 
PREFERRED CHOICE FOR TROUBLE - FREE 
SERVICE. MINIMUM MAINTENANCE COSTS! 


LOOK AT THE ECONOMY HERE! 


Eliminate the usual additional 
union and nipple on either out- 
let or inlet end of the line! 


Double Extra Heavy 
Hot Forged Steel 
SWING CHECK VALVES 


Pipe union type, especially adapted for high temperatures, 


Recommended 
for extreme high pressure service, corrosive and acid conditions. 


600-Ibs. Working Steam Pressure Designed for perfect freedom of movement, with 100% 
1500-Ibs. Oil, Water or Gas opening. Stainless steel flapper and assembly, forged steel 
| Tested to 4000-Ibs. NSHP integral seat 








nrite for your copy of Bulletin 10-A 


CATAWISSA VALVE & FITTINGS CO. | 
300 Mill St. - CATAWISSA, PA. |___UNIONS 


HOT FORGED STAINLESS 
STEEL STEEL 

















The Quick, Easy Way 
to TAP BY HAND 











Advertised 
in Leading 
Machine Shop 
Magazines 


@ Eliminates most tap breakage 

@ Does the job in half the time 

@ Anyone can operate it 
Die makers can be tied up for hours tryin 
to dislodge broken taps caused by han 
tapping. Now the Dahlstrom Tap Guide 
does the job in a fraction of the time with 
work always straight and true. Just fasten 
it to a post or bench, slip a Tap Adaptor 
into the spindle and the most inexperi- 
enced operator can handle it. Equip; 
with 7 Adaptors, yanging 
(takes care of 95% of 


Taps not furnished. List 

Minneapolis. Subject to Liberal Trade Dis- 

count. Literature on request. 
DAHLSTROM MANUFACTURING CO. 
424 South Sixth St. @ Minneapolis 15, Minn. 














FRED KELMM-— 


Expert in Circular 
Saw Grinding 


With the background of a thoroughly skilled 
mechanic, Fred came to Ohlen-Bishop in 
1930. He has become an expert in saw grind- 
ing, operating rotary surface grinders, hollow 
grinders and polishers. Grinding is an im- 
portant step in the production of a circular 
saw and is intrusted to only our finest skilled 
workmen. . 


You can depend on Ohlen-Bishop for the 
finest circular saws that can be made with 
skilled mechanics and modern machinery. 
Recommend and sell them with confidence. 


~ 


eee 


OHLEN-BISHOP MFG. CO., 902 Ingleside Ave., Columbus, Ohio 
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High pressure lubricating fittings in wheels as 


| well as hangers. Grease retaining chambers 


prevent destruction of balls. Large balls in 


| upper outer races take load as well as side 


thrust and both races are protected from dust 
and water by over-lapping lips on plates and 
hangers. Swivel nuts provided for adjusting 
bearings in case of wear. 
SPECIFICATIONS 

Caster Wheel Bolt Hole 

No. Size Centers Height Capacity 
404-WR 4x2 . «a 5% 650 Ibs. 
444-WR 4x2 2%x4%2 6 
504-WR 5x2 3 x4 6% 
644-NR 6x2% 4%ex5% 8 
644-WR 6x2% 4%x5% 8% 
844-NR 8x2 5 x6% 10% 
844-WR 8x2% 5 x6% 10% 


Buffalo CASTER 
& WHEEL CORP. 


187 Breckenridge St., Buffalo, N. Y. 





THESE Check List SHOW WHY 
‘READING HOISTS 


SALES ARE EASIER with 


READING HOISTS 


give you... 


V Good Profit Margin 

Vv Complete Line 

V Competitive Prices 

V Exclusive Selling Features 
v Selective Distribution 

Vv User Acceptance 

v Selling Help 

V Advertising Support 


a SD 


give your customers... 


v Extra Lifting Power 

V Low Maintenance Costs 
Vv Handling Speed 

v Easy Hoist Portability 
V Accurate “Spot” Positioning 
Vv High Over-Load Capacity 
V Safe Handling 

v All-Steel Construction 





Decide today to step-up your sales—get your share of profitable, repeat 
orders—with the complete Reading Hoist Line. If there is a franchise open 
in your territory, we'll be glad to send you full details. Just drop us a line. 
And if you haven't already done so, ask for your copy of Reading’s newest 
selling tool—_the READING CHAIN HOIST CATALOG NO. 60. ..... 


CHAIN HOISTS * ELECTRIC HOISTS * OVERHEAD TRAVELING CRANES , 


READING CHAIN & BLOCK CORPORATION | 
2107 ADAMS STREET READING, PA. 
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Every Metal Working Plant 
a Prospect— 


Making big savings for machine shops - sheet metal fabricators - 
electrical contractors - foundries and other plants which cut rods - bars 
- angles - channels or any kind of metal to lengths. Fast - accurate - 
moderate in cost. Customers are awaiting to be sold. 


METAL CUTTING COSTS 


AEH OTE IPOR ESL I 


Reduced with 








































Manufactured by 
MACHINE 


TOOL DIVISION 
& 
KALAMAZOO TANK 
& SILO COMPANY, 
Kalamazoo, Michigan 







Write for 
Dealer Discounts 








Rod Cutting 
at High Speed 
with the New 


DI-ACRO ROD PARTER 


This newest member of the DI-ACRO “DIE-LESS 
DUPLICATING” family of Machines brings you accur- 
acy, speed, capacity range and ease of operation fully up to 










“PARTS OFF” 


MANY the standards of DI-ACRO Benders, Brakes, Shears. 
MATERIALS Do you require precision? —The DI-ACRO Rod Parter holds 
All hot and cold tolerance to .001” on duplicated cuts. The ends are square, 
rolled rods and roundness is maintained. 


Stainless steel 

Chrome Molyb- 
denum 

Aluminum Brass 

Copper Bi-metals 

Many types of 
plastics 

Fibre Rubber 

Wood 


Do you want speed?—The Rod Parter exceeds output of 
other methods with equal accuracy, on rods and bars up 
to 54”. Torrington Roller Bearings incorporated in an 
exclusive multiple leverage arrangement provide remark- 
able ease of operation in both heavy and light materials. 
SALES FOR YOU! There is widespread interest in the DI-ACRO 
Rod Parter, also DI-ACRO Benders, Brakes, Shears, 

Notchers, Punches. Write for catalog and dealer 

information. 

Pronounced ‘'‘DIE-ACK-RO”" 


312 EIGHTH AVENUE e@ LAKE CITY, MINNESOTA 
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H. E. Crandall 


Crandall Made Manager 
At Republic Supply 


H. E. Crandall, who for the past 
two years has been assistant store man- 
ager for the Republic Supply Co., Bak- 
ersfield, Calif., now is store manager. 

Two new salesmen recently have 
been added to Mr. Crandall’s staff: 
Robert Parks, transferred from Santa 
Fe Springs, Calif., where he was man- 
ager of sales of industrial supplies and 
oil production supplies and equip- 
ment; and Charles McIntyre, trans- 
ferred from the home office at Los 
Angeles. 


Stanley and Cooper 
Elected at Fafnir 


Maurice Stanley, president of The 
Fafnir Bearing Co. of New Britain, 
Conn. during the past 21 years, was 
elected chairman of the board and 
Executive Vice-President Stanley M. 
Cooper was named president to suc- 
ceed him at the annual meeting of 
the firm’s board of directors. 

Mr. Stanley is former treasurer and 
president of the Anti-Friction Bearing 
Manufacturers Association and a for- 





Maurice Stanley 





f 
t 
t 

















Courtesy New York Central System 





UN-LIMITED! 
There are unlimited applications for 


U 
wt aire |i ° . 
bearing metals, and an alloy from 


Federated’s complete line to cover virtually every one suc- 
cessfully and economically. 

In railroading, under the most severe conditions of load 
and speed, bearings of Federated babbitt provide complete 
security. 

From its complete line, Federated can provide the right 
babbitt for your job —“XXXX Nickel” and “Thermodyne” 
tin- base babbitts for rugged service; “Merit” metal and 
“Record” lead-base babbits for lighter loads; “G” and “S” 
babbitts for precision bearings or special properties. 

Federated’s 11 plants and 25 sales offices make it easy for 
you to get babbitt or other non-ferrous metals. 
For help with your bearing problems, call or 
write the nearest Federated office. 














ied 


Seduce METALS 
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Division of American Smelting and Refining Company, 120 Broadway, New York 5, N. Y. 
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PRODUCTS NEEDED BY EVERY 
FACTORY YOU SERVE 


Red Rocke 


—for easy one-man 
tilting and draining of 
heavy drums and bar- 
rels. Made in three 

sizes, 14”-18"- 


SE, 
| NC SE TMT SSS AT 
eo “ava COLLIS cereal 
oor — avail- 
able with Stanley M. Cooper EQUIPMENT 


or without | 


wheels. A | mer director of the National Associa- de COLLIS Equipment fills today’s 
nig — _ | tion of Manufacturers. important production needs so well 
te ‘oat Mr. Cooper entered Fafnir in 1924 because — a by men 
thousands | and has served as advertising manager, = —— cae ak tes 
now in use. secretary, vice-president and executive 2 voll came of types and sizes 
vice-president of the company. for Drill Sleeves and Sockets, Lathe 
Centers, —— a and a 
o our orders 
Worthington Elects oo tag a 


—balanced f i i 

—eaeeanl Sor-omy Whelan Vice-President THE COLLIS company 
loads, 6” diameter ) Frank J. Whelan recently was CLINTON, IOWA 
metal or rubber // #\ | elected a vice-president of the corpo- . 
or Streamlined . ration at a meeting of the board of 
lpia: | | directors of Worthington Pump & 

















construc- : 
tion for || | industrial and oil field merchandising 
maximum : activities of the corporation and re- 


. > 
frame, : ; 
retded . Machinery Corp., Harrison, N. J. ; C S 
seaeaeh _ Mr. Whelan will be in charge of the PUN HE 


———, sponsible for the sale of company 


cae Eee Ai products through industrial and auto- 
Economy ' motive dealers, the sale of power 
Shovel ; , | transmission equipment, and sales to 
Trucks. a other manufacturers of equipment. 
Mr. Whelan will be succeeded as 
manager of the Reciprocating Pump 
Division by Alvin F. Welsh, now engi- 


CARBOY | «cr in that division. 
TILTERS Laue 


—simple and safe 
for one man to 
operate. Lifts car- 
boy from floor 
with easy rocking 
action, pours by 
tilting on center 


wich vice or | oe  “O —WHITNEY~ 
> -_— FOR EVERY NEED 


; ; H ‘ @ WHITNEY Punches are built for hard serv- 
Write for selling prices and ice — individual choracteristics make them 


distributor discounts most adaptable for a certain kind of work. 
Each type is Fy a of — are 
time savers and users like the lookin 
2651 W. Van Buren St. finished jobs they oe out. Sales possibilities 
* are excellent for a unches. Let 
Chicago 12, iil. . us give you complete details. 


W. A. Whitney Mfg. Co. 


Evtablished 1907 636 Race St. Rockford, Ill. 
Frank J. Whelan 
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PRODUCTS OF 


U.S. 
RAINBOW V-BELTS 
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UNITED STATES 
RUBBER COMPANY 














pack! 


Marsh advertising packs a punch be- 
cause the Marsh product packs a 
punch. The facts are right there to be 
told—known facts about the better, 
sturdier construction and the lasting 
accuracy that Marsh Pressure Gauges 
are demonstrating throughout in- 
dustry. 

Each month advertisements like the 
one above are telling the story of 
Marsh leadership in every field where 
pressure gauges are used. It is a story 
that only Marsh can tell—told to your 
customers to build business for you. 


JAS. P. MARSH CORP. 
Dept. C, Skokie, Illinois 
Export Dept.: 155 E. 44th St., New York 17 


COLLMER 





Huntington 
Brushed or 


GRINDING WHEEL DRESSERS AND CUTTERS 


Recommend their regular use 
for complete grinding wheel 


ef f iclency Give your customers this piece of 


good advice ... to dress grinding wheels REGULARLY to 
remove impregnated metals and to true them REGULARLY 
to square off face and remove nicks. Then sell them the 
proper equipment to do a first rate job—COLLMER Grinding 
Wheel Dressers and Cutters. We have already sold millions 
all over the country and there is always a steady demand— 
send for booklet which gives types, sizes, and all important 


or 
“Paragon” 
Cutter 


Huntington 
Regular 


facts. We can make prompt deliveries. 


Collmer Dresser No. 3 


COLLMER BROS. sovm srw 4, wow 


Collimer Ultra-Thin 
Pipe Cutter Wheel 


Est. 1890 

















the gauge 
with the 7 
“‘RECALIBRATOR 


— quickest and 
has been 


arsh “Recalibrator” 
finishing 


ol — to correct 6 on = 
“7 cked out of adjustmen 
sooct to @ superlative gauge- 


GAUGES © YALYES © TRAPS 
DIAL THERMOMETERS 
HEATING SPECIALTIES 











THE METAL CUTTING FIELD IS WIDE 
OPEN FOR THE COST AND TIME SAVING 








ie 


SEE 








@ The SAWMASTER 6” x 6” capacity unit 
with 14” blade length and 5” blade stroke 
is pictured. Our two 4” x 4” models com- 
plete the line. 


Write and let us give you all of the details 
—see why it will pay you to sell the SAW- 
MASTER. 








Production men are glad to know about 
the portable feature—the long blade 
life—the accurate, clean cuts—the 
speedy results—the comparatively low 
initial cost and low operating cost of 
the SAWMASTER. It is because of 
these features that distributors are find- 
ing more and more sales for the SAW- 
MASTER. 


Remember that the portable feature has 
great sales appeal and the modern de- 
sign of the SAWMASTER gets quick 
approval from Industrial Plants, Tool 
and Die Shops, and Machine Shops. 


It's the fastest: selling portable power HACK SAW in America 


MILLER-KNUTH 


MANUFACTURING CO. 
WHachine “Jools 


2814 N. TWENTIETH ST. 
Omaha 10, Nebraska 
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Bethlehem Bolts are top-quality bolts in every way. 
They're rugged and dependable—and have the 
straight shanks, easy-to-grip heads and smooth- 
SUS b elem deba-Yofol-MielodMota-McloBbosholoyaresohmndel-seC-hZ-) mole) tty 
are used. No wonder customers like them. 


The Bethlehem line of bolts and nuts includes 
Jobe beloba-Tol-Meo} Mb elob hate thle dO 4 ol-1-Mo solo Mb 1-1 Moy Mol-to to (-to es 
and-threaded items—da range so wide as to meet 


practically every fastening need. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 
On the Pacific Coast Bethlehem products are sold by 
Bethlehem Pacific Coast Steel Corporation 
Export Distributor: Bethlehem Steel Export Corporation 
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DISTRIBUTORS HELP SELECT PUBLICATIONS 


FA Se 4 
MANAGES O 
EMENT AN py a 
“they iim INTENA Ney 
1a 7 


er 
rat 


--+ THAT‘S WHY 








REACHING for Jos SPEEDS UP Assembly 


“ as i, Reduces Labor Costs! 
‘aaeaiias Teas 
y ‘ ta 4 ag 
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CONSISTENT CHOICE ON THEIR SCHEDULE. 








Mr. Neil C. Hurley, president of Independent Pneumatic Tool Co., 
and a man who knows how to help his distributors’ sales — says: 


“It is our feeling that the Thor distributor is as much concerned 
with the selection of Thor media as if he were buying the advertising. 
He knows the publication that can do the best selling job because 
he bases his selection on . . . observance of the publication he sees 
most frequently on the desks of his customers.” 


Distributors and salesman have the best opportunity to spot those 
magazines that are most widely read and referred to by men with 
buying influence. And the wise advertising department leans heavily 
on advice from men in the field when choosing advertising media. 


That is one of the reasons why industrial advertisers for years have 
placed a greater dollar volume of advertising in FACTORY than 
any other magazine exclusively serving the manufacutring industries. 
Throughout industry — large and small — FACTORY is bought 
THOR GRINDERS LAST LONGER! and read by more men of the influential plant operating group than 
- Sas any other industrial magazine. .Is it any wonder that “FACTORY is 

Sher teeter” Spindle observed regularly on the desks of works managers, plant superin- 
tendents, tool room foremen, etc.” ? 


~ FACTORY 


ABP MANAGEMENT AND MAINTENANCE 


A McGraw-Hill Publication - 330 W. 42nd St., New York 18, N.Y. 




















If you’d like an opportunity to examine FACTORY more closely—to 
see for yourself why so many of your customers look to it for help 
on their daily jobs—we'll be glad to send you a complimentary copy. 
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NEW PATENTED FEED CONTROL 
SELLS THE KELLER 
POWER HACK SAW EASIER 





7 
7 


Your customers need a power 
hack saw with feed control. An 
easy turn of a hand wheel and 
they quickly apply the proper pressure 
to the saw blade. Pressure can be 
varied from 0 to 70 pounds to handle 
everything from thin wall tubing to 
the heaviest bar stock. Assures maxi- 


e e - s A ‘ -” 
lard lilting problem | "maar a === 
F : 4 MANY OTHER FEATURES 
{| : 2a In addition The No. 3 Hy-Duty Keller 
iid eS Casy se lg 7 ‘ Power Hack Saw has such features as 
tN automatic lift on reverse stroke .. . 
sare — swivel vise . . . automatic safety step 
; switch ... chip free vane type coolant 
Any time a plant or shop owner tells Keller No. 3 Hy-Duty Power Hack Saw. Pump... and new foot lift. 


you he has “just about the toughest It will pay you to investigate this fast selling money making line of KELLER Power 
Hack Saws. 


lifting problem there is,’’ you won't Write Dept. S-58 today for FREE bulletin. 


ee Sos Service Machine fool Co. 


2363 UNIVERSITY AVE. ST. PAUL 4, MINNESOTA 








Just give him the facts about the 





‘Load Lifter’ — its rugged strength; 


trouble-free service day after day; vy * P R EC IS } ON B RAN D 


low maintenance cost; wide range of oo TIME 
lifting capacities; special inbuilt fea- | °¢ WASTE 


tures that insure safe, economical per- ¢ BOTHER 


formance — and you've made « sale. CONVENIENT TO USE 


Ask about his installation troubles, ~~. ae - 4 IN 1 ASSORTMENT 
~ soe BRASS or STEEL 9 —> 
if he has any. Then, if you're in doubt , 4 ~~» £74 Contains an assortment in most 
: ha 7 F popular sizes of Precision Brand 


‘ ’ . = Shim Stock. 4 separate thick- 
as to which type of ‘Load Lifter’ Hoist - 3 , nesses 6x50” each. Total 1200 


square inches. Put up in easel 


| d eA. 
to recommend for his particular prob- Se hh type display dispensers cello: 
‘ : phane wrapped. 





lem, write us and give us the facts. 





} SHIM PACKETS 
BRASS or STEEL 


We'll be gled to help you solve his 
. ies tie Flat Stock—Total 6 Pieces. Each 33/,7x6” SINGLE ROLLS 


| —120 sq. in. 2 pieces each .001, .002, BRASS or STEEL 

installation problem with the right .003. 48 packets to the box. Single rolls 6”x100” 

each. 600 sq. in. to 

‘Load Lifter.’ the carton. All popu- © 
| lar thicknesses. 

Cellophane wrapped— 
moisture-proof, 

Write us for more copies of 


Catalog 215, to help you sell. 
SHIM STEEL 


HEAVY SIZES 
6”x100" and 12”x120" in 200 Ib. 


ei LOAD LIFTER 7” Sat eentnd paper cre, The 
IMI 7 CONSULT YOUR JOBBER 


MANNING,MAX WELL & MOORE, INC. Sa 
__.. Muskecon, wicmicaN’ "| MIECOC UTA), 
7 - . n A it’ an 
‘Load Lifter’ Hoists and other lifting specialties. PRECISION STEEL WAREHOUSE, INCORPORATED 
Makers of Ashcroft Gauges, Hancock Valves. 4425 WEST KINZIE STREET CHICAGO 24, ILLINOIS 


Consolidated Safety and Relief Valves and 
‘American’ industrial instruments. 
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In Chicago for the A.E.D. convention, 
R. J. Carver, vice-president of Carver 
Pump Co. of Muscatine, Iowa, demon- 
strates the full line to W. H. Marr and 
W. J. Kane of Kane-Marr Ltd., Winnipeg, 
Manitoba. 





Degen-Fiege Co. 
Uses All Phone Data 


The Degen-Fiege Co. of Los Ange- 
les, Calif. has devised a system that 
utilizes every scrap of information that 
comes to the firm by phone to keep 
salesmen and office workers posted on 
their accounts. The system has prac- 
tically done away with the old habit 
of employees noting down important 
information on stray bits or blocks of 
scratch paper. The present system is 
a great deal more permanent in the 
way of records. 

Under Manager R. D. Hogan, who 
says the system works to the firm’s en- 
tire satisfaction, the company has 
printed up quantities of telephone call 
sheets, about 84 x 1]-in. (Mr. Hogan 
has used the firm’s own duplicating 
machine for the purpose.) The sheet 
contains spaces for (a) the name of 
the person who received the call and 
the date; (b) the individual and firm 
calling; (c) the nature of the inquiry; 
and (d) the result. Several calls can 
generally be itemized on one sheet by 
the same employee. 

These sheets are placed at all tele- 
phones and must be filled out for all 
calls—on any subject whatever—ex- 
cept purely personal calls. There is 
always some chance that there may be 
an “angle” important to someone in 
the firm, no matter how trivial the sub- 
ject of the call may appear to the 
party who takes it down. 

At the day’s end, the sheets are col- 
lected and placed on Mr. Hogan’s 
desk. He may glance over them, and 
any salesmen may have a look, too. In 








Bower Tapered Roller 
Bearings have a reputation 


for superior 


performance 


that means customer satis- 
faction and repeat business! 

There is no sales resist- 
ance when you point out the Bower— 9, TWO ZONE 
CONTACT for perfect alignment. @, EXTRA DEEP OIL 
GROOVE for ample lubrication. 3, ROUNDED FLANGE 
SHOULDERS to prevent noise and chipping and mirror 
smooth SUPER FINISH eliminating run-in period. 


Check your Bower stocks today and call your nearest 
Ahlberg branch. Through its branches all over the country 
Ahlberg All-Bearing Service offers you 


experience, 


engineering service, 


and 


bearings for every type of bearing ap- 


plication, as well as exclusive distribu- 


tion of Bower—the roller bearings that 


means business. 


_ 


—_ 
ie 3026 WEST 47TH STREET 


CHICAGO 32, 


ILLINOIS 
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GALDOR 


V A | N G S me. ; ‘ ) JAE ccannc GRINDERS 


oF A Complete Line 

IN > , PRECISION BUILT 
eee wy | Bench & Pedestal Types 

| 6” to 12° WHEELS 


Liberally Guaranteed 














Substitutes OUT! 


The substitute era of war-time shortages is drawing to a close. Once again 
Viking. the pump built for your job, is becoming more readily available. 


A few are still on the shortage list. However, every effort is being made to 
vastly increase production of these models. The result is progressively earlier 
schedules. 


CARBIDE TOOL GRINDER 
Production is up—away up—higher than at any time in the Typical of the Baldor line of pre- 
company’s record. But please don’t forget, quality, at no time, nh A Ig = 


has been sacrificed for higher production. Baldor '/. H.P. ball bearing motor. 
Motor is pepe) to oe en 

oe | right and left angle tools ilicon 

Buy Viking with assurance of the same dependable “gear ; be wheels; SYiutteble tool rest 


within a gear” quality. First in the rotary pump field. Write tables. 


today for free bulletin 47SMM. BALDOR ELECTRIC COMPANY 
4364 Duncan St. Louis 10, Mo. 


AN 1a Pump Company {BALDOR GRINDERS 
: k tite Cedar Falls, lowa huni e Melos Spsoialisls 
ATO 
A Better piconet 
hie 
Welded | ee 
CHAIN eae 


material im- 

movable and save 
up to 50% of 
clamping time on 








for every industrial pur- 
pose, for every essential 
industry—wherever chains production operations, in 
are needed, you'll find | welding, jigs, assembling, 
Wesco Chains doing a drilling, punching, etc. 
better job because they | The proven “C” design of 
are better welded chains. | the Roesch Clamp gives 
plenty of room top and 
bottom for easy access to 


Proof Coil Chain | work ... fits over Ts, 
BBB Coil Chain flanges and rolls. Has 


self-aligning jaws, no 


Sling Chains and cumbersome protruding 7 Operations 
Lo Ch ° handles. 
g ains .. SPECIFICATIONS: { 
Railroad Chain Adjustable toggles open to 
) 22" capacity — Holds up to 
1¥g"' with jaws locked. $2.75 
each, $33.00 @ doz. Attrac- 
tively packaged. Order direct, Getting Over | 
Write for the Wesco or see your jobber. Roll Beads 


Industrial Chain Catalog NOTE: JOBBERS 
WRITE FOR DEAL 


/ ROESCH TOOL PRODUCTS 
WESTERN CHAIN CO. 8913 OLIN STREET 


1819 NO. BELMONT AVE. curcace 13, mv. | GRRE 
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fact, in the upper right hand corner of 
the sheet are Mr. Hogan’s initials and 
those of the four outside salesmen. All 
check mark their initials after glancing 
over the sheet. 

“The method is simple enough,” 
Mr. Hogan remarks. “Certainly it 
can’t be new. But the way these sheets 

*are used may have something original 
about it—I mean this salvaging of bits 
of important information. Anyway, 
it’s proved easier for everybody around 
here than fussing with grubby-looking 
scraps of paper.” 





Packaging Association 
Elects Officers 


FOR PR re] FIT t The recent election of the Michigan 
~ Division, Industrial Packaging Engi- 


| neers Association resulted in the in- 

| stallation of the following ‘ndividuals 
If you will follow the live leads which we furnish | as officers: 
from our national trade paper advertising . . . use Harry G. Diefendorf, Packaging and 
the effective dealer promotion which we supply with- | Materials Handling Engineer am 
out cost and display H & A Tools in your store, you | ~ — > ee 
can’t fail to make a continuous profit on H & A dent; F. F. Holt, G. M. C. Truck and 
Tools. Coach Division, General Motors 
Corp., vice-president of packaging; 





ode — B rela, Seg oe by over 37 | J: Alex Gordon, Gordon and Kinney, 
years of highly specialized experience in the design- vice-president of materials handling; 
ing, engineering and manufacturing quality wood- I’. C. Lewis, Micromatic Hone Corp., 
working equipment. In addition, they are a real value vice-president of transportation; R. B. 


in today’s market. Hiltz, Hinde & Dauch Paper Co., sec- 


H & A is a profitable line for live distributors sup- | retary; Edmund R. Mey er, I ord Mo- 

ported by a strict distributor policy. Write us TODAY. tor Co., treasurer; C. E. Cox, Gerrard 

Steel Strapping Co., chairman of the 

NEW H & A MODEL 5 SWING- CUT-OFF SAW—cross- program committee; I. E. Thomas, 


cuts dimension stock quickly . . . accurately . . . easily. . a ie 
Blade pulls through wood and is automatically returned Ford Motoi Co., chairman of the 
to resting position by weight of motor. Model 5 (3” x membership committee and V. Lee 
12” capacity) is now equipped with new pancake-ty ‘ + . ' + noe 
Fairbanks Morse 1 H.P. Motor. Two larger models avail- Edwards, The Chas. A. Strelinger Co., 


-_ chairman of the publicity committee. 


itis eimai siete The Michigan Division of the 
—a woodworking too . 

whese versatility is limited only by he lnee- I.P.E.A.A. meets monthly to discuss 
ination of the user. All types of simple, com- . ing ji strv i 
gem, eagle and wiler eunt-eatinn, dovina, the problems confronting industry in 
Cong, beeing, qrestty and eae on the packaging, handling and transpor- 
within its scope. Large al 4"' table . ; 3 

. simplified exterior adjusting apparatus tation of materials. 
. .. ten or twelve inch blade for 234" or 
334" capacity. 














H & A 6-INCH JOINTER—sturdy cast iron cons- 

truction permits vibrationless operation. Larger 

42 or 60 inch table is stress relieved to remain 

level for life—and in perfect alignment with solid 

steel cutter head. Does precision planing, edging 

= or angular, rabbeting relieving and cham- 
ring. 


H & A 14” Band Saw and New H & A #700 Shaper also available. 


HESTON & ANDERSON 


Established in 1921 


George Stalker, vice president of W. J. 
636 W. Kirkwood St. © Fairfield, lowa Holliday & Co. shows Mike Crowder 
of Coffing Hoist Co., Danville, Ml. 
how the distribution of steel is han- 
dled in the Holliday Co. 
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More shops want this 


bigger, sturdier band saw 


YOU SELL MORE CAPACITY (10” high 
by 18” wide) with this heavier Johnson. 
Those extra inches open the door to the 
bigger jobs—heavy bars, tubes, angles, 
gang cutting on small stock, etc. 





AND YOU SELL HIGHER SPEEDS be- ' Thomas P. Finnegan 
cause of the extreme rigidity of the bed, 
wide guide rolls supporting the blade, 


and the extra large band wheels to min- ; 
imize bending and twisting stresses on These are good reasons Masback, Inc. Names 


the blade. Resultant greater accuracy and why you can sell more ° 
evenness of cut saves machining time, shops with the Johnson Finnegan Its Buyer 
tools and metal—and saves saw blades, Band Saw. Get started 


too. now. Write for the ; Thomas P. Finnegan has been ap- 
oy _— pointed to succeed ed H. Masback 
as buyer of heavy hardware, waxes, 
paint and sundries for Masback, Inc., 
MANUFACTURING CORP. of New York, N. Y. 
646 CHRYSLER B10G.., Mr. Finnegan joined the Masback 
MW YORK AT me. FY: organization in 1940 and served with 
the Army in the Pacific Theatre during 
the war. 


ECONOMY 
PRODUCTS 

















... STRONG 


Economical plant operation is a 
direct result of the use of these 
precisely-made, STRONG Screw 
Machine Products. Plant men pre- 
fer ECONOMY Products because of 
their sustained holding power 
which makes for smooth running 
assembly and helps to lower pro- 
duction costs. ECONOMY Screw 
Machine Products are needed .. . 
lots of them .. . the returns are 
good, 


ECONOMY MACHINE PRODUCTS CO. 


5217 Lawrence Ave. Chicago 30 
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— Flange 
Leather Leather 


NOTHING TAKES OF Le 


eather! & 
EXCELSIOR LEATHER WASHER MFG. CO. 


ROCKFORD, ILLINOIS 


PLACE OF 


oa 
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HERE’S A 


y rectle Everybody loves a parade but here’s one that’s 


particularly interesting to YOU because it’s 
YOU WON'T WANT : 
packed with “pocket-book” appeal. It’s a never- 
TO MISS... ending parade of products and services designed 
to help you do your job better, quicker and cheaper. 


) 
) 
) 
) 
j 


You’re in the “reviewing stand” for this parade 





because it comes to you in the advertising pages of 
every issue of this magazine. Alert manufacturers 
use these advertising pages to get the news about 
their products and services to you . . . quickly and 


effectively. 


To be well-informed about the latest developments in 
your industry . .. and to stay well-informed .. . 


ye read all the ads too. 


Me = bolas INFORMATION 
a ZN 


McGRAW-HILL PUBLICATIONS 
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LUNKENHEIMER 
VALVES 

















at LUNKENHEIMER conference booths 820-822 


Welcome to Lunkenheimer’s Conference Booths 820 and 822 at the 
1948 Triple Mill Supply Convention, Atlantic City Convention Hall, 
April 26, 27th and 28th. In attendance will be: 


H. A. BURDORF, Vice-President—Sales WM. J. ANGERT, Mgr.—New York District 

H. H. LAYRITZ, Asst. Sales Manager HAROLD T. WILBER, Mgr.—Boston District 

ALLEN W. LANDER, Eastern District ROLAND J. SARDIECK, Mgr.—Philadelphia District 
Sales Manager 


Drop in . . . get acquainted and discuss your problems. 


We'll be looking for you. 


ESTABLISHED 1862 


THE LUNKENHEIMER C&O: 


—w QUALITY’ = 
CINCINNATI 14, OHIO. U.S.A. 


NEW YORK 13. CHICAGO 6 
BOSTON 10 PHILADELPHIA 34 


EXPORT DEPT. 318-322 HUDSON ST., NEW YORK 13, N. Y. 
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COPYRIGHT 1948 KEYSTONE LUBRICATING COMPANY 


THE DISTRIBUTION WHEEL 
HAS BEEN TURNING SINCE THE 
BEGINNING OF RECORDED HISTORY 
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NOW THE WHEEL IS STREAMLINED FOR FASTER, BETTER SERVICE 


From earliest times, man has sought out the best 
markets for his goods. Camels, donkeys and oxen 
plodded along the caravan trails laden with the 
wares of Egypt, India and Cathay. These ancient 
routes formed the spokes of a distribution wheel 
whose rim encompassed all the ancient world. The 
pattern set then is still followed in the manufac- 
turer-distributor-customer relationship of today. 


At the hub of the modern distribution wheel, is 
your Industrial Distributor. His 
warehouses are filled with thou- 
sands of items .. . everything you 
require for the efficient, economical 
operation of your plant. And wher- 
ever you are located along the rim, 


brsro 


there is a spoke that leads direct from him to you. 


The services your Industrial Distributor can offer 
are many. He can meet all your needs as they arise, 
enabling you to keep down your inventories. In a 
single shipment, he can supply you with a wide 
variety of items, thus simplifying your ordering 
and reducing your shipping costs. And he carries 
adequate stocks of Keystone Specialized Lubri- 
cants . . . the high quality line of greases and 
oils for all applications and operat- 
ing conditions. 

The Keystone Distributor near you 
will be glad to cooperate in making 
Keystone Specialized Lubricants 
available to your customers. 


Trade Marks Reg. U. S. Pat. Off. 


SPECIALIZED LUBRICANTS 


KEYSTONE LUBRICATING COMPANY « Est. 1884 © 21st, Clearfield and Lippincott Sts., Philadelphia 32, Pa. 
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1938-1948 


lk you have any doubts about “history repeating 
itself,” let’s go back to the Convention of 1938 held 
in Pittsburgh, and see what the program was. 


To set the scene: Business during the period May 
1936 through July 1937 had made quite a recovery 
from the depression of 1933-1935. The new slump 
that struck in mid ’37 was of violent proportions. Just 
how violent for industrial distributors was indicated 
by the “Trend of Supply Sales.” The index for July 
1937 stood at 124. For the next seven months, month 
after month, it nose-dived till in February 1938 it hit 
70—its lowest point in two years. Starting in March, 
the trend again started up and has continued its 
upward swing to this day. 


How did industrial distributors react to this seven- 
month set back? The story of the Pittsburgh Conven- 
tion gives the answer. 


The May 1938 Convention issue of Mill Supplies 
carried as its feature article a story entitled, “Organiz- 
ing For Greater Sales Volume.” The opening para- 
graph of this great article carries this statement: 
“Clearly, the future advancement of industrial dis- 
tribution lies in the hands of those distributors and 


manufacturers who approach their task in an organ- 
ized way, and with a definite workable plan for carry- 
ing through their objective—The future of the industry 
lies in planned selling.” 


It was this article that set the pattern for the Con- 
vention program. In distributor meetings they dis- 
cussed Mounting Costs, Selecting Lines, Market Stud- 
ies, Selecting Salesmen, Training Salesmen, Salesman- 
ship, Salesmen Bonuses and Product Consciousness, 
Manufacturers discussed Sales Meetings, Profits in 
Distribution, Mass Merchandising, Accent on Selling, 
and Manufacturers’ Promotional Material. 


Does it all sound familiar? Yes, ten years later it’s 
the same thing, “Organizing for Greater Sales Vol- 
ume” in the face of mounting costs. 


Today we know more about selection of lines. 
Market analysis has gone beyond the rule-of-thumb 
yardstick of the thirties. Selection and training of 
salesmen has become a science and the distributor's 
sales meeting is a regular part of his sales plan. 


History has repeated! To say that in repeating it has 
gained anything in the will to progress is questionable. 
The program of 1938 was born of dire necessity. ‘The 
program of today is an adjustment to sound business 
conditions that followed a period of emergency in 
which the accent was on production—not selling. 


In this issue you will find a thirty-two page feature 
article entitled, “Sales Analysis and Control.” The 
subject is not new. As far back as eighteen years ago 
this magazine was presenting material to assist dis- 
tributors in analyzing their sales and markets. But, 
today the importance of such analysis as a part of a 
sound selling plan is a must. The continued progress 
of the industrial distributor as an economic force in 
American business depends upon it. Sales analysis and 
control ranks with scientific salesmen training as the 
most important job facing distributors in the davs 
ahead. 


ARCH MORRIS 
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WRIGHT 


SPEEDWAY 
ELECTRIC HOIST 


Labor and raw material costs are soaring. 
Your customers want to cut overhead. 
How? One right way is the WricuT 
SPEEDWAY for materials handling. 


Outstanding in the light hoist field, the 
SPEEDWAY features many selling points: 
grooved drum; preformed wire rope with 
swaged fittings for anchoring; standard | 
NEMA motors and ratings; Timken | 
tapered roller-bearing trolleys; and many 
others. From 14 to 1 ton capacities. 


Send today for descriptive folder 
DH-1250. 





York, Pa., Chicago, Denver, Los Angeles, San Francisco, Portland, New York, Bridgeport, Conn. | 


WRIGHT HOIST DIVISION 
AMERICAN CHAIN & CABLE — 


In Business for Your Safety 
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STARRETT 
WORKS FoR You 


IMPORTANT 
WAYS > 


a complete line of precision tools, dial 
indicators and hacksaws backed by a 
65-year reputation for quality, accura- 
cy and dependability. The STARRETT 


name works for you! 


a never-ending program of develop- 
ment and improvement that keeps 
Starrett out front with the newest 
and best in shop equipment tools. 
STARRETT designers work for you! 


a hard and fast policy of close co-oper- 
ation with and complete protection 
for distributors stocking the Starrett 
line. The STARRETT Company works 
for you! 

a full time campaign of outstanding 
advertising in all trade papers read by 
your customers. Every ad urges them 
to “Buy through the Starrett Distrib- 
utor.” STARRETT Advertising works 
for you! 


5. 


THE L. S. STARRETT CO. + World’s Greatest Toolmakers 





Demonstrations and missionary work 
right in the shops plus exhibits and 
displays at all important shows — plus 
effective sales promotional material 
for your personal use. The S TARRETT 
Sales Force works for you! 


It Pays to Stock and Sell 
STARRETT TOOLS 


STARRETT 


PRECISION TOOLS @ DIAL INDICATORS 

STEEL TAPES @ GROUND FLAT STOCK 

rv 4). SO LOL CUTTING 
METAL, WOOD, PLASTICS 








. ATHOL, MASSACHUSETTS, uU.$ 








